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After dropping the benchmark federal funds rate to a range of 0%–0.25% early in the pandemic, the 
Federal Open Market Committee (FOMC) of the Federal Reserve has begun raising the rate aggres-
sively in response to high inflation. Raising the funds rate places upward pressure on a wide range of 
interest rates, including the prime rate, small-business loans, home-equity lines of credit, auto loans, 
credit-card rates, and adjustable-rate mortgages (with indirect pressure on fixed-rate mortgages). 
 
This chart illustrates the federal funds target range at the end of 2021 and future year-end projections 
released after the FOMC June 2022 meeting, when the Committee raised the range to 1.50%–1.75%. 

Rising Interest Rates 

Amount that the prime rate typically runs above the upper end of the federal funds tar-
get range. For example, if the federal funds rate is set at 3.25%–3.50% by the end of 
2022, the prime rate would typically be 6.50%. The prime rate, which commercial banks 
charge for loans to their best customers, serves as a benchmark for many consumer 
rates.     

       
Source: Federal Reserve, June 2022. These are only projections, based on current conditions, subject to change, and may not come to 
pass. 
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Here are some examples of times when a financial firm 
might need to reach out to your trusted contact: 
 
• To confirm current contact information when you 
can't be reached 
 
• If financial exploitation or fraud is suspected 
 
• To validate your health status if the firm suspects 
you're sick or showing signs of cognitive decline 
 
• To identify any legal guardian, executor, trustee, or 
holder of a power of attorney on your account 
 
A firm may only share reasonable types of information 
with your trusted contact. U.S. broker-dealers are re-
quired to provide a written disclosure that includes de-
tails about when information might be shared. Ask your 
financial firm or professional if you have any questions 
about the trusted contact agreement. 
 
You may add, remove, or change your trusted contact 
at any time, and you need to keep your contact's infor-
mation up-to-date. It's also a good idea to let the per-
son you've chosen know so that he or she is prepared 
to help if necessary. 

Naming a Trusted Contact 

When you open an account or update an existing  
account at a brokerage or a financial firm, you may be 
asked if you want to designate a "trusted contact." This 
individual may be contacted in certain situations, such 
as when financial exploitation is suspected or there are 
other concerns about your health, welfare, or wherea-
bouts. Naming a trusted contact is optional but may help 
protect your account assets. 
 
The person you name as a trusted contact must be at 
least 18 years old. You'll want to choose someone who 
can handle the responsibility and will always act in your 
best interest — this might be a family member, close 
friend, attorney, or third-party professional. You may 
also name more than one trusted contact. 
 
Understandably, you might be concerned that the  per-
son you name could make transactions in your account, 
but that's not the case. Your trusted contact will not be 
able to access your account or make financial decisions 
on your behalf (unless you previously authorized that 
person to do so). You are simply giving the financial firm 
permission to contact the person you have named. 



 
Securities offered through 
Cambridge Investment Re-

search, Inc., a Broker/Dealer, 
Member FINRA/SIPC. Invest-

ment Advisory Services offered 
through Cambridge Investment 

Research Advisors, Inc., a  
Registered Investment Advisor. 
Pathway Financial Services and 

Cambridge are not affiliated. 

Prepared by Broadridge Investor Communication Solutions, Inc. Copyright 2022

Pathway Financial  
Services, Inc.  

1916 Exeter Road 
Germantown, TN   

38138-2970 
(901) 756-5667 

www.pathwayoflife.com 
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How Life Insurance Could Help Mitigate Taxes in Retirement 

Higher taxes could follow in the wake of soaring 
government spending on pandemic relief measures 
— a likelihood that shines a new light on the tax 
advantages of life insurance. Permanent life insur-
ance offers a tax-free death benefit, and a portion of 
each premium goes into a cash-value account that 
accumulates on a tax-deferred basis. The policy 
owner may also access the cash value, if needed, 
without triggering income taxes. 
 

Assets in tax-deferred retirement accounts will 
eventually be taxed as ordinary income — whether 
distributions are taken by the current owner or a 
beneficiary who inherits the account — so taxpayers 
with well-funded retirement accounts should bear in 
mind that today's historically low income tax rates 
are scheduled to expire after 2025. 
 

Taking IRA distributions while taxes are low and 
shifting the money to life insurance could provide a 
hedge against future tax increases. Here are three 
ways in which permanent life insurance can be used 
to fund retirement and estate strategies. 
 

Supplement Retirement Income 
 

The cash value is available for emergencies as well 
as for normal retirement expenses such as housing 
costs and health care. You can generally make tax-
free withdrawals (up to the amount paid in premi-
ums) or use loans to tap into the accumulated cash 
value. Although policy loans accrue interest, they are 
free of income tax (as long as they are repaid) and 
usually do not impose a set schedule for repayment.  
 

Still, you should generally have a need for life 
insurance protection and evaluate a policy based on 
its merits as such. Loans from a life insurance policy 
will reduce the policy's cash value and death benefit, 
could increase the chance that the policy will lapse, 
and might result in a tax liability if the policy termi-
nates before the death of the insured. Additional 
out-of-pocket payments may be needed if actual 
dividends or investment returns decrease, if you 
withdraw policy cash values, or if current charges 
increase. 
 

Help Pay for Long-Term Care 
 

Many retirees worry that their savings could be de-
pleted later in life by the escalating cost of long-term 
care. A long-term care rider attached to a life insur-
ance policy could help pay for these expenses if they 
are ever needed. Any payouts for covered expenses 
would reduce (and are usually limited to) 

the death benefit, and they are typically much less 
generous than those of a traditional "use-it-or-lose-
it" long-term care policy. Optional benefit riders are 
available for an additional cost and are subject to 
the contractual terms, conditions, and limitations 
outlined in the policy; they may not, however, bene-
fit all individuals. 
 
 

Budgeting for Long-Term Care 
 

Medicare pays for up to 100 days in a skilled nurs-
ing facility after a qualifying hospital stay of three or 
more days, and provides limited coverage for home 
health care. Medicaid pays for some long-term care 
services, but eligibility is based on the person's in-
come and assets, and often requires "spending 
down" to qualify. 

 
 

Source: Genworth Cost of Care Survey, 2022 
 

 
Leave a Tax-Free Legacy 
 

Most nonspouse beneficiaries who inherit IRAs 
must now empty the account within 10 years, and 
heirs who are forced to take distributions in their 
peak earning years could face large income tax 
bills. By contrast, the death benefit from a life insur-
ance policy could provide a tax-free inheritance. 
 
 
 
 
 

Before implementing a strategy involving life insur-
ance, it would be prudent to make sure you are 
insurable. The cost and availability of life insurance 
depend on factors such as age, health, and the type 
and amount of insurance purchased. In addition to 
the life insurance premiums, other costs include 
mortality and expense charges. If a policy is surren-
dered prematurely, there may be surrender charges 
and income tax implications. Any guarantees are 
contingent on the financial strength and claims-
paying ability of the issuing insurance company. 
 


