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MITIGATING CONTRACTOR
PERSONAL PLANNING ISSUES
by Construction Risk Partners

Construction is a demanding industry. From tight project timelines to labor, material, and
equipment concerns, business owners spend most of their time dealing with the day-to-day
demands of their business. For many, it's easy to lose sight of the importance of
incorporating personal planning initiatives into their monthly workflows. If it's not an
urgent need, it gets pushed to the side in most cases.
Personal planning is a critical piece of any construction owner's wealth management
strategy, however. It will ultimately impact the longevity of the organization, including the
sale of the business. With that in mind, business owners are starting to see value in personal
planning initiatives, making it a priority and an area of focus prior to and during conception
of their long-term exit strategy.
While there are numerous personal planning issues that contractors are faced with, it's estate,
tax, and continuity planning that are the most prevalent. Fortunately, with concerted and
strategic effort, most of those issues can be mitigated ahead of time, allowing business
owners to rest easy knowing they are financially taken care of.
Construction Risk Partners understands how critical the topic of personal planning is for
construction business owners. We recently interviewed Carl Oliveri with Grassi Advisors and
Accountants, Dan Lewin with UBS Financial Services, and Matt McKenzie with Thomas
Brady & Associates in an effort to further understand the potential issues construction
owners are facing in regard to their personal planning efforts.
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Carl Oliveri
Partner | Construction Practice Leader |
NYC Market Leader
As a partner at Grassi Advisors &
Accountants, Carl advises owners on
project-centric and company-wide financial
modeling, operational strategy
development, financial statement attest
services, and income tax method analysis.

Construction Risk Partners: What attracted you to the construction sector?
Carl: What made the construction industry attractive was simply my comfortability and
knowledge in the industry. I started my career in a firm that focused on contractors. In that
role, I helped contractors with financial statements, tax returns, and compliance filings.
I’ve been in a construction accounting role for nearly 24 years now. Longevity within
construction must be in my blood; my father worked for the MTA (Metropolitan
Transportation Authority) for 30 years.
I will say that over the past 10 years (most notably over the past year with the pandemic) my
role has evolved into more of a business advisory position, solving contractor’s most pressing
business problems. For example, we work on how to get real-time data from the job site into
the office to identify if there's a cash flow constraint on a project. I also make sure that
contractors get the right burden and overhead rate into bidding and estimating numbers.
Additionally, I help address succession planning issues, making sure the client has the right
people coming through the pipeline to eventually take over and continue to make them
successful.
What I enjoy the most about the construction sector is that no two days, contractors, or
problem sets are alike. As an example, we’re dealing with a lot of employee retention issues
right now. The way we solve that problem for an electrical contractor is going to be very
different than how we solve that problem for a general contractor.
I enjoy the challenge of serving the construction sector; it allows me to flex my creative
muscles and come up with unique solutions.

ConstructionRiskPartners.com

Page 3

Construction Risk Partners: How are contractors different from other clients?
Carl: I typically only work with contractors. However, there are slight differences in working
with a general contractor versus a trade contractor, particularly as it relates to cash flow. The
key is identifying where in the life cycle of the project the contractor is going to have a cash
flow constraint. Most contractors are in one of two positions as it relates to a project’s cash
flow:
1. They are currently experiencing negative cash flow
2. They see that a negative cash flow scenario is inevitable. They have started
implementing strategies to have the right resources lined up so that if they have to infuse
capital into the company, they have the ability to do so at a moment's notice.
General contractors are typically cash-rich. They're pulling money out of the projects before
the project is even started, whereas trade contractors are digging into their own pockets.
They put money into the project and wait 60 to 120 days to get paid. So the biggest struggle
(and difference) is cash flow.
Construction Risk Partners: What should contractors consider in 2021 regarding a new
government, estate planning, tax planning, and business continuity planning?
Carl: Taxes should be a focus. We know that President Biden is going to raise the personal
income tax rates and corporate income tax rates at some point during his administration. I've
always contended that his first hundred days have to be to get the virus under control, which
is clearly the focus.
When we get to summer, one has to wonder if tax reform becomes an issue? Possibly, but I
wouldn't be so quick to say that 2021 is going to be the year where he increases rates. He can
go back and make the rates retroactive for 2021 (if he made tax changes towards the end of
the year or into the next year). I think any tax reform he implements will be more
prospective for 2022 and forward.
That being said, our advice right now is to accelerate your taxes because rates are low for
2020 and 2021. As an example, a contractor could fund some taxes now and accelerate
income into a year when we have lower rates. If you can do that now, go for it! Save those
deductions and cash for the future.
Contractors need to look at the opportunities they have ahead of them. We have the high
estate tax exclusion, which is $11.7 million for this year. Again, that's something that the
Biden administration can attack quickly and generate tax revenue for the federal
government.
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CONTINUED...
The advice I give construction clients is to know that estate planning is important.
Contractors have the opportunity right now to get the most appreciated asset in their estate,
which is the construction company, out of their estate tax-free. We know what the exclusion
is today, but tomorrow it could change. Don’t lose out on this very powerful tax planning
technique.
Construction Risk Partners: How do you approach the topic of business continuity
planning and estate planning as this could be a very sensitive topic for owners who have
children in and out of the business.
Carl: It is tricky when you have kids in the business. More so when you have multiple kids in
the business and one or two not in the business. The question becomes, how do you broach
that? The perception is that those in the business are getting something of value, whereas the
others are perceived not to be getting something of value.
When dealing with kids in and out of the business, the best place to start is making it a
conversation of inclusion. Get the children involved in the estate planning process while
making sure there's some kind of equal distribution across the board.
As an example, Son #1 may get the construction company because he has been working in it.
Son #2 has not been in the construction company but may receive equity distribution of two
or three pieces of real estate owned by the parents. That is an easy example where things go
according to some kind of plan. The reality is, continuity discussions typically don't go
according to plan, and it becomes a very messy conversation.
The best advice for those situations is that you just have to keep at it. You have to keep
focused on getting it done. It may be painful now while you’re in the moment, but it will be
a lot less painful now (in the moment) than later on when you have to pay the estate tax to
the government.
Construction Risk Partners: What advice are you giving contractors that are considering a
sale?
Carl: It comes down to this... what does the owner want to get out of the sale? With familyowned businesses, we deal with a lot of legacy issues. “I built this company” and “my family
name is on the door” are the main concerns we hear as it relates to legacy issues that come
up during a sale. So when a contractor goes into the sell process, it is imperative for them to
identify what outcome is most important.
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CONTINUED...
Maybe there’s a strategic buyer who will take 51% (or more) of your company, but they're
going to strategically grow with you. They will give you resources that ultimately give you
access points to other markets to continue to grow your portfolio. It’s those opportunities
that will help the organization make more money, make more EBITDA and transact at a
later date at higher values through a mutual, beneficial growth strategy.
If the owner is looking to just hand the keys off, then they want to look at a financial buyer
like a hedge fund or private equity company. Those entities look to roll up a couple of
contractors and go into vertical construction projects. In five years, they may take that whole
package and sell to the next private equity group.
Ultimately, the right choice depends on what the contractor really wants out of the sale. If
they want to grow and maintain some semblance of control, then they are going to want to
be more strategic in whom they deal with. If they are looking to get every dollar off the table,
they will want to focus on a financial buyer who will present the biggest check.
Construction Risk Partners: Any final thoughts you'd like to share?
Carl: There is definitely a need in the marketplace right now for estate and personal
planning. This is the time for contractors to be focused on it. We know the exclusions and we
know values are at an all-time low. Now is the time to take care of those planning initiatives
because the reality is that the market and the economy are going to pick up again.

Contact Information:
Phone: (212) 223-5047
Email: coliveri@grassicpas.com
Carl is currently participating on the Construction Financial Management Association’s (CFMA) Emerging
Issues Task Force and is a member of the National Association of Surety Bond Producers CPA Advisory
Board. Prior to that, he served as a member of the Executive Committee of CICPAC, where he currently
serves as the Thought Leader Committee chair. He has also served on the board for the New York City
Chapter of CFMA, held an at-large position on the board of the Institute of Certified Construction
Industry Financial Professionals (ICCIFP), and was the chairperson for the NYSSCPA Construction
Contractors Committee.
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Dan Lewin
Senior Vice President | Wealth Management
As the Senior Vice President Wealth
Management for UBS, Dan's focus is helping
clients with comprehensive financial
planning, investment management,
philanthropic giving, and insurance
strategies.

Construction Risk Partners: What attracted you to the construction sector?
Dan: I was intrigued by the construction industry from a young age. I was a union laborer for
five summers in high school, college, and worked on “The Big Dig,” which was the largest
public construction project at the time in the U.S.
So, I got down and dirty at a young age and I enjoyed it. Later during college, I spent time
on Wall Street. When I returned back to Boston, I worked as a financial advisor. Due to my
background in construction, I gravitated towards construction owners quickly. That's how I
got involved in wealth management working with construction clients.
Construction Risk Partners: How are contractors different from other clients?
Dan: There are a handful of things to be aware of when it comes to working with a
contractor versus other business sectors. I look at contractors as a whole, regardless of the
planning, because a lot of business owners have similar needs, whether it's construction,
manufacturing, etc. What we have identified that differentiates construction clients is that
their business is cyclical and can be volatile; it could be low margins or high margins. What
we do is take a step back and look beyond the business itself and help address three key areas
of concern:
1. Inter-Generational Wealth Transfer
2. Tax Minimization
3. Capital Preservation
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CONTINUED...
We have contractor clients that are first, second, third, fourth, or even fifth-generation
construction companies. Therefore, interdisciplinary, inter-generational wealth transfer is
often a topic of discussion.
Additionally, tax minimization is an area we address quite frequently. Contractors want to
minimize taxes as much as possible. So, we create a financial plan for an inter-generational
transfer where we can minimize taxes, even in their investments.
We found that contractor clients really want to preserve their capital. They typically have a
solid footing as an organization, understand the risks involved in their business and want to
mitigate those losses as much as possible. They lean on our team to understand where their
money will be safe and how to continue to grow their investments with minimal risk.
Construction Risk Partners: What should contractors consider in 2021 regarding a new
government, estate planning, tax planning, and business continuity planning?
Dan: Contractors should focus on the federal exemption that is set to expire at the end of
2025 for married families.
Those contractors who are doing the inter-generational wealth transfer (and have a plan),
will take advantage of this exemption today because it may go away in six months to a year.
At least we know it's going to go away at the end of 2025. Take that as an opportunity to use
the exemption to give shares of your company to kids or grandkids, while also taking
advantage of the illiquidity of those shares. Maybe construction is going to be down this year.
If so, the value of those companies could also be down.
Use the above scenario as a way to offload some of those shares to the next-generation at a
bigger discount versus last year where the valuation of your company might have been
higher. Contractors need to consider using those exemptions now through 2025.
Construction Risk Partners: How do you approach the topic of business continuity
planning and estate planning as this could be a very sensitive topic for owners who have
children in and out of the business.
Dan: From my position, I think the most important thing is to come into a meeting as a
neutral party. Whether it’s the child or the parent that arranged the meeting, it’s important
to make sure you're not viewed as an ally for either party. It’s imperative to be objective.
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CONTINUED...
UBS doesn't get compensated for continuity or business estate planning. That’s an ancillary
service. We're focused on arriving to a solution as efficiently and effectively as possible. We
come in as an unbiased piece of the puzzle and spend 90% of our time listening to clients to
assure we come to the best possible outcome.
Construction Risk Partners: What advice are you giving contractors that are considering a
sale?
Dan: The biggest piece of advice is associated with pre-sale planning. Often, clients don't
consider what that transaction will look like both emotionally and from a technical
standpoint. They get to the one-yard line and have an “aha” moment thinking they may not
have gone about the transaction correctly. Planning is the key.
For instance, is $20 million really the number a client needs after taxes to live the next 30
years, particularly if they don't want to work again? Maybe they never thought about how
much money they spend because they used it through the business as a write-off. So it’s
important to take a step back and put the time into the pre-planning efforts.
If a client is going to sell this year, there's no better time to start planning than today. We
often start talking to clients two to three years out, so we have a firm understanding of what
their goals and needs are. The biggest asset of their life is the business. What they find is that
pre-sale planning helps them not only in business, but in their personal lives as well.
We need to make sure they can continue to sustain the same level of lifestyle when that $2
million in salary they were taking out every year disappears. So, pre-sale planning is
imperative. That planning encompasses taxes, investments, and philanthropy.
When it comes to philanthropy, many clients don’t plan their efforts after a sale. So
beforehand, it’s important to remember that there are options. As an example, we could put
shares of the company inside of a foundation at a lower value and be able to use the buyout
and the increase in value of the shares from a tax advantage standpoint, rather than after-tax
dollars.
Pre-sale planning ensures your insurance team, CPA’s, estate planning, lawyer, and financial
advisor, are all headed in the same direction and working with your best interest as the goal
for the best outcome.
Construction Risk Partners: How important is it to have a team of advisors together
working cohesively.
Dan: It’s going to make or break your transaction. If one of these sleeves or one of these
advisers are not working together it could be detrimental -- to the tune of hundreds of
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CONTINUED...
thousands, if not millions of dollars depending on the size of the portfolio.
What is great about UBS and the team’s resources, is that when you do the pre-sale planning,
you can incorporate the tax advisor, the insurance advisor, and all those other advisors on
different "spokes" on your proverbial financial wheel.
Our planning software details the possible outcomes along with all these different moving
parts. Typically an insurance advisor, CPA, or estate planning attorney doesn’t offer the allencompassing viewpoint like we can. We act as the connector or lead person in articulating
our client's wishes and getting every advisor’s role on paper so you can visualize it as the
business owner. That is what we can do best and that’s why we want to be in the middle of
that “wheel” with you as a client and working on your behalf.
Construction Risk Partners: Any final thoughts you'd like to share?
Dan: I am very different from most of my competitors and colleagues. It’s important to
know that I'm here picking up the phone at any time of day, whether it be in the early
morning or late evening. My goal is to make sure that I am intimately familiar with all of my
clients, including their personal affairs (what info they will share with me), as much as
possible.
I have multiple administrative staff supporting all the day-to-day details and then I have the
extension of the team itself. We have our investment planning contacts who help with
portfolio management. There is Todd Mayo, our estate planning attorney. Clients love him
because he gets involved in transactions. We will conceptualize ideas around estate planning
and then you'll bring in your outside counsel to execute those steps. We have Peter Kong
working on alternative investments and Roger Kraus working on lending (banking). Karen
Carlin is our dedicated financial planner. She has over 25 years experience and has earned a
certification as a financial planner (CFP) and an exit planning analyst (CEPA). There are
many other specialists and insurance advisors on the team as well. The bench is very deep in
terms of who supports us on a day-to-day basis.

Contact Information:
Phone: (617) 439-8212
Email: daniel.lewin@ubs.com
Dan practices wealth advising as a CPWA® professional, an advanced credential created
specifically for wealth managers who work with high-net-worth clients. In 2020 and
2021, Dan was recognized as a Forbes Best-in-State Wealth Advisor for Massachussetts.
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Matt McKenzie
President | Principal
As the President and Principal of Thomas
Brady & Associates, Matt sets the vision of
the firm and leads the overall management
and strategy of the national insurance
practice. Thomas Brady & Associates is a
53-year-old independent insurance
brokerage firm.

Construction Risk Partners: Tell us about Thomas Brady and Associates and how you
became involved in the construction industry.
Matt: Thomas Brady and Associates was founded by Tom Brady out of San Mateo, California
in the late sixties. He built a very successful regional boutique practice and spent 35 years
practicing in that area. Thomas Brady is the father of former New England Patriots
Quarterback, Tom Brady.
While the quarterback has nothing to do with the insurance business, the stardom he built in
Boston has certainly helped to build the organization’s reputation in Boston and the entire
New England region. In fact, many of Thomas Brady’s best friends from college are
Bostonians. His daughter, Nancy, lives in Boston as well. Boston is considered a “home away
from home”.
Thomas Brady and Associates opened their Boston office in 2005 and I partnered with him
in early 2007. My background was focused on inside insurance. I started a sales distribution
company with MetLife and was lucky enough to cross paths with Tom Sr. Together, over
the last 15 years, we've built this great company.
We are insurance advisors focused on life, disability, and long-term care. Additional focus
areas include estate, business planning, and audits. We are independent and represent every
carrier in the industry. Together we built the practice in Boston, then went back to San
Mateo and since then we've opened offices in Los Angeles, New York, Grand Rapids, and
Chicago. We are a national firm that offers a small boutique feel. We cater to high net-worth
families and business owners.
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CONTINUED...
Construction Risk Partners: How are contractors different from other clients?
Matt: We’ve worked with construction firms that are small in size and tend to focus on
smaller construction projects. On the flip side, we've worked with multi-billion dollar
companies that have a larger corporate structure.
The main differentiator between contractors and other clients we work with is there's more
complexity working with construction owners. A lot of construction companies have a single
owner involved who never really thinks about what happens when they are ready to exit the
business. Some construction organizations have owners in their 70’s and still have no
succession plan.
In those situations, the owner tends to be more focused on the day-to-day demands of
running their business versus long-term continuity or succession planning.
Construction Risk Partners: What should contractors consider in 2021 regarding a new
government, estate planning, tax planning, and business continuity planning?
Matt: What contractors should consider now is that we've got a lot of stimulus money out
there and we have a lot of repairing to do as a country. Furthermore, we're all in agreement
that there are going to be higher tax rates in the future.
With that in mind, our suggestion is to implement the same planning structure focused on
estate liquidity tax planning and business succession. Things to consider would be:
1.
2.
3.
4.

Who's going to take over your business?
Are you selling it?
Are you giving it away to kids?
Are you going to have a buy-sell in place?

Estate taxes could double what they are today based on some of the intel that we're seeing
with exemptions and tax rates. Now is the time to start planning and then quickly
implementing that plan.
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CONTINUED...
Construction Risk Partners: How do you approach the topic of business continuity
planning and estate planning as this could be a very sensitive topic for owners who have
children in and out of the business.
Matt: That’s where insurance comes in. It’s tricky, it’s not one-size-fits-all. As an example, we
have situations where the owner is retiring and the son-in-law is going to take over the
business. The daughter is not part of the business, but the son-in-law has had a lot of
professional success, worked for the owner for 25 years, and he's essentially considered a son.
And then we've had other situations where there's a marriage and mom and dad want to
make sure that if a breakup happens, that they don't lose the business to an "outlaw".
We’ve also had situations where the owner has nine grandchildren that are all thirdgeneration coming into the business. Only three of them want to be in the business and six
do not. The issue becomes how to create an equalization.
Equalization has always been a tough thing to wrestle with. On one hand, you have someone
working their butt off for the share that grandpa is going to give them, however, the brother
is going to get an equal share in cash. The question becomes, why should one grandchild
have to work for their share while the other gets theirs in cash? We don't want to give one
grandchild more just because they chose to be in the business. It’s a conversation that doesn't
get solved overnight.
We’ve got a family we've been working with for five years. We have a meeting every year
and shares have not been transferred yet. That’s something they will wrestle with for
probably another five years. It all goes back to this; the sooner you start the discussions, the
sooner we can identify the issues and have you (at the very least) start thinking about them.
Construction Risk Partners: How important is it to have a financial team in your corner?
Matt: It’s crucial. Some people like more control, but checks and balances are a good thing.
For instance, if it is a family business, I want to come to the table with full trust in the estate
accountant, corporate accountant, legal team, and the wealth advisor who knows how the
money is invested. The team approach is always the best approach.
We do see families will have one person in control of everything and sometimes that's
counterproductive. We’re always open to the idea of working with a large team of people.
The insurance group, accountant, or wealth manager aren't going to come up with all the
solutions. We've got to do it as a team.
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CONTINUED...
Construction Risk Partners: When do most clients tend to reach out for your services?
Matt: A lot of people that come to us have had a life event. Maybe it's the death of a parent or
they are at the point where the parent needs to go to a nursing home. So, we make it a
priority to focus on education. There’s a difference between educating on business disability
and long-term care for those who are proactive versus reactive to a life event.
Construction Risk Partners: Any final thoughts you'd like to share?
Matt: We consider ourselves an integral part of the personal planning team. We encourage
anyone who thinks they are buttoned up because they reviewed their insurance plans 5-10
years ago, to revisit it. It's always good to have a second set of eyes on things.
Thomas Brady and Associates is not captive to any one carrier. We want to make sure that
when we're working with a client, that we get a financially solvent and strong carrier, but also
a competitively-priced and competitive underwriting carrier. We put all of the
questionnaires on our paper, Thomas Brady and Associates. We collect all your medical
records and we actually shop the industry for you. This allows us to make sure that what we
think is happening or going to happen, happens. And if it doesn't, we're prepared to start
working carriers against each other and educate them on what the rest of the industry views
a policy as.
We do offer disability and long-term care for business owners and employee groups.
Business owners tend to self-insure, so they have less of a need for it. We can supplement
benefits for employees of the business, however. We focus on educating owners or employee
groups to identify holes in their long-term care.

Contact Information:
Phone: (617) 266-0019
Email: mmckenzie@tbradyandassociates.com
A frequent industry speaker, Matt has been nationally recognized for his distinguished
accomplishments as a sales leader. He holds Chartered Life Underwriter® (CLU®) and
Chartered Financial Consultant® (ChFC®) titles, as well as other licensing and insurance
industry designations.
Active in many charities, Matt is currently a board member of The Claddagh Fund, Youk’s
Kids, The Concussion Legacy Foundation, and The Flutie Foundation
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