
INTRO DUCTIO N TO

ES TATE & LEG ACY P LANNING







TOPICS W E W ILL COVER:

Wh y t rad it ion a l p lan n in g h a s  
fa ile d  m ost  Am e rican s

Le gacy We a lt h  Plan n in g
*Crit ica l re a sons  t o  p la n

Te am  o f Trus t e d  Ad viso rs

Que st ion s  & An swe rs



TRADITIONAL PLANS ONLY FOCUS ON MONEY

Na rro w Vie w o f Wh a t ’s  Va lua b le

• Ma xim ize  incom e

• Avoid  court  cos t s

• Re d uce  t a xe s

• Elim ina t e  fe e s

• Cont ro l d is t rib u t ions



W E BELIEVE IT'S THE W RONG FOCUS

Tra d it io n a l Pla n n in g

Le ga cy We a lt h  Pla n n in g

Focus  on ly on  p ro t e c t ing a nd  
m a xim izing fina nce s

Looks  a t  e ve ryt h ing t ha t  
im p a ct s  t he  fa m ily



OUR VISION IN ACTION
Le ga cy We a lt h  Pla n n in g fo r To t a l We a lt h

• Ma na ging we a lt h  d uring life

• Dis t rib u t ing t he  e s t a t e

• Pa ss ing on a le ga cy, inc lud ing:

⚬ Core  va lue s , wisd om , life  le ssons

⚬ Fa m ily s t o rie s  a nd  he irloom s

Te a m  o f Trus t e d  Ad viso rs

• Est a t e  Pla n n in g At t o rn e y
• Fin a n cia l Ad viso r
• In su ra n ce  Age n t
• CPA



Learn More

W HEN
DOES AN 

ESTATE EXIST?

Everyone has 
an estate...

NOW!



W HAT IS AN ESTATE?
All Pro p e rt y & Asse t s  Make  Up  an  Est a t e

• A Home, real estate

• Bank accounts and cash

• Life insurance

• Personal property

• Retirement plans

• Vehicles

• Business interests

• Stocks, bonds, mutual funds

• Family heirlooms, life stories, etc.



W HAT 'S MOST VALUEABLE?

CLIENTS TELL US IT'S:

⚬ Family

⚬ He alt h

⚬ Frie nd s

⚬ Value s

⚬ Skills

⚬ Re la t ionsh ip s

⚬ Accrue d  e xp e rie nce s



LEGACY W EALTH PLANNING

Pro t e c t io n  o f 
a ll fin a n c ia l 

we a lt h

Fa m ily 
We a lt h  
Trus t

Fa m ily 
va lue s , 

s t o rie s , a n d  
n o n -fin a n c ia l 

a sse t s



W HY MOST ESTATE PLANS FAIL
BARE-BONES ESTATE PLANS

Poor Docum e n t s

No  Nurs in g Hom e  Pro t e c t ion

No  Fun d in g

No  Tim e ly Up d a t e s

No  Re m a rria ge  o r Divo rce  Pro t e c t io n

No  Cre d it o r Pro t e c t ion

No  Pro t e c t io n  fo r Sp e c ia l Ne e d s  Ch ild re n

Fa m ily Le ga cy No t  Ca p t u re d



CRITICAL REASONS TO PLAN

• Disa b ilit y 

• Living Prob a t e

• Long-Te rm  Ca re  Exp e nse s

• Sp e cia l Ne e d s

• Minim izing Ta xe s

• Fune ra l Cos t s  & Arra nge m e n t s

• Prob a t e  & Es t a t e  Ad m in is t ra t ion

• De a t h  Ta xe s

• Pro t e c t ion  fo r Fa m ily

• Non-Fina ncia l Le ga cy

DURING LIFE AFTER DEATH



CRITICAL REASONS TO PLAN
DURING LIFE

• Nigh t m a re  o f Living Prob a t e

• Court  in  con t ro l

• Hum ilia t ing

• Loss  o f p riva cy

• Tim e  consum ing

• Exp e ns ive

He a lt h  Em e rge n cy o r 
Disab ilit y

Court fees

Attorney fees

Accounting fees

Conservator 
fees



Fam ily Me m b e rs  wit h  Sp e c ia l Ne e d s
Preserve eligibility for government benefits

CRITICAL REASONS TO PLAN DURING LIFE



CRITICAL REASONS TO PLAN
DURING LIFE

Long -Te rm  Care  Exp e nse s

On ly 4  wa ys  t o  p a y:

• Sa vin gs

• Lo n g-t e rm  Ca re  
In su ra n ce

• Me d ica re

• Me d ica id



Avo id  
fa m ily fe ud s

CRITICAL POST - DEATH REASONS TO PLAN
FUNERAL ARRANGEMENTS

Wish e s  ca rrie d  
o u t  wit h  lo ve  
a n d  re sp e c t

Ea se  t h e  b u rd e n  
o n  su rvivin g 

fa m ily m e m b e rs



ESTATE TRANSFERS 
CAN BE COMPLICATED

• J o in t  o wn e rsh ip  issue s

• Asse t s  in  d iffe re n t  s t a t e s  o r co un t rie s

• Ch ild re n  wit h  d isa b ilit ie s

• Tra n sfe rs  t o  m in o rs

• Un re lia b le  b e n e fic ia rie s





W HY AVOID DEATH PROBATE?

Can  b e  e xp e n s ive

• Court  Fe e s

• Pub lica t ions  & Bond  Fe e s

• Exe cut o r & At t o rne y Fe e s

• Ap p ra isa l Fe e s

• De b t s  a nd  Cla im s

• Poss ib le  fo rce d  liq u id a t ion  
o f a sse t s  t o  p a y cos t s

Tim e  Co n sum in g

Op e n  t o  t h e  Pub lic

Mult ip le  Pro b a t e s



CRITICAL PO ST - DEATH REASO NS TO  PLAN

Fe d e ra l Es t a t e  Ta x

• On ly o n  e s t a t e s  m o re  t h a n  $5 m illio n

St a t e  De a t h  Be n e fit

In co m e  Ta xe s  o n  He irs



Pro t e c t ion  fo r Your Fa m ily
*Avoid  fa m ily figh t ing ove r m one y…

*It  should  b e  a  t im e  t ha t  b rings  t he
fa m ily c lose r t oge t he r, ra t he r t ha n  t e a r it  a p a rt

CRITICAL PO ST - DEATH 
REASO NS TO  PLAN



Remarriage Protection for Surviving Spouse

• Pro t e c t ion  if sp ouse  re m arrie s

• Pre ve n t  asse t s  from  go ing t o  a  s t range r 

in s t e ad  o f ch ild re n

• Pla nn ing cons id e ra t ions  fo r b le nd e d  fa m ilie s

CRITICAL PO ST - DEATH REASO NS TO  PLAN



• Yours, Mine & 
Ours

Ble n d e d  Fam ilie s

CRITICAL PO ST - DEATH REASO NS TO  PLAN

• Each  fam ily has  un iq ue  ne e d s



Divo rce  Pro t e c t io n  fo r Ch ild re n  
an d  Gran d ch ild re n

• Pro t e c t ion  o f ch ild re n ’s  
in h e rit a n ce  if t h e y d ivo rce

• Up  t o  50 % o f a sse t s  co u ld  wa lk 
ou t  t h e  d o o r wit h  a  fu t u re  e x 
in -la w

CRITICAL PO ST - DEATH 
REASO NS TO  PLAN



Fin an c ia l Ma t u rit y

“Clie n t s ’ b igge s t  co n ce rn  fo r t h e ir  we a lt h  
a ft e r t h e y’re  go n e  is  t h a t  so m e o n e  will 
t a ke  fin a n c ia l a d va n t a ge  o f t h e ir  
ch ild re n  o r gra n d ch ild re n .”

CRITICAL PO ST - DEATH 
REASO NS TO  PLAN

Fina ncia l Pla nn ing Ma ga zine



Cre d it o r & Lawsu it  Pro t e c t io n  fo r Be n e fic ia rie s

• Avo id  le ga l “p re d a t o rs”
• Cre d it o rs
• Cre d it o rs  o f He irs

CRITICAL PO ST - DEATH REASO NS TO  PLAN



PLANNING OPTIONS

Do  n o t h in g
• Die  “in t e s t a t e ”
• Pro b a t e  gua ra n t e e d

Ho ld  a sse t s  in  J o in t  Te n a n cy
• Co uld  t rigge r Gift  Ta x
• Cre d it o rs  ca n  go  a ft e r p ro p e rt y

Cre a t e  a  La s t  Will & Te s t a m e n t

Cre a t e  a  t ra d it io n a l Livin g Trus t

Cre a t e  a  fu ll-fe a t u re d  Le ga cy We a lt h  Pla n



Le ga cy We a lt h  Pla n

• Fa m ily We a lt h  Trus t
⚬ Fa m ily Acce ss  Trus t
⚬ Fa m ily Se n t ry Trus t
⚬ Fa m ily Re t ire m e n t  Pre se rva t io n  Pro vis io n s

• Po ur-Ove r Will
• Pro p e rt y Agre e m e n t
• Pro p e rt y Po we r o f At t o rn e y
• He a lt h  Ca re  Do cum e n t s
• HIPAA
• Fun e ra l Trus t

PLANNING OPTIONS



FAMILY W EALTH TRUST SO LUTIO NS

• Disa b ilit y Pro t e c t ion

• Prob a t e  Pro t e c t ion

• Sp ousa l Re m a rria ge  & Divorce  

Pro t e c t ion

• Sp ousa l La wsuit  & Cre d it o r 

Pro t e c t ion

• Nurs ing Hom e  Pro t e c t ion  wit h  

Me d ica id  Pro t e c t ion  Trus t

• Death Tax Protection

• Retirement Plan Protection

• Divorce Protection for Heirs

• Lawsuit & Creditor Protection for 

Heirs

• Special Needs Protection

• Allows Incentives

• Protection of Family’s Non -

Financial Assets



W HO HAS AN ESTATE PLAN?

Only 3 in  10  
Am e rica ns  ha ve  a n  

e s t a t e  p la n



# 1 REASON IS PROCRASTINATION

W HY PEO PLE 
DO N'T PLAN?

*I'll t h ink a b out  it  t om orrow....

*Re luc t a n t  t o  fa ce  t he ir own  m ort a lit y



# 2 REASON  - La ck o f Kn owle d ge

W HY PEO PLE 
DO N'T PLAN?

*Cont inuous  cha nge s  in  t he  la w

*Tra d it iona l e s t a t e  p la nn ing d oe sn ’t  
cove r t od a y’s  conce rns



W HY PEO PLE 
DO N'T PLAN?

# 2 REASON  - La ck o f Kn owle d ge

*Ignora nce  o f In t e s t a cy La ws

*Pe op le  m a y t h ink t ha t :

• Gove rnm e n t  will ha nd le  it
• It  will b e  fa ir
• It s  p la n  will p rob a b ly b e  

t he  sa m e  a s  m ine



# 2 REASON  - La ck o f Kn owle d ge

W HY PEO PLE 
DO N'T PLAN?

• Mist a ke n ly b e lie ve  it ’s  e a sy

• Why they believe death transfers 

are easy:

⚬ La ck o f e xp e rie nce  wit h  

Prob a t e  p roce ss

⚬ Be lie ve  d e a t h  t ra nsfe rs  a re  

sa m e  a s  life t im e  gift s

⚬ Be lie ve  p la nn ing is  on ly fo r 

t he  we a lt hy



THE TEAM OF TRUSTED ADVISORS
ONE GOAL

• Cre a t e  a n d  im p le m e n t  a n  
e ffe c t ive  p la n  t o  a ch ie ve  t h e  
c lie n t ’s  go a ls

• Clie n t s

• Acco un t a n t

• In ve s t m e n t  Ad viso r

• Trus t  Office r

• Est a t e  Pla n n in g At t o rn e y

TEAM MEMBERS



THE ESTATE PLANNING TEAM

Th e  Clie n t

• Provid e s  t he  p la n ’s  ob je c t ive s

• Provides necessary personal & financial 
information

• Makes critical decisions along the way

• Final word on what will work for client and 
family



THE ESTATE PLANNING TEAM

Th e  Acco un t an t

• Ca n  p ro vid e  co m p le t e  p ic t u re  o f t h e  c lie n t ’s  fin a n ce s

• Ca n  re so lve  va lua t io n  issue s

• Ca n  p ro vid e  t a x in p u t  o n  va rio us  p la n  p ro p o sa ls



THE ESTATE 
PLANNING TEAM

In ve st m e n t  Ad viso r

*Id e n t ifie s  t hose  wit h  e s t a t e  p la nn ing 
ne e d s

*Provid e s  m ot iva t ion  a nd  e d uca t ion  on  
t he  b e ne fit s  o f p la nn ing

*Pla ce s  a p p rop ria t e  in sura nce  p o lic ie s  
a nd  inve s t m e n t  s t ra t e gie s  in  p la ce  t o  
m a ke  it  work



THE ESTATE 
PLANNING TEAM

Trust  Office r/ Trus t  De p a rt m e n t s

*Clie n t  m a y wa n t  p ro fe ss iona l Trus t
m a na ge m e n t

*Trus t  o ffice rs  a re  in  t he  p ro fe ss iona l
m a na ge m e n t  b us ine ss



THE ESTATE 
PLANNING TEAM

Est a t e  Pla n n in g At t o rn e y

*Provid e s  le ga l a na lys is  a nd  a d vice

*St rong vo ice  in  p la n  d e s ign

*Dra ft s  a ll le ga l d ocum e n t s

*Est a t e  p la nn ing a t t o rne y no t  a  ge ne ra l 
p ra c t it ione r



PART 1:  INTRO DUCTIO N TO  
ESTATE & LEGACY PLANNING

REVIEW QUESTIONS

• Wh y h a s  t ra d it io n a l p la n n in g fa ile d  m o st  Am e rica n s?
• Wh a t  is  Le ga cy We a lt h  Pla n n in g?
• Wh a t  a re  c rit ica l re a so n s  t o  p la n

⚬ Durin g life ?
⚬ Po st -d e a t h ?

• Ho w d o e s  a  t e a m  o f Trus t e d  Ad viso rs  fill a  n e e d  t h a t  fa m ilie s  a re  
d e m a n d in g a n d  cre a t e  a  n e w m a rke t ?



ANY 
QUESTIO NS?


	Slide Number 1
	Slide Number 2
	Slide Number 3
	Slide Number 4
	Slide Number 5
	Slide Number 6
	Slide Number 7
	Slide Number 8
	Slide Number 9
	Slide Number 10
	Slide Number 11
	Slide Number 12
	Slide Number 13
	Slide Number 14
	Slide Number 15
	Slide Number 16
	Slide Number 17
	Slide Number 18
	Slide Number 19
	Slide Number 20
	Slide Number 21
	Slide Number 22
	Slide Number 23
	Slide Number 24
	Slide Number 25
	Slide Number 26
	Slide Number 27
	Slide Number 28
	Slide Number 29
	Slide Number 30
	Slide Number 31
	Slide Number 32
	Slide Number 33
	Slide Number 34
	Slide Number 35
	Slide Number 36
	Slide Number 37
	Slide Number 38
	Slide Number 39
	Slide Number 40
	Slide Number 41
	Slide Number 42
	Slide Number 43

