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Y O U R  P R E F E R R E D  F U T U R E  A W A I T S .  
W E  S T A N D  R E A D Y  T O  H E L P .
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MISSION

Oakmont Group exists to help our clients maximize the impact 
an enjoyment of their wealth now and for generations to come. 
Understanding our clients and their Preferred Future allows us 
to provide the level of advice they deserve.

We assist families, businesses and their advisors maximize the 
efficiency and effectiveness of succession and wealth transfer 
plans through the implementation of custom designed life 
insurance solutions.
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• 40+ years singularly focused on life insurance in the wealth transfer process for high-net-worth families and closely held businesses

• Over 15% of the Forbes 400 families working with Oakmont 

• Served as board member for a major US Life Insurance company 

• Created the product the industry refers to as Guaranteed Universal Life

• Founding shareholders and board member of the fastest growing start up in the Life Insurance industry 

• Operated as the back office for 3 world-wide accounting firms, providing customized life insurance solutions for their clients pre and post 

liquidity events 

• Currently work with clients and advisors in all 50 states, giving us broad insights into planning strategies we apply to each client’s unique 

situation.

• Actively service many high-profile entertainers that have accumulated 100+ Grammy, 20+ Golden Globes, 10+ Oscars, 30+ Emmy’s and 10+ SAG 

wins. As well as professional athletes that have accomplished MVP and All-Star awards and wins in the World Series, World Cup, NBA 

Championships, Olympics and Super Bowl. 

Oakmont Highlights

8/9/20263
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• Trust Companies

• Wealthy Individuals and Families

• Family Offices (SFO & MFO)

• Businesses and Their Stakeholders

• Private Equity Firms and their portfolio companies

• Registered Investment Advisors (RIA’s)

• P&C Firms

• Private Banks

Who We Serve

8/9/20264

Integrity Impact

Balance Creativity
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OUR METHODOLOGY…

Oakmont Group 
strives to understand 

every family’s 
Preferred Future . 

This is the 
intersection of the 

family’s lifetime goals 
and financial goals.

We ensure we have 
Advisor Alignment. 

This prevents us 
from conducting 
siloed planning

Oakmont Group ensures 
we take a Fact-specific 

approach to planning. This 
avoids life insurance that is 
misused, misaligned, mis-

designed and not 
personalized.
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Term vs Permanent

Term

• Carries hard expiration date

• Best used when need for insurance is temporary

• Some products offer ability to convert to a permanent product without further 
underwriting

• Premiums are inflexible

• No internal cash value

Permanent 

• No expiration date

• Cash value

• Can be used for estate creation or preservation

• Holds value on secondary market

• Premiums can be flexible
6
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Permanent Insurance | Product Spectrum

Illustration Assumptions
Client: Female – Age 65 | Health Rating: Preferred Non-Tobacco | Death Benefit: $5,000,000

7
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S a m p l e  D e s i g n s
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Policy Valuation

• Multi Generational business sold to PE firm
• RIA manages part of family money
• Need to differentiate from competitive RIA
• Life insurance policies owned inside LLC
• DB $100mm
• Cash Value $10mm
• Gifting policies to trusts using unified credits
• Value of polices based on “ITR” confirmed by

big 4 CPA firm $20mm

• Oakmont Group conducted a competitive FMV 
study 

• Based on market offers Min value before 
planning = $10mm 

• After planning value = $5mm
• Realized saving of $15mm from ITR value to 

FMV
• Using additional Unified Credit to gift 

appreciating assets

Situation Solution



2 0 2 5 A l l  R i g h t s  R e s e r v e d Page 13

- Foreign national family
- Family-owned business 
- Instituted intra-family sale to defective trust to 

capture future growth outside of estate which 
curtails the growth of the taxable estate

- Designed policy for minimum outlay until note 
for intra-family sale was paid off

Persona: Young Ultra-affluent Couple
Mr. (age 50) and Mrs. (age 50) Client

Wait and See, Skip to age 84
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Persona: Young Ultra-affluent Couple
Mr. (age 50) and Mrs. (age 50) Client

Wait and See, Skip to age 84
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Enterprise Security Planning Skip Design 

• Referral from Trust company
• 54-year-old husband 53-year-old wife
• Substantial business to be sold in 5 – 10 years
• Efficient transition of assets to children main

concern
• $60mm Tax Exposure
• Wanted 30-year Term to cover the tax exposure

($289k annual premium)

• Implemented $60mm of SIUL
• $576,000 for 3 years
• No Further premium until year 34
• Coverage could be continued if needed
• Total cost was a fraction of term coverage 

($8.6mm term vs. $1.73mm SIUL for 30 years)

Situation Solution
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- Active real estate investor
- Multiple life insurance policies
- Actively managed investment portfolio
- Generation Skipping Trust, family funded
- Patriarch no longer insurable 

Persona: Large Real Estate Portfolio
Mr. (age 71) and Mrs. (age 67) Client
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Persona: Large Real Estate Portfolio
Mr. (age 71) and Mrs. (age 67) Client
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- Utilized premium finance for single life policies
- Large closely held business
- 2nd to Die planning & insurance
- Divorce
- Split options  considered
- More efficient with new single-life policies
- Mr. & Mrs. each had large liquid portfolios

Persona: Long-time Client, Business Owner
Mr. (age 62) and Mrs. (age 61) Client

Premium Finance to Maximize IRR



2 0 2 5 A l l  R i g h t s  R e s e r v e d Page 19

Persona: Long-time Client, Business Owner
Mr. (age 62) and Mrs. (age 61) Client
Liquidated 30% interest in business
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Persona: Young, Ultra-successful Business Owner
Mr. (age 40) and Mrs. (age 35) Client

Wait and See and Funded SLATs

- Primary legacy plan accomplished with 2nd to 
Die

- Complimentary Pacific Life overfunded policies 
used to fund SLATs to make estate “whole” if 
one spouse passes away early

- Each individual policy expected to produce 
enough cash to fund 2nd to Die when 
premiums return in ~40 years

- Legacy protection is in-place allowing family to 
aggressively grow businesses 
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Persona: Young, Ultra-successful Business Owner
Mr. (age 40) and Mrs. (age 35) Client

Wait and See and Funded SLATs
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WHEN DOES 
LIFE INSURANCE MAKE 
SENSE?

WEALTH PRESERVATION & TRANSFER:

For wealthy families or up and coming entrepreneurs, 
Oakmont Group helps design life insurance to preserve a 
family’s legacy or enhance their gifts to charity.

ENTERPRISE SECURITY PLANNING :

Ensures that the golden goose… the business… is 
protected regardless of external circumstances created 
by the untimely loss of a shareholder or key employee.
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Oakmont Group Services
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• Ensuring existing 
policies have no 
hidden problems 
that could 
jeopardize the 
Long-term 
stability of their 
program. 
Additionally, 
analyzing policies 
for design 
inefficiencies. 
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• Every client is 
unique and their 
situation and 
goals deserve a 
plan designed 
specifically for 
them. 
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• Ultra-affluent 
clients cannot 
take risks with 
underwriting. 
There is typically 
only one chance 
to get this right. 
Once their 
information is 
out, the insurance 
companies are 
limited 
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wealthy families 
are Looking to 
custom designed 
Life insurance 
policies as a non-
correlated asset 
class to help 
build, protect and 
diversify their 
investment 
portfolio. 
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• Needs often 
change over time. 
Life settlements 
can provide a way 
to re-coop 
investments in life 
insurance in lieu 
of surrendering 
the policy 
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Enterprise Security Planning
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• Companies are 
typically the largest 
asset for an 
individual. It is 
imperative to ensure 
the business is 
protected from all 
angles. This ensures 
that the family of 
the individual as well 
as the business itself 
benefit from the 
legacy created by 
the owner
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• Often business have 
an individual with 
outsized value to the 
company. Its
important to ask 
what the person is 
worth in terms of 
dollars and cents to 
the company and 
how much it may 
cost to hire a 
replacement 

Em
p

lo
ye

e
 R

et
e

n
ti

o
n

• Sometimes referred 
toas  golden 
handcuffs using 162 
bonus, deferred 
compensation or 
split-dollar can be a 
creative way to keep 
key employees at a 
company by 
providing a unique 
asset with a vesting 
schedule 
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Oakmont Group has become a firm valued for 
their expertise in integrating life insurance 
into wealth transfer and Enterprise Security 
Planning with a brand that has been built 
around understanding client goals, 
collaboration with other advisors and fact-
specific planning. Oakmont Group’s 
commitment to making a difference for those 
they serve has played a key role in shaping its 
reputation over 40 years as a recognized 
leader in the insurance industry.

www.oakmontgroup.com

Ross Ferrin

Phone: 303-638-1326

Email: rferrin@oakmontgroup.com

6261 Chimney Rock Trail

Morrison, CO 80465
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