African American Estate Planning #1

Context, Trust, and Client Engagement

Professional adviser webinar for attorneys, CPAs, wealth advisers, fiduciaries, insurance professionals, and charitable advisers

30-60 minute webinar | Sophisticated professional adviser audience




Program Roadmap
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01 Why the conversation is different
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02 How historical context affects planning choices
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03 Barriers to engagement and terminology
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04 Trust-building intake and communication
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05 Practical adviser moves and case-based planning
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WHY THIS MATTERS

The Professional Premise

( ) ( N
. . . . African American client experiences and planning needs are not
Client-centered planning is the starting point, not a courtesy. s
monolithic.
. J - J
( ) ( N
Trust, legacy, land, faith, home ownership, and family history may be . L . .
. central gacy P Y ry may . The adviser’s job is to translate values into administrable structures.
& J |\ J
( ) ( N
. Documents matter, but documents alone may not solve the problem. . The goal is practical planning, not merely cultural commentary.
|\ J |\ J

Professional takeaway: Begin with listening and translation, then move to documents.
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LINKING CONTEXTTO ADVICE

History Is Not Background; It May Be Planning Context

( ) ( N
Historical exclusion can affect trust in legal and financial systems. Land loss and heirs property can make title planning emotionally
charged.
. J - J
( ) ( N
. Home ownership may represent dignity, security, and legacy. . Institutional fiduciaries may solve risk but trigger discomfort.
& J |\ J
( ) ( N
. Sr(])::i:;umty giving may be duty, identity, or stewardship, not merely tax . Clients may be guarded without being uncooperative.
|\ J |\ J

Professional takeaway: Use history to ask better questions and design safer implementation.
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COMPARISON

Avoiding Two Common Errors

( ) 4 N
Over-generalizing Under-contextualizing
Assuming every African American client has the same concerns. Treating the client as if the issue is only tax or probate.
Turning the planning meeting into a history lecture. Ignoring discomfort with courts, banks, or fiduciaries.
Using culture as a stereotype instead of a listening prompt. Failing to ask what “legacy” means in the family.
Forgetting that wealth level, faith, family, geography, and experience vary. Missing the meaning of home, land, church, or family reunion.
g J & J
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ENGAGEMENT BARRIERS

Barriers Advisers Should Expect to Hear

( ) ( N
. “l do not have enough assets.” . Cost concerns or fear of open-ended professional fees.

. J - J

( ) ( N

. Discomfort discussing death and inheritance. Distrust of lawyers, courts, banks, or institutional trustees.

& J |\ J

( ) ( N
. Lack of trusted professionals or prior negative experiences. . Belief that family will “just know” what to do.

|\ J |\ J

Professional takeaway: Normalize planning as protection and empowerment, not a luxury product.
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CASE STUDY

Family Land and Heirs Property

Client context

Land has been in the family for decades; client fears courts,
developers, and family fracture. Client may know stories of

land being “taken” or lost.

Client wants legal advice but may distrust the legal system.

-

Adviser moves

Acknowledge concern; explain heirs property and title risk.

Discuss land trust, LLC, tenancy-in-common agreement,
revocable trust, or other title design. Consider sibling
meeting and conflict-waiver analysis.

Professional traps

Ignoring emotional meaning. Treating title as purely
technical. Failing to address joint representation. Failing to
document the client’s goals and tradeoffs.
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COMPARISON

Terminology Can Open or Close the Door

4 ) ( N
Less effective framing Legacy-centered framing
“You need probate avoidance.” “What are you trying to protect?”
“You need a dynasty trust.” “What should the family understand?”
“You need tax planning.” “How should the home or land be preserved?”
“The bank should be trustee.” “What would make a fiduciary feel trustworthy?”
“Just sign these standard documents.” “How can we make this plan work in practice?”
_ J \_ J
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HOW TO CONDUCT THE FIRST MEETING

Client-Centered Intake Framework

Listen

Ask how the client defines
legacy, family, land, faith, and
security.

2

Map

Identify assets, title, family roles, )

informal promises, and friction
points.

3

Translate

Convert words like “generational )

wealth” into legal design
choices.

4

Explain

Use plain language for trusts, )

fiduciaries, powers, and
documents.

5

Implement

Retitle assets, coordinate
designations, educate
fiduciaries, schedule review.

Use this as a presenter framework: move from client story - planning architecture > implementation checklist.
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PROFESSIONAL POSTURE

Trust-Building Communication Techniques

( ) ( N
Acknowledge that the adviser may not share the client’s lived Ask permission before discussing sensitive family or institutional
experience. concerns.
. J - J
( ) ( N
. Define technical terms and avoid acronyms. . Use case studies and examples before drafting clauses.
& J |\ J
( ) ( N
. Offer choices and explain tradeoffs rather than dictating solutions. . Confirm understanding in writing after key design decisions.
|\ J |\ J

Professional takeaway: Clarity and humility are substantive planning tools.
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TURNING CONTEXTINTO STRUCTURES

Planning Tools Reframed for This Audience

( ) ( N
. Revocable trust as a tool to reduce court involvement. . Institutional trustee with co-trustee or trust protector safeguards.

. J - J

( ) ( N

. Letters of instruction to explain heart, history, and intent. Family meetings to educate heirs and preserve stories.

& J |\ J

( ) ( N
. Charitable provisions that include churches and community institutions. . Periodic reviews to avoid plans drifting out of sync.

|\ J |\ J

Professional takeaway: Connect every tool to a concern the client actually expressed.
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CASE STUDY

Simple Will Request, Complex Legacy Goal

( N\ N\ ([ A
Client context Adviser moves Professional traps
Client asks for a simple will with equal shares for children. Explain outright versus trust distributions; discuss trustee Treating “simple” as “safe.” Over-complicating without
Facts suggest concerns about lawsuits, divorce, financial options; evaluate trust protector; consider separate or pot explaining why. Ignoring client mistrust of institutions.
management, and preserving wealth for grandchildren. trusts; use plain-language distribution examples. Failing to make the trust operational.

& J J J
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WHAT TO DO DIFFERENTLY

Professional Adviser Checklist

( ) ( N
« R . . Ask whether land, home, church, reunions, or community institutions
Add “legacy meaning” questions to intake.
matter.

. J - J
( ) ( N

. Review title and beneficiary designations early. . Address fiduciary trust concerns directly.
& J |\ J
( ) ( N

. Use family meetings when implementation needs consensus. . Document tradeoffs in client-friendly language.
|\ J |\ J

Professional takeaway: The adviser’s differentiator is not cultural fluency alone; it is practical translation.
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Wrap-Up and Discussion

4 ) 4 N
Adviser action checklist Discussion prompts
Start with client goals before documents.
. e What language do you currently use that may not resonate?

Use context to identify risks, not to stereotype. - ; .

: B . Where might your intake form miss legacy concerns?
Explain tools through protection, continuity, and legacy. L . . .

. - How would you redesign fiduciary selection for a wary client?
Make implementation part of the scope. RO .

. What local institutions could become education partners?
Schedule review before the plan becomes stale.
N\ J & J
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