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INVESTMENT AND INSURANCE PRODUCTS ARE:

• NOT FDIC INSURED

• NOT INSURED BY ANY FEDERAL GOVERNMENT AGENCY

• NOT A DEPOSIT OR OTHER OBLIGATION OF, OR GUARANTEED BY, ANY BANK OR ITS AFFILIATES

• SUBJECT TO INVESTMENT RISKS, INCLUDING POSSIBLE LOSS OF THE PRINCIPAL AMOUNT INVESTED
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[REQUIRED FOR MERRILL LYNCH EVENTS ONLY]
Investing involves risk including possible loss of principal. Information is current as of the date of this material. 

Any opinions expressed herein are from a third party and are given in good faith, are subject to change without notice, and are considered correct as of the stated date of 
their issue. 

Merrill Lynch, Pierce, Fenner & Smith Incorporated is not a tax or legal advisor. Clients should consult a personal tax or legal advisor prior to making any tax or legal 
related investment decisions. 

Bank of America Corporation (“Bank of America”) is a financial holding company that, through its subsidiaries and affiliated companies, provides banking and investment 
products and other financial services. 

Merrill Lynch, Pierce, Fenner & Smith Incorporated (also referred to as “MLPF&S” or “Merrill”) makes available certain investment products sponsored, managed, 
distributed or provided by companies that are affiliates of Bank of America Corporation (“BofA Corp.”). MLPF&S is a registered broker-dealer, registered investment 
adviser, Member SIPC and a wholly owned subsidiary of BofA Corp. Merrill Lynch Life Agency Inc. (“MLLA”) is a licensed insurance agency and a wholly owned subsidiary 
of BofA Corp. 

This material does not take into account a client’s particular investment objectives, financial situations, or needs and is not intended as a recommendation, offer or 
solicitation for the purchase or sale of any security or investment strategy. Merrill offers a broad range of brokerage, investment advisory (including financial planning) 
and other services. There are important differences between brokerage and investment advisory services, including the type of advice and assistance provided, the fees 
charged, and the rights and obligations of the parties. It is important to understand the differences, particularly when determining which service or services to select. For 
more information about these services and their differences, speak with your Merrill financial advisor.

Nothing discussed or suggested in these materials should be construed as permission to supersede or circumvent any Bank of America, Merrill Lynch, Pierce, Fenner & 
Smith Incorporated policies, procedures, rules, and guidelines. 

Investment products offered through MLPF&S and insurance and annuity products offered through Merrill Lynch Life Agency Inc.:

• Are NOT FDIC INSURED

• Are NOT INSURED BY ANY FEDERAL GOVERNMENT AGENCY

• May Lose Value

• Are not deposits

• Are not bank guaranteed

• Are not a condition to any banking service or activity
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YOUR LEGACY? 

You’ve nurtured your land, now nurture your legacy

Whether you grow crops or raise livestock, 
your family farm or ranch is more than just a 
business. It is a valuable part of the fabric and 
history of your community. It serves to nourish 
and strengthen the people and businesses 

around you, and they all depend on the 
survival of the farm/ranch as much as you do.
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WHAT DO YOU WANT YOUR LEGACY TO BE?

Do you ever find yourself …

• Dreaming of seeing your land passed on to 

the next generation?

• Worrying about what will happen to your 

farm when you are no longer around? 

• Wondering how you can ensure that your 

land and business stay in the family and 
continue to be successful? 
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SOME ISSUES YOU MAY BE FACING

MANY FARMERS AND RANCHERS FIND THEMSELVES …

• Land rich and cash poor

• Unable to retire due to lack of ready savings

• Trying to create a fair estate that meets the needs of beneficiaries who want to continue 

the business … and those who don’t
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CHALLENGES FACING THE NEXT GENERATION

• Cash flow—your spouse may depend on the income generated by the farm to 

continue to pay living expenses

• Inheritance disputes—because many of the farm's assets are illiquid (land, facilities, 

livestock, equipment), your children may need to sell the farm in order to equalize 

their inheritance

• Lack of liquidity—your children may not have the assets needed to pay estate or gift 

taxes

• Lack of credit—your children may not be able to obtain the loans necessary to 

continue to keep the farm/ranch operating
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FAMILY SUCCESSION PLANNING

Benefits

• If you want to keep your farm/ranch in the 
family, you need to implement an effective 

estate and business continuation plan

• It can help you overcome the challenges 

facing the next generation and help your 
family achieve its goals

• Life insurance and the death benefit it 
provides can play an important role as a 
component of these plans, creating the 
estate liquidity necessary to ensure your 
wishes are carried out
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A PROPERLY EXECUTED PLAN WITH LIFE INSURANCE CAN:

• Help to provide a surviving spouse with the estate liquidity necessary to maintain 

their current lifestyle

• Help provide a designated family member with the liquidity necessary to purchase a 

deceased owner’s share of the farm or pay appropriate taxes

• Provide an orderly transfer of business interests upon death, disability, or retirement 

by providing for the purchase of the ownership interest at a predetermined price

• Be used to help equalize an inheritance among beneficiaries who have differing 

interest in actively participating in the farm/ranch
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CORE STEPS–FAMILY SUCCESSION PLAN

1. Initially estimate and later obtain a 
business valuation

2. Properly title the assets

3. Structure the agreement

4. Fund the agreement:

• Cash

• Borrowing

• Investment side fund

• Installment payments

• Life insurance
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THE “FAIRNESS” ISSUE 

TREATING THEIR CHILDREN FAIRLY IS OFTEN CITED AS ONE OF THE PRIMARY 
CONCERNS OF FARMERS AND RANCHERS …

EQUALIZATION

LET'S TALK A BIT ABOUT FAMILY EQUALIZATION.

• How do you protect the business and treat your children fairly? 

• Does “treating your children fairly” mean the same thing as “treating them equally?”

• There are ways to make sure your children are all taken care of—whether they work on the farm with you or live 

thousands of miles away
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THE IMPORTANCE OF HAVING A PLAN

IT ALL COMES DOWN TO HAVING A PLAN IN PLACE 

• Don’t let fear and uncertainty paralyze you from taking any action

• A comprehensive estate and business plan can: 

• Ensure there are very few surprises when you pass away

• Help maintain a healthy family relationship as your business moves into the hands of the next generation

• Free up funds to pay off taxes or keep the business in the family

• And much more!
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THE IMPORTANCE OF LIFE INSURANCE

LIFE INSURANCE CAN BE A KEY PART OF YOUR ESTATE PLANNING

• Cash is generated at the right time.

• It offers a generally income tax-free death benefit.*

• It can help minimize the impact of estate taxes.

• It can provide funds to help equalize an estate among beneficiaries.

• It can be used in a number of strategies and trust arrangements to transfer your business, land, and estate in a 
more organized and affordable manner.

* Pursuant to IRC§101(a).



WHERE DO YOU 
GO FROM HERE? 
Transition planning is hard work, 
but it is essential.

• It takes commitment and a willingness to 
recognize and accept change.

• Today is the first step on your path to 
ensuring your business and your land for 
future generations.

• Work with a team of professionals to form a 
plan that works best for your needs. 
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THANK YOU!
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IMPORTANT INFORMATION
This material is being provided for informational or educational purposes only and does not take into account the investment objectives or financial 

situation of any client or prospective clients. The information is not intended as investment advice and is not a recommendat ion about managing or 

investing your retirement savings. If you would like information about your particular investment needs, please contact a financial professional.

Life insurance is issued by The Prudential Insurance Company of America and its affiliates. All are Prudential Financial companies located in Newark, NJ, 

and each is solely responsible for its own financial condition and contractual obligations. Life insurance policies contain exclusions, limitations, reductions 

of benefits and terms for keeping them in force. Your financial professional can provide you with costs and complete details. The availability of other 

products and services varies by carrier and state.

Both loans and withdrawals from a permanent life insurance policy may be subject to penalties and fees and, along with any accrued loan interest, will 

reduce the policy’s account value and death benefit.

This material has been prepared by The Prudential Insurance Company of America. It is designed to provide general information in regard to the subject 

matter covered. It should be used with the understanding that it does not constitute legal, accounting or tax advice. Prudential Financial, its affiliates, and 

its financial professionals do not render tax or legal advice. Please consult your tax and legal advisors for advice concerning your particular circumstances.

Be sure to discuss your personal wealth transfer strategies with your own advisors. Accordingly, any information in this document cannot be used by any 

taxpayer for purposes of avoiding penalties under the Internal Revenue Code.

Prudential, the Prudential logo and the Rock symbol are service marks of Prudential Financial, Inc. and its related entities.
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