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https://estateview.link/

Subscribe to EstateView Pro-Plus 1 O - D ay F R E E Tri a I
$499.00 ;-

EstateView Pro-Plus

All utomatic letters, Powe

To get started, simply follow these steps:

1. Open your browser and go to
estateview.link.

2. Create an account.

Ak Dronstion code 3. Select Pro Plus.

4. Enter code “SHENKMAN”

4. Fill in your information.

5. Enjoy exploring EstateView!

Sikotal

Total due today

To access our EstateView Video Library, which has
instructional videos for each calculator, click here.
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i/ Estate

EstateView 30 Minute Workshop

Mon, Feb 17, 2025 12:00 PM - 12:30 PM EST

*Required field

Email Address*

alan@gassmanpa.com

8y clicking this button, you submit your information to the webinar organizer, who will use it to communicate with you regarding this event and their other services.

EstateView Workshop

In this workshop, we will be walking you
through the features and benefits of
EstateView to help you measure, design,
and illustrate estate planning techniques for
your clients.

Florida & New York CLE Credit & Florida CPE Credit available for
courses in red

l/ Estate

EstateView 50 Minute Workshop

In this workshop, we will be walking you through the features and benefits of EstateView to help you measure, design, and illustrate
estate planning techniques for your clients.

1.0 Florida & New York CLE Credit & 1.0 Florida CPE Credit available

anizer, who will use it to commur
Register

30 minutes 30 minutes 50 minutes
(no credit) (CE credit) (CE credit)
4 N 4 )
Tuesday, March 11 Wednesday, March 10 Friday, March 14
12:00 PM EST 12:00 PM EST 12:00 PM EST
\_ J \_ J
4 N 4 N
Thursday, March 13 Wednesday, March 12
12:00 PM EST 12:00 PM EST
g J g J

Alan Gassman, JD, LL.M. (Taxation)
agassman@gassmanpa.com
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EstateView P

Subscription Cost
$795/year

Full Access

Comprehensive Plans: Married and Single Client Modules (*included with

Amortization

Pro Plus & Pro Elite only)

YES

Calculator

Lif

‘e Expectancy o

Calculator
Holding Company Valuation Calculator YES

Valuation Discount

YES

Calculator
Create side-by-side Plan Comparisons for Each Calculator YES

Access to stand-alone SCIN/Conventional Calculator YES
Lar, i
ge Gift / SLAT VES
Calculator
SCIN / Conventional Note VES
Calculator
Installment Sale with Income Tax Analysis Calculator YES

QPRT
YES
Calculator

Private Annuity
Calculator

GRAT a5
Calculator

Alan Gassman, ID, LL.M. (Taxation)

YES

SHENKMAN WEBINAR SPECIAL

For a limited time, you can
purchase EstateView at a special
discounted rate and lock in your
savings for the next three years.

S499/Year

This exclusive offer expires in 30 days!

Software Products to Make Estate Planners Better
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FstateView s scmus

CLAT
YES
Calculator
CRAT -
Calculator
CRUT
YES
Calculator
Life Estate/Remainder Interest Calculator YES
Rolling GRAT
YES*
Calculator :
Access to our Exploding Asset Planning Feature YES*
Comprehensive Plans: Access to Installment Sale to Grantor
Trust / SCIN YES
Comprehensive Plans: Married and Single Client Letters YES*
Send e-copies of plans to clients & colleagues VS
(with a free 14-day trial)
Generate Personalized Client PowerPoints YES
Income Tax Impacts VES*
of QPRTs
Rolling GRAT o
Calculator e
Flip NIMCRUT *
Calculator D
4 Hours of Tax Lawyer Time NO
30 Hours of Customized Video Editing Time NO
Special Access to Video Editors for $35 an Hour NO

SHENKMAN WEBINAR SPECIAL

For a limited time, you can
purchase EstateView at a special
discounted rate and lock in your
savings for the next three years.

$499/Year

This exclusive offer expires in 30 days!

Alan Gassman, ID, LL.M. (Taxation)

agassman@gassmanpa.com
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Click here to see our EstateView Video

See us at Library
estateview.info

ESTATEVIEW VIDEO LIBRARY

Comprehensive Plans Calculators My Account

Single Client Large Gift/SLAT

Married Clients SCIN}r Conventional CRAT Detailed Instruction Manual

Ssample Plan '”s‘a"m‘?r’;;?;’rlzl‘;(“'stig InEome CRUT & NIMCRUT

NEST Retirement Calculator QPRT Life Estate | Remainder Interest

RMD Calculator Private Annuity Amortization

Monte Carlo GRAT Life Expectancy

Life Insurance Estimator Rolling GRATs Holding Company Valuation

Letter Writer (Under

Valuation Discount (Active
Construction)

§7520 & AFR Table usiness

ue]
—
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o COMPREHENSIVE €55
= PLANS =

Whether selecting for a single client or a married couple,
EstateView runs the same comprehensive plans, but with applicable
option differences:

Single Client « No Planning (Current Estate)
« No Planning (Future Impact)
« Bypass Trust

« (PRT(s) - Either one or two
Married Clients » Annual Gifting

« Discounted Gifting

« Life Insurance Trust Planning
« Gift and Installment Sale

« Testamentary Charity

LIFE INSURANCE TRUST PLANNING

{20 YEARS)
Today Bob & Mary Sample QPRT Gifting Trust(s) Life Ins. (ILIT) - Bob
Residence Investments Home Value Value Death Benefit
In QPRT £25,500,000 53,000,000 $0 $600,000
Annual Growth Ratel Annual Additiens| Annual Growth Rate Cash From Rent| | Annual Gifts Annual Premium
375% $250,000 7.50% less 0.40% fees 50 376,000 5§8.000
Explained and 2.00% tax

Annual Growth Rate
U ! ! |7.50% less 0.40% feeg

Upon 15t Death Mary Sample Bypass Trust QPRT Gifting Trust(s) Life Ins. (ILIT) - Bob
(in Year 10) Residence Investments Initial Funding Upon 1st Deat Home Value Value Death Benefit
In QPRT $34,880,616 $8,435,586 54,235,132 $1,517,158 $600,000
Annual Growth Ratel Annual Additions | Annual Growth Rate Annual Growth Rate Cash From Rent Annual Gifts Annual Growth Rate
3.75% $370,417 | 7.50% less 0.40% Tees| | 7.50% less 0.40% fees $733,739 3154,000 7.50% less (.40% fee:

and 2.00% tax and 2.00% tax Annual Growth Rate
U U ! ! 7.50% less 0.40% feed

Upon 2nd Death Mary's Estate Bypass Trust QPRT Gifting Trust(s) Life Ins. (ILIT) - Bob
(in Year 20) Residence Investments Value Home Value Walue Value
In QPRT 57,497,752 §13,872.107 §6,264,456 $6,034,835 4906,685

Exemption/Portability: ($14,450,000) Cash From Rent
Net Taxable Estate: $43,007,752 §1,206,615 !

E Tax Total Passed
to Beneficiaries
17,203,101
g $68,659,348

Alan Gassman, JD, LL.M. (Taxation) Software Products to Make Estate Planners Better
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NEW ADDITIONS

InstantPlan and Client Intake Portal

EstateView InstantPlan

Home

@ Personal Details

& Spouse Details

A Family Information
$ Key Financial Data
@ Life Insurance

8 Charity

¥ Optional Asset Info
@ Liability Insurance
A Advisor Information
&: Fiduciaries

] College Funding

(2) Optional Questions
[#] Note to Planner

B Review / Summary

ol Results

In Late Stagc Working Beta

A brand-new intake system that enables clients to
quickly and efficiently provide you with key
information, and prompts your team on issues to
discuss.

The InstantPlan system allows you to take key client
information and instantly populate multiple
calculators and generate first draft comprehensive
estate tax plans at the click of a button.

The Instant Plan button on the main EstateView
screen takes you to the module, which has easy to
enter formatting and does not require all
Information to be inputted in order to receive the
calculations and illustrations.

The calculators only need the information boxes
that are yellow filled to create a robust presentation.
Other information can be inputted and will be
printed in a convenient form for future use.

Once the information is entered, the planner can
click on Review/Summary to view a summary for
possible changes, and on Results to see the results
of multiple calculations and illustrations.

After looking at these any item or items can be
changed and then the Reports can be rerun almost
instantly.

Software Products to Make Estate Planners Better
Planners, More Efficient and More Profitable| 9
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NEW ADDITIONS

EstateView Al

In Beta

Use our Al-powered features to review, summarize, and enhance trust documents with ease—saving
you countless hours and helping you deliver even more value to your clients.

Insert a word or PDF trust document and get Al help that is not available anywhere else.

% Scenario Wizard | 7 Clause Generator | | [ Analysis Tools | | &} Adjust Speed / Detail

a1 EstateView Al
T_I Your Al-Powered Trust Document Expert

@ View Document | . Clear Analysis | [ & Print Discuesion || ## Redline Featura w4, Download Edited Document

Upload your trust document to begin analysis Aﬂa!ySiS Tools

M Executive Summary (Part One)

B

Executive Summary (Part Two)
Upload Trust Document 8 i )

Cheose File | Mo file chosen

Supportad: PDF, DOCK, TXT

O Try a 5ample Document

Data Security & Confidentislity:
we understand the sensitivity of yo

documents, T

nunications and ana OVer a SeCUrE,

etention of your information
¢

- or click any of the below questions -
llinstantly, p

i permanently deared
ermanently, and imeversibly clear sll data

Select Analyses to Run

Basic Trust Information
Executive Summary (Part One)

Executive Summary (Part Two)

Chent Summary
Issue Spotte
Tax Analysis

Compliance Check

ooooooo

Drafting Recommendations

==

Beneficiary ldentification and Spousal

Benefits

Distribution Provisions and Powers

Trustee and Fiduciary Provisions

Special Provisions

Alan Gassman, JD, LL.M. (Taxation)
agassman@gassmanpa.com
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ESTATEVIEW
CALCULATORS

The EstateView landing page is the central hub where the planner will interface with the
software to create new plans and calculations, check up-to-date pertinent news and events,
access previously created materials, and access helpful guides and informational materials.

Life Estate /
Remainder Interest

RAT Life Expectancy
Holding Company
Valuation
:; Letter Writer (Under Valuation Discount
Construction) 7 (Active Business)

EstateView

Estate planning software

Comprehensive Plans fly Accou

=4 Instant Plan (Demo

Large Gift / SLAT

Under Construction)

_ G

Single Client SCIN/Conventional Getting Started Guide

Detailed Instruction
Manual

Install t Sale with
Married Clients HSISHITENE SHIE M
Income Tax Analysis

Sample Plan QPRT Manage Billing

NEST Retirement

Private Annuity
Calculator

Logout

=
=
2

RMD Calculator

Monte Carlo Rolling GRATs

Life Insurance Estimator

§ 7520 & AFR Table

Alan Gassman, JD, LL.M. (Taxation) Software Products to Make Estate Planners Better
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g CALCULATORS =

E=] T

The NEST (Needs/Estimated Savings Tabulation) Retirement

Calculator helps a client to understand how much they will have A
for retirement under the present scenario, or what changes are NEST Retirement
required to meet their retirement goals. The forecaster also

shows how much life insurance death benefit coverage may be Calculator
needed each year to replace the income of a primary earner.

The RMD (Required Minimum Distribution) calculator helps users
determine the minimum amount that must be withdrawn from
retirement accounts, such as IRAs and 401(k)s, based on the account
holder's age and account balance. It takes into account IRS life
RMD Calculator expectancg tables and adjusts for beneficiaries, ensuring that
clients stay compliant with tax requlations while optimizing
retirement planning.

Named after the Monte Carlo Casino, a Monte Carlo Simulation
similarly relies on the random sampling of historical market
data to give an "edge” to the user in predicting performance - in
this case, how well a portfolio may perform based on its
diversification, as a percentage, between bonds and equities.

Monte Carlo

This calculator produces an estimated cost, per million dollars of
death benefit, of life insurance to be used in the initial planning
Life Insurance Estimator stages. As many life insurance policies require medical screening, it
would not be appropriate to assume that this calculator will
accurately determine the actual cost that one might incur based on
their specific situation.

When planning involves the use of Installment Notes, the
planner will need to incorporate the Applicable Federal Rate
(AFR) in determining the appropriate interest rate for a
transaction that is not at "arm's length”. The § 7520 rate is used
to value certain annuities and non-charitable interests (life § 7520 & AFR Table
interest, remainder interest, reversionary interest) related to
charitable trust planning. This Table shows the monthly rates
for each of the § 7520 rate and the AFR, to simplify the planning
process for the planner. “

Alan Gassman, JD, LL.M. (Taxation) Software Products to Make Estate Planners Better
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CALCULATORS

Large Gift / SLAT Planning considers the tax implications of
making “large” gifts to beneficiaries during life. This includes gifts
. that exceed the Annual Gift Tax Exclusion amount ($18,000 per
Large Gift / SLAT person, per recipient, for 2024). This also includes considering that
the Code implements a Unified Exemption system for gift and
estate tax ($13.61 million per person for 2024). Lifetime gifts that
exceed the annual amount will count against the exemption amount
available to mitigate estate tax on death.

SCIN (Self-Cancelling Installment Note), is a special kind of
Promissory Note that cancels on death, thus eliminating estate
tax on the note amount when properly structured. In exchange
for having the note cancel on death, the borrower must pay a .
higher interest rate or a higher principal amount. The increased SCIN/Conventional
interest or principal is determined based upon life expectancy
and the Applicable Federal Rate in effect at the time the Note is
created.

An Installment Sale is a sale for which the party receives (at

= least one) payment after the tax year in which the transfer
lnStallment Sale WIth occurred. Installment Sales are one method of controlling
Income Tax Anal SiS taxable income on the sale of property, spreading out the tax

liability over time.

A OPRT ( Qualified Personal Residence Trust) is a type of
irrevocable trust that allows a Grantor to make a gift (at a
discounted gift tax rate) of all or part of their personal
residence to the Trust.

A Private Annuity is an agreement entered into by an estate
taxable person and family members (or a trust or trusts),
private Annuity wherehy the estate taxable person transfers assets to the

family member (or trust or trusts) in exchange for the right
to receive a series of payments for life.

Alan Gassman, JD, LL.M. (Taxation) Software Products to Make Estate Planners Better
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CALCULATORS

A GRAT (Grantor Retained Annuity Trust) is a type of
irrevocable trust that is sometimes used to help minimize gift
tax exposure on large gifts to family members. The Grantor
establishes the Trust for a term of years and receives annual
payments from the Trust. The payment amounts are preset by
the terms of the Trust Agreement.

GRAT

Rolling GRAT (Grantor Retained Annuity Trust)
select term of years, rates of return, and the 7420 rate
for each year to see how this strategy can work.

Rolling GRATs

Letter Writer
Check multiple boxes and allow EstateView to give you a 2’ Letter Writer (Under
first draft letter that covers a good many important o
considerations.

Construction)

A CLAT (Charitable Lead Annuity Trust) is a type of
irrevocable Charitable Gifting Trust that has a charity as the
“Lead” beneficiary that receives payments, in money or
assets, at least annually, for a term of years. This charity can
be a public charity, a donor-advised fund, or an operating or
non-operating family foundation.

A CRAT (Charitable Remainder Annuity Trust) is a type of

irrevocable Charitable Gifting Trust where, unlike a CLAT,

the non-charity beneficiaries receive annual (or more CRAT
frequent) payments that are fixed in value (each

payment is the same amount) during the Trust term.

A CRUT (Charitable Remainder Unitrust) is the second main
category within Charitable Remainder Trusts. With a CRUT, the
non-charity beneficiaries receive an annual (or more frequent)

payment. This payment is based on a percentage of the Trust
CRUT & NIMCRUT value, which can range from 5% to 50%. Like a CRAT, the
charity beneficiary receives the remaining assets, at the end of
the Trust term.

Alan Gassman, JD, LL.M. (Taxation) Software Products to Make Estate Planners Better
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CALCULATORS

A Life Estate is an interest in property, typically real Llfe EState /

estate, that the Life Tenant has the use of for life.

Remainder Interest

Amortization is the process of paying off debt, as a function of
principal and interest payments, over time. An Amortization
Amortization Schedule is created using the applicable inputs, assuming timely
and accurate payments that are equal in amount and paid in full,
over a specified number of payments.

Life expectancy is a crucial element to estate planning.
In all of the previous calculators, failing to correctly .
assess life expectancy can result in a reduction or loss of Llfe Expecta ncy
tax benefit and/or failure of the intended estate planning
method.

- Holding Company Valuation
HOIdlng Company Plug in the variables and associated discount percentages

to provide a calculation of value for a holding entity.

Valuation

Valuation Discount (Active Business) Valuation Discount
Plug in the variables and associated discount percentage to

provide a calculation of value for an Active Business. (Active Business)

i;‘g- Alan Gassman, JD, LL.M. (Taxation) Software Products to Make Estate Planners Better
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PRICING

PRO Plus
$795/yr for all features

*Bulk User Discounts Available™

WHY CHOOSE ESTATEVIEW?

e Only EstateView allows you to enter primary client information once, to have instant results.

e Our calculators stand out because they offer:

o Comparisons, client customization, and customized PowerPaints.

o Comprehensive planning strategies for individuals or married couples.

o InstantPlan functionality for automating financial data input, reducing manual entry, and
streamlining scenario planning.
Robust inputs and detailed spreadsheets for financial analysis.

Q

¢ With InstantPlan:
o Primary client data populates over 7 calculators automatically, and provides multiple pages of
instant printable results.
o Fine-tuning is easier because client specific data is preloaded.
o Reduces the need for repetitive data entry across multiple tools.

« Beta Functions Include:
o An intake portal for clients to input data, visualize family trees, estimate college costs, and track
life events.
o Al-assisted document analysis and editing.
o Tryour new Al portal (In BETA) as of February 2025 - and very useful.

Draft customized provisions.

Input any document letter or other item.

Receive a client friendly explanation and a more sophisticated advisor explanation.
receive the results of a 22 point review of common errors and choices for a revacable and irrevocable
trust.

Receive a tax review summary with suggestions.

Receive a practical planning summary with suggestions.

Ask our Al to make changes to a document and see a redline appear before your eyes.
Save the document in word and in a redline PDF for your convenience.

We use ChatGPT 4.0 in an appropriately enveloped security setting.

SOC2 level audit certified.

Alan Gassman, JD, LL.M. (Taxation) A Software Products to Make Estate Planners Better
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EstateView InstantPlan

Home

Save As Open

@ Personal Details

= Spouse Details

A Family Information
% Key Financial Data
W Insurances

a8 Charity

tr Optional Asset Info
A Advisor Information
&: Fiduciaries

® College Funding

(¥) Optional Questions
[#i Note to Planner

B Review / Summary

ol Results

“ Previous Mext =

Replace All Inputs with Sample Data (Full
Form)

Clear All Input Data (Full Form)

% Alan Gassman, JD, LL.M. (Taxation) A View Software Products to Make Estate Planners Better 17
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EstateView InstantPlan

Save As
@ Personal Details - Calculators only require yellow fields information.

. Please provide your personal information.
@ Personal Details

. i Referred By
= Spouse Details

Liam Carter
A Family Information First Name * Middle Name Last Name *
) i i Bob Daniel Sample
$ Key Financial Data
@D Nickname?
W Insurances
Bobby
. .
s Charity Primary Residence City Primary Residence State
i Clearwater FL | Florida
# Optional Asset Info
E-Mail Phone Number Occupation(s) / Passion(s)
B Advisor Information bob@gmail.com (727) 123-4567 Lawyer
. L. Social Security Number (last 4 digits) (optional)
iduciaries
1234
] College Funding Gender
© Male
Optional Questions Female
. Age
[#1 Note to Planner
70 - Specify Date of Birth?
. Review / Summary Life Expectancy: 15.4 years (to age 85)
Joint Life Expectancy with Mary: 22.2 years
' Resul‘s Lifetime Gift Exemption Used
o
: :
& Previous @ Marital Status

Please indicate your marital status.

@ Married?
@ Previous Marriages/Alimony?

Replace All Inputs with Sample Data (Full
Form)

Clear All Input Data (Full Form)

Alan Gassman, JD, LL.M. (Taxation) Software Products to Make Estate Planners Better
agassman@gassmanpa.com Planners, More Efficient and More Profitable | 18
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]
EstateView InstantPlan

Save As

a Spouse Details - Calculators only require yellow fields information.

Please provide your spouse's information.

@ Personal Details

& Spouse Details

First Name * Middle Name Last Mame *

A Family Information
Mary Jones Sample
$ Key Financial Data
Nickname?

W Insurances

Primary Residence City Primary Residence State
i .
a8 Charity Clearwater FL | Florida
L] Optianal Asset Info E-Mail Phone Number Occupation(s) / Passion(s)
g Advisor Information mary@gmail.com (727 721-1239 Artist
2= Fiduciaries Social Security Number (last 4 digits) (optional)

- 0000
‘# College Funding
Optional Questions Date of Birth

[#i Note to Planner 01/07/1960 5 @D Specify Date of Birth?

Life Expectancy: 19.1 years (to age 84)

B Review / Summary

Gender Lifetime Gift Exemption Used
ol Results Male

- |%0 +

© Female

€ Previous

@ Marital Details

‘When did you get married to Bob?
. 01/07/1985 B @D Exact Marriage Date
Replace All Inputs with Sample Data (Full o 9

Form)
[ o] Prenuptial Agreement?

When was the agreement signed?
Clear All Input Data (Full Form)
01/07/1986 m}

@D Previous Marriages/Alimony?

Mary's previous marriages go here.

Alan Gassman, JD, LL.M. (Taxation) Software Products to Make Estate Planners Better
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=M
EstateView InstantPlan

Save As

@ Personal Details

& Spouse Details

A Family Information

$ Key Financial Data

W Insurances

8 Charity

# Optional Asset Info

A Advisor Information

&% Fiduciaries

‘# College Funding
Optional Questions

[#| Note to Planner

B Review / Summary

€ Previous

Replace All Inputs with Sample Data (Full

Form)

Clear All Input Data (Full Form)

Alan Gassman, JD, LL.M. (Taxation)

agassman@gassmanpa.com

4 Family Information - Calculators only require yellow fields information.

Please provide your family details.

Children

Child 1

First Name *

Rachel

@D Nickname?

Rach

Primary Residence City
Tampa
E-Mail
rachel@aol.com
@D Do you want to specify a date of birth?
Date of Birth
01/07/1986
Relationship:
Common child of Bob and Mary

Gender

Male
O Female

Life Expectancy: 41.4 years (o age 80)
Tums 18 on January 7, 2004

© Marital Status

Is Rachel married?
@D Married?
Spouse's Name

Jay Thompson

+ Health & Other Info

Any physical/mental health info or other information to discuss?

@D Health / Other Info?

Middle Name Last Name *

Lynn Thempson

Primary Residence State

FL | Florida

Phone Number

(813) 123-5812

Software Products to Make Estate Planners Better
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=V $ Key Financial Data - Calculators only require yellow fields information.
EstateView InstantPIan Flease provide your financial details.

Current Net Annual Savings/(Spending)

Save As
Bob's Savings
@ Personal Details Current Annual Savings/(Spending)
. . - 5250000 E
= Spouse Details
‘, Familv Infarmation Age Annual Savings/(Spending) Will Change Annual Savings/(Spending) After Change
- |70 |+ - [s100.000
$ Key Financial Data
' P ——— Age Annual Savings/(Spending) Will Change Again Annual Savings/(Spending) After Second Change
- |80 |+ - [s100.000
Charity
& Optional Asset Info Mary’s Savings
Below numbers only apply after death of Bob.
A Advisor Information
Current Annual Savings/(Spending)
2: Fiduciaries - [5250,000 | +
— -
#1 College Funding Age Annual Savings/(Spending) Will Change Annual Savings/(Spending) After Change
Optional Questions - ‘70 ‘ == |$100,000
[4 Note to Planner Age Annual Savings/(Spending) Will Change Again Annual Savings/(Spending) After Second Change
B Review / Summary - Js0 |+ - [s100.000
ol Results Residence(s)
Primary Residence
“ Previous
Primary Residence Address Primary Residence City
123 Nice 5t Orlando
Eeplace i linpuhatisamp e E Primary Residence State Primary Residence ZIP Code
Form)
FL| Florida ~ 32817
Clear All Input Data (Full Form) Unit/Apt/Suite Current Value of Primary Residence
Enter unit, apartment. or suite (optional) - |$3,750,00D
Annual Growth Rate of Primary Residence (%) Ownership
- 3.75% |+

Jointly owned by Bob and Mary

Alan Gassman, JD, LL.M. (Taxation) Software Products to Make Estate Planners Better
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@ Insurances

Please provide information about your life insurance policies.

&Y

EstateView InstantF

Bob's Life Insurance

Life Expectancy: 15.4 years (to age 85)
Joint Life Expectancy with Mary: 22.2 years
Save

Available Policy Estimates

. Type Term Risk Class
@ Personal Details
Term 10 years Standard
- Spouse Details Term 10 years Preferred
Term 20 years Standard
A Family Information
Term 20 years Preferred
$ KEY Financial Data Permanent Life Standard

Permanent Life Preferred

W Insurances
8 Charity

# Optional Asset Info

A Advisor Information

: Fiduciaries

‘# College Funding

Existing Policies Add BEasting Policy

(&) Latest: Policy #1 added

Scroll down to see added existing policies in blue.

Life Policy 1 (Bob)
Policy Type

Term v

Number of Years

12 :
Beneficiaries

Current Beneficiary
Enter current beneficiary.
Carrier Info

Policy Carrier

Enter carrier...

Alan Gassman, JD, LL.M. (Taxation)
agassman@gassmanpa.com

Annual Premium (Per $1,000,000 Death Benefit)

$15,768.00
$10.512.00
$29,706.00
$21,300.00
$46,219.00

$42,441.00

In Trust?

No

Initial Death Benefit

- [$600.000

Contingent Beneficiary

Ente

contingent beneficiary

Policy Account Number (last 4 digits) (optional)

nt number.

Estate planning software

Action
Add Policy
Add Policy
Add Policy
Add Policy
Add Policy
Add Policy

See added policies below in yellow.

Annual Premium

Status

- [se.000

Remove Policy

Software Products to Make Estate Planners Better
Planners, More Efficient and More Profitable|
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8 Charity

Please provide your charity preferences.

EstateView InstantPlan

Would you consider a charitable donation or structure?

Save As O VYes
No

R Charitable Structure Type
& Spouse Details Choose One:

A Family Information Direct Charitable

$ Key Financial Data

W Insurances Charities
& Charity Charity 1
# Optional Asset Info Charity 1
A Advisor Information Donation Amount
2= Fiduciaries m % Percentage | (2) Unknown Amount
‘# College Funding 5000

) Optional Questions
[# Note to Planner Charity 2
B Review / Summary

Charity 2

ol Results
Donation Amount

. $ Dollar Unknown Amount
€ Previous
5
Replace All Inputs with Sample Data (Full
Form)
Charity 3
Clear All Input Data (Full Form)
Charity 3

Donation Amount

$ Dollar FR N LN (D) Unknown Amount

Alan Gassman, JD, LL.M. (Taxation) Software Products to Make Estate Planners Better
agassman@gassmanpa.com Planners, More Efficient and More Profitable |
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_ . t Optional Asset Info - Nothing on this page exports into calculators.
EstateView InstantPlan

Please provide information about your assets.

() Personal-Use Real Estate

Save As
Real Estate Property 1

@ Personal Details

Address State

& Spouse Details . .

123 Nice St FL | Florida %
A Family Information

Unit/Apt/Suite City

$ Key Financial Data

Enter unit, apartment. or suite... Orlando
W Insurances
8 Charit: ZIP Code Current Value of Property
P 32817 - [s3,750,000 |+
# Optional Asset Info
B Advisor Information Who owns the property?
2= Fiduciaries Bob (Bobby) Mary D Rachel (Rach) D Emily (Emmy) D Mark (Marcus) D Jane D Joe D Elizabeth Other Owner Name...

‘# College Funding o
@D Do you have homeowner's insurance?

Optional Questions

Asset Destination on Owner's Death

[#i Note to Planner Choose One:

ift onate ndecide
Gif P00 / CLAT Undecided

$ Mortgages

B Review / Summary

€ Previous

Mortgage Amount Owed

- [$100,000 a
Replace All Inputs with Sample Data (Full
Form) @D Would you like to enter more details?
Mortgage Monthly Payment Mortgage End Date
Clear All Input Data (Full Form)
- [s2.500 |+

January 2025 a

Mortgage Interest Rate

- [5.00% |+

Alan Gassman, JD, LL.M. (Taxation) Software Products to Make Estate Planners Better
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EstateView InstantPlan

CPA/Accountant
CPA Name
Save As Sarah Daniels
® Personal Details @D May we speak to your CPA/Accountant directly?
2 Spouse Details Investment Advisors

A Family Information Investment Advisor 1

$ Key Financial Data Name

' I David Thompson
nsurances

8 Charity

- h Info
# Optional Asset Info

Stocks
A Advisor Information
&% Fiduciaries

Pension Plan Advisors

Pension Plan Advisor 1

7 Note to PIjAGEE

B Review / Maorty Smith

il Results May we speak to your advisor directly?

HEHERVA N Life Insurance Agents

Life Insurance Agent 1

Life Insurance Agent 1 Name

Emma Hart

Specify what this agent handles?

May we speak to your agent directly?

Alan Gassman, JD, LL.M. (Taxation)
agassman@gassmanpa.com

Please provide your advisor or contact information.

[ o] Specify what this advisor handles?

May we speak to your advisor directly?

B Advisor/Contact Information - Nothing on this page exports into calculators.

CPA Email CPA Phone
sarah.daniels@financify.com (555) 123-4567
Email Phone
david.thompson@wealthwise.com (555) 567-8901
Email Phone
mortysmith@gmail.com (512) 213-5194

Life Insurance Agent 1 Email Life Insurance Agent 1 Phone

emma.hart@lifesecure.com (555) 901-2345

Software Products to Make Estate Planners Better

Planners, More Efficient and More Profitable| 25
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a: Fiduciaries - Nothing on this page exports into calculators.

Please provide information about your fiduciaries for various roles.

EstateView InstantPlan

Personal Representatives

Save As Bob (Bobby)'s Personal Representatives

@ Personal Details Can Bob's personal representatives work jointly?

& Spouse Details @D Yes

A Family Information Personal Representative, Choice #1

$ Key Financial Data

Agent Name
W Insurances

. Michael Angelo Use Spouse ‘
8 Charity /

— Agent Email
# Optional Asset Info gent Emai
B Advisor Information michaelangelo@gmail.com

2= Fiduciaries Agent Phone Number

® Conege runaing (212) 123-4567

Optional Questions

[#] Note to Planner

B Review / Summary Personal Representative, Choice #2
ol Results Agent Name
Leo Nardo Use Spouse ‘
€ Previous |
Agent Email

leonardo@gmail.com
Replace All Inputs with Sample Data (Full

Form) Agent Phone Number

Clear All Input Data (Full Form) (212) 651-2023

Add Personal Representative

Alan Gassman, JD, LL.M. (Taxation) Software Products to Make Estate Planners Better

agassman@gassmanpa.com I oftware Planners, More Efficient and More Profitable | 26
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S College Funding

EstateView InstantH

Save 4

@ Personal Details

& Spouse Details

A Family Information

$ Key Financial Data

W Insurances

8 Charity

# Optional Asset Infol

A Advisor Informatio

&% Fidusiarias

‘# College Funding
Optional Questions|

[#| Note to Planner

B Review / Summary

Please provide infarmation regarding college funding for all children under 18.

Michael Sample (Age: 16)
Relationship: Common child of Bob and Mary

How much have you saved for Michael?

$ 10000

Estimated College Costs

College costs only include tuition, Does not include books, housing, food, transportation, etc,

Undergraduate Degree Type

N/A Public (In-State)
$0 $42,107.04 for 4 Years

Public (Out-of-State)
$105,267.60 for 4 Years

Private

$210,535.20 for 4 Years

Graduate School Type

Will Michael be attending graduate school?

Projected Tuition Cost: 50.00

Suggested Full Funding:

50
Year Age Beginning Value
2027 18 $10,000.00
2028 19 $10,700.00
2029 20 $11,449.00
2030 21 $12,250.43

Do you have a college savings plan for Michael Sample?

Replace All Inputs with Sample Data (Full
Form)

Clear All Input Data (Full Form)

Alan Gassman, JD, LL.M. (Taxation)

agassman@gassmanpa.com

Growth
$700.00
$749.00
$801.43
$857.53

Expenses
$0.00
$0.00
$0.00
$0.00

Ending Value
$10,700.00
$11,445.00
$12,250.43
$13,107.96

Software Products to Make Estate Planners Better

Planners, More Efficient and More Profitable| 27
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EstateView InstantPlan

Save As

@ Personal Details
& Spouse Details
A Family Information
$ Key Financial Data
W Insurances
8 Charity
# Optional Asset Info
A Advisor Information
&% Fiduciaries
‘# Colleae Funding

) Optional Questions
[#i Note to Planner
B Review / Summary

€ Previous

Replace All Inputs with Sample D3

Form)

Clear All Input Data (Full Fori

Alan Gassman, JD, LL.M. (Taxation)
agassman@gassmanpa.com

(@ Optional Questions

Answering these questions will help build your plan:

1) Do you know how much cash would be needed to settle your estates and trusts and pay estate taxes?

‘ Yes | No | | don't know ‘

2) Will banks or other lenders call loans in the event of your death?

Yes No

| | don't know ‘

3) Are you confident that there is enough life insurance or other assets cordoned off for the exclusive use of your beneficiaries in a way that creditors cannot reach them

‘ Yes | No | | don't know ‘

4) Do you know how much cash your beneficiaries need each month for the first 24 months after your death?

‘ Yes | No | | don't know ‘

5) Will there be adequate cash and cash flow?

‘ Yes | No | | don't know ‘

6) Have you factored in income taxes and other expenses that may occur upon death?

‘ Yes | No | | don't know ‘

7) If updates are recommended to your IRA beneficiary designations, would you like our assistance with this?

‘ Yes | No | | don't know ‘

8) If updates are recommended to your pension plan beneficiary designations, would you like our assistance with this?

Yes No

| | don't know ‘

9) If updates are recommended to your life insurance ownership and/or beneficiary designations, would you like our assistance with this?

Yes No

| | don't know ‘

Software Products to Make Estate Planners Better
Planners, More Efficient and More Profitable|
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EstateView InstantPlan

Save As

@ Personal Details g N.nte tﬂ Plﬂnner

& Spouse Details

A Family Information Provide any additional notes or information for your planner.

$ Key Financial Data
W Insurances

i Charty Your Message
##% Optional Asset Info

B Advisor Information This is a note to the planner.
&% Fiduciaries
% College Funding
ptional Questions
[#i Note to Planner
B Review ; summary

€ Previous

Replace All Inputs with Sample Data (Full
Form)

Clear All Input Data (Full Form)

Alan Gassman, JD, LL.M. (Taxation) Software Products to Make Estate Planners Better
agassman@gassmanpa.com

Planners, More Efficient and More Profitable| 29
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B Review Your Information

Please review your information before submitting.

EstateView InstantPlan

& Personal Information

Save As
Spouse 1
@ Personal Details Referred by: Liam Carter
2 Spouse Details Name: Bob Daniel Sample (Bobby) Is Smoker: Yes
A Family Information City: Clearwater State: FL
$ Key Financial Data Date of Birth: 01/07/1955 Father's Name: lohn Jean Sample (Johnny)
Age: 70 Mother's Name: Jane Jones Sample
W Insurances g P
_ Email: bob@gmail.com Phone Number: (727) 123-4567
8 Charity
Occupation(s) / Passion(s): Lawyer S5N (last 4 digits): 1234
# Optional Asset Info
Gender: Male Lifetime Gift Exemption Used: 50

A Advisor Information
Health Info: Bob's health issues go here.
&% Fiduciaries

Doctor Name: Dr. Health Doctor Phone Number: (813) 321-5938
# College Funding
Optional Questions
Spouse 2
@ Note to Planner Name: Mary Jones Sample Is Smoker: No
B Review / Summary City: Clearwater State: FL
Jl Results Date of Birth: 01/07/1960 Father's Name: Joe Jan Nedd
Age: 65 Mother's Name: Elizabeth Smith Nedd
Email: bob@gmail.com Phone Number: (727) 721-1239
Occupation(s) / Passion(s): Artist SSN (last 4 digits): 0000
REEEIRL TN ERTN G IEIN T ERPEIER(E  Gender: Female Lifetime Gift Exemption Used: 50
Form)
Marriage Date: 01/07/1985 Prenuptial Date: 01/07/1986
Clear All Input Data (Full Form) Previous Marriages/Alimony: Mary's previous marriages go here.

Health Issues: Mary's health issues go here

Doctor Name: Dr. Health Doctor Phone Number: (513) 321-5938

Alan Gassman, JD, LL.M. (Taxation) Software Products to Make Estate Planners Better
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EstateView InstantPlan

Home

Save As Open

@ Personal Details

2 Spouse Details

A Family Information
$ Key Financial Data
@ Insurances

8 Charity

# Optional Asset Info
B Advisor Information
a&: Fiduciaries

“®] College Funding

(¥) Optional Questions
[# Note to Planner

B Review / Summary

«l Results

€ Previous MNext =

Replace All Inputs with Sample Data (Full
Form)

Clear All Input Data (Full Form}

e Alan Gassman, JD, LL.M. (Taxation) A Vi ew Software Products to Make Estate Planners Better
P h agassman@gassmanpa.com Planners, More Efficient and More Profitable| 31
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«l Results

Here are the calculated results and your information summary.
CLIENT INFORMATION

Client Information Family Tree Contacts RMD Results Monte Carlo Results NEST Results QPRT Results SCIMN Results Private An
Client Information

Client Details

Name: Bob Daniel Sample (Bobby)
Age: 70
Life Expectancy: 15.4 years

Life Insurance Estimates for Bob

Term Life Insurance Premiums:

Term Risk Class Premium

10 years Standard $15,768.00

10 years Preferred $10,512.00

20 years Standard $29,706.00

20 years Preferred $21,300.00

25 years Standard Probably not available
25 years Preferred Probably not available
30 years Standard Probably not available
30 years Preferred Probably not available

Permanent Life Insurance Premiums:

Risk Class Premium
Standard $46,219.00
Preferred $42,441.00

Spouse Details

Name: Mary Sample
Age: 65
Life Expectancy: 19.1 years

Life Insurance Estimates for Mary

Term Life Insurance Premiums:

Alan Gassman, JD, LL.M. (Taxation) _ Software Products to Make Estate Planners Better

agassman@gassmanpa.com PO i S it Planners, More Efficient and More Profitable | 32



FAMILY TREE

.1l Results

Here are the calculated results and your information summary.

Save to Calculators

Client Information Family Tree Contacts RMD Results Monte

Family Tree

Bob's Parents:
o Z& Father: John Sample (Male)
[s]

Mary Sample's Parents:
o 2 Father: Joe Nedd (Male)
[=]

& Bob (Bobby) (Age 70, Male) and (Age 65, Female)
o Common Children:
L] (Age 39, Female)
Common child of Bob and Mary
s 2 Michael Sample (Age 16, Male)
Common child of Bob and Mary

@ Common Grandchildren:
n 2 Emily Grey (Age 20)
s 2 Jimmy Grey (Age 156)

o Other Family Members:
= 2 Mark

Mary's Nephew/Niece

Alan Gassman, JD, LL.M. (Taxation)
agassman@gassmanpa.com

CONTACTS

«fl Results

Here are the calculated results and your information summary.

Save to Calculators

Client Information Family Tree Contacts RMD Results

Contacts

CPA Information

Name: 5arah Daniels
Email: sarah.daniels@financify.com

Phone: (555) 123-4567

Investment Advisors

Name: David Thompson
Email: david.thompson@wealthwise.com

Phone: (555) 567-8901

Life Insurance Agents

Name: Emma Hart
Email: emma.hart@lifesecure.com

Phone: (555) 901-2345

Emergency Contacts

Name: Mark Sample
Relationship: Brother

Phone: (555) 456-7890

Name: Jessica White
Relationship: Close Friend

Phone: (555) 678-9012

Software Products to Make Estate Planners Better
Planners, More Efficient and More Profitable|
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«l Results

Here are the calculated results and your information summary. R M D
Save to Calculators

Client Information Family Tree Contacts RMD Results Monte Carlo Results NEST Results QPRT Results SCIN Results Private Annuity Results GRAT Results Married Comprehensive Alternatives Letter Writer Optional Questions

RMD Projections

RMD Results for Bob

Inputs Used:
Current Age 70
Life Expectancy 154
IRA Current Value $3.750.000
Annual Growth Rate 7.50%
Summary:
Current Value Number of Years lllustrated RMD Starting Age First Year RMD First Year RMD Amount lllustrated End Value
$3,750,000 21 73 2028 $175.797 $6.593,721

Detailed Projections: (dashed line for life expectancy)

Year Age Beginning Value Growth RMD Ending Value
2025 70 $3.750,000 $281,250 50 $4,031,250
2026 71 $4,031,250 $302.344 i L
Visualization:
2027 72 $4,333,594 $325,020
2028 73 $4.658,613 $349,396
2029 74 £4,832.213 $362,416 RMD Performance Over Time for Bob
2030 75 $5.005,130 §375,385
2031 76 $5.177.054 $388,279 M
— = RMD S&mount
2032 77 $5,346,892 $401,017 T
&M Growth
2033 78 $5,514,420 $413,582 / Ending Value
-
2034 79 $5.677.346 $425,801 5M =T
2035 80 5,834,079 $437,556 = 4M/
2036 81 5,982,819 $448,711 =
3
2037 82 $6,123,138 $459,235 g 3M
2038 83 $6,251,392 $468,854 =< oM
2039 84 $6.367.061 $477,530
2040 85 $6,465,599 $484,920 M
2041 86 $6,546,419 §490,981 0 e
2042 57 $6,606,715 495,504 2025 2030 2035 2040 2045
2043 83 $6,643,419 498,256
2044 59 $6,656,754 §499,257 B Year [
2045 90 $6,639,983 $497,999 $544,261 $6,593,721

Alan Gassman, JD, LL.M. (Taxation) Software Products to Make Estate Planners Better
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«fl Results

Here are the calculated results and your information summary.

MONTE CARLO

Client Information Family Tree Contacts RMD Results Monte Carlo Results NEST Results QPRT Results
Monte Carlo Analysis
Bob's IRA Monte Carlo Analysis

Analysis Parameters:

Initial Portfolio Value  $3,750,000

Bond Allocation 33.33%
Stock Allocation 66.67%
‘Years Projected 21

Results Summary (Average Annual Growth Rate):

1st Percentile 10th Percentile 25th Percentile 50th Percentile 75th Percentile 90th Percentile 99th Percentile

3.77% 6.22% 7.62% 9.18% 10.74% 12.12% 14.56%

Portfolio Value Timeline

Portfolio Value Projections - Bob's IRA

1st Percentile
10th Percentile

&0M
25th Percentile
— 50M —— Median
i
— 75th Percentile
g 40M S0th Percentile
3 95th Percentile
2 3m
2
b=]
T
£ 20m
oM
o
5 10 15 20
Year

Return Percentages Timeline

Portfolio Return Percentages - Bob's IRA

Software Products to Make Estate Planners Better
Planners, More Efficient and More Profitable| 35
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= View ASSET ALLOCATION SUMMARY

Estate planning software

(2025)

o) (w) (@) (&

Personal Home Vacation Spouse 1 Spouse 2 Investments Operating Investment
Belongings IRAs IRAs Businesses Real Estate
Home
0.79% 11.81% 7.09% 4.88% 6.30% 6.14% 23.62% 39.37%
$100,000 $1,500,00 $900,000 $620,000 $800,000 $780,000 $3,000,000 $5,000,000
0
TOTAL:
$12,700,000

Planners, More Efficient and More Profitable|

Alan Gassman, JD, LL.M. (Taxation) [ : A View Software Products to Make Estate Planners Better 3%6

agassman@gassmanpa.com )
g @g P Estate planning software



t :I View
- Estate planning software

ASSET ALLOCATION SUMMARY

(2045)

®

Personal
. Home
Belongings
0.79% 11.81%
$100,000 $1,500,00
0

Alan Gassman, JD, LL.M. (Taxation)

Vacation
Home

7.09%

$900,000

-

Spouse 1
IRAs

4.88%

$620,000

Spouse 2
IRAs Investments
6.30% 6.14%
$800,000 $780,000
TOTAL.:
$12,700,000

View

Operating Investment
Businesses Real Estate
23.62% 39.37%
$3,000,00 $5,000,00
0 0

Software Products to Make Estate Planners Better
Planners, More Efficient and More Profitable|

agassman@gassmanpa.com

@.
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NEST

«l Results

Here are the calculated results and your information summary.

Save to Calculators

Client Information Family Tree Contacts RMD Results Monte Carlo Results NEST Results QPRT Results SCIN Results

Needs/Estimated Savings Tabulation (NEST) Projections

The NEST calculator helps determine if your current financial trajectory aligns with your retirement goals and estate planning objectives.

When to Use NEST:

» Retirement Planning: To determine if your current savings and investment strategy will meet your retirement income needs.

= Estate Planning: To ensure your estate geals can be met while maintaining your desired lifestyle in retirement.

NEST Results Analysis:

Private Annuity Results

GRAT Results Married Comprehensive Alternatives Letter Writer Optional Questions

= Amount Needed At Retirement: The amount of investments needed at the desired retirement age to meet all income and desired estate at death goals after considering all future additions, expenses, growth, and debt.

lllustrated Amount At Retirement: The amount projected at the desired retirement age based on your inputs.

* Year of Retirement Savings Surplus/Deficit: The difference of the illustrated amount at retirement and the amount needed at retirement,

= Year One Annual Savings Surplus/Defi

The difference of the current year one annual savings and the annual savings required to meet all goals.

* Year One Additional Investment Required: The difference of the current year one investments amount and the year one investments amount needed to meet all goals.

* Actual Required Retirement Age: The actual retirement age that will meet all goals with the current inputs.

Required Retirement Income: The actual retirement income amount required to meet all goals with the current inputs.
MEST Analysis - Combined
Inputs Used:
Age
Spouse Age
Retirement Age
Current Investments
Personal Homes Value
Annual Return Before Retirement
Annual Return After Retirement
Desired Retirement Income

Desired Estate At Death

Summary:
Amount Needed At Retirement Hlustrated Amount At Retirement
($5.742,653) $43,105,087

Alan Gassman, JD, LL.M. (Taxation)
agassman@gassmanpa.com

Retirement Savings Surplus/Deficit

§48,847,741

Software Products to Make Estate Planners Better
Planners, More Efficient and More Profitable|

70

65

75

$28,000,000

$8,750,000

7.50%

6.00%

$175,000

$1,500,000
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QPRT

«fl Results

Here are the calculated results and your information summary.

Save to Calculators

Client Information Family Tree Contacts RMD Results Monte Carlo Results NEST Results QPRT Results SCIN Results Private Annuity Results GRAT Results Married Comprehensive Alternatives Letter Writer Optional Questions

Qualified Personal Residence Trust (QPRT) Projections

A Qualified Personal Residence Trust (QPRT) allows you to transfer your primary or secondary residence to beneficiaries while retaining the right to live in the property for a specified term. This strategy can help reduce estate and gift taxes by freezing the value of the residence for gift tax
purposes.

When to Use QPRT:

* Reducing Estate Size: QPRTs are effective when you want to remove the value of your residence from your taxable estate, potentially lowering estate taxes.
* Retained Use: |deal if you plan to continue living in the residence for a number of years.
» IRS § 7520 Rate: This is an IRS-determined interest rate that affects the valuation of the retained use. A higher 7520 rate is better for QPRTs because a higher 7520 rate increases the present value of the retained interest (the right to live in the home without paying rent). Since the

value of the retained interest is higher, the taxable gift is lower because the retained interest is subtracted from the overall home value to calculate the gift.

QPRT Results Analysis:

Term of QPRT: The number of years you retain the right to live in the property. Longer terms result in smaller gift values but increase the risk of the property reverting back to your estate if you do not survive the QPRT term.
Value of Home: The current market value of the property being transferred into the QPRT.

* Probability of Surviving Term: The likelihood that you will cutlive the QPRT term, affecting whether the remaining property value passes to the beneficiaries.

*» Gift Percentage: The portion of the property's value considered a gift for tax purposes.

* Amount of Gift: The monetary value of the gift based on the gift percentage and the property’'s value.

QPRT Projection - Bob's Primary Residence (Assume Bob contributes 50% Ownership)

Inputs Used:
Grantor's Age 70
Term of QPRT 7
Property Interest % 50%
Value of Home 51,875,000
Annual Growth Rate 3.75%

Summary:
Term of QPRT Ownership Percentage Value of Home Probability of Surviving Term Gift Percentage Amount of Gift Value to Beneficiaries at End of Term
7 50% $1.875.000 83.09% 58.27% $1.092,529 $2,426,152

Detailed Projections:

Year Age Beginning Value Growth Ending Value Estate Tax Savings (Per 1 Million)
2026 7 $1.875,000 570,313 $1.945.313 50.00
2027 72 £1.945,313 572,949 §2,018.262 50.00
2028 73 $2.018,262 575,685 $2,093,947 50.00
2029 74 $2,093,947 578,523 $2.172.470 50.00
2030 75 $2.172,470 581,468 §2,253.937 $0.00

Alan Gassman, JD, LL.M. (Taxation) Software Products to Make Estate Planners Better
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SCIN

«fl Results

Here are the calculated results and your information summary.

Save to Calculators

Client Information Family Tree Contacts RMD Results Monte Carlo Results NEST Results QPRT Results SCIN Results Private Annuity Results GRAT Results Married Comprehensive Alternatives Letter Writer Optional Questions

Self-Canceling Installment Note (SCIN) Projections

A Self-Canceling Installment Note (SCIN) is an estate planning tool that allows you to transfer assets to family members with 3 mechanism that cancels the outstanding note balance upon the Payes's death. This strategy can help transfer wealth while potentially reducing estate and gift

taxes.

When to Use SCIN:

* Wealth Transfer: [deal for transferring substantial assets to beneficiaries while retaining control over repayment terms.

= Tax Efficiency: SCINs can reduce the size of your taxable estate and utilize gift tax exemptions effectively.

SCIN Results Analysis:
* § 7520 Rate: An IRS-determined interest rate used to calculate the present value of future payments. It influences the valuation of the note.
= AFR (Applicable Federal Rate): Determines the minimum interest rate for an installment note.
+ Interest Rate Risk Premium: This premium is added to the standard interest rate to compensate for the increased risk of the note's self-canceling provision. It is a reflection of the additional cost associated with the payee’s mortality risk.
* Term of Note: The duration over which payments are expected. The longer the SCIN note, the higher the interest rate premium will be, but the greater the possibility of payee dying and the note cancelling before completing repayment.
* Note Amount: This is the amount of debt obligation that the borrower agrees to pay back.
+ Annual Payment: The yearly interest-only payment amount that the borrower must make to the payee.

* This projection assumes a 30% valuation discount.

Bob's SCIN

Inputs Used:
Age 70
§7520 Rate 5.20%
AFR 411%
Term of Note (years) 15
Asset Value $1,000,000
Valuation Discount Rate 30%
Note Amount $700.000
Seed Gift $100.000
Seed Gift Valuation Discount Rate 30%
Seed Gift Value $70,000
Interest Rate Risk Premium 4.7627%
Interest Rate With Premium 8.8727%
Annual Payment $62.109

W Alan Gassman, JD, LL.M. (Taxation) Software Products to Make Estate Planners Better
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.1l Results

Here are the calculated results and your information summary.

Save to Calculators

Client Information Family Tree Contacts RMD Results Monte Carlo Results NEST Results

Private Annuity Projections

PRIVATE ANNUITY

etter Writer Optional Questions

QPRT Results SCIN Results Private Annuity Results GRAT Results Married Comprehensive Alternat

A Private Annuity allows you to transfer assets to a beneficiary in exchange for a lifetime annuity payment. This strategy can help remove assets from your taxable estate while providing you with a steady income stream.

‘When to Use a Private Annuity:

* Estate Reduction: Ideal for reducing the value of your taxable estate, potentially lowering estate taxes.

* Income Stream: Provides the annuitant with a lifetime income stream while transferring assets to beneficiaries.

Private Annuity Results Analysis:

¢ Annuity Payments: The periodic payments you receive in exchange for the transferred assets,
* Remainder Value: The projected value that passes to the beneficiaries at the end of the annuity term.

s Estate Tax Savings: The potential reduction in estate taxes due to the transfer.
* This projection assumes a 30% valuation discount.
Private Annuity Projection - Bob
Inputs Used:
Grantor's Age
Asset Value Transferred
Valuation Discount Rate
Discounted Asset Value

Annual Growth Rate

§ 7520 Rate
Summary:
Annuity Amount Years lllustrated Remainder Value
§71.936 21 51145711

Alan Gassman, JD, LL.M. (Taxation)

agassman@gassmanpa.com

70
$1,000,000
30%
$700,000
7.50%

5.20%

Exhaustion Test Requirement (Additional Amount Required)

$1,191,810 (Requirement) - 1,000,000 (Initial Sale) = $191,810 (Additienal amount required)
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«fl Results

Here are the calculated results and your information summary.

Save to Calcula

Client Information Family Tree Contacts RMD Results Monte Carlo Results

Grantor Retained Annuity Trust (GRAT) Projections

QPRT Results

SCIN Results

GRAT

te Annuity Results

GRAT Results Married Comprehensive Altern.

Writer Optional Questions

A Grantor Retained Annuity Trust (GRAT) is a type of irrevocable trust used to transfer wealth to beneficiaries with reduced tax consequences. The trust's creator (grantor) contributes assets and receives fixed annuity payments for a set number of years. After the term, any remaining

assets in the trust pass to the beneficiaries tax-free,

When to Use GRAT:

¢ High Growth Assets: GRATs work best when funded with assets that are expected to grow faster than the 7520 rate. If the asset appreciates rapidly, the remaining value after the annuity payments is larger.

GRAT Results Analysis:

* Annuity Payments: These are fixed payments the grantor receives annually. In higher terms {years), annuity payments are usually smaller, but they will be received for a longer time and the Grantor is less likely to survive the term.
¢ Growth: If the asset grows faster than the 7520 rate, the excess growth passes to the beneficiaries tax-free. This is why higher-growth assets tend to perform better in a GRAT,
* Ending Balance: This is the amount left in the trust after all annuity payments are made. If the grantor survives the GRAT term, the remaining balance goes to the beneficiaries.

GRAT Projection - Term: 2 Years
Inputs Used:
Grantor's Age
Trust Value (Initial Contribution)
Annual Growth Rate

IRS §7520 Rate

Summary:
Initial Contribution Term (Years) Annuity Amount
$1,000,000 2 §539.316

Detailed Projections:

Year Beginning Balance Annuity Payment
2026 §1,000,000 $539.316
2027 $535,684 $539.316

Alan Gassman, JD, LL.M. (Taxation)

agassman@gassmanpa.com

Remainder Value to Beneficiaries

§36,544

Growth
$75.000
$40,176

Ending Balance
$535,684
$36,544

Probability Grantor Survives Term

95.95%

Estate Tax Savings (Per 1 Million)
$0

514,608

Software Products to Make Estate Planners Better
Planners, More Efficient and More Profitable|

IRS § 7520 Rate: This is an IRS-determined interest rate that affects the valuation of the annuity. A lower 7520 rate is better for GRATs because the IRS assumes that the trust assets will grow at that rate. If the assets grow faster, the excess growth passes to the beneficiaries tax-free

70

$1,000,000

7.50%

5.20%



MARRIED COMPREHENSIVE

«l Results

Here are the calculated results and your information summary.

Save to Calculators

TR

%

Client Information Family Tree Contacts RMD Results Mon arlo Results NE ts QPRT Resu

sss Comprehensive Planning

Generate Client Letter

& BOTH DIE THIS YEAR - NO PLANNING

BOTH DIE THIS YEAR - NO PLANMING

Today Bob & Mary Sample Life Ins. - Bob
Residance Investments Death Bensfit
$3,750,000 $31,500,000% $600,000
‘Annual Growth Rate] Annual Additions | Annual Growth Rate | | Annual Premium
3753 $100,000 ess 0.40% feeq | $8,000

* Includes §3,500,000 from Explosive Assat

I

Upon 15t Death Bob Sample Life Ins. - Bob
{in Year 1) Rasidence Investmants Death Benafit

$3,690,625 $33,737,720¢ $600,000

Annual Growth Rate| Annual Additions [ Annual Growth Rate Annual Premium

375% 1] 255 0.40% feeg| | 58,000

* Includes §4,317,720 from Explosive Assat

l

Upon 2nd Death Bob's Estate Life Ins. - Bob
{in Year 1} Residence Investmants Valug
$3,690,625 $33,737.720¢ $600,000 l
Exemption/Portability: {$14,100,000}
Met Taxable Estate: $24,128,345 @
* Includes §4.317.720 from Explosive Asset

I

Total Passed
to Banaficiarie:
$28,577,007

Estate Tax
$9.651,338

Alan Gassman, JD, LL.M. (Taxation) N Software Products to Make Estate Planners Better
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ALTERNATIVES

«fl Results

Here are the calculated results and your information summary.

Save to Calculators

Client Information Family Tree Contacts RMD Results Monte Carlo Results NEST Results QPRT Results SCIN Results Private Annuity Results GRAT Results Married Comprehensive Alternatives Letter Writer o}

$1,000,000 PROMISSORY NOTE/SCIN/PRIVATE ANNUITY/GRAT ALTERNATIVES
DECEMBER 2024 / CLIENT AGE 70

Altemnatives: (For December 2024 allowable Applicable Federal Rates and December 2024 Section 7520 Rate of 5.0%)

<3 Year Interest Only Installment Note @ 3.96% Payment = $39,600 per year*
9 Year Interest Only Installment Note @ 3.67% Payment = $36,700 per year*
=9 Year Interest Only Installment Note @ 4.06% Payment = $40,600 per year*
CLIENT ) TRUST
15 Year Interest Only SCIN @ 8.8727% (w/ 30% discount) Payment = $62,109 per year*
[AGE 70) (PURCHASER)
Private Annuity Level Annual Payment (w/ 30% discount) Payment = $71,935.79 per year
3 Year Level Payment GRAT @ 5.0% Payment = $363,082 per year
3 Year GRAT @ 5.0% Initial Payment = $300,815 and Increases Annually by 20%**

* Notes would have no penalty for prepayment — minimum payments are shown above.

Self-cancelling installment Notes must balloon before life expectancy as measured at time of Note being made. Client's life expectancy is 15.4 years under IRS tables. The SCIN calculations above are based on a 15-year note term.
** This GRAT assumes that each annuity payment will increase by 20% each year, All GRATs assume no taxable gift on funding

If interest rates increase in the future, consider the use of a 20-year interest only note at the 4.06% long-term AFR, locking in @ 4.06% rate for the next 20 years.

Note: Lowest allowable semi-annual compounding Applicable Federal Rates for December 2024 are:

Short-Term — 3.96%
Mid-Term - 3.67%
Long-Term — 4.06%

Lisahle thronah December 31 2024 for 2 "sale or exchanne”

Alan Gassman, JD, LL.M. (Taxation) Software Products to Make Estate Planners Better a4
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January 07, 2025

Bob and Mary LETTER WRITER

123 Nice St
Orlando, FL 32817

Dear Bob and Mary:

INTRODUCTION

The purpose of this letter is to provide you with information pertinent to your
estate planning. While this letter does not cover every detail or matter we have discussed
or will discuss with respect to your planning, it will hopefully be of interest to you
regarding the work that we are doing.

We will assume that you will review each letter, email, document, and
correspondence that we send to you. If any of these items require further clarification or
you have questions, please let us know and we will be happy to follow up.

Although some of the items discussed in this letter may not seem to precisely
fit your situation at this time, we advise you to review all the information as it may
become important in the future. In particular, having a knowledge of these matters will
help you to identify situations that you may want to discuss with us as they arise.

CONFIDENTIALITY AND THE ATTORNEY-CLIENT PRIVILEGE

One advantage that comes with working with a law firm is that
communications between us may be kept confidential for purposes of discovery in the
event of litigation, Internal Revenue Service (IRS) audits, or in certain other
circumstances, under what is known as attorney-client privilege. This confidentiality can
extend to all forms of communication, including in-person meetings, phone calls,
emails, and written correspondence.

It is important to note that the attorney-client privilege has certain limitations
and exceptions that you should be aware of. To qualify under the attorney-client
privilege, the communications must be between you and our office, and possibly with
individuals or companies who are directly helping you to receive legal services from us.
For example, a friend who you bring to a meeting may not be covered under the
privilege depending upon their function. If not then their participation in the meeting
could render the meeting outside of the attorney-client privilege. Also, any information
that you share with others outside our office regarding our representation of you is
outside the scope of the attorney-client privilege because it was not made to us in the
course of our representation of you. As such, it is advisable that you limit discussion of
matters related to our representation of you to as few other parties as possible.

Alan Gassman, JD, LL.M. (Taxation) ~\¥/ Software Products to Make Estate Planners Better
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January 07, 2025


Bob and Mary
123 Nice St
Orlando, FL 32817



Dear Bob and Mary:




INTRODUCTION


The purpose of this letter is to provide you with information pertinent to your estate planning. While this letter does not cover every detail or matter we have discussed or will discuss with respect to your planning, it will hopefully be of interest to you regarding the work that we are doing.


We will assume that you will review each letter, email, document, and correspondence that we send to you. If any of these items require further clarification or you have questions, please let us know and we will be happy to follow up.


Although some of the items discussed in this letter may not seem to precisely fit your situation at this time, we advise you to review all the information as it may become important in the future.  In particular, having a knowledge of these matters will help you to identify situations that you may want to discuss with us as they arise.


CONFIDENTIALITY AND THE ATTORNEY-CLIENT PRIVILEGE


One advantage that comes with working with a law firm is that communications between us may be kept confidential for purposes of discovery in the event of litigation, Internal Revenue Service (IRS) audits, or in certain other circumstances, under what is known as attorney-client privilege. This confidentiality can extend to all forms of communication, including in-person meetings, phone calls, emails, and written correspondence.


It is important to note that the attorney-client privilege has certain limitations and exceptions that you should be aware of. To qualify under the attorney-client privilege, the communications must be between you and our office, and possibly with individuals or companies who are directly helping you to receive legal services from us. For example, a friend who you bring to a meeting may not be covered under the privilege depending upon their function.  If not then their participation in the meeting could render the meeting outside of the attorney-client privilege.  Also, any information that you share with others outside our office regarding our representation of you is outside the scope of the attorney-client privilege because it was not made to us in the course of our representation of you.  As such, it is advisable that you limit discussion of matters related to our representation of you to as few other parties as possible.


As another example, if you send us an e-mail, letter, or other written document and at the same time or later send a copy to someone who is not under the attorney-client privilege, then the information you send would generally not be privileged.


One exception to the attorney-client privilege is called the “Crime Fraud Exception.” This exception to the attorney-client privilege generally provides that if we are helping you break a law or perpetrate a fraud, then a judge or victim of the alleged wrongdoing may have access to otherwise confidential information. Due to this, it is important that we not communicate in any way that would appear or be interpreted to be assistance in the violation of any law.


Another exception can apply if we are found to be assisting you in avoiding creditors, even if the avoidance of creditors is perfectly legal. The avoidance of creditors is not always perfectly legal and can in some instances be against the law. For example, if the creditor is the IRS or another governmental agency or if you reside in one of the states that makes this a crime then the attorney-client privilege may not apply.


CPA Privilege Exception Clauses:


While there is a limited confidentiality rule that allows you to not share Certified Public Accountant (”CPA”) or Enrolled Agents (“EA”) communications with the IRS, this privilege is somewhat limited and should be relied upon with caution.


The CPA-client privilege does not apply in state court litigation in many states and does not apply in the federal courts, such as if there is a bankruptcy or federal court litigation. It also can be lost if there are assertions that there was “tax fraud.”


Using what is known as a “Kovel Letter” Agreement, a law firm can hire a CPA, appraiser, consultant, or others who may provide services to assist the law firm in providing legal services or advice, which can put the CPA, consultant, or appraiser under the much broader attorney-client privilege.


It is important to keep in mind, however, that if the CPA that has been hired files a tax return, or an appraiser that has been hired issues an appraisal report that is used, then the confidentiality and privilege of the professional CPA or CPA firm who prepared a tax return or the appraiser who prepared an appraisal that is used may no longer be in force as to all future and previous communications that have occurred.


More Attorney-Client Privilege Exceptions:


Please also note that in situations where we are representing both you and one or more other individuals or entities in the same matter, any one of the parties involved in the joint representation may decide to share information that would otherwise be confidential, such as if there is three-party litigation or one party goes to the IRS and voluntarily reports a situation that the other party or parties did not want shared.


Please note that the attorney-client privilege can also be lost in bankruptcy, particularly if the person or company going bankrupt has conferred with a lawyer before the bankruptcy, even if the conference relates to the person or company itself. This is why it may be very important that a company will often have independent legal counsel and that any lawyer working for you may be asked to refrain from working for any company likely to go bankrupt.


It may be safest for each separate party in a matter to have a separate lawyer, but this is not always practical or economically feasible.  It may be possible to enter into multiparty confidentiality agreements (a “Joint Defense Agreement”)  to attempt to limit disclosure or at least receive notice before another party discloses confidential information.


CONFLICT OF INTEREST


Suggest Marital Inheritance Agreement:


As we discussed, we commonly draft Marital Inheritance Agreements, which require a surviving spouse to safeguard a portion of the assets that are owned by the surviving spouse and the deceased spouse in order to help ensure that the surviving spouse and your common descendants can benefit from such assets.  This also reduces the risk that the assets would eventually pass to a "next spouse" or some other person(s).  The agreement can also provide similar protections in the event one spouse becomes incapacitated.


Each of you should separately and carefully consider the potential implications of this type of agreement.  You would each be well advised to have separate independent legal counsel help you each separately understand your rights and responsibilities with respect to such an agreement and to help enhance the probability that such an agreement will be legally enforceable.


We will assume that you do not want to obtain independent legal counsel unless you tell us to the contrary.


Please understand that any time that one lawyer does work for multiple individuals there is the possibility of a "conflict of interest" and inconvenience or outright harm to either party by reason of your mutual access to our file and the possibility of our having to withdraw from providing continuing representation in the event of an adverse situation.


We are providing you with a separate conflict of interest letter that you can each sign to confirm that you understand this risk and the implications thereof.


Suggest Separate Legal Counsel for Each Spouse:


Given the potential for a conflict of interest and that we would have to withdraw from representing _______ if there was an adverse situation between the two of you, we suggest that _______ be represented by us and that _______ have separate independent legal counsel.  This will help ensure that we would not have to resign from representing _______ or potentially both of you in the event that an adverse situation arises.


Inform Billing Department of Who the Client is:


Please note that with respect to our work for _______, our client is _______ and only _______, and not Mr./Mrs./Ms. _______.


Please also note that I would like to be reminded if and when the retainer balance in our trust account ever drops below $_______.


Thanks for all you do!


JOINT REPRESENTATION ISSUES:


If we are representing you and any other person in the same matter and you become aware of any "adverse situation" or possibility thereof please notify us in writing with respect to this so that we can consider whether to change the manner or scope of our representation or to advise you to procure independent legal counsel. Please note that if we are representing you and another party in the same matter and you and the other party become “adverse” to each other, then we would not be able to represent you or the other party or parties who are adverse to each other without mutual consent.  Any information provided to us during a “joint representation” by the parties being jointly represented will be accessible to each party. 


Specify Entity or Entities Being Represented:


Please note that we are representing you individually and not _______, _______, or _______.


We believe that it is best that _______, _______, and _______ obtain separate independent legal counsel, but we want to specify that we are not representing _______, _______, or _______ so that we do not have any duty to them.


Please note that [MY PARTNER _______ / OUR ASSOCIATE _______ / OUR PARALEGAL ______] will be assisting with respect to this work and can be your primary point of contact, if you choose.


BUSINESS PURPOSE


[THIS WILL OFTEN BE IN A SEPARATE LETTER THAT WILL BE COPIED TO FINANCIAL ADVISORS AND OTHERS WHO ARE NOT SUBJECT TO THE ATTORNEY-CLIENT PRIVILEGE SO THAT IT CAN BE SHARED WITH THE IRS AND IN COURT WITHOUT LOSS OF THE ATTORNEY-CLIENT PRIVILEGE IN GENERAL]


This arrangement is being designed to help accomplish your desired business purposes and provide many benefits to you and your family, such as increasing tax efficiency and protecting family assets. Some of the purposes that we want to accomplish are as follows:


Business Involvement of Children:


The arrangement will reward your children for their assistance and dedication to the applicable assets and may enable them to receive distributions that they will not have to pay income taxes on. Actively involving your children in the business can provide them with valuable experience and knowledge while maintaining your active assistance and support with respect to common goals.


Giving Decision Making Authority to Trustee:


In particular, ______ will be the Trustee of the Trust, so [he/she] can continue [his/her] growth as a manager and responsible person. Designating ______ as Trustee ensures that the decision-making process remains within the family's trusted circle, which fosters an enduring sense of unity within the family.


Creditor Protection:


The structure we are working to implement provides a good degree of protection against potential creditors. Your assets will be shielded, reducing the risk of loss due to unforeseen circumstances or legal claims. If things go well, then the Trust will develop equity under this arrangement that can be immune from future creditors.


Charging Order:


A charging order is a remedy that can be used by a creditor who is owed money by a debtor who owns a Limited Liability Company (LLC) or limited partnership (LP) interest.  In many states the only remedy that is available to such a creditor is to obtain a charging order and wait to see whether distributions are made from the LLC or limited partnership.  Typically creditors will settle for “nickels on the dollar” when this is their only remedy.


Protecting the Inheritance of your Family:


The Trust may safeguard the assets from potential claims by former, current, or future spouses of your children. This ensures that the family's wealth remains within the intended circle and is not subject to division in the event of marital changes.


Income Tax Efficiency:


By establishing a trust, you can strategically distribute assets in a tax-efficient manner, potentially minimizing the overall tax burden on your estate and beneficiaries. Trusts offer various income tax benefits, such as the ability to distribute income to beneficiaries in lower tax brackets, utilize tax deductions and credits, and potentially reduce the taxable estate.


Protection from Future Spouses:


Placing assets into a trust can help to separate them from your personal ownership and may make them unavailable or harder for a present or future spouse to access or claim an interest in.


This means that even if you were to re-marry in the future, the assets held within the trust would remain separate and protected. Establishing a trust can provide peace of mind and ensure that your assets are preserved for your intended beneficiaries.


We are not specialists in family law, but we can help to put assets into irrevocable trusts of which neither your spouse nor your family members’ spouses are beneficiaries. This may reduce or eliminate the ability of future spouses to claim inheritance rights that might otherwise apply under state law.


We will often receive help from a lawyer who specializes in family law with respect to involvement with prenuptial agreements and similar situations.


Protection from Present Spouse(Who We Do Not Represent):


By creating a trust or trusts we can designate or title specific assets to be held separately from your marital estate. This can offer a layer of protection in the event of divorce or other legal proceedings involving your spouse, as those assets held within the trust may be shielded from division. Additionally, a trust allows for more control over how and when assets are distributed, ensuring that your wishes are upheld even in the face of potential disputes. This is a very generalized discussion, and we can go into more detail on this if you like.


INSTALLMENT SALE


An installment sale, as defined under tax law, refers to a transaction where the seller agrees to receive payment for the sale of property or goods over a period of time, rather than receiving the entire payment upfront. This arrangement typically involves the buyer making a series of payments to the seller over an agreed-upon schedule, which may include principal and interest. From a tax perspective, this method allows the seller to defer recognition of some of the gain on the sale until future tax years, spreading out the tax liability over the installment period.


Using an installment sale arrangement can safeguard significant assets from Federal estate tax and also provide a good degree of creditor protection. The three main components of estate-tax avoidance from an installment sale are (1) the growth rate of assets being sold will hopefully exceed the interest rate paid on the promissory note, (2) you can pay the income tax on the income generated by the trust assets to reduce your taxable estate, and (3) the valuation discount or discounts being taken will cause the amount owed on the promissory note to be less than the total value of the underlying assets represented by the interest being sold. The synergistic impact of these three components can have a significant positive impact on your planning.


Customize for Other Planning Considerations:


Customizing installment sales can be an effective strategy to address specific planning considerations within your overall financial and estate-planning framework. This approach involves structuring the sale of property or assets so that payments are received over a period, rather than in a single lump sum, which can offer significant tax and cash flow benefits. It is particularly advantageous for managing capital-gains tax, as it allows for the deferral of taxes due on profits from the sale across several years. When aligning an installment sale with your estate planning, considerations such as the timing of income recognition and the impact on estate liquidity and tax obligations are critical. We recommend discussing how this strategy can be tailored to fit your unique circumstances and objectives, ensuring it complements your broader estate and financial goals effectively.


FRAUDULENT TRANSFER STATUTES AND RISKS


Please note that any transfers you make or any actions you take that may inconvenience, harm, or result in the inability to pay a creditor could violate applicable law, depending upon the circumstances. Such actions could also implicate fraudulent transfer laws and statutes, which could have a severe impact on a given situation.


For example, it is a felony to take actions with the purpose or result of causing the IRS to be unable to collect monies owed as taxes. This could fall under the definition of "tax evasion."


It can also be a violation of the law to take actions that prevent other state and federal governmental agencies from collecting taxes.


In some states, such as California, it may be illegal to take actions that would deprive any creditor of the ability to be paid when such actions are intended to deprive a present or future creditor of their rights.


In all states, applicable “Fraudulent Transfer” or “Voidable Transfer” statutes may require individuals or entities that receive transfers to reimburse what they have received to a creditor or the government. Such recipients may also be required to pay attorneys' fees and costs, and transferors may even be denied the ability to discharge a debt in bankruptcy, depending upon the circumstances.


It is best to have a lawyer who specializes in debtor-creditor law review any challenging or “close-call” situations before going forward with any action that may implicate the above concerns.

REFER CLIENT TO


CPA (Without Kovel Letter):


By the attached letter we are introducing you to _______, CPA, so that you can communicate to determine whether you are a good fit to work together.


CPA (With Kovel Letter):


By the attached letter we are introducing you to _______, CPA, so that you can communicate to determine whether you are a good fit to work together.


Please do not make contact with the firm until we confirm that the Letter of Agreement referred to in the attached letter has been signed. We will keep you posted on this.


Investment Advisor:


By the attached letter we are introducing you to _______, who is an investment advisor who you may want to confer with to determine whether your investment situation can be optimized and to help make sure that you understand what your investment options are.


Liability and Casualty Insurance Agent:


By the attached letter we are introducing you to _______, who may be of assistance in reviewing your current insurance policies and possibly giving you advice and quotations on liability and casualty insurance. This could include personal and business umbrella coverage, which most people should have. A review of coverages and gaps in coverage will often reveal opportunities for premium discounts and coverage increases or confirmation that the coverages you have now are a good fit for you. This agency handles the insurance needs for a number of our clients and does not charge for this consultation.


Dear Liability Insurance Agency and/or Carrier:


I recently met with my estate planning lawyer and wanted to make sure of the following:


1.	Please confirm that we have Personal Liability Umbrella insurance covering our automobiles, boats, recreational vehicles, and all properties owned.  I would like quotes on the following coverage limits, $1,000,000, $3,000,000 and $5,000,000, with and without Uninsured Motorist coverage.


2.	Please confirm that we are covered for animal liability under our primary homeowners insurance and confirm that the Liability Umbrella would also extend to animal liability.  We have been told that the primary homeowners may exclude animal liability and that some Liability Umbrella policies will not provide coverage when the primary homeowners insurance excludes same.


3.	Please confirm that we are covered for pool related accidents occurring on our property and also confirm that the Personal Liability Umbrella policy will also extend coverage to pool related accidents.


4. 	Can you please confirm that we are covered for cars being driven by ______________________________.


5.	Can you please confirm that we are covered for the investment property that we own at ______________________________.  It is titled under the name of ______________________________?


6.	Can you please confirm that we are covered for our ______________________________ boat, which is ______ foot long and is normally stored at  ______________________________.  The horsepower is ______________.


Are we also covered for trailering the boat with our trailer?


Also, can you please confirm that we are covered for our waverunner/jet ski which is a _________________ with horsepower of _________________.  It is stored at ________________________.


7.  	You do not handle the coverage for our vacation ______________________________ in ______________________________ or our vacation ____________________________ in ______________________________.  Is our potential liability relating to the use of these properties covered under our umbrella, or do we have to obtain a separate umbrella for these properties?


Our ______________________________ and _____________________________ are stored and used up in our ______________________________ ______________________________.	


8.	______________________________ drives the car owned by ______________________________  both for personal purposes and with respect to the  ______________________________ business.  We assume our coverage includes business driving both by  ______________________________ and by ______________________________ who occasionally drive the car for the business.


9. 	Can you please confirm that we are covered for our motorcycle being driven by ___________.	


10.	Is there anything not mentioned above that comes to mind that we should be aware of?


Please send our lawyer, ______________, a copy of your response to this letter, which has been generated as a part of our estate planning.  _________'s email address is _________________, street address is __________________, and fax number is ______________.  Please send us a copy of your response as well.


If you have any further suggestions with respect to our coverages please let us know.


Life Insurance Agent (Not Using ILIT):


By the attached letter we are introducing you to _______, a life insurance agent who can determine what it may cost for you to add or change life insurance coverages and whether your present arrangement is the best fit for your situation.


Please consider asking your present agent or agents or the carrier for the following:


1. For any term life insurance policy please find out when the “convertibility option deadline” is and consider replacing the policy at least one year before this. The convertibility deadline is the last date that you can convert the term policy into a permanent policy without regard to your medical condition. This can be very valuable if you develop a medical situation that results in the inability to purchase life insurance at normal rates.


2. For any permanent policy you might consider requesting what is known as an “in-force ledger” which shows what the insurance carrier’s actuaries expect the performance of the policy to be. You can also request separate reports to illustrate: (a) paying more premiums sooner to end your premium responsibility earlier than would otherwise be the case, (b) reducing the death benefit of the policy to what can be supported by fewer, smaller, or no new premiums, and (c) whatever the agent or carrier may suggest as common changes that can be made in life insurance policies.


3. For permanent policies that are dependent upon an internal rate of return that may vary, it can be prudent to ask the carrier to run the in-force ledgers, both at the present crediting rate and at a lower rate, such as perhaps at 1% below the present or projected crediting rate.


You should, of course, work with whoever your life insurance advisor will be to determine what is best in your situation.


We also want to be sure to have your life insurance titled in a proper manner once we fully understand it.


Life Insurance Agent (Using ILIT):


By the attached letter we are introducing you to _______, a life insurance agent who can determine what it may cost for you to add or change life insurance coverages and whether your present arrangement is the best fit for your situation.


Please consider asking your present agent or agents or the carrier for the following:


1. For any term life insurance policy please find out when the “convertibility option deadline” is and consider replacing the policy at least one year before this. The convertibility deadline is the last date that you can convert the term policy into a permanent policy regardless of your medical condition. This can be very valuable if you have a medical situation that results in the inability to purchase life insurance at normal rates.


2. For any permanent policy you might consider requesting what is known as an “in-force ledger” which shows what the insurance carrier’s actuaries expect the performance of the policy to be. You can also request separate reports to illustrate: (a) paying more premiums sooner to end your premium responsibility earlier than would otherwise be the case, (b) reducing the death benefit of the policy to what can be supported by fewer, smaller, or no new premiums, and (c) whatever the agent or carrier may suggest as common changes that can be made in life insurance policies.


3. For permanent policies that are dependent upon an internal rate of return that may vary, it can be prudent to ask the carrier to run the in-force ledgers, both at the present crediting rate and at a lower rate, such as perhaps at 1% below the present or projected crediting rate.


You should, of course, work with whoever your life insurance advisor will be to determine what is best in your situation.


We also want to be sure to have your life insurance titled in a proper manner once we fully understand it.


Given that you are estate taxable, we suggestion that you consider establishing an irrevocable life insurance trust (ILIT) to own the life insurance on _______'s life.


When purchasing a life insurance policy for estate planning purposes, it is important to consider the ownership and beneficiary designations on the policy. If the policy is owned by the insured, the proceeds will be included in the insured's taxable estate. Instead, if the policy is owned by an Irrevocable Life Insurance Trust (ILIT), the proceeds are not included in the insured's estate and may provide additional creditor-protection benefits and allow the trustee to control distributions of the proceeds.


A caveat to remember is that the ILIT must have purchased the policy to be assured of its exclusion from the insured's estate or, if an existing policy is transferred to an ILIT, the insured person must survive such transfer by at least three years in order to exclude the proceeds from the insured's estate. However, there are exceptions to the three-year rule if the policy was sold to the ILIT for adequate consideration.


When the insured person transfers cash or other assets to the ILIT to pay the annual policy premiums, the transfer constitutes a "gift" that may qualify for the annual exclusion if the ILIT is properly drafted. The IRS often insists that each beneficiary holding a withdrawal power be aware of contributions made to the Trust, although this has not always been required under the case law.


Valuation Expert:


By the attached letter we are introducing you to _______ who is a valuation expert to determine the value of _______ for purposes of our planning.


Hire Valuation Expert Under Kovel Letter:


Please note that we sometimes hire valuation experts under the attorney-client privilege and may pay them an initial fee to provide us with an estimate of value without charging for a full written report. Once we get the estimate of value we can confer with you to determine whether we should pay them an additional fee to get to an exact number and write a formal report that will not be subject to the attorney-client privilege. Some clients have us hire two experts and then decide which one to use based upon the result that each comes to.


Concierge Physician:


We discussed that you may want to contract with a concierge physician to make sure that you and your family are getting the best possible medical care and thorough analysis of your situation, along with availability in times of need.


Marital Counselor:


By the attached letter we are introducing you to _______, who is an excellent coach and counselor to discuss how you might handle one or more of the items that we discussed.


Psychologist:


By the attached letter we are introducing you to _______, who is a highly skilled psychologist whose expertise and dedication could help you handle one or more of the items that we discussed.


-------------------------------------------------------------------------------------------------


CONFER WITH


CPA Firm:


Dear _______:


I recently referred ______ to you to get your advice and input on tax returns and other tax and accounting services you may render.


Please keep me posted on your interaction once you have had a meeting or call. 


Optional clause for Kovel letter: You may recall our call on ________ about this matter. Please bill our firm for your work on this. A Letter of Agreement is attached. Please sign it before you have any interactions on this matter.


Thank you very much for your availability.


Investment Advisor:


Dear _______:


I recently referred ______ to you to get your initial input and to discuss a possible relationship with respect to investment advice and managing investments. I am copying _______ on this letter.


____ is a client of our firm and I will very much appreciate your keeping me posted on your interaction once you have had a meeting or call with _______.


Optional clause: We may hire you under the attorney-client privilege to assist us with respect to _______.


Thank you very much for your availability with respect to this.


Liability and Casualty Insurance Agent:


Dear _______:


I recently referred ______ to you to get your input and an informal review of present coverages and circumstances and what you may recommend for them. I am copying _______ on this letter.


____ is a client of our firm and I will very much appreciate your keeping me posted on your interaction once you have had a meeting or call with _______.


Optional clause: We may hire you under the attorney-client privilege to assist us with respect to _______.


Thank you very much for your availability with respect to this.


Life Insurance Agent:


Dear _______:


I recently referred ______ to you to get your input on their situation with reference to the amount of life insurance they may need and what kind of coverages they now have and might consider adding or otherwise changing. I am copying _______ on this letter.


____ is a client of our firm and I will very much appreciate your keeping me posted on your interaction once you have had a meeting or call with _______.


Optional clause: We may hire you under the attorney-client privilege to assist us with respect to _______.


Thank you very much for your availability with respect to this.


Valuation Expert:


Dear _______:


I recently referred _____ to you to consult with us on determining the possible value of ______ which is a _______. I am copying _______ on this letter.


____ is a client of our firm and I will very much appreciate your keeping me posted on your interaction once you have had a meeting or call with _______.


Optional clause: We may hire you under the attorney-client privilege to assist us with respect to _______.


Thank you very much for your availability with respect to this.


Concierge Physician:


Dear _______:


I recently referred ______ to you because they are interested in seeing you as their concierge physician for possible services that you may provide. I am copying _______ on this letter.


____ is a client of our firm and I will very much appreciate your keeping me posted on your interaction once you have had a meeting or call with _______.


Optional clause: We may hire you under the attorney-client privilege to assist us with respect to _______.


Thank you very much for your availability with respect to this.


Valuation Expert, Under Kovel Letter:


Dear _______:


I am writing to request an initial estimate of value of ______, which is a _______. We are only seeking an initial estimate and do not wish for a full formal report and estimate at this time.


This request is with regards to a confidential client matter and I wish to hire you under the attorney-client privilege to assist us with respect to our client, _______.


Thank you very much for your availability with respect to this.


Marital Counselor:


Dear _______:


I recently referred _______ to you to help enhance their wonderful and unique relationship. I am copying _______ on this letter.


_______ is a client of our firm and I will very much appreciate your keeping me posted on your interaction once you have had a meeting or call with _______.


Optional clause: We may hire you under the attorney-client privilege to assist us with respect to _______.


Thank you very much for your availability with respect to this.


Psychologist:


Dear _______:


I recently referred _______ to you to so they can consider getting some coaching with respect to a situation I am helping them with. I am copying _______ on this letter.


_______ is a client of our firm and I will very much appreciate your keeping me posted on your interaction once you have had a meeting or call with _______.


Optional clause: We may hire you under the attorney-client privilege to assist us with respect to _______.


Thank you very much for your availability with respect to this.


REFER CLIENT TO SUB SPECIALIST LAWYERS


Estate Taxation:


Dear _______:


I recently referred ______ to you for possible legal services that you may provide in the area of estate taxation. I am copying _______ on this letter.


_______ is a client of our firm and I will very much appreciate your keeping me posted on your interaction once you have had a meeting or call with _______.


Optional clause: We may hire you under the attorney-client privilege to assist us with respect to _______.


Thank you very much for your availability with respect to this.


Family Law:


Dear _______:


I recently referred ______ to you for possible legal services that you may provide in the area of family law. I am copying _______ on this letter.


_______ is a client of our firm and I will very much appreciate your keeping me posted on your interaction once you have had a meeting or call with _______.


Optional clause: We may hire you under the attorney-client privilege to assist us with respect to _______.


Thank you very much for your availability with respect to this.


Debtor-Creditor Law:


Dear _______:


I recently referred ______ to you for possible legal services that you may provide in the area of debtor-creditor law. I am copying _______ on this letter.


_______ is a client of our firm and I will very much appreciate your keeping me posted on your interaction once you have had a meeting or call with _______.


Optional clause: We may hire you under the attorney-client privilege to assist us with respect to _______.


Thank you very much for your availability with respect to this.


Litigation:


Dear _______:


I recently referred ______ to you for possible legal services that you may provide in the area of litigation. I am copying _______ on this letter.


_______ is a client of our firm and I will very much appreciate your keeping me posted on your interaction once you have had a meeting or call with _______.


Optional clause: We may hire you under the attorney-client privilege to assist us with respect to _______.


Thank you very much for your availability with respect to this.


Securities Law:


Dear _______:


I recently referred ______ to you for possible legal services that you may provide in the area of securities law. I am copying _______ on this letter.


_______ is a client of our firm and I will very much appreciate your keeping me posted on your interaction once you have had a meeting or call with _______.


Optional clause: We may hire you under the attorney-client privilege to assist us with respect to _______.


Thank you very much for your availability with respect to this.


Intellectual Property Law:


Dear _______:


I recently referred ______ to you for possible legal services that you may provide in the area of intellectual property law. I am copying _______ on this letter.


_______ is a client of our firm and I will very much appreciate your keeping me posted on your interaction once you have had a meeting or call with _______.


Optional clause: We may hire you under the attorney-client privilege to assist us with respect to _______.


Thank you very much for your availability with respect to this.


Other:


Dear _______:


I recently referred ______ to you for possible services that you may provide. I am copying _______ on this letter.


_______ is a client of our firm and I will very much appreciate your keeping me posted on your interaction once you have had a meeting or call with _______.


Optional clause: We may hire you under the attorney-client privilege to assist us with respect to _______.


Thank you very much for your availability with respect to this.


REAL ESTATE


Real Estate Deeds:


A real estate deed is a legal document used to transfer ownership of real property from one party to another. The document identifies the buyer and seller, describes the property, and outlines the terms of the transfer. Please note that we are not real estate specialists and our deed preparation work does not include verifying good title, running title insurance reports, reviewing any surveys, checking with homeowners associations or condominium associations to see if approval is needed, or running lien or mortgage searches on the property or properties being transferred.  If there is a homeowners association, condominium association, bank mortgage holder, or any other impacted party or parties, we view it to be your responsibility to handle these items.


Condo Association Approval:


Condominium associations may require that the association review and approve certain actions regarding the property, including the sale or modification of units, to ensure compliance with association rules.


Please note that we are not real estate specialists and our deed preparation work does not include checking with condominium associations to see if approval is needed. If there is a condominium association or any other impacted party or parties, we view it to be your responsibility to handle these items.


Bank Approval:


When real property subject to a mortgage is transferred by deed, such as to a trust or limited liability company—and not necessarily by sale—it is possible that the transfer may trigger a due-on-sale clause in the mortgage instrument. A due-on-sale clause permits the lender to call for full immediate repayment of the loan in the event of transfer. While a lender may choose not to enforce the provision, it may be prudent to seek bank approval before transferring mortgaged property.


Please note that we are not real estate specialists and our deed preparation work does not include running lien or mortgage searches on the property or properties being transferred. If there is a bank mortgage holder or any other impacted party or parties, we view it to be your responsibility to handle these items.


Zoning and Association Approval:


Please note that we are not real estate specialists and our deed preparation work does not include verifying good title, running title insurance reports, reviewing any surveys, checking with homeowners associations or condominium associations to see if approval is needed, or running lien or mortgage searches on the property or properties being transferred. If there is a homeowners association, condominium association, bank mortgage holder, or any other impacted party or parties, we view it to be your responsibility to handle these items.


Title Insurance:


If you would like us to confer with a specialist real estate lawyer or refer you to a lawyer or title-insurance company to assist with the transfer we will be glad to do so.


Our work may include assisting you in verifying the ownership and beneficiary designation of your present life-insurance policy or policies and making changes thereto.


We will view it as being your duty and responsibility to have your life insurance and any annuity contracts, IRA, pension accounts, or pay-on-death accounts changed or otherwise adapted to take into account the planning that we are doing.


Survey:


Conducting a property survey is a critical step in assessing and documenting the boundaries and features of a parcel of real estate. This survey provides precise measurements, identifies any encroachments, and delineates legal property lines. It is essential for resolving disputes with neighbors, planning for construction, or before buying or selling land to ensure that there are no issues related to property boundaries. We recommend having a professional licensed surveyor perform this task to provide an official survey report, which can be used in legal contexts or for municipal compliance. Please let us know if you require assistance in coordinating this service or have any questions about the process. If you have any questions with respect to this please let me know.


LIFE INSURANCE POLICIES


Ownership:


The ownership of life insurance policies is a key element in estate planning, determining who controls the policy's terms and beneficiary designations. It is essential to strategically choose the owner—whether it is you personally, a trust, or a corporate entity—to align with your estate-planning goals and tax considerations. Proper ownership selection can significantly impact the policy's benefits distribution and tax implications upon your passing. We recommend reviewing your policies' ownership structure to ensure it meets your current and future needs.


Change in Beneficiaries:


Updating the beneficiaries of your life insurance policies is an important step in maintaining your estate plan's accuracy and effectiveness. This change ensures that the policy proceeds are distributed according to your current wishes, reflecting any life changes such as marriage, divorce, or the birth of children. Completing a beneficiary change form with your insurance provider is necessary for this update. We advise regularly reviewing your beneficiary designations to keep them aligned with your estate-planning goals.


ANNUITY CONTRACT


Change of Ownership:


Changing the ownership of an annuity contract is a pivotal decision that impacts your estate planning and financial landscape. It involves transferring the control and management of the annuity to a new owner. This process may have implications for tax, investment options, and the distribution strategy of the annuity proceeds. It's critical to consult with a professional to ensure this change aligns with your overall estate objectives and to understand any potential financial consequences. We are here to guide you through this transition and address any concerns you may have.


Change in Beneficiary:


As part of our ongoing commitment to ensure that your estate planning objectives are accurately reflected in all of your financial instruments, we want to address an important aspect concerning your annuity contracts. Specifically, the process for changing a beneficiary under these contracts necessitates careful consideration and action. It is imperative to understand that the beneficiary designation on your annuity contracts directly influences who will receive the annuity's proceeds upon your passing. To initiate a change in beneficiary, you must complete a specific beneficiary change form provided by the annuity issuer, detailing the new beneficiary's information. Once submitted and approved, this change will supersede any previous designations, aligning your annuity contracts with your current estate-planning wishes. We advise retaining copies of the change confirmation for your records and encourage a periodic review of all beneficiary designations to ensure they continue to align with your estate-planning goals.


IRA AND PENSION


Change of Ownership:


Transferring the ownership of IRAs and pension plans is a complex process with significant financial and tax implications. It is crucial to understand how such a change fits into your broader retirement and estate-planning strategy. This action can affect your retirement savings' growth, distribution, and taxation. Before making any changes, consult with us to ensure the transfer aligns with your objectives and financial well-being.


Change of Beneficiary:


Regularly updating the beneficiaries of your IRA and pension accounts is critical to ensure that your retirement assets are distributed according to your latest wishes. Life events such as marriages, divorces, or the arrival of new family members often necessitate a review and adjustment of your designated beneficiaries. This process typically requires submitting a change form to your account custodian. Keeping your beneficiary designations current helps avoid potential disputes and ensures your assets are distributed as intended.


Spousal Consent Required:


For certain types of retirement accounts, including IRAs and pensions, changing beneficiaries or ownership may require spousal consent. This legal requirement is designed to protect spouses' rights to retirement assets. It is important to understand the implications of this requirement and ensure all necessary consents are obtained to avoid unintended consequences. We are here to help navigate these requirements and ensure your retirement planning aligns with legal stipulations and your estate-planning goals.


PAY ON DEATH ACCOUNTS


Change of Ownership:


Changing the ownership of Pay on Death (POD) accounts can directly impact your estate planning and the distribution of your assets. This change means the new owner will control the account and designate beneficiaries. It is crucial to consider how this change aligns with your overall estate plan and the potential tax implications. Consulting with our firm can ensure the ownership transition supports your financial and estate-planning objectives.


Change in Beneficiary:


Updating the beneficiaries on Pay on Death (POD) accounts is a straightforward yet vital aspect of estate management, ensuring your assets are distributed according to your current wishes upon your passing. Regular review and modification of your POD designations are recommended, especially after significant life events. This process helps ensure that your assets are transferred smoothly to your intended beneficiaries without the need for probate.


FORMALITIES


Please note the importance of following appropriate formalities and respecting separate entities in arrangements between separate entities if you want those entities respected by creditors, the IRS, and others.


ANNUAL MINUTES


Maintaining annual minutes is a critical compliance requirement for corporations and other formal entities. These records document key decisions and actions taken by the entity's governing body, providing a clear trail of governance and operational oversight. Failure to keep accurate and up-to-date minutes can result in legal and financial repercussions. We recommend a regular review of these documents to ensure they accurately reflect your business operations and decisions.


It is safest and traditional to have annual minutes prepared and signed for companies that have significant assets or activities.


Choice 1: We will provide you with annual minutes for your company or companies once a year unless you tell us to the contrary.


Choice 2: Please let us know if you would like for us to prepare or to assist you in preparing corporate annual minutes for any company or companies that you have.


ANNUAL FILINGS


Annual filings are essential for maintaining compliance with regulatory requirements and ensuring that your entity remains in good standing. These filings typically include updates to registrations, financial disclosures, and other periodic submissions required by law. It's important to adhere to the deadlines and guidelines set forth by the governing bodies to avoid penalties and potential legal issues. We can assist in preparing and reviewing these documents to ensure accuracy and timeliness. Please ensure that all information is current and accurate before submission.


REGISTERED AGENT SERVICES


State law requires businesses to provide a state agency with the contact information of a registered agent that is designated to receive legal and other correspondence on behalf of the entity.  The registered agent must have a physical address in the state in which it is registered and the address will be publicly listed by the state agency once selected.  If legal action is taken against the business, the registered agent will be mailed all correspondence related to the lawsuit.


SCHEDULE FUTURE MEETINGS


Please let us know when you are available to further discuss ______.


BILLING METHODS


We utilize a variety of billing methods to accommodate the specific needs and preferences of our clients. These may include hourly rates, fixed fees, or retainer-based arrangements, depending on the nature and complexity of the services provided. It is important to choose a billing method that aligns with your financial planning and the scope of legal services required. We are happy to discuss these options and determine the most appropriate method for our ongoing work together. Please contact us to review your current billing arrangement and make any necessary adjustments.


TENANCY BY THE ENTIRETIES


Tenancy by the entireties is a special form of joint ownership that is available to married couples in some states.  Some states only provide for this type of ownership to apply to real estate, while other states allow it to apply to all kinds of assets.  Many of the “tenancy-by-the-entireties states” prevent a creditor of one spouse from attaching or having any access to tenancy-by-the-entireties assets.  Other states recognize this form of ownership but only permit the creditors of one spouse to reach that spouse's one-half ownership interest in the property.  Others permit creditors to reach the entire property.  If both spouses are jointly liable for a debt, the creditor can typically satisfy the debt with the entireties property.


This type of ownership also includes rights of survivorship, meaning that upon the death of one spouse, the surviving spouse automatically becomes the sole owner of the property.  It is important to consider this when planning your estate and asset-protection strategies.  Depending upon state law, this can also mean that if a debtor spouse survives a non-debtor spouse, a lien on his or her interest in tenancy-by-the-entireties property may become collectible on the death of the non-debtor spouse.


The bankruptcy law provides a debtor’s spouse the right to purchase marital property before it is otherwise sold by the bankruptcy trustee.  In addition, if state law does not allow partition of tenancy-by-the-entirety property, then a creditor in bankruptcy can only obtain the debtor’s interest in the property.  The non-debtor spouse maintains his or her interest in the property.  However, if both spouses are in bankruptcy then the entire property may be subject to creditors in a consolidated proceeding.


The law is not clear as to whether a married couple residing in a non-tenancy-by-the-entireties state can have protected ownership of a limited liability company or other entity that is filed and existing in another state.  For this reason, it may be worthwhile for individuals residing in non-tenancy-by-the-entireties states (which include California, New York, and Texas) to establish LLCs in Wyoming, Delaware, or Florida to hold investment assets.


A state-by-state breakdown of tenancy-by-the-entireties law is beyond the scope of this letter, but please let us know if you need more information or wish to discuss how this applies to your property holdings.


VEHICLE OPERATION


 It is imperative for liability reasons that no one other than the registered owner of a vehicle operate it unless explicitly agreed upon in writing, including your spouse and children, except on rare occasion out of absolute necessity. This policy helps manage risks associated with insurance and legal responsibility in the event of an accident. Should you wish to designate another driver, we must review and possibly adjust your insurance coverage to ensure protection under these circumstances. Please contact us to discuss any such arrangements before allowing another driver to use your vehicle.


We also recommend that you have plenty of umbrella liability insurance coverage to protect you in the event of an accident that could cause significant liability for you.


Many clients allow their teenage or adult children, in-laws, or others to have use of a car. It is usually best to transfer title of any such car to the person who is driving it.


MINOR LICENSE GUARANTEE


Please be aware that in Florida, any adult who signs the application form for a minor to obtain a driver's license is legally affirming their responsibility for the minor’s driving. This includes financial liability for any damages resulting from the minor’s negligence while driving. It is crucial to understand the implications of this guarantee before agreeing to sign the application. We recommend discussing this responsibility and its potential impacts with us to ensure you are fully informed.


CORPORATE TRANSPARENCY ACT


The Corporate Transparency Act is a new federal law that requires certain business entities to report the (i) full legal name, (ii) date of birth, (iii) current address, and (iv) a unique identifying number of each of its “beneficial owners.”  Beneficial owners are defined as individuals who, directly or indirectly, through any contract, arrangement, understanding, relationship, or otherwise—(i) exercise substantial control over the entity, or (ii) own or control 25% or more of the ownership interests of the entity.  The same information must be reported by an applicant when forming a new business entity.  The regulations provide detailed instructions for determining who qualifies as a beneficial owner and must be carefully considered when making the determination.  Do not rely upon this simple summary.


The business entities covered by the Act include corporations, limited liability companies, and other similar entities that are created by filing a document with a secretary of state (or Indian tribe) or are formed under the law of a foreign country and are registered to do business in the United States—essentially every type of business entity used in the United States.  An estimated 30 million business entities are required to file beneficial ownership reports under the Act.


However, the Act includes a long list of entities that are excluded from the Act’s reporting requirements.   It is important to carefully review the definitions of each excluded entity (as defined by the Act and related regulations) to determine whether your business entity(ies) have reporting obligations under the Act.


The deadline for non-excluded business entities formed before January 1, 2024 to file their initial reports is January 1, 2025.  Non-excluded business entities formed on or after January 1, 2024 must file their initial reports within 90 days of formation or upon registration if the entity is a foreign company.


Business entities also have an obligation under the Act to update their initial report within 30 days of any change in beneficial ownership.


Our office can assist you in determining whether your business entities must file and/or update a beneficial interest report and can prepare the report.  We can also assist in ongoing compliance with the Act.


CREDITOR PROTECTION


Creditor-protection strategies include utilizing trusts to extend protection to beneficiaries, such as through trust decanting, and establishing domestic asset-protection trusts to shield assets from creditors. State laws may impact the protection of particular types of assets, including Roth IRAs, and individuals can arrange their affairs to limit liability to creditors within these legal boundaries.


FOLLOW-UP APPOINTMENT


Our next meeting is scheduled for ________ at our office/by zoom call/by telephone. 


I look forward to this.


MEETING IN ___ YEARS


We recommend that we schedule a meeting or phone call every two or three years to discuss what has changed with respect to your situation and changes in the law.


While we have you in our database and do periodically send correspondence relating to recent developments to the database, we do not have systems that would enable us to notify you if any particular law or tax change might impact your individual situation.


We plan to contact you in approximately ___ years to see how you are doing and whether there have been any significant changes that we should be aware of.  Please contact us earlier if you become aware of any changes in your family or professional situation that are relevant to your planning, such as if one of your selected agents, trustees, or successor trustees is no longer available or an ideal choice.


Please also let us know if you have any significant financial changes that occur, such as changing investment advisors, IRAs, or any other accounts from one brokerage firm to another, which may necessitate the updating of your documents.


Please let us know if you have any questions with respect to these concepts as your trust and confidence are of the highest importance to us. Thank you very much for the opportunity to be of service.
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OPTIONAL QUESTIONS

.1l Results

Here are the calculated results and your information summary.

Save to Calculators

Client Information Family Tree Contacts RMD Results Monte Carlo Results NEST Results QPRT Results SCIN Results Private Annuity Results GRAT Results Married Comprehensive

Optional Questions

Optional Questions

» Will banks or other lenders call loans in the event of your death?
o Yes P
* |f updates are recommended to your pension plan beneficiary designations, would you like our assistance with this?
o Yes
* If updates are recommended to your life insurance ownership and/or beneficiary designations, would you like our assistance with this?
o Yes
* Do you know if you have a power of attorney over your parents?
o Yes

P> Discuss with advisor
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To get started, simply follow these steps:

1. Open your browser and go to
estateview.link.

2. Create an account.

Ak Dronstion code 3. Select Pro Plus.

4. Enter code “SHENKMAN”

4. Fill in your information.

5. Enjoy exploring EstateView!

Sikotal

Total due today

To access our EstateView Video Library, which has
instructional videos for each calculator, click here.
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i/ Estate

EstateView 30 Minute Workshop

Mon, Feb 17, 2025 12:00 PM - 12:30 PM EST

*Required field

Email Address*

alan@gassmanpa.com

8y clicking this button, you submit your information to the webinar organizer, who will use it to communicate with you regarding this event and their other services.

EstateView Workshop

In this workshop, we will be walking you
through the features and benefits of
EstateView to help you measure, design,
and illustrate estate planning techniques for
your clients.

Florida & New York CLE Credit & Florida CPE Credit available for
courses in red

l/ Estate

EstateView 50 Minute Workshop

In this workshop, we will be walking you through the features and benefits of EstateView to help you measure, design, and illustrate
estate planning techniques for your clients.

1.0 Florida & New York CLE Credit & 1.0 Florida CPE Credit available

anizer, who will use it to commur
Register

30 minutes 30 minutes 50 minutes
(no credit) (CE credit) (CE credit)
4 N 4 )
Tuesday, March 11 Wednesday, March 10 Friday, March 14
12:00 PM EST 12:00 PM EST 12:00 PM EST
\_ J \_ J
4 N 4 N
Thursday, March 13 Wednesday, March 12
12:00 PM EST 12:00 PM EST
g J g J

Alan Gassman, JD, LL.M. (Taxation)
agassman@gassmanpa.com
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https://attendee.gotowebinar.com/register/4971072834074955354?source=2.1.25+Webinar+-+sat
https://attendee.gotowebinar.com/register/4971072834074955354?source=2.1.25+Webinar+-+sat
https://attendee.gotowebinar.com/register/2899840317461253975?source=2.1.25+Webinar+-+sat
https://attendee.gotowebinar.com/register/7677185354797938014?source=2.1.25+Webinar+-+sat
https://attendee.gotowebinar.com/register/7877542761658949717?source=2.1.25+Webinar+-+sat

EstateView P

Subscription Cost
(Volume Discounts Available) $795/year
Full Access
Comprehensive Plans: Married and Single Client Modules (*included with

Amortization

Pro Plus & Pro Elite only)

YES

Calculator

Lif

‘e Expectancy o

Calculator
Holding Company Valuation Calculator YES

Valuation Discount

YES

Calculator
Create side-by-side Plan Comparisons for Each Calculator YES

Access to stand-alone SCIN/Conventional Calculator YES
Lar, i
ge Gift / SLAT VES
Calculator
SCIN / Conventional Note VES
Calculator
Installment Sale with Income Tax Analysis Calculator YES

QPRT
YES
Calculator

Private Annuity
Calculator

YES

GRAT a5
Calculator

Alan Gassman, ID, LL.M. (Taxation)

SHENKMAN WEBINAR SPECIAL

For a limited time, you can
purchase EstateView at a special
discounted rate and lock in your
savings for the next three years.

S499/Year

This exclusive offer expires in 30 days!

Software Products to Make Estate Planners Better

agassman@gassmanpa.com

Planners, More Efficient and More Profitable|



FstateView s scmus

CLAT
YES
Calculator
CRAT -
Calculator
CRUT
YES
Calculator
Life Estate/Remainder Interest Calculator YES
Rolling GRAT
YES*
Calculator :
Access to our Exploding Asset Planning Feature YES*
Comprehensive Plans: Access to Installment Sale to Grantor
Trust / SCIN YES
Comprehensive Plans: Married and Single Client Letters YES*
Send e-copies of plans to clients & colleagues VS
(with a free 14-day trial)
Generate Personalized Client PowerPoints YES
Income Tax Impacts VES*
of QPRTs
Rolling GRAT
YES*
Calculator S
Flip NIMCRUT %
Calculator YES
4 Hours of Tax Lawyer Time NO
30 Hours of Customized Video Editing Time NO
Special Access to Video Editors for $35 an Hour NO

SHENKMAN WEBINAR SPECIAL

For a limited time, you can
purchase EstateView at a special
discounted rate and lock in your
savings for the next three years.

S499/Year

This exclusive offer expires in 30 days!

Alan Gassman, ID, LL.M. (Taxation)
agassman@gassmanpa.com
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RROFEITABLE

Moderated by:

Martin Shenkman, CPA, J.D.
Shenkman@shenkmanlaw.com

THANK YOU FOR PARTICIPATING! —
-
Presen ted by: % .:,:é":-
Alan Gassman, ]J.D., LL.M. ,
agassman@gassmanpa.com \ w

1245 Court Street
Clearwater, FL 33756
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