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We’re also happy to introduce a new 
feature on page 6 — Good Life — which 
will explore ways that your fi nances and 
lifestyle intersect. Living well, after all, 
is about maximizing your wealth and 
spending in ways that matter most to you.

We wrap up this issue with an interview 
with Odes Kim, a Dallas entrepreneur who 
emigrated from South Korea. Odes and 
his wife Ann have an inspiring story of how 
they built a successful janitorial company 
with more than 300 employees, along with 
two restaurants, and are now working 
with Regions Private Wealth Management 
to create a charitable foundation.

No matter what fi nancial concerns you 
have — whether healthcare, investing, 
business planning or estate planning 
— your Regions Wealth Advisor can 
customize a team of specialists to 
provide the expertise and guidance you 
need. We’re here to ensure you have the 
most exceptional experience possible.

Sincerely,

ANNE D. COPELAND
E XECUTIVE VICE PRESIDENT
REGIONS PRIVATE WE ALTH MANAGEMENT

L ike many Americans, you 
may have questions about 
federal healthcare reform 
and how it will affect your 
and your family’s fi nancial 

planning. We hear time and again from 
affl uent clients about the challenges of 
preparing for health- and long-term care, 
especially given rising costs and the 
evolving insurance marketplace.

At Regions Private Wealth Management, 
our goal is to serve as your trusted advisor 
and help you navigate these challenging, 
yet vital, aspects of your fi nancial planning. 
Your Wealth Advisor provides objective 
guidance, so that you can make decisions 
that protect your family’s fi nancial well-being 
and legacy.

As always, we aim to keep you informed 
of the latest news and information that 
will affect your wealth planning.

In this edition of Insights, our cover story 
(“Healthcare and Your Wealth,” page 8) 
looks at timely considerations to help you 
better plan for future health- and long-
term care expenses based on your stage 
in life — whether you’re working, nearing 
retirement or already retired. Following 
that, in Regions’ Perspective (“Healthy 
Conversations,” page 13), Director of 
Financial Planning Jeff Winick explains how 
your Wealth Advisor can help you simplify 
the complex and often emotional aspects 
of healthcare planning. Then, in Your 
Business, we look at how business owners 
can assess their options on the newly 
formed public health insurance exchanges 
and fi nd cost-effective coverage.

AHEAD OF 
THE CURVE

 EMAIL 
COMMENTS, SUGGESTIONS AND IDEAS TO 
REGIONSINSIGHTS@REGIONS.COM

“We hear time 
and again 
from affl uent 
clients about 
the challenges 
of preparing 
for health- and 
long-term care, 
especially given 
rising costs and 
the evolving 
insurance 
marketplace.
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     Understanding 
the Value of 

  529s
The 529 college-savings plan has existed for nearly two decades, yet 
many families still aren’t using it. A 2012 Government Accountability 
Offi ce report says that less than 10% of families actively saving for 
college used a 529 or Coverdell plan.¹

$1
8,

03
9

SOURCE: 
U.S. GOVERNMENT 
ACCOUNTABILITY 
OFFICE; ESTIMATES 
BASED ON GAO 
ANALYSIS OF 
IRS DATA

THE 
STATS
How families with 
incomes above $150,000 
took advantage of 
529 plans in 2010:

MEDIAN DISTRIBUTION 
$18,039
MEDIAN TAX SAVINGS 
$3,132

$3
,1

32

A 529 plan offers some compelling benefi ts. Investment gains and withdrawals 
are federal tax-free if the savings are used toward qualifi ed higher educational 
expenses. Many states, including Alabama, Mississippi and Arkansas, also 
provide tax breaks for 529 contributions.

Your Regions Wealth Advisor can help you compare plans and determine 
whether the 529 is the right savings vehicle for your situation. Some tips that 
can help you make the most of the 529:

COMPARISON SHOP.  Every state manages at least one 529 plan, and each plan 
has different rules. You can invest in a plan from any state — not just your own. 
Considerations include a plan’s investment menu, contribution limits and other rules. 
Thirty-four states2 offer a tax deduction to residents who invest in their plans. 
A side-by-side comparison of 529 plans is available on SavingforCollege.com.

UNDERSTAND GIFTING RULES. Contributions to a child’s or grandchild’s 529 plan 
are treated as gifts under federal gifting rules. Under those rules, individuals 
can give up to $14,000 to a child in 2013 — a couple can collectively give $28,000 
— without fi ling a gift-tax return. Therefore, it may make sense to open a 529 when 
a child is younger and make annual contributions up to the federal annual 
gift-tax exclusion instead of waiting until the child nears college age and then 
contributing a bigger sum. Under special provisions for 529s, an individual can 
make a one-time $70,000 contribution to a 529 plan ($140,000 for married 
couples) and prorate it over fi ve years without gift-tax consequences.*

KNOW TRANSFER RULES. Another perk to 529s is fl exibility. If your original 
benefi ciary doesn’t use up the savings, you can transfer the savings to another 
member of your family and keep the tax-free growth and withdrawal benefi ts. 
You can also save them for future generations or use the money on your own 
higher education expenses. 

1GAO.gov, A Small Percentage of Families Save in 529 Plans, Dec. 12, 2012.     2SavingForCollege.com.
* In order to avoid the federal transfer tax, no further annual exclusion gifts or generation-skipping transfers can be made to the same benefi ciary 
over the fi ve-year period, and the accelerated transfer must be reported on Form 709, United States Gift (and Generation-Skipping Transfer) 
Tax Return. If the donor dies within fi ve years, a portion of the transfer will be included in the donor’s estate for estate tax purposes.
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  G O O D  L I F E  :

Landing Airfare Deals
Around the Holidays 

TIME YOUR PURCHASE. The best airfares are generally 
found about six weeks before departure on domestic fl ights 
and eight weeks on international fl ights. But that’s a rough 
estimate, as factors including fl ier demand and fuel prices 
can affect airfares. For holiday season fl ights, you may 
want to consider purchasing a bit earlier, such as eight to 
10 weeks in advance. Keep in mind that airfare sales  often 
start on Tuesdays and last 24 to 48 hours, so consider buying 
on a Tuesday afternoon through Wednesday midday.

USE THE RIGHT TOOLS. Many online tools now make it 
easier to search for airfare deals and fi gure out the best 
time to buy:

Bing.com/Travel: When you put in your desired itinerary, 
the “Price Predictor” feature tells you whether to buy 
your ticket now or to hold off, based on historical fare 
data and price trends. 

AirfareWatchdog.com: Sign up to get email alerts 
when fares from your home airport to your chosen 
destinations hit recent lows.

SkyScanner.com: Flexible about your holiday getaway 
destination? This site lets you fi nd the lowest current 
airfares from your chosen airport by typing “everywhere” 
into the destination search fi eld.

SHOP AROUND. Check fares in several places, 
including comparison sites such as Kayak.com

and OneTravel.com and on airlines’ web sites. 
Also consider signing up for email alerts from 
your most frequently fl own airlines.

FLY AT THE BEST TIMES. Airport traffi c is generally lightest on Tuesdays, Wednesdays and Saturdays. So you may 
be able to fi nd the best fares if you depart and return on those days. Sometimes good deals can be found on the 
actual holiday — such as Thanksgiving Day. And there tends to be a travel lull (read: lower airfares) in the fi rst two 
weeks of December. 

The holiday season typically carries some of the loftiest airfares of the year. But take heart: With a little 
extra time and effort, the following steps can help you find better deals for your 

holiday trip or winter getaway. 
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YOUR WEALTH ADVISOR 
CAN HELP YOU ASSESS 
YOUR RETIREMENT 
INVESTMENT STRATEGY 
BY USING THE 
INNOVATIVE REGIONS 
WEALTH ASSESSMENT® 
PROCESS, AS WELL 
AS HELP YOU DEVELOP 
A WITHDRAWAL PLAN 
TAILORED TO 
YOUR GOALS.

LASTING ODDS? The probability that a portfolio invested 
40% in equities will last at various withdrawal rates:

1 Finke, Michael S., Texas Tech University; Wade Pfau, The American College; and David Blanchett, Morningstar Investments; The 4 Percent Rule Is Not Safe in a Low-Yield World, January 2013.
2Society of Actuaries, Key Findings and Issues: Longevity, 2011 Risks and Process of Retirement Survey Report, June 2012.

1WHAT’S MY CURRENT RISK EXPOSURE?
Common wisdom says that you can spend 4% 
of your assets each year and have decent odds of 

them lasting at least 30 years. But that withdrawal rate 
may be too high, depending on your wealth allocation.1

The 4% guideline assumes that at least 60% of a retiree’s 
assets are in stocks, meaning that his or her assets will 
likely continue to grow over time due to maintaining 
a higher equity exposure. Retirees with, say, 60% in 
bonds or other more conservative investments, such 
as real estate, and with less exposure to stocks, may 
need to withdraw less than 4%.

2 HOW LONG WILL MY RETIREMENT BE?
Longevity plays a big role in the question of how 
much you can safely withdraw — and lifespans 

are increasing. A 65-year-old couple today has a 45% 
chance that one will live to age 90 and an 18% chance 
that one will live to 95, according to the Society of 
Actuaries.2 Some affl uent retirees invest a portion of 
their assets in an annuity to ensure a steady income 
stream throughout their lifetimes. A long-term care 
plan can also help protect against longevity risk.

3 WHAT ARE MY OBJECTIVES? What portion 
of your assets do you want to leave to your 
heirs? How do you want to spend your time in 

retirement? Will reducing your spending drastically 
affect your desired retirement lifestyle or will it have 
little effect? Answering these types of questions can 
provide more clarity around what type of withdrawal 
rate makes sense for you. 

WITHDRAW 
WISELY
Three considerations 
for determining how 
much you can safely 
spend in retirement 

FIGURING OUT HOW MUCH of your invest-

able assets to withdraw each year of 

retirement may feel like guesswork. 

You certainly don’t want to draw down 

your assets too quickly, but you also don’t 

want to shortchange your lifestyle.

Here are three points to address with your 

Regions Wealth Advisor to help determine 

the right withdrawal rate for you:

SOURCE: MORNINGSTAR INC.

*CALCULATIONS WERE BASED ON AN ESTIMATED 9.77% ANNUAL RETURN ON EQUITIES AND 
BOND YIELD PROJECTIONS BASED ON THE RECENTLY AVAILABLE YIELDS.
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Already, the amount older Americans need to reserve 
for health- and long-term care may seem daunting. A 
65-year-old couple today can expect to amass at least 
$283,000 in out-of-pocket healthcare expenses in 
retirement or $387,000 if they have high prescription 
drug costs, according to the Employee Benefi t Research 
Institute.1 Contrary to conventional wisdom, healthy 
retirees spend more on healthcare — up to $570,000 — 
than those who start retirement with a chronic illness, 
because they live longer and are more likely to develop 
chronic illnesses later in life.2 Beyond medical expenses, 
nursing-home care can run upwards of $80,000 per year,3 
and will be needed by 40% of Americans over age 65.4

Affl uent families need to be prepared to cover these 
costs to ensure they don’t deplete their savings, sacrifi ce 
their future lifestyle goals or greatly reduce the estate 
they leave behind. Hayes recommends that individuals 
and couples prepare for medical and long-term care costs 
separately from general retirement savings. “It’s too easy 
to lose track of the amount you need for healthcare if you 
only focus on accumulating the number you believe you 
need to retire,” he says. 

Given that the world of healthcare and long-term care 
is changing, thanks in part to healthcare reform, now is 
a good time to ensure you are prepared to cover these 
potential costs in the future. The best strategies often 
depend on your stage of life. 

YOUR WORKING YEARS
While you’re working is the optimal time to save for 
future health expenses. Many affl uent individuals save 
for their own future costs, but may also need to help an 
aging parent pay for their long-term care needs. 

If you already have employer-sponsored healthcare 
coverage, you may not notice much difference in your 
premiums once healthcare reform is fully implemented. 
But you may be expected to pay higher deductibles and 
copays as employers attempt to lower the cost of the 
plans they offer employees. That’s especially true for 
employees with “Cadillac” plans — those that cost more 
than $10,200 annually for an individual and $27,500 
for a family —  as employers who offer them will be hit 
with a 40% excise tax starting in 2018.5

Self-employed individuals and others without employer-
provided insurance will experience a big change in how 
they purchase individual health insurance policies once 
enrollment in the public health exchanges begins October 1
of this year. (Read “Navigating Healthcare Reform” on 
page 14 to learn more about health insurance options for 
business owners.) The new law requires all policies to 
have richer benefi ts, covering preventive care and other 
essential services such as emergency and maternity care. 
Premiums will vary, depending on the amount of cost-
sharing you assume through higher deductibles and copays. 

Younger, healthier 
people may fi nd that 
premiums on policies 
offered on the exchanges 
are 20% to 50% higher 
than those current 
policies in some states, 
says Hayes, “but older, 
less healthy people will 
likely see signifi cant 
decreases in premiums.” 
The reason is that 
healthcare reform 
law limits how much 
insurers can charge 
older people, and if too 
few younger people 
elect to buy insurance, 
as some experts predict, 
insurers will have 
to raise premiums 
on healthy people of 
any age to offset the 
claims of less-healthy 
individuals. 

One way to lower 
your premiums is 
to purchase a high-
deductible health plan, 
which, when combined 
with a health savings 

account (HSA), doubles as a long-term savings vehicle for 
future health costs. “An HSA is the only savings vehicle 
that is completely tax-free — your contributions and 
your earnings and your withdrawals, as long as they 
are used for qualified medical expenses,” says Hayes. 
“Many high-net-worth individuals use HSAs to build 
savings for health expenses in retirement.” The maximum 
contribution to an HSA in 2013 is $3,250 for an individual 
and $6,450 for couples and families.6

APPROACHING RETIREMENT
Affording long-term care is a major worry for people in 
retirement, but insuring yourself against high assisted-
living, nursing home or in-home care expenses can offer 
you and your family peace of mind. The optimal time to 
purchase long-term care insurance is in your 40s and 
50s, according to Hayes. Wait longer and the premiums 
may be prohibitively expensive or you may not qualify 
due to your age or an emerging medical condition.  

Conventional long-term care insurance offers the 
most comprehensive benefi ts, but these policies are 
becoming harder to fi nd. “Many of the major carriers 
have dropped out of the long-term care market because 

THE COSTHE C
OF BEING
HEALTHY
Healthy retirees can 
expect to spend at 
least 18% more 
on healthcare 
expenses in 
retirement than
unhealthy retirees 
due to longer life 
expectancies.

SOURCE: BOSTON COLLEGE,
CENTER FOR RETIREMENT RESEARCH
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they dramatically underestimated 
the payouts they’d have to make for 
nursing-home care,” says Hayes. 
“And the remaining insurers have 
made the qualifying criteria much 
stricter.”  If you are considering a 
long-term care policy, investigate 
getting one now before additional 
insurers leave the market and 
underwriting gets even tighter, 
Hayes advises. But be prepared 
for sticker shock: Premiums have 
increased 29% from 2004 to 2012.7 
A 55-year-old single person buying 
long-term care protection can 
expect to pay $2,065 a year for 
$162,000 in benefits, according 
to the American Association for 
Long-Term Care Insurance.8

An attractive — and more easily 
obtained — option may be a life 
insurance policy with a rider 
providing long-term care benefi ts. 
These hybrid products are quickly 
growing in popularity because of 
their fl exibility — some will return 
100% of principal at any time, and 
you can make cash withdrawals 
— and the tax-free death benefit 
that goes to your heirs if you don’t 

tap the policy for care. “Instead 
of paying premiums for years for 
a long-term care policy you may 
never use, your beneficiaries 
will receive a benefi t from a hybrid 
product if you don’t need it,” 
says Hayes. 

Another option for paying for 
long-term care is an annuity with 
a long-term care rider. Should you 
need care at a nursing facility or 
at home, the annuity payments 
accelerate to cover the costs. 

If you retire before you’re eligible 
for Medicare at age 65 and your 
employer doesn’t offer retiree 
health benefits, you’ll want to 
obtain health insurance during the 
interim. Early retirees will benefi t 
under healthcare reform because 
insurers can’t deny coverage due 
to a health condition. “In the past, 
many people couldn’t retire early 
because they couldn’t get insurance,” 
Hayes says. If you opt for a high-
deductible plan and are 55 or older, 
you can add $1,000 a year to your 
HSA, building up the funds you 
can use to pay medical expenses in 
retirement, he adds. 

A 65-year-old 
couple today 

can expect to 
amass at least 

$283,000 in 
out-of-pocket 

healthcare 
expenses in 

retirement or 
$387,000 if 

they have high 
prescription 

drug costs.1

On the Rise
Premiums for long-term care insurance increased 29% from 2004 to 2012.

SOURCE: THE WALL STREET JOURNAL
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About a year before you turn 65, you’ll want to begin 
evaluating which type of Medicare coverage is right for 
you. Traditional Medicare covers only 60% of medical 
expenses,9 so most people choose a Medigap policy to 
supplement their coverage. Within six months after 
turning 65 and enrolling in Medicare, you can buy a 
Medigap policy without medical underwriting. After this 
period, you may not qualify for a Medigap policy based 
on your health, or you may be charged higher premiums. 

Medicare Advantage plans are sold by private insurance 
companies and have become a popular alternative to 
traditional Medicare and Medigap policies. These stand-
alone plans may offer more-comprehensive benefi ts than 
traditional Medicare, but they often limit your choice of 
physicians and hospitals to those in the plan’s network. 
Within 12 months of enrolling in a Medicare Advantage 
plan for the fi rst time, you can return to Medicare and 
buy a Medigap policy.

The Female 
Longevity Factor
Not only do women live an average 
fi ve years longer than men — 
years when medical expenses 
tend to skyrocket — they also 
spend more on healthcare.

Because many women live alone in their later years, 
about 79% will need long-term care for an average 
of 3.7 years.2 

Several strategies for boosting retirement savings 
can give women peace of mind that they’ll be able 
to fund their medical expenses into their later years. 
For example, as a couple prepares to retire, they 
should evaluate whether the wife would receive larger 
Social Security benefi ts by electing payments based 
on her work history compared to her husband’s. If ei-
ther spouse has a pension, payouts can typically be 
structured to cover both spouses over their lifetimes. 

Couples may also want to consider strategies for 
generating a larger income stream later in life to 
hedge against longevity. That may include annuitizing 
a portion of assets or investing a portion of assets 
for growth to help stay ahead of rising health- and 
long-term care costs. 

1Kaiser Family Foundation, “Medicare’s Role for Older Women,” May 16, 2013.
2AARP, “Long-Term Care: A Women’s Issue,” 2007.

At age 85, for example, 
the average woman spent 
$7,555 on out-of-pocket 
health expenses (excluding
long-term care) compared 
to a man’s $5,835
in 2009.1

$
7,

5
5
5

$
5,

8
35

85



R E G I O N S  I N S I G H T S   F A L L  2 0 1 312

C O V E R  S T O R Y

1Employee Benefit Research Institute, “Savings Needed for Health Expenses for People Eligible for Medicare: Some Rare Good News,” October 2012.
2Center for Retirement Research, Boston College, Does Staying Healthy Reduce Your Lifetime Health Care Costs?, May 2010.
3MetLife, Market Survey of Long-Term Care Costs, 2012.     4 Medicare.gov, “What is Long-Term Care?,” Aug. 3, 2012.
5WSJ.com, “2018 ‘Cadillac Tax’ Already a Focus for Corporate Health Care,” March 22, 2013.     6 IRS.gov.     7, 8 The Wall Street Journal, “Long-Term Care Insurance Gap Hits Seniors,” July 1, 2013.
9Employee Benefit Research Institute, “Savings Needed for Health Expenses for People Eligible for Medicare: Some Rare Good News,” October 2012.
10ThinkAdvisor.com, “More Clients Will Be Hit With Higher Medicare Costs Under Obamacare,” May 13, 2013.

IN RETIREMENT
While the recent healthcare reform requires 
Medicare to cover more preventive services 
at no cost to beneficiaries and gradually closes 
the coverage gap for prescription drugs, affluent  
beneficiaries will pay higher premiums starting  
in 2014. Individuals with incomes over $85,000 
or couples earning more than $170,000 will 
pay incrementally higher premiums, with the 
wealthiest beneficiaries paying more than 
$3,500 more in annual Medicare premiums.10 
It may make sense to sell assets or convert a 
large portion of a traditional IRA to a Roth IRA 
to push you below the income thresholds for 
premium increases. 

Reevaluate any private health insurance 
you carry to ensure that it’s still the right fit 
and price for you. If you’ve changed or added 
prescription medications, for example, you may 
save money by switching to a plan that provides 
greater coverage of those prescriptions.

Creating a regular income stream to pay 
premiums on a Medigap or long-term care 
policy or annual out-of-pocket medical  
expenses can help you avoid having to sell 
investments in order to pay healthcare costs. 
Consider buying annuities with a portion 
of your retirement savings and structuring 
investment portfolios to generate income 
through bonds and dividend-paying stocks. 

It’s also important to take proactive  
steps to find a home-health agency and 
evaluate nursing homes in the event a medical 
emergency requires you to receive nursing 
care quickly. Share your plans with your 
family, and make sure you have a durable 
power of attorney for healthcare, and an  
advance healthcare directive so your family  
can carry out your financial and medical 
wishes if you become incapacitated. 

MEDIGAP MEDICARE ADVANTAGE

Sold by private insurers Sold by private insurers

MAY UNDERWRITE after initial  
open enrollment period

NO UNDERWRITING;  
all participants, regardless 

of health status or age,  
pay the same premium

NO REQUIRED NETWORK of  
doctors, meaning can be good for  

travelers or “snow birds” who 
may need to use medical facilities 

outside their home area

Typically REQUIRES  
ADHERING TO A  

PROVIDER NETWORK, 
such as an HMO or PPO

Provides supplemental coverage 
to Medicare Parts A and B, but 

NO PRESCRIPTION DRUG OR DENTAL 
COVERAGE; additional types of 

health coverage must be purchased 
separately; Medigap plans typically 
are standardized across insurers

Helps pay Medicare-
covered costs, but often 
wraps in other benefits,  

INCLUDING PRESCRIPTION 
DRUGS, DENTAL AND  

VISION COVERAGE and  
gym membership

Guaranteed RENEWABLE,  
as long as premium is paid

Benefits MAY CHANGE  
from year to year 

May cost more for people who 
REQUIRE LITTLE healthcare

May cost more for people who 
REQUIRE A LOT of healthcare

THE MOST EFFECTIVE WAY TO PAY FOR FUTURE HEALTHCARE AND LONG-TERM CARE NEEDS CAN BE COMPLEX AND 
DEPENDS ON YOUR PERSONAL SITUATION. YOUR WEALTH ADVISOR CAN WORK WITH A REGIONS INSURANCE CONSULTANT 
AND GUIDE YOU STEP-BY-STEP THROUGH THESE DECISIONS AND FIND STRATEGIES THAT MEET YOUR GOALS.

Comparing Your Options
Figuring out whether you are better off with a Medigap or Medicare 
Advantage plan can be tricky because of their different cost 
structures — and healthcare reform could affect them in the future.
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R E G I O N S ’  P E R S P E C T I V E

BY JEFF WINICK 

DIRECTOR OF THE FINANCIAL 
PLANNING GROUP FOR 
REGIONS PRIVATE WEALTH 
MANAGEMENT

HEALTHY CONVERSATIONS

Beyond the fi nancial aspects, 
health- and long-term care 
planning can be emotionally 
stressful. Whether you are 
caring for an aging parent, 

setting aside fi nancial resources for a 
child with special needs or dealing with 
a chronic illness, there’s often a lot 
more at stake than simply your personal 
balance sheet. At Regions Private Wealth 
Management, we provide our clients 
with objective, independent guidance 
to help simplify the complex — and 
often sensitive — process of planning 
for healthcare needs.

Regardless of your age, it’s important 
to consider how healthcare and long-term 
care costs could affect your fi nancial 
situation. With federal healthcare reform 
measures soon taking effect, you may see 
insurance premiums and out-of-pocket 
costs rise signifi cantly in coming years. 
You need to make sure you have the 
resources set aside in case you or a family 
member ever needs them. Your Regions 
Wealth Advisor can answer your questions 
about preparing for future costs most effec-
tively, while also helping you explore all of 
your options and make informed decisions.

YOUR WEALTH ADVISOR 
CAN HELP YOU:

MANAGE FINANCIAL RISKS
While many affl uent families aren’t 
necessarily at risk of running out 
of money because of their personal 
healthcare or long-term care expenses, 
overlooking these costs can present 
fi nancial risks down the road. These 
may include liquidity risks (not having 
enough cash on hand to pay for unex-
pected costs or to maintain your desired 
lifestyle), shortfall risk (not being able 
to retire when you plan to) and legacy 
risks (unintended reductions in the 
estate you leave to family members or 
charitable benefi ciaries). 

TAKE AN OBJECTIVE APPROACH
We can help you take an objective look at 
your healthcare resources and options. 
For example, our clients often ask about 
the need for long-term care insurance. An 
insurer may suggest that it’s the best and 
only solution, whereas we consider it as 
just one possible solution among many. In 
helping you evaluate whether long-term 
care insurance is the best option for you, 
your Wealth Advisor can help you consider 
your future cash-fl ow needs, your personal 
health, your family history and your 
ability to self-insure, if you choose. By 
helping you fully consider every option, 
you’ll be better able to make a decision 
that’s right for your needs.

REVIEW YOUR COVERAGE
Many of our clients have multiple 
resources for covering healthcare costs, 
which could include employer-sponsored 
healthcare plans, government plans 
such as Medicare, supplemental plans, 
long-term care policies and even home 
and auto policies that may cover certain 
types of injuries. We offer a complimentary 
insurance review to help you better 
understand what’s covered and what’s 
not covered under your current array 
of insurance policies. If there are 
any gaps in coverage, we can help you 
identify them and help you create more 
comprehensive coverage.

START THE CONVERSATION
Planning for current and future health-
care costs can ensure your fi nancial and 
personal well-being for years to come. 
If you have questions about how federal 
healthcare reform may affect your family 
or business, about planning for the cost of 
care or about fi nancial risks you may face 
as a result of healthcare expenses, talk to 
your Regions Wealth Advisor. By taking an 
objective approach, we can take emotion 
out of the equation and help you make the 
right fi nancial decisions. T

O
D

D
 H

O
R

N
S

B
Y
, 

F
IL

A
M

E
N

T
 A

R
T

IS
IT

S

Your Regions 
Wealth Advisor 
can provide 
objective 
guidance and 
key strategies 
to help you 
prepare for 
health- and 
long-term 
care costs
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NAVIGATING  
HEALTHCARE 
REFORM
New regulations and options are starting 
to kick in. Is your business ready?

IF YOU’RE WORRIED ABOUT THE 
FEDERAL HEALTHCARE LAWS  going 
into effect soon, you’re not alone. 
Surveys show that many business 
leaders are uncertain about their 
obligations under the Patient Protection 

and Affordable Care Act (ACA) and feel ill-
prepared to deal with the approaching wave 
of requirements.

The good news for many: The employer 
mandate piece of healthcare reform has been 
delayed until 2015, giving businesses more 
time to fully understand the rules and explore 
their options. All the same, business owners 
would be wise to start thinking about health-
care reform sooner rather than later. Several 
key provisions taking effect in coming months 
are designed to give small businesses a level 
playing field by providing greater access to 
health insurance and at lower cost. 

Here are some considerations and options, 
based on your employee count:

MORE THAN 50 EMPLOYEES: “PLAY OR PAY”
Starting in 2015, employers with 50 or more 
full-time or full-time equivalent (FTE) 
employees that don’t offer “affordable” 
health insurance to their workers may have 
to pay an annual penalty. The ACA defines 
affordable coverage as a policy that covers 
at least 60% of the average total cost of the 
mandated medical services and carries an 
employee cost that is less than 9.5% of the 
worker’s total household income.1

A full-time employee is defined as anyone 
who works an average of at least 30 hours a 
week and more than 120 days a year, exempting  
seasonal workers.2 Under the new rules, any 
business with more than 50 qualifying  
employees that doesn’t provide health coverage  
will pay a penalty starting at $2,000 a year 
per employee after 30 employees.3 So a  
company with 52 qualified employees would 
expect to pay $44,000 ($2,000 x 22).

Businesses with fewer than 100 employees, 
though, can shop in the newly created  
public health insurance exchanges, which 
will be run either by individual states or the 
federal government. The exchanges were 
scheduled to open on October 1 of this year, 
meaning companies should have more than a 
year to explore their options on them before 
the mandate — and its penalties — takes effect  
in 2015. 
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time. However, they will have broader access to a variety 
of lower-cost plans through the public exchanges for 
individuals. Depending on their income level, self-
employed people and sole proprietors may qualify 
for a tax credit to offset the cost of health insurance. 

GOING IT ALONE
More small businesses today are considering the option 
of self-insurance. Under the ACA, self-insurance plans 
will be exempt from some of the more expensive federal 
and state mandates, such as providing mental health 
benefits, that can boost premium costs. Employers that 
self-insure commit to paying all of their employees’ 
healthcare costs, but they don’t necessarily carry 100% 
of the risk or even manage the benefits. 

Many health insurers offer self-insurance packages that 
include “stop-loss” coverage to protect against catastrophic 
expenses. The insurance company handles the day-to-day 
administrative tasks. According to the Kaiser Family Founda-
tion, about 15% of covered employees working for firms 
with three to 199 employees were covered by self-insured 
plans in 2012, up from 10% in 2004.5 

ILL-PREPARED A recent PricewaterhouseCoopers survey looks at how private-company 
leaders* feel about federal healthcare reform:

FEWER THAN 50 EMPLOYEES: SHOP AROUND
Starting in 2014, businesses with up to 50 employees will 
have access to health insurance marketplaces specifically 
designed for small employers called the Small Business 
Health Options Program (SHOP). Businesses with 50 or 
fewer employees won’t be subject to the employer mandate, 
but SHOP exchanges — which will be run by states or the 
federal government — should make it easier for them to  
provide health insurance. SHOP exchanges will let employers 
choose the level of coverage they want to offer and decide 
how much the business will contribute to each employee’s 
premium. Starting in 2015, SHOP exchanges will also be 
required to let employees of participating employers select 
between a number of plans. Full implementation of the 
SHOP exchanges has been delayed until 2015, so access 
and options may be limited in some states in 2014.

FEWER THAN 25 EMPLOYEES: TAKE THE CREDIT
This year, businesses with fewer than 25 FTEs that pay 
average annual wages of less than $50,000 and contribute  
at least 50% toward employees’ individual health 
insurance premiums may qualify for a Small Business 
Healthcare Tax Credit, which could reimburse up to 35% 
of the employer’s health insurance costs. In 2014, this tax 
credit goes up to 50% and will be available to qualified 
small businesses that participate in the SHOP program.4

SELF-EMPLOYED: MARKETPLACE OPTIONS
Starting in 2014, most individuals will be required to 
have health insurance or pay a special assessment at tax 

SOURCE: PRICEWATERHOUSECOOPERS LLP, PRIVATE COMPANY TRENDSETTER BAROMETER SURVEY, JULY 2013.
*SURVEY RESPONDENTS INCLUDED 210 C-SUITE OFFICERS AT COMPANIES WITH AVERAGE ANNUAL REVENUES OF $289 MILLION.

1 HealthCare.gov/glossary/affordable-coverage/.     2HealthCare.gov/glossary/full-time-employee/.     3Congressional Research Service, Potential Employer Penalties Under the Patient Protection and 
Affordable Care Act (ACA), July 22, 2013.     4Internal Revenue Service, http://www.irs.gov/uac/Small-Business-Health-Care-Tax-Credit-for-Small-Employers.

5Kaiser Family Foundation, http://kaiserfamilyfoundation.files.wordpress.com/2013/03/2012-ehbs-10-1.png.

WEIGHING IN AT ABOUT 1,000 PAGES, THE ACA CAN DAUNT EVEN 
THE MOST SAVVY BUSINESS LEADERS. YOUR REGIONS WEALTH 
ADVISOR CAN HELP YOU REVIEW THE COMPLEX NEW RULES AND  
WORK WITH REGIONS INSURANCE CONSULTANTS TO FIND A 
SOLUTION THAT BEST FITS YOUR BUSINESS AND PERSONAL NEEDS.

35%

Feel “well-
prepared” 
to address 
upcoming 
healthcare 
reform  
requirements 

21%
Are unsure 
about what 
steps they’ll 
take to comply

Don’t believe 
healthcare  
reform 
cost-control 
measures will 
help keep  
their insurance 
costs down in  
coming years

70%

26% 

Say their current  
coverage is not 
in compliance 
with ACA’s 
affordability  
rules (only 
companies with 
50+ employees 
included)

Plan to  
drop  
employee 
health 
coverage

3% 
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HELPING OUT 
THE ADULT KIDS
Parents may fi nd themselves supporting a grown child — 
but they need to be careful.

determining exactly how much 
support they can realistically provide 
an adult child in need. Few want to 
deny help to a responsible son or 
daughter facing a true hardship, 
such as a layoff, diffi cult job search 
or health emergency. At the same 
time, parents must be careful not 
to jeopardize their own financial 
security. The goal, Epperson says, 
should be to ensure their grown 
children someday become fi nancially 
self-suffi cient. “Once parents start 
providing support, it’s often hard 
to exit that situation gracefully,” 
she adds. 

SETTING BOUNDARIES
Before providing fi nancial support 
to a grown child, parents should 
determine the amount of support to 
give and the time period over which 
it will be provided. Spouses don’t 
always agree, so it’s important they 
talk through these issues before 
discussing them with their child. 

Achild’s college 
graduation used 
to spell fi nancial 
relief for many 
parents. That’s not 
so true anymore. 
The turbulent 

economy and job market of recent 
years have left young and middle-
aged adults today struggling to 
make ends meet. As a result, they 
often lean on their parents for 
financial assistance and other 
support in their post-college years. 

“This has become a signifi cant 
issue for many baby-boomer parents,” 
says Missy Epperson, a Regions 
Private Wealth Management Area 
Executive based in Baton Rouge, La. 
“Without a little tough love upfront, 
parents may fi nd it diffi cult to stop 
fi nancially supporting their kids later 
on. Eventually it can become a burden 
on their own fi nancial security.” 

Epperson recommends that 
parents spend time in advance 

Asking the child for a budget listing 
how much he or she spends on 
monthly expenses can help guide the 
conversation and decision making. 

Parents may get frustrated if 
they feel their adult child spends 
too much on lifestyle expenses such 
as vacations or restaurant meals, 
Epperson says. She adds that even 
though the children are adults, parents 
providing fi nancial support should feel 
free to express their concerns about 
the child’s spending habits. Talking 
up front about how the money should 
be used, and for how long, can help 
manage expectations and hopefully 
avoid misunderstandings later on.  

Parents may also want to require 
that their adult child meet certain 
criteria while receiving fi nancial 
support, such as actively looking 
for work or holding a part-time job. 
One strategy Epperson recommends 
is that parents slowly reduce the 
amount of fi nancial support they 
give to an adult child over time, 
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gradually easing him or her off 
that fi nancial cushion. 

Once parents and their adult 
child come to agreement on how 
much support will be provided, they 
may want to put it in writing. This 
helps ensure everyone is on the 
same page about the arrangement.

FINDING SUPPORT
Parents may choose to support their 
children in various ways. Some may 
give their child a cash allowance, 
while others may prefer to cover 
specifi c expenses, such as rent or 
graduate school tuition. Financial 
gifts to adult children are subject to 
the $14,000 annual gift-tax exclusion, 
meaning two parents can give up to 
$28,000 a year to each child without 
gift-tax consequences. Direct pay-
ments to educational and medical 
institutions can often be made without 
gift-tax limits.

Certain types of trusts may also 
help parents provide for their adult 
children and maintain more control 
over how the money is used.

Some parents may decide that 
non-fi nancial types of support are 
more effective. For example, if a 
child returns to school, they might 
offer the use of a spare bedroom so 
he can live at home rather than pay 
for housing. Others might enlist the 
services of a career counselor to 
help a child who is struggling to fi nd 
his or her niche in the job world. 
Many parents also care for their 
grandchildren as a way to alleviate 
fi nancial strain on their children.

YOUR REGIONS WEALTH 
ADVISOR CAN HELP YOU 
EVALUATE YOUR ABILITY TO 
SUPPORT AN ADULT CHILD 
AND RECOMMEND EFFECTIVE 
STRATEGIES.

GROWN-UP 
SUPPORT
The portion of adults ages 40 to 59 
who are helping support an adult 
child* has increased to 48%, up 
from 42% in 2005.

But providing non-fi nancial 
support can come with its own 
complications, Epperson warns. 
“It can be a slippery slope,” she says. 
“Grandma starts out watching the 
grandkids a few days a week and 
suddenly it’s all the time, and it’s 
affecting her own retirement plans.”

CLOSING THE SPIGOT
Unfortunately, many parents 
discover too late the burdens that 
can accompany supporting their 
adult children.

They may want to clearly 
express to their child how providing 
fi nancial or other types of support 
has affected their own fi nancial 
security or lifestyle, Epperson says. 
Explaining this may help the child 
better understand the reason that 
fi nancial support will need to end.

Even if parents have the resources 
to continue assisting an adult child, 
they may feel that help is undermining 
the child’s fi nancial independence or 
is being used to fund activities they 
didn’t intend to support. Deciding to 
end assistance can be a gut-wrenching 
call. But it also may be the step 
that steers the child to financial 
self-sufficiency. 

52% OF 
ADULTS 
TODAY think they
have a responsibility to provide 
fi nancial assistance to an adult 
child if he or she needs it.

2005

SOURCE: PEW RESEARCH CENTER, “THE  
SANDWICH GENERATION,” JAN. 30, 2013.

*DEFINED AS A CHILD AGE 18 OR OLDER
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Q:    WHY DID YOU COME TO THE UNITED STATES 33 YEARS AGO?

KIM: One of my friends in Korea had a metals company and wanted to expand to the U.S. market, so I came here in 
September 1980 to help him. Soon after, I realized the business didn’t have a competitive edge in America. So I 
recommended my friend not expand here and basically cut my own job. But I was living in San Francisco at the 
time and was drawn to its great beauty. I decided I wanted to become an American.

Q:    YOU EVENTUALLY MOVED TO DALLAS, MET ANN AND STARTED YOUR JANITORIAL COMPANY, MEMBER’S 
BUILDING MAINTENANCE (MBM). WAS THAT SOMETHING YOU’D HOPED TO DO ALL ALONG?

KIM: Not at all. San Francisco wasn’t the best place for a low-level worker trying to get his green card. So I spent 
seven months at the library reading about how to settle myself in America. What I found is that the Sun Belt cities —  
Phoenix, Dallas, Miami — were good places. I chose Dallas and moved here in March 1981. I needed survival money 
and didn’t have great English skills, so I took a job as a janitor. I soon realized that I had many ideas for how to 
improve operations, and had the opportunity to partner with an American salesman and start a janitorial business. 
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UNLOCKING THE  
AMERICAN DREAM
Texas entrepreneurs Odes and Ann Kim built several businesses 
from the ground up; now they plan to give back

WHEN ODES KIM EMIGRATED FROM 
SOUTH KOREA TO THE UNITED 
STATES IN 1980, he spoke little 
English and didn’t have steady work. 
Thirty-three years later, he and 
his wife, Ann, run several thriving 
businesses in Dallas, including a 
janitorial company with more than 
300 employees and two Japanese 
restaurants. They have two children, 
Hanna and Thomas.

Insights recently spoke with Kim 
about his experience as an immigrant 
entrepreneur, growing successful 
ventures and working with Regions 
Private Wealth Management to create  
a charitable foundation.

ODES KIM (UPPER RIGHT) AND HIS WIFE, ANN, OWN THREE 
DALLAS BUSINESSES, INCLUDING A JANITORIAL OPERATION 

WITH 300 EMPLOYEES AND TWO JAPANESE RESTAURANTS.



F A L L  2 0 1 3   R E G I O N S  I N S I G H T S 19

S P O T L I G H T

Q:    HOW DID YOU GROW MBM INTO THE LARGE AND SUCCESSFUL 
OPERATION IT IS TODAY?

KIM: I’ve been really fortunate that the company has become so successful.  
Early on, the language barrier was difficult. People would ask, “How 
can you do business without speaking clear English? We are busy and 
can’t explain everything to you.” But I offered to bring an interpreter 
with me and gave discounts to some companies, which helped. Once 
I met Ann, she became my speaker. We really focused on efficiency 
and innovation when building the company. At the time, the industry 
average was cleaning about 13,000 square feet in four hours and we 
pushed it to 22,000 — almost double. We also paid our janitors  
$7 an hour, which was about double the minimum wage at the time. 
There are a lot of advantages to having high-quality people in the 
janitorial business who are loyal to you. If you only pay minimum 
wage, they won’t stay very long. Another thing we did was start sub-
contracting with janitors, which was a new idea in the Dallas market. 
That creates an ownership mentality among your janitors. When they 
realize they control their own profits, they really start to work hard.

Q:    OVER THE PAST 12 YEARS, YOU HAVE ALSO OPENED TWO 
JAPANESE RESTAURANTS IN DALLAS CALLED LITTLE KATANA. 
THAT’S QUITE THE DEPARTURE FROM THE JANITORIAL 
BUSINESS. 

KIM: Yes, there are a couple of reasons for that. My first business experience  
was starting a restaurant in Korea in 1973. It was successful, and I sold 
it quickly. I enjoyed restaurant ownership and the challenge of making  
something better than someone else. I also felt there was a real 
opportunity for selling Asian food, which is a lot healthier, in the U.S. 
My goal was to be the go-to Japanese restaurant in Dallas. But starting 
a restaurant is a lot harder than starting a janitorial business, and it 
took me four or five years to make my first Little Katana successful.

Q:    NOW THAT YOU AND ANN HAVE BUILT SEVERAL BUSINESSES, 
YOU’RE LOOKING TO START A CHARITABLE FOUNDATION. 
WHAT ARE YOUR PLANS FOR THAT?

KIM: A passion of ours is Christian missionary work, and at one time,  
I thought I might even quit the business and focus on it. But I figured 
out that I can support other missionaries by continuing to run my 
businesses successfully. I was at a seminar of the International Mission 
Board and they started a senior missionary team with many small-
business owners. They go to very dangerous places and try to help 
people and start businesses. So Ann and I are planning to set up  
a nonprofit private foundation later this year to help support that  
organization and other similar groups.

Q:    YOU’VE BEEN WORKING CLOSELY WITH YOUR REGIONS WEALTH ADVISOR, JEFF LACEKY, TO BUILD  
A TEAM OF ADVISORS THAT CAN CONSULT YOU ON THE FOUNDATION AND YOUR ESTATE PLANNING.  
HOW HAS HE HELPED YOU?

KIM: We’ve only been working with Jeff for a few months now and have already consulted him on several different goals.  
He introduced us to an estate attorney who will help us set up our foundation, along with several other resources. We’re 
very excited to work with him and to continue to build our relationship with Regions. 

“We really focused 
on efficiency 

and innovation 
when building the 

company. At the 
time, the industry 

average was cleaning 
about 13,000 square 

feet in four hours 
and we pushed  
it to 22,000 —  

almost double.”
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You’re in a position where you have very specifi c needs and goals for yourself, the people you care about and your money. So off-the-shelf 

solutions are likely to fall short for you. What you do need is a comprehensive and unbiased approach to your fi nancial situation. An approach 

that is about more than just investments and will help you manage risk without closing the door on opportunities. Your Regions Wealth Advisor 

will use their extensive experience to lead a team of subject-matter experts and create a plan just for you. What’s more, we’ll deliver it to you 

with straight talk, practical recommendations and complete transparency from our very fi rst meeting onward.

To schedule a personal consultation with your Regions Wealth Advisor, call 1.800.826.6933 or visit us online at regions.com/wealth.

REGIONS PRIVATE WEALTH MANAGEMENT – 
CUSTOM WEALTH STRATEGIES FOR YOU AND YOU ALONE. 

© 2013 Regions Bank. Investments in securities and insurance products held in trust accounts are not FDIC-insured, not deposits of Regions Bank or its affi liates, not guaranteed by Regions Bank or its affi liates, not insured by any federal government agency, and may 
go down in value.

This could be a 

picture of a yacht.

But then, maybe you get seasick. 

POINT IS: Your Regions Wealth Advisor wants to get to know the real you first.

Wealth Management | Investments | Retirement Services | Insurance


