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One day Thomas Edison came home and gave a paper to his mother. He told her, ?M y teacher gave 
this paper to me and told me to only give it to my mother.?

H is mother?s eyes were tearful as she read the letter out loud to her child: Your son is a genius. This 
school is too small for him and doesn?t have enough good teachers for training him. Please teach him 
yourself.

After many, many years, after Edison?s mother died and he was now one of the greatest inventors of 
the century, one day he was looking through old family things. Suddenly he saw a folded paper in the 
corner of a drawer in a desk. He took it and opened it up. On the paper was written: Your son is 
addled [mentally ill]. We won?t let him come to school any more.

Edison cried for hours and then he wrote in his diary: ?Thomas Alva Edison was an addled child that, 
by a hero mother, became the genius of the century.?

ON THE
 LIGHTER 
SIDE

As I  h ave gr own ol der , I 've l ear ned t h at  
pl easi ng ever y one i s i mpossi bl e. 

But  pi ssi ng ever y one of f  i s a pi ece of  cak e.
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The new estate and lifetime gif t 
tax exclusion amounts are an 
increase of $20,000 from 2015. 
Because a husband and wife each 
get their own exemption, a 
married couple can give away 
$10,900,000 mill ion tax-free in 
2016 (provided they have not 
previously used up any of their exclusions.)

The top tax rate on amounts above the exemption limit is 40% . The 
high exemption amounts have pretty much done away with estate 
tax as an estate planning consideration for most people.

Income Tax Brackets for 2016

The top federal income tax rate of 39.6 percent will affect singles 
whose income exceeds $415,050 and married couples f il ing jointly 
with incomes over $466,950 in 2016. The other marginal rates are 
described in the Revenue Procedure.

Long-Term Care Insurance Deduction Limits for 2016

The IRS also released the long term care insurance premium 
deduction limitations for 2016:

Attained Age                                  Premium Limit

40 or less                                        $390

More than 40 but not more than 50     $730

More than 50 but not more than 60     $1,460

More than 60 but not more than 70     $3,900

More than 70                                   $4,870

 October  & November  2015 

- $5.45 mill ion ? Federal 
Estate Tax Basic Exclusion 
Amount

- $5.45 mill ion ? Lifetime Gift 
Tax Exclusion

- $14,000 ? Annual Gif t Tax 
Exclusion

IRS Announces Estate & Gift 
Tax Exclusions for  2016

The IRS has r el eased t he annual  inf l at ion adj ust ment s and tax r at e schedul es t hat  wil l  apply in 

2016. Incl uded ar e t he new gif t  and estat e tax excl usion amount s f or  2016. The new inf l at ion 

adj ust ed number s ar e avail abl e in Revenue Pr ocedur e 2015- 53. They apply gener al ly t o 

t r ansact ions or  event s occur r ing in cal endar  year  2016

ESTATE & GIFT TAX 
EXCLUSIONS 2016

2016  STANDARD 
DEDUCTION AMOUNTS
$6,300  - Standard deduction 
for single taxpayers

$12,600 - Standard deduction 
for married couples

$9,300 - Standard deduction 
for heads of households

$1,250 - Additional standard 
deduction for the aged or 
blind. (This additional 
standard deduction amount is 
increased to $1,550 if  the 
individual is also unmarried 
and not a surviving spouse.)
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At the turn of the 20th centur y, the average 
l i fe expectancy was a mere 49 years, and 
dementia was a r are phenomenon. Today?s 
average l i fe expectancy exceeds 77 years. 

I f  you have cl ients or  fami ly members who 
are r eaching that age where you are not sure 
that they are going to be able to make 
decisions on their  ow n, i t might be well  to 
look at their  estate plan and see i f  there are 
changes that need to be made. Once they go 
dow n that path of dementia, i t is r eal ly 
di f f icult to make those changes.

A cour t has to appoint a guardian and there 
are many other  hoops to jump through 
before they pass away, in order  to establish 
or  change tr ust documents.  You don?t want 
to go dow n that road i f  you don?t have to.

One of the points of  having a sol id 
foundational estate plan is so you don?t have 
to pay excessive legal fees and go through 
those hassles.

When a cl ient ini tial ly meets w ith an 
attorney, the attorney must determine 
whether  or  not the cl ient has the r equisi te 
mental capaci ty necessar y to r easonably 

ar ticulate his or  her  w ishes concerning their  
legal affair s.

In general, the r equir ements of testamentar y 
capaci ty are fair ly simple. The testator  must 
meet only this minimal test at the moment 
the estate-planning documents are executed.

The attorney?s duty to confi rm a cl ient?s 
testamentar y capaci ty exists in ever y 
estate-planning matter, and confi rmation is 
usually determined whi le conversing w ith 
the cl ient.  

Attorney Aaron Kimsey established The 
Andersen Firm's Capacity Worksheet 

(attached) , used to identi fy key 
obser vations r egarding 

capaci ty.  This worksheet 
r elates to cognitive, 
emotional and behavioral 
obser vances.  These 

noninvasive questions can 
provide probative evidence 

and also increase credibi l i ty to 
the attorney?s testimony should there be a 
subsequent l i t igation contesting the cl ient?s 
capaci ty.

COMMENTS: I f  you f ind this applies to your  

cl ients or  fami ly members, please contact 
our  off ice at 866.230.2206 to organize a 
time that works for  you and your  cl ients to 
discuss establishing a tr ust or  amending 
their  cur rent estate planning documents. 

cognit ive, 
emot ional  & 
behav ior al  

obser vances

Capacit y & Estate Planning
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Most f inancial advisor s hope to 
bui ld strong, tr usting 
r elationships w ith their  cl ients 
over  many years. Yet most fai l  
to address the single most 
impor tant thing to their  cl ients: 
fami ly.

According to Sall ie Krawcheck, 
president of Global Wealth and 
Investment Management for  
Bank of Amer ica, half  of al l  
wealthy individuals in the U.S. 
would welcome having their  
fami l ies brought into the 
wealth-management discussion, 
but their  advisor s never  suggest 
i t. I t 's a huge missed 
oppor tuni ty to bui ld br idges to 
the next generation, she says. 
"You have to ask," she says. "I f  
you don't ask you'r e never  
going to know  i f  they want 
them involved or  not."

This inattention can have 
ser ious consequences for  
f inancial advisor s. A mere 2% 
of chi ldren keep the money 
they've inher i ted w ith their  
parents' f inancial advisor, 
according to a 
Pr iceWaterhouseCoopers 
Global Pr ivate Banking/Wealth 

Management sur vey. Simi lar ly, 
only 45% of w ives keep their  
assets w ith the same f inancial 
advisor  after  the husband dies. 
The reason for  this high 
attr i tion is simple: The advisor  
has no r elationship w ith the 
cl ient's fami ly. "I f  your  f i r st 

introduction to the kids 
is: 'I 'm sor r y for  your  
loss, my name is Phi l ,' 
that doesn't work," 
Krawcheck says. 

I t 's not just the advisor  
who pays the pr ice. 
Excluding spouses and 
chi ldren from 
impor tant f inancial 
discussions also hur ts 
the family in the long 
run, says Diane Doolin, 
senior  vice president 
and senior  investment 

management consultant at 
Morgan Stanley Smith Barney 
and co-founder  of the Insti tute 
for  Prepar ing Heir s. In 70% of 
the cases when wealth is 
tr ansfer red from one 
generation to the next, she says, 
big problems develop: Ei ther  
the estates lose assets or  the 
family loses cohesion or  both. 
"We do an excellent job 
prepar ing assets for  heir s, but 
as an industr y we don't prepare 
heir s for  the assets."

As the extent of this problem 
gains attention, more and more 
f inancial advisor s are taking a 
hard look at what they can do. 
Doolin says a r emedy is 
urgently needed, given the 
enormous tr ansfer  of wealth 
now  under  way: Some 20,000 
estates wor th more than $20 
mi l l ion each are tr ansfer red 
each year, and as baby boomers 

get older, tr i l l ions of dol lar s 
more w i l l  be tr ansfer red over  
the next decades.

To some extent, the tendency to 
converse only w ith the cl ient is 
understandable, Krawcheck 
says. Many f inancial advisor s 
are most comfor table talking 
about investment str ategies. 
Dealing w ith the family opens 
up a whole r ange of 
wealth-management 
topics? estate planning, 
long-term care, tr usts and 
phi lanthropy, to name a 
few ? where an advisor  may not 
have al l  the necessar y ski l ls. 
Advisor s also wor r y that by 
spending time w ith multiple 
members of one family, they 
w i l l  have less time for  other  
cl ients. 

Yes, there can be some good 
reasons why a f inancial advisor  
might not want to keep a 
cl ient's fami ly members as 
cl ients. Fir st of al l , says Meg 
Green, CEO of Meg Green & 
Associates in Miami, 
per sonali ties have to mesh. Just 
because an advisor  and cl ient 
have a good rappor t doesn't 
necessar i ly mean that same 
rappor t is possible w ith the son 
or  daughter.   

Also, after  the division of the 
estate, heir s might not have 
enough investable assets to 
war rant continuing a 
r elationship. And even when 
the heir s do r eceive sizable 
estates, distance is a factor. An 
heir  might l ive too far  away to 
make bui lding a r elationship 
feasible. "Our  best value is 
meeting in the off ice where we 
work on bui lding a team 
relationship," Green says. 

An ast onishing 98% of  peopl e who 
inher it  money yank it  f r om t heir  
par ent s' f inancial  adv isor s. 
Why adv isor s, and t he famil ies, 
shoul d f ind a bet t er  way. 

HOW TO KEEP THE KIDS
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Caveats aside, i t 's usually in the 
best long-term interests of the 
advisor  and the family 
members to bui ld r elationships. 
Done well , a multigenerational 
approach can educate the heir s, 
give peace of mind to parents 
and eff iciently tr ansfer  assets to 
the next generation. 

The f i r st step for  advisor s, as 
Krawcheck sees i t, is simply to 
ask cl ients about their  fami l ies. 
I f  a cl ient does not want to 
include the family, the 
discussion ends there. I f , 
however, the answer  is yes, 
advisor s w i l l  want to have a 
team w ith a r ange of 
wealth-management 
exper tise? not just investment 
exper tise. The team should also 
have some younger  members, 
to help make the next 
generation feel at ease.

Green says advisor s should tel l  
prospective cl ients up front that 
they offer  multigenerational 
ser vices and do l i ttle things l ike 
including adult chi ldren on the 
newsletter  mai l ing l ist. By 
talking w ith cl ients about their  
fami l ies and learning about 
their  hopes and concerns, 
advisor s can be proactive about 
crafting estate-planning 
solutions. One way Green l ikes 
to prove her  f i rm's commitment 
to a cl ient's fami ly is to offer  to 
draw  up f inancial plans for  the 

chi ldren as "a gi f t" r egardless of 
whether  the chi ldren have 
signi f icant assets. "I f  you help 
them w ith these issues, i t 
almost guarantees you'r e in the 
picture later  on," she says. 

Technology can also help forge 
these relationships. Krawcheck 
ci tes Mer r i l l  Edge, a low -cost, 
onl ine ser vice that can work 
well  for  ser ving the chi ldren of 
wealthy fami l ies. Doolin of 
Morgan Stanley Smith Barney 
adds: "Unti l  three years ago I 
didn't know  who the kids were 
of my best cl ients. But we bui l t 
a database so we could learn 
about the chi ldren, talk to 
cl ients about their  chi ldren, 
and invi te chi ldren to events." 
For  instance, the kids might get 
an invi tation to Client 
Univer si ty, which offer s a 
l ineup of seminars geared 
speci f ical ly to younger  fami ly 
members.

Patti  Brennan, president of 
West Chester, Pa.-based Key 
Financial, offer s each cl ient a 
per sonal Website w ith a 
dashboard of al l  accounts 
across multiple f inancial 
insti tutions. "With the parent's 
permission, kids can have 
access to the database and see 
what I 've done, and I 'm w i l l ing 
to do i t for  them," she says. 
"Once you've got their  data, 
once you've set up the 
dashboard, once you'r e sending 
them a quar ter ly r epor t, and 
once you've done a f inancial 
plan, once you've done al l  that, 
you've got a cl ient for  l i fe." Sure 
beats watching them walk out 
the door. 

*Ar ticle from Bar rons

...CONTINUED

09



What  Adv isor s Shoul d Know About  80% of  
Amer ican Famil ies 
Working with more diverse modern families isn't like advising Ward and June Cleaver

Although such family str uctures may seem ?alien,? 
Marston added, ?advisor s can't f l inch when they

 hear  these things. These modern famil ies have 
become the new  norm, and they may have long 
tentacles, which w i l l  impact future business.?

Advisor s w i l l  need to learn to map out a fami ly's 
str ucture so they can clear ly understand the 
decision-making implications. Good 
communication ski l ls and an understanding of 
basic psychology w i l l  be more helpful than ever  for  
dealing w ith the greater  complexi ty of these 
relationships. You?ll  need to be prepared for  ?heir s 
who don't know  how  to manage money, cl ients who 
don't want to do any proactive decision making for  
the money they?ll  leave behind, new  cl ients who 
want less interaction and who don't want to 
delegate decision making [to you], a more 
competi tive marketplace due to robo-advisor s and 
hot competi tion for  anyone under  50 years old who 
has investable assets,? Marston summed up.

Deep Listening

For  some advisor s, expanded understanding of 
cl ient needs can be a r adical change. ?The f inancial 
advisor s I?m working w ith have somewhat of an old 
model [that assumes that] presenting the facts and 
f igures should be good enough,? said Ted Klontz, 
founder  of the Financial Psychology Insti tute in 
Nashvi l le and a psychologist who special izes in 
behavioral change. ?But the younger  generation is 
looking for  r elationships. Financial advisor s who 
are focusing on what that means and how  to do i t 
are ahead of the game.?

The di f f iculty w ith many nontradi tional cl ients, 
Klontz said, is that ?they r eal ly don't know  what 
they want. They say some words, tr ying to convey 
an image of what they want,? but they haven't 
r ef lected enough to be clear  about i t. As a r esult, 
the plan they end up w ith may not address their  

inner  dreams, hopes and desir es.

?I always say that i f  the cl ient is not fol low ing the 
plan, i t 's not r eal ly their  plan,? Klontz said. ?Once 
you get a clear  picture of what you want, nothing 
w i l l  stop you. I f  i t 's not a clear  picture, anything 
w i l l  stop you.?

To develop plans that cl ients w i l l  embrace, you may 
need to delve deeper  to f igure out what they are 
r eal ly saying. ?Advisor s need to do deep l istening to 
ser ve their  cl ients well ,? Klontz suggested. ?I cal l  i t 
exquisi te l istening.? He explained that this doesn't 
simply mean being quiet when the cl ient talks. You 
need to r eal ly l isten, not be thinking about how  
you?re going to r espond.

Does this mean taking a lot more time w ith cl ients? 
?Not necessar i ly,? said Klontz, who conducts 
l istening workshops for  professionals. ?Many of my 
cl ients I see only once, but I  l isten deeply to what 
they want and need. Anybody can do i t w i th 
practice.?

Staying Mental ly and Professionally Flexible

The most impor tant thing advisor s should know  
about nontradi tional cl ients is not to make 
assumptions, noted Carolyn McClanahan, who is 
president of Li fe Planning Par tner s in Jacksonvi l le, 
Flor ida. ?Listen and learn about the family 
str ucture and interaction before you suggest any 
action,? she counseled. ?The No. 1 r ule is not to 
stick your  foot in your  mouth.?

For  example, i f  a cl ient star ts talking about her  
new ly graduated son, don't ask i f  he has a 
gir l fr iend. He may be gay. ?Ask whether  he has a 
signi f icant other,? McClanahan suggested. ?By your  
language, you show  your  openness about 
alternative fami ly styles.?

Sensitivi ty and resi l ience are key in dealing w ith 
multiple generations. You may alr eady be 
providing some ser vices along these l ines. ?We do 

010



ver y basic work w ith chi ldren and grandchi ldren 
as par t of our  cl ient agreement,? McClanahan 
said. ?Let's say there's a daughter  who just 
graduated from college and needs to make 
decisions about her  401(k). We?ll advise her  fr ee 
of charge. Spending a few  hours l ike this is a 
great way to develop a connection.? If  parents 
later  need assistance as they age, you?ll  feel more 
comfor table communicating w ith the chi ldren. 
The kids w i l l  feel more comfor table w ith you, too.

Working w ith nontradi tional fami l ies may also 
r equir e f lexibi l i ty in how  and when you meet 
w ith cl ients. McClanahan ticked off  some 
examples: ?Using a lot of video conferencing; 
being r eady to meet in off  hours and across 
di f ferent time zones; being w i l l ing to embrace 
things such as social media; and having online 
por tals where cl ients can have easy access to 
their  information.?

Three Key Issues for  Famil ies Today

Our  inter views suggested that advisor s may need 
to help fami l ies of al l  kinds w ith three 
par ticular ly thorny issues: old age dementia, 
chi ldlessness and boomerang chi ldren.

Dem ent ia. ?Clients? diminished capaci ty is, to me, 
the biggest thing that advisor s have to prepare 
for,? said Kol Bir ke, a f inancial behavior  special ist 
who is senior  vice president at Commonwealth 
Financial Network in Boston. ?The best thing to 
do is to have cl ients sign a document that enables 
you to speak to several people in their  network of 
suppor t? often their  kids.?

?Dementia is a huge problem,? the Financial 
Psychology Insti tute's Klontz concur red. 
?Working i t into the plan ear ly enough is a r eal 
challenge.? You don't want to wait unti l  
symptoms actually appear.

?My exper ience is that many planners don't want 
to think about dementia in their  ow n si tuation,? 
Klontz pointed out. ?Since they don't have a plan 
for  themselves, they tend to minimize i t w i th 
their  cl ients.? The solution: Factor  a potential 
tr ansfer  of decision making into your  ow n l i fe 
plan. ?If  I?ve dealt w i th i t myself ,? Klontz said, ?I?l l  
be much more comfor table helping my cl ient 
deal w i th i t.?

Chi ldlessness. According to the latest National 
Vi tal Statistics Repor t (NVSR) from the Center s for  
Disease Control and Prevention, the U.S. annual 
bir th r ate has been stuck around 6.25 per  100 
women since 1970, about a thir d of what i t was 
dur ing the baby boom. The general fer ti l i ty r ate 
sank to a r ecord low  in 2013, according to the 
Januar y 2015 NVSR.

On the plus side for  advisor s, chi ldless 
two-income famil ies can make great cl ients. As 
All ianz's Car rol l  noted, they tend to have more 
discretionar y income, and they sti l l  have 
reti r ement and estate planning needs.

The dow nside is that these couples won't have 
kids to lean on in later  years. ?We [advisor s] are 
going to be more involved w ith planning for  
long-term care as our  cl ients age,? Li fe Planning 
Par tner s? McClanahan commented. ?If  they don't 
have chi ldren to provide care, the advisor  w i l l  be 
the go-to per son to consult.?

Her  f i rm takes special care to help cl ients 
negotiate fami ly issues that come w ith aging. For  
example, she said, ?We encourage them to take 
tests to determine i f  they should sti l l  be dr iving. 
We help them w ith the logistics and the f inancing 
of long-term care, w ith hir ing in-home nursing, 
w ith placement in faci l i t ies.?

Boom er ang k ids. ?Fundamental ly, more than 
even the shi f t in the family str ucture, there's been 
a shi f t in parental expectations and 
responsibi l i t ies,? Commonwealth's Bir ke 
obser ved. ?Fif ty years ago, parents would have 
said, ?Go get a job? you?re out of here.? Today, 
they expect to be able to pay for  exorbi tant room 
and board at any col lege, and even to accept the 
kid back into the home after ward, at the expense 
of their  r eti r ement savings. This is coming at the 
same time that companies are el iminating 
pensions.?

According to a 2014 sur vey by Amer ican 
Consumer  Credit Counseling, one out of three U.S. 
households provides f inancial assistance to adult 
chi ldren. That can take a huge tol l  on the 
r eti r ement por tfol ios of generous parents. Bir ke 
suggested that f inancial advisor s need to feel 
comfor table giving cl ients such l i fe advice as ?It's 
okay to say no to your  kids? or  ?It's okay to tel l  
them, ?We can only afford the state school.?? He 
added the r eminder  that parents can bor row  for  
col lege, but not for  r eti r ement.
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?My notion is that the tr uly depr ived chi ld is one 
who's never  had to str uggle,? Bir ke said. ?So 
being tough on the kids, making them pay rent 
whi le they?re l iving in your  house or  even 
booting them out, is in r eal i ty often a gi f t in the 
longer  term. I think f inancial advisor s should be 
communicating this message to help parents 
safeguard their  ow n f inancial futures, and to set 
an example of what their  kids should pr ior i tize 
when they become parents themselves.?

Providing the Right Resources

Is i t necessar y to have someone on staff  w i th the 
same background as a target cohor t, such as 
lesbian, gay, bisexual and tr ansgender  (LGBT) 
fami l ies? ?It can be helpful,? Klontz 
acknow ledged, ?but you can't have one of 
ever ything.?

It's more impor tant, several of our  inter viewees 
said, to understand the needs of your  cl ients and 
have a sincere interest in them. ?If  you?re 
intr igued by a par ticular  group of people and 
think you can help them, i t 's f ine to special ize in 
them,? Car rol l  said. ?You don't have to be from 
the same cohor t.?

?The most impor tant thing is to ensure that your  
cl ients feel safe being themselves in your  off ice,? 
Bir ke emphasized. ?You don't have to be LGBT to 
do that for  LGBT cl ients.?

With par ticular ly complex cl ient needs, i t may 
make sense for  a team of advisor s, or  an advisor  
and a therapist, to work w ith the family. Li fe 
Planning Par tner s founder  McClanahan said that 
at her  f i rm, ?We have four  people who work w ith 
our  cl ients. When we face issues outside our  
exper tise, we have a f inancial therapist who 
works w ith us. We also get involved w ith estate 
planning by attending meetings w ith cl ients and 
their  estate planners. That way, nothing gets lost 
in tr anslation.?

Advisor s may also f ind i t beneficial to offer  access 
to broader  r esources such as adoption special ists, 
gerontologists and chi ld psychologists. ?That's a 
12 on a 10-scale,? agreed Klontz. ?My model in 

my head is that i f  they?ve got a problem 
anywhere, we become their  answer  per son. We 
have [r esources] we?ve vetted. I f  they?re buying a 
car, we know  the best places to go. I f  a cl ient 
wants a female f inancial planner  who went from 
poor  to wealthier, I  f ind that per son for  them.?

Birke suggested that this level of ser vice can pay 
off  in higher  r ates of r etention and refer rals. ?The 
more your  cl ients tr ust that they can come to you 
w ith anything, the more loyal they w i l l  be,? he 
said. ?So i t 's ver y helpful to have these extended 
networks of suppor t. I?d add therapists and 
elder care special ists to the l ist.?

Locating r espected special ists may not be as 
di f f icult as you expect. ?NAPFA and FPA are great 
organizations to r each out to on matter s outside 
your  exper tise,? McClanahan noted. An 
emergency room and pr imar y care physician for  
13 years before sw itching to f inancial planning, 
she drew  an analogy w ith medical practi tioners. 
?If  you?re in fami ly medicine, you know  how  to 
take care of 90% of what you see. You know  what 
you know  and what's cr i tical, and you know  what 
you don't know, so you can get help,? she said. 
?To me, f inancial planners should be family 
doctor s of the f inance profession.?

Success in Modern Family Planning

Advisor s focused on the future need to embrace 
the diver si ty of their  new  job descr iption. ?It w i l l  
help keep your  practice intact as investment 
management becomes commoditized, which is 
happening now,? McClanahan urged.

Not ever yone w i l l  want to change their  approach 
in order  to cultivate nontradi tional fami l ies, and 
that's okay. ?It depends on whether  you have a 
practice or  a business,? she said. ?If  you have a 
practice where you?re taking care of people and 
you want to die w ith your  boots on, then i t 's not a 
big deal, but i f  you have a business w ith a 
succession plan, you w i l l  need to diver si fy your  
cl ient base.?
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The Pocket  Guide to Tr usts and Estates 
 Bi l l  Andersen, Joleen Sear les and Jim Coll ins w ith Er in Turner  and Jer r y 
Saresky have released their  col laborative book The Pocket Guide to Tr usts & 
Estates:  Under standing Estate Planning, Estate Settlement, Estate 
Litigation, Asset Pr otection and Elder  Law . I f  you would l ike a 
complimentar y copy, cal l  Angela Hooper  at 866.230.2206.  Books can be 
purchased on Amazon.com as well . 

The Ander sen Fi r m  Ar eas of  
Pr act i ce 
 Estate Planning 

- At The Andersen Firm we have planned for  a 
vast ar r ay of estates r anging in size from a few  
hundred thousand dollar s to a hundred mi l l ion 
dollar s and up, al l  the whi le r eal izing each 
speci f ic case is di f ferent and requir es special ized 
attention. 

 Estate Set t l em ent  

- The process of settl ing an estate can be di f f icult 
and emotionally painful for  the family and loved 
ones of the deceased. I t is our  goal at The 
Andersen Firm to ensure that the process   be 
handled w ith compassion, expedience, 
professionalism, and exper tise, whi le protecting 
the r ights of al l  par ties involved. I f  the 
cir cumstances sur rounding a cl ient?s estate 
r equir e probate, our  attorneys offer  extensive 
exper ience in handling the processes and 
legali ties involved. 

 Estate Li t i gat i on  

- Our  law yers are not only ski l led at handling 
cases involving estate and tr ust disputes, they 
draw  on a thorough know ledge base of the 
speci f ic procedures sur rounding these issues. 
The Andersen Firm can eff iciently take each case 
through to completion r eal izing that ful l  blow n 
l i tigation often can be avoided i f  we work 
di l igently to come to r esolution. 

- Attorneys at The Andersen Firm represent 
beneficiar ies, tr ustees and personal 
r epresentatives in var ious jur isdictions dealing 
w ith estate l i t igation and probate l i t igation 
matter s. A Wil l  contest challenges the admission 
of a Wil l  to probate or  seeks to r evoke the 
probate of a Wil l  that is alr eady pending before 
the probate cour t. A simi lar  type of estate 
l i t igation can take place contesting the terms of a 
tr ust. The most common causes of action in both 
Wil l  contests and estate l i t igation can be found at 
w w w.TheAndersenFirm.com or  cal l  us at 
866.230.2206. 

 Asset  Pr otect i on  

- For  some, putting an Asset Protection Plan in 
place is advisable in order  to attempt to r emove 
the economic incentive to be sued and also to tr y 
and increase the abi l i ty to for ce an ear ly 
settlement in the event a sui t is f i led. 

COMMENTS:  I f  you have 
questions about The 
Andersen Firm?s practice 
areas, need assistance w ith 
continuing education, 
cl ient seminars, or  have a 
question or  suggestion 
about our  websi te, Angela 
Hooper  is our  Di r ector  of  
Pr ofessional  Al l i ances 

and is avai lable to assist you.  Angela welcomes 
your  cal ls and may be reached at 866.230.2206 or  
by emai l at  AHooper@TheAndersenFirm.com. 
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