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Expert Advice Strategic Financial Planning                                    

3D Wealth™

A Different Perspective on
Wealth Management

Most wealthy individuals have a pro-
pensity for making money. Some even 
have expertise in investing money. But 
almost no one has the experience or 
strategic planning perspective to max-
imize and protect their wealth over the 
long haul.   

Shifting the Viewpoint

The fact is, there are no shortcuts to 
great planning. Every day, someone 
introduces a new product or idea into 
the marketplace to address some spe-
����� ��������� 	
������ ��������
these are designed to resolve issues 
that may change over time, such as 
those related to particular tax laws.  
Other times, they are intended to ad-
dress universal needs, such as estate 
	��������� ���� �� � �� �	����� 	
������
or idea works, it is generally not tied 
to a long-term comprehensive strat-
egy. For example, estate planning 
tends to focus almost exclusively on 
tax savings while neglecting the over-
all objective of  building wealth.  
The common product-based or 
“problem-solving” approach overlooks 
three critical objectives important to 
wealthy individuals:  

�������	�	
�������
����������	
�	�����	�����������
���������	��	
������	�	������������

��� ��� �����™ process provides 
�� 	�����
�� ��
� ������� ����
��� �-
nancial decisions that produce all of  
these results and more accomplished 
by a simple shift in viewpoint.

The 3D Wealth™ Process  

�����������™ approach begins by 
��������������������	
�������������
plan and its likely performance over 
�� 	
���� �� � ���� ���
� ��� ��������
best case projections. This becomes 
the benchmark against which any al-
ternative strategy will be measured.  
In considering alternative strategies, 
there are four principal criteria:

�������	������������������������	����	�
�� �	�������
	����	�������	���	��������
��!��"����������	����������	����������#
 creditors and other wealth eroding factors.
����%�������������	��������	�����&��&���'�
 outlays.

Proprietary comprehensive planning 
software enables a three-dimensional 

!	��
�������� ���"�����
��#��� �����$
cial options while continuously meas-
uring all of  the lost opportunity costs.  
Clients are able to see for themselves 
��"���
�������������
�����#�����%���
���
�����$�
�����������"��$�����

���������������� �������������������
Wealth™ strategies may surprise you. 
Specially-designed, institutionally-priced 
(low acquisition cost) whole life insur-
ance products are strategically used to 
protect - and even enhance - wealth.

Impact

&�����������!��	���� ���'*$#�
$����
����"���������"�
����� �+//�0����-
lion. He wanted to protect his assets 
from creditors and shield as much as 
possible from estate taxes. But he was 
����"�������������
����������������
priorities for these long-term goals.  

1#���	������������������™ strat-
egy, he was able to:

�� (�����)*+�,�������	��� �������	����	�
 wealth over two generations.
�� ����
�����)--�,�������	������������	�
� ��������#�
����	
���)*/�0�������	������
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third generation.
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nual gift allowance or incurring any gift

����

The backbone of  this strategy is a 
$27.8 million whole life insurance pol-
��������	
����
��� ��	
����
��������
���
old daughter. The premium is funded 
by a strategic reallocation of  capital 
from other similar asset classes and 
paid through a special form of  loan 
regime split dollar, assuring little or 
no additional out-of-pocket outlays. 
The policy is owned by a dynastic 
irrevocable trust, thereby keeping it 
������ ��	
�
����
���� ����	��	
����������
second generations.

Verifiable Results

�����
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lows for the comparison of  alterna-
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����"�-
sors are directly involved throughout 
the entire process. They are able to 
examine and verify the projected re-
sults of  any recommended strategies.  

��� !
���	™ strategies produce ex-
traordinary results for individuals 
&��	������������������"
����	�'�&�����
liquid assets of  $10 million or more. 
Properly implemented, the strategies 
����
�����
(��
���
�������
���
)�������
wealth and generate substantial free-
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philanthropist.  In 1981, he left the bank to form CPS where he quickly developed his 
unique view of  money and wealth management. 

Guardian, its subsidiaries, agents, and employees do not 
provide tax, legal, or accounting advice. Consult your tax, 
legal, or accounting professional regarding your individual 
situation. State creditor protection for life insurance 
policies varies by state. Contact your state’s insurance 
department or consult your legal advisor regarding your 
individual situation. Scott Silbert is a Registered Represen-
tative and Financial Advisor of Park Avenue Securities, 
LLC (PAS), 355 Lexington Avenue, 9th Floor, New 
York, NY 100017, (212) 541-8800. Securities products/
services and advisory services are offered through PAS, a 
registered broker/dealer and investment advisor. Financial 
Representative, The Guardian Life Insurance Company 
of America (Guardian), New York, NY. PAS is an indirect 
wholly-owned subsidiary of Guardian. Creative Planning 
Strategies is not an affiliate or subsidiary of PAS or 
Guardian. Creative Planning Strategies is not a registered 
investment advisor and does not provide investment 
advisory services. PAS is a member NASD, SIPC. 2016-
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dom to spend and enjoy the addition-
al wealth created.  

%�������������
����������!
���	™

Strategies, contact info@cpsnyc.com.
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