
PROTECT YOUR SMALL BUSINESS 
AND LIVELIHOOD WITH FOCUS 
AND PLANNING
It’s easy enough to say, but how do you do it? Sometimes, an example of 
how others did something that seems daunting can help you on your own 
journey. So, let’s look at a hypothetical couple.

MITCHELL AND TINA NEED TO PROTECT THEIR SMALL BUSINESS
	• Mitchell, 41, runs a college admission coaching business.

•  Tina, 40, joined the business part time to manage the finances.

•  Joe, 30, joined the business full time and developed an application for 
college admissions that is a critical part of the business.

•  Mitchell and Tina live in Austin, TX, and have two children:  
Dana, 12, is an energetic middle-schooler, and Thomas, 10,  
enjoys theater camp and taking singing lessons.

ABOUT MITCHELL AND TINA
Mitchell decided to start his business using the money 
from his recent ad agency severance package to get started. And 
he has never looked back. In fact, business grew so fast that Tina left 
her job to join Mitchell as a part-time employee in the business to manage the 
finances. The business really took off when they hired Joe, full time, to build a 
software application around college admissions. He is the chief architect and 
sole person responsible for maintaining the software.

What they’re thinking: Business has been great, but Tina realizes Mitchell 
needs a plan to protect the business. What if Mitchell becomes sick? What if 
something happens to Joe? Joe and Mitchell are critical to the business, so 
what would happen if either of them were gone? Mitchell wonders what would 
happen to his family?

THEIR CONCERNS:
Business

•  What if something happens 
to Mitchell or Joe?

•  Business continuation

Personal

•  Surviving spouse’s livelihood

•  College education for their children

•  Mortgage payments

STEPS THEY HAVE TAKEN
•  Acceptance: Mitchell and Tina recognize and accept that they need to 

protect their family and their business since they are fully reliant on it for 
their livelihood.

•  Recognition: Joe is a critical part of their business and is key to their 
future success.

•  Referral: Their CPA referred a financial professional, Aleesha, with whom 
he has a professional relationship. Mitchell and Tina feel good knowing 
their CPA already has knowledge of this financial professional and trusts 
she can help them.

•  Discussion: Mitchell reached out to the financial professional, Aleesha, to 
discuss their options.

•  Meeting: Aleesha was able to provide them with some information on 
life insurance policies and how the right life insurance policy and plan 
structure could help protect their business and their family.

This information is hypothetical and not representative of any particular client or product. 

INVESTMENT AND INSURANCE PRODUCTS ARE:
	• NOT FDIC INSURED 	• NOT INSURED BY ANY FEDERAL GOVERNMENT AGENCY 	• NOT A DEPOSIT OR OTHER OBLIGATION OF, OR GUARANTEED BY, ANY 
BANK OR ITS AFFILIATES 	• SUBJECT TO INVESTMENT RISKS INCLUDING POSSIBLE LOSS OF THE PRINCIPAL AMOUNT INVESTED
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BUSINESS EXPENSES AND DEBT
•  Loan/mortgage: Mitchell owns the office building and has a mortgage.

PERSONAL EXPENSES AND DEBT
•  Vacations: They want to take a vacation every year.

•  College: They contribute to college funds for the children.

•  Mortgage: They have 25 years left on their home’s 30-year mortgage.

HOW THEIR FINANCIAL PROFESSIONAL HELPED SO FAR
Their financial professional, Aleesha, has met with them and 
has gotten to know their business, their family, and their goals. 
Aleesha spent a lot of time getting to understand their needs today and 
tomorrow so she can help formulate what they might need over the years. 
By the end of the week, she returned to explain how they could use life 
insurance policies:

Two life insurance policies:

•  The business buys, owns, and is the beneficiary of a policy on Joe, 
as a “key person” of the business.

•  Mitchell will buy a personal policy with a chronic illness rider to cover 
his personal expenses. This can help cover income replacement if 
something happens to him.

These strategies are a good start to protecting both their business and 
their family. In time, Mitchell and Tina will work with their financial 
professional to discuss the business continuation plan if something were 
to happen to Mitchell.

With these life insurance policies in place, they now have a firm 
foundation to grow on.

NEXT STEPS

Aleesha will check in with Mitchell and Tina on an annual basis to ensure 
that they are on track and comfortable with what’s in place. It will be 
important for her to make sure that as her client’s family and business 
grows and matures, and as the economy peaks and dips, that their goals 
stay on track.

TOOLS ALEESHA HAS SHARED WITH THE COUPLE

The links below are more detailed pieces to help Mitchell and Tina on their 
financial journey to protect their small business and family.

This information is hypothetical and not representative of any particular client or product. 

KEY PEOPLE HELP DRIVE YOUR BUSINESS; ATTRACT AND 
RETAIN THEM WHILE PROTECTING THE ORGANIZATION

DOWNLOAD

A BUY-SELL AGREEMENT SOLUTION TO PROTECT THE FUTURE 
OF YOUR BUSINESS

DOWNLOAD

INSURANCE STRATEGIES THAT HELP DRIVE YOUR BUSINESS’S 
FINANCIAL WELLNESS

DOWNLOAD

https://prudential.scene7.com/is/content/prudential/1002386_BlueprintsSmallBusinessKeyPerson
https://prudential.scene7.com/is/content/prudential/1002355_BlueprintsBuySellAgreementSolution
https://prudential.scene7.com/is/content/prudential/1004862_BlueprintsInsuranceStrategiesProtectBusiness


This information is hypothetical and not representative of any particular client or product. 

This material is being provided for informational or educational purposes only and does not take into account the investment objectives or financial situation of any client or prospective clients. The 
information is not intended as investment advice and is not a recommendation about managing or investing your retirement savings. If you would like information about your particular investment needs, 
please contact a financial professional.

Life insurance is issued by The Prudential Insurance Company of America and its affiliates, Newark, NJ. Each company is solely responsible for its own financial condition and contractual obligations. 
Like most insurance policies, our policies contain exclusions, limitations, reductions of benefits, and terms for keeping them in force. A financial professional will be glad to provide you with costs and 
complete details.

© 2024 Prudential Financial, Inc. and its related entities. Prudential, the Prudential logo, and the Rock symbol are service marks of Prudential Financial, Inc. and its related entities, registered in many 
jurisdictions worldwide.
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