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BY HIGHLAND

Welcome to our new digital resource that delivers
all the latest news and trends in the finance
iIndustry each month. It’s our priority to make
your jobs easier, and we're just getting started.

Check us out each month for more, because
The Source by Highland - delivers.

2 | The Source by Highland | August 2026




Cover story:
“Premium Financing”

Highland Highlights

The Financial District

Promotions

Highland Profiles

Next Month’s Plan

The Source by Highland | August 2026 | 3




Premium Financing

When clients have an established need for life
iInsurance and want it to serve a vital role in
their estate plan, frequently premium financing
Is needed. Premium financing is a fair-market
loan arrangement between a commercial lender
and an irrevocable life insurance trust (ILIT).
See how premium financing could benefit your
client’s plan including the ability to acquire the
death benefit with little or no gift tax impact.
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Access how
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https://marketinghub.highland.com/asset/60e291f7-0d67-4ef3-841e-c426633dea5a/2-Pager-What-is-Premium-Financing.pdf
https://marketinghub.highland.com/asset/60e291f7-0d67-4ef3-841e-c426633dea5a/2-Pager-What-is-Premium-Financing.pdf

Highland

LIFE INSURANCE « ANNUITIES « LONG-TERM CARE
DISABILITY INSURANCE « ADVANCED PLANNING
UNDERWRITING « HIGHLAND PARTNERS
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o= This month, we’re featuring three in-depth webpages from our Insurance
and Wealth Strategies line to more fully explore this month’s theme.

This webpage analyzes the importance

of premium financing for a well-rounded
investment strategy, especially when a client

has a relatively illiquid balance sheet. The site
examines who uses premium financing and some
of the many planning considerations involved.

Learn more

This thoughtful website breaks down the
key advantages of disability insurance for
your clients. Because in the end, your client’s
ability to earn an income is their most
valuable asset - make sure it’s protected.

Private Placement Life Insurance (PPLI) is tailored
to meet the unique needs of affluent clients in

a different way than traditional life insurance
policies. Take a look at how some of the key
benefits of PPLI could benefit your clients.

Review the resource here
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https://www.highlandbrokerage.com/insurance-wealth-strategies/disability-insurance
https://www.highlandbrokerage.com/insurance-wealth-strategies/premium-financing
https://www.highlandbrokerage.com/insurance-wealth-strategies/private-placement-life-insurance-%28ppli%29
https://www.highlandbrokerage.com/insurance-wealth-strategies/private-placement-life-insurance-%28ppli%29
https://www.highlandbrokerage.com/insurance-wealth-strategies/disability-insurance
https://www.highlandbrokerage.com/insurance-wealth-strategies/premium-financing

The Financial District

@ Continuing Education

Buy-Sell Planning: Back to Basics
* Date: Aug. 25, 2026
e Time: 4:00 p.m. ET
e Speaker: Howard Jonas, CLU,” ChFC,® REBC,” CASL,® VP, Advanced Planning

Register now

o Upcoming Virtual Event
ﬁvn We’re hosting a specialized Virtual Event - register today.
Underwriting in 2026: Trends, Challenges, and Opportunities
e Date: Aug. 18, 2026
e Time: 2.30 p.m. ET

e Speakers: Michelle Konsky, Vice President and Chief Underwriter - Highland
Lori-Anne Walker, Vice President and Chief Underwriter - Highland
Susan Ghalili, SVP, Underwriting Strategy and Chief Underwriter - Pacific Life

0.0  Spotlight: Say This, Not That
@ ' Ever wondered what to say in order to start a long-term care conversation?
o Look no further, this insightful resource breaks down several conversation
- starters, some alternate terminology, and helpful talking points - all in an
effort to get to the core of a client’s concern. See for yourself here.

View resource
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https://marketinghub.highland.com/asset/994fcea7-62ce-4fb1-bfa4-e2cc2066da49/Say-This-Not-That-Using-the-Most-Effective-Longevity-Planning-Terminology.pdf
https://us06web.zoom.us/webinar/register/2617840446071/WN_9t60ElgyQ72BRcnnB2zYKA
https://osaic.zoom.us/webinar/register/4017846550856/WN_U2UbdZnMROanJbmf5zgScA#/registration

(3(5

Our Case Studies

Actual cases that make a lasting difference. Highland
worked with an advisor to restructure a death benefit
after a client’s spouse passed. The goal was to create
a plan that would guard against the rising costs of
long-term care. The results were fairly substantial.
Check out the details here.

MYGA Rates

View the latest multi-year guaranteed annuity rates.

Helpful Highland Tools

Now that we showcased a variety of financial awareness
resources, it’s time to put a plan into action. This

helpful checklist maps out a series of steps to guide the
successful completion of an estate plan.

Quotable

Insight from the experts:

View resource

View rates

View resource

“A simple fact that is hard to learn is that the time to save

money is when you have some.”

— Joe Moore

Need to Know
Here are some important dates and themes for August.
1.  National Wellness Month: All month

2. National Financial Awareness Day: Aug. 14
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https://marketinghub.highland.com/asset/41616952-b0e4-442c-b61d-7fed27a5d4bd/Estate-Planning-Checklist.pdf
https://www.highlandbrokerage.com/myga-rates
https://marketinghub.highland.com/asset/f582b254-8cca-49a7-a9c8-2699c6ff2435/Case-Study-Unlocking-Value-and-Leveraging-Care-for-the-Future.pdf

High -

CONCEPTS

At the heart of any thorough estate plan, there are generally four items that
concern investors the most. These items include protecting their loved ones,
creating a means to preserve what they’ve earned in their lifetime, maintaining
their standard of living, and hopefully setting their beneficiaries up for their
future. Most, if not all, of these items are the goal of well-rounded estate plan.

This module helps advisors calculate all of the pertinent information for an
estate plan within a specific state. Knowing the numbers in advance helps
mold a particular investment strategy for the four key items listed above.
Some of the metrics included in the calculator’s tabulations are projections for
estate taxes and estate erosion.

Please note that this HighQ module is a sample presentation, and Highland
can run examples for any specific estate in any state. Because what really
enhances an investor’s financial plan is thoughtful data, represented with
graphic values specific to each client. Check out the calculator for more
information.

Check it out here
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https://marketinghub.highland.com/asset/50f639c3-9e89-4826-aa24-22d4308f67ad/Federal-Estate-Tax-Calculator-Highland.pdf
https://marketinghub.highland.com/asset/50f639c3-9e89-4826-aa24-22d4308f67ad/Federal-Estate-Tax-Calculator-Highland.pdf

Highland Profiles

Wayne Hill
Vice President of Sales

Wayne started in the financial services industry in 2001. He specializes
in estate planning, business planning for owners, and executive benefit/
compensation plans.

Prior to Highland, Wayne worked for First Republic Bank (then JPMorgan
Chase) in the estate and business planning group. Before that, he worked for
ABD Insurance and Financial Services (now Newfront), and Northwestern
Mutual. Wayne focuses on helping wealth management teams and bankers
with insurance planning for their clients. His areas of expertise include

estate planning, business planning, executive benefits, and deferred
compensation plans.

Wayne holds the following designations, licenses, and registrations - Life and
Health (including variable life), Long-Term Care, Series 7, and 66, and an MBA
from the Kellogg School of Management at Northwestern University.

He lives in Colorado. He and his wife Jenny have three children - twins Henry
and Lila, and younger son Matthew. He grew up in Colorado and spends much
of his time in Denver and the Rocky Mountains. He’s an avid skier, hiker, reader,
and traveler.

We asked Wayne what his favorite part of working at Highland was, and this
was his response:

“Everyone is aligned and works with one thing in mind - do the right thing
for the client and everything else flows perfectly. | feel like Highland is a
mini-insurance company. We have our own underwriters, advanced planning
team, and marketing team. We bring so much to our clients and they don’t
have to pay a penny for it. Our advice is priceless, and advisors and their
clients benefit.”
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Next month:

In the September edition of The Source by Highland -

Interested in learning more about the topics covered
in this month’s issue? Call your Highland rep directly
or reach out to our team at

For Financial Professional Use Only.

This material was created to provide accurate and reliable information on the subjects covered,

but should not be regarded as a complete analysis of these subjects. It is not intended to provide
specific legal, tax, or other professional advice. The services of an appropriate professional should
be sought regarding your individual situation. Neither Highland Capital Brokerage nor affiliates offer
tax or legal advice.

Doing business in California as Highland Annuity and Insurance Services.

Registered Representatives and Investment Advisory Representatives offer securities and
investment advisory services through Osaic Wealth, Inc. member FINRA/SIPC. Highland and Osaic
Wealth, Inc. are subsidiaries of Osaic, Inc. Other entities and/or marketing names, products or

services referenced here are independent of Osaic Wealth, Inc.
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