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A critical first step is estimating income for the year

1. Identify marginal tax bracket
–Cost of adding additional income?
–Benefit of avoiding additional income?

2. How much “room” is available until taxpayer creeps into next bracket
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#1 Timing of income and losses

• Does a Roth conversion make sense before the end of the year?
– 3.8% surtax applies at $200k/$250k
–Medicare Part B/D premiums (2 year look-back)
– Taxation of Social Security benefits
– FAFSA (“base year” for calculating aid is two years prior)

• Should retired clients consider taking more than the RMD?
– Or, should clients withdraw from IRA before age 73?

• Opportunities to reduce income – HSA or retirement account contribution?
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Roth conversions can hedge the risk of 
higher taxes in the future

Based on 2023 tax brackets for married couples filing a joint tax return. Projected example is based on tax brackets in place prior to the Tax Cuts and Jobs Act (TCJA) adjusted for 
inflation through 2023. Current tax brackets are scheduled to expire at the end of 2025 with pre-TCJA tax brackets applying, adjusted for inflation. Note that other tax items are 
scheduled to change after the sunset provision activates in 2025, including (for example) personal exemptions returning, lower standard deduction, less restrictions on itemized 
deductions, and lower exemptions applying for Alternative Minimum (AMT) tax purposes. 
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#2 Planning for unrealized gains

• Consider establishing a capital gains budget

• Maximize use of the zero percent rate

• Identify opportunities to harvest losses
– Tax swap using mutual funds

• Strategies to mitigate capital gains exposure
– Installment sales
– Charitable planning
– 1031 exchanges for real estate

Source: Internal Revenue Service, visual depicts brackets for long-term capital gain income for married couples filing a joint tax return in 2022. In order to avoid the IRS wash sale 
rule the securities being exchanged cannot be ”substantially identical”. In determining whether stock or securities are substantially identical, you must consider all the facts and 
circumstances in the particular case. For more information consult IRS Publication 550, Investment Income and Losses. 
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#3 Consider “lumping” charitable gifts

Example is based on 2023 IRS figures and does not account for higher standard deduction in 2024 and 2025 due to annual inflation adjustments.

Assumptions: H&W, age 65, who donate $10,000 annually to charity; other deductions include $10,000 
for SALT and $8,000 for mortgage interest; their marginal income tax bracket is 22%; their standard 
deduction is $30,700 since both are age 65+ 

2023 2024 2025

$10,000 $10,000 $10,000Annual gifts

$30,000“Lump” gifts NO GIFT NO GIFT

Result: With annual gifting, their total deductions = $92,100 ($30,700 x 3 years); by lumping gifts, their 
total deductions = $109,400 ($48,000 + $30,700 + $30,700), resulting in a difference of $17,300 for a 
tax savings of approximately $3,800, assuming a 22% marginal tax bracket.
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#4 Opportunities for charitable giving

• Lumping charitable gifts using a DAF
– Also a great way to connect with other family 

members of clients

• Prospect private foundations locally
– Conversion to DAF in light of administrative 

burdens?

• Qualified Charitable Distributions (QCDs)

• Gifting of appreciated property
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#5 Make sure you have addressed the impact of the 
SECURE Act with clients

Account owners
• Review and evaluate beneficiary 

designations
• Leave IRA to lower-income 

heirs, or more heirs in general
• Review trust arrangements

• Spend down IRA while living
• Roth conversions
• Charitable considerations

• QCD, CRT as stretch “proxy”

• Permanent life insurance as a 
means to leave a tax-free legacy

Heirs
• Tax-efficient timing of 

distributions over the 10-year 
period

• If inheriting Roth, wait until the 
end of the 10th year to distribute
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#6 Capitalize on strategies to transfer wealth before 
potential expiration in the lifetime exclusion amount 

Assumes an estate tax rate of 40%. For 2023 the Basic Exclusion Amount (BEA) is $13,000,000. The 2026 projected figure of $7 million is based on the sunset provision effective 
at the end of 2025, which will reduce the BEA to $5 million adjusted for inflation. On 11/23/18, the Treasury Department issued proposed regulations (REG-106706-18) stating that, 
upon sunset of the federal estate gift and estate tax provisions under the TCJA in 2026, there would be no “claw-back” provision applied on large gifts made during the temporary 
increase in the exclusion amount. On April 26, 2022 the Treasury Department issued proposed regulations that would apply a clawback on certain gifts (GRATs, QPRTs) where the 
donor has reserved a way of accessing the funds directly in the future.
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#7 Key conversations for business owners

•Net operating loss (NOL) carryforward 
and Roth conversion opportunity

•SALT workaround option

•Retirement plan review / upgrade
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#8 Look for opportunities to engage other family 
members during the holidays

• As family members gather during the holidays, this presents an opportunity for 
advisors to deepen or develop relationships

• Make sure key documents are in place
–For example, are healthcare directives and proxies — especially for older 

children before they head back to college — in place? 

• Family meetings, zoom calls, or social events?

• Do clients have a “road map” document for family members that outlines 
wishes, lists account details, passwords, etc. 

• Fund Roth accounts for younger family members

• Holiday gift giving in 529 plans
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Resources designed to help you engage clients and 
prospects

• Client seminar and investor education 
pieces on the tax landscape and 
planning ideas

• Wealth Management Center blog 
articles and resources
– Putnamwealthmanagement.com

• Video commentary and podcasts

Follow Bill Cass on Twitter
@BillCassPutnam
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Contact Putnam

800-354-4000
Client Engagement 
Center

putnam.com/advisor
Putnam website
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FOR FINANCIAL PROFESSIONAL USE ONLY.

There is no guarantee that any plans or proposals in this material will be implemented.

This information is not meant as tax or legal advice. Please consult with the appropriate tax or 
legal professional regarding your particular circumstances before making any investment decisions.

Your clients should carefully consider the investment objectives, risks, charges, and expenses of a fund before 
investing. For a prospectus, or a summary prospectus if available, containing this and other information for any 
Putnam fund or product, call the Putnam Client Engagement Center at 1-800-354-4000. Your clients should read 
the prospectus carefully before investing.

Putnam Retail Management
putnam.com




