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Mission to promote excellence in estate planning by 
serving estate planning councils and their accredited 
members – AEP® and EPLS®
265 member Councils and 40,000 members 

Council benefits include:

1.Access to Robert E. Alexander Webinars now free of 
charge
2.Council Roundtable sessions via zoom
3.Best Practices – Council of Excellence Awards
4.No-charge speakers program
5.Benefits (discounts) to services for individual 
professionals.

Go to www.naepc.org for more information

National Association of Estate Planners and Councils

http://www.naepc.org/








What is Legacy?

Something handed down form the past, encompassing for tagible assets 
(money/property) and intangible enduring influence (values, reputation, or impact).

The love letter 



What is a family legacy?

• Money

• Assets

• Values

• Family

• Final wishes

• What do you want to be remembered for?



What is an exit plan?



What is an exit plan?



Three Legged Stool



Two Paths lead to One Value



Common Financial Readiness Issues

• Income requirements post transition

• Needs vs. wants not identified

• Financial plan doesn’t consider the value of the business or has an outdated, over or 
understated opinion of value

• New proceeds analysis – what you keep matters most

• Tax and estate planning not started soon enough

• Risk sensitivity analyss and profile

• Inappropriate portfolio allocation

• Financial plan not aligned with personal and business plans. 



What’s My Wealth Gap

BUSINESS OWNERS CAN NOT 
SAVE TO CLOSE THEIR WEALTH 

GAP

NEED TO UNLOCK WEALTH 
INSIDE OF THEIR BUSINESS

PREPARE FOR TRANSITION



What’s my current net worth

• Take a “Snapshot” of all your assets and liabilities
• Home(s)
• Investments

• Real Estate
• 401(k), IRA, deferred comp

• Insurance Policies
• Liabilities
• Cars
• Other assets



The Wealth Gap



Common Personal Readiness Issues

• No owner goals and objectives

• No owner consideration to “What’s next?”

• No advisory board or formal transition team

• No contingency plans

• Date or no Buy-Sell agreements

• Shareholders and/or family members not on the same page

• Forced generational transfer

• Health issues



Paint a Picture

• How do you want your family to live?

• What do you want to have happen to your business?

• Who will keep supporting the causes and people you’ve supported all your life?

• Who/What are those people and causes you want to support?

• What are the values you want to leave your family?



Personal Planning - STEP

Spiritual – What is the source of my inspiration?

Things – What things do I want that I don’t have today? 

Experiences – What experiences in my life do I cherish the most? Why? What do I still 
want to do in the future?

People – Think of people from your past, present and future: Do you want to spend more 
time with them? Who do you need to thank? Who has mentored you and that you have 
helped as well.

Creating Personal and Financial Freedom



Creating a Vision

What does success mean to me? 

Belief

• Challenge your level of belief in your vision

• Are you willing to put in the sacrifices and invest in it?

• Are you willing to accept the risks to achieve it? 

• Do you really believe it will pay off? Why? What are my motives?



Core Values

• The people I look up to are . . .

• The guiding motivators in my life are . . .

• My core values are  . . .

Take the time to write these things down. These thoughts and ideas are to be shared 
with people in your life. 



Personal Envisioning

• How old will you be in 10 years?

• Where do you see yourself in 10 years? Long term wishes, dreams about money, 
family and business involvement.

• Define your personal wealth goal

• Start with your successes 
• I am (define your role
• I am thankful for  . . 
• I am most proud of . . . 



Spiritual Envisioning

• I believe Why?

• I love to, Why? 

• More than anything I believe my center is . . . 



Creating the Vision

Passion

• Are you passionate about this vision?

• Why are you passionate about your vision?

• What is the source of that passion?





Value Acceleration Model



The Triggering Event

An independent personal, financial and 
business assessment correlated to 

business range of value



Relentless Execution



Benefits









Strategic Value = Simple Math



Profit Gap



Value Gap



Two Numbers



Adjustments to Determine Real Numbers

Adjustments to net income to get you the real number to be used in valuing your 
business. 

Addbacks (added to)  and Takebacks (subtract from) EBITDA

Standard addbacks: 

These include interest, taxes, depreciation and amortization, as Addbacks. 



Adjustments to Determine Real Numbers

One-time nonrecurring adjustments – things that don’t happen every year

Discretionary expenses – personal expenses charged to the business – cars, travel, real 
estate, memberships

Normalization of expenses to the market – including officer/owner salaries, rent

Need to recast the balance sheet to reflect the addbacks and takebacks.



The 4 C’s

• Human Capital

• Customer Capital

• Structural Capital

• Social Capital

• Each has a value between 1-6 with 6 being the highest

Each adds or takes away value of the business

Where are the value gaps?



Business Readiness Issues

• Have not addressed management succession- will key employees stay on

• Threat of losing key people – is institutional knowledge retained

• Customer concentration – one customer accounts for more than 25% of total sales

• Ownership group at odds

• Fishing for an unrealistic price



Business Readiness issues

• Missing, outdated, overstated or understated valuation

• Stated EBITDA inaccurate – not recasted or improperly recasted

• Multiplier not adequately adjusted for risk

• Business not bankable

• Creditability of financial information an issue

• Availability of interim information

• Farecasting – basis, accuracy, assumptions

• Management/key employee retention



Deal Killers

• Owner dependence

• Lack of documentation

• Lack of transferable systems and processes

• Product liability

• EPA/Safety

• Lawsuits



Business Envisioning Statement

• Core Values – guiding principles

• Brand Promise – What is the mission of the business

• Long term targets –

• Strategic Competencies Needed – what is already there and where are the gaps. Use 
the 4 C’s as your guide

• Key Performance indicators – one or two that will show how the business is 
performing. 



Business Envisioning Statement

Think out 5 to 10 years. Keep it high level and Don’t overthink it

Opportunities – selling at double didgit multiple, doubling or tripling revenue, building a 
company of significance, positioning your business to dominate the market.

Threats – The 5 D’s:

DEATH, DISABILITY, DIVORCE, DISTRESS, DISAGREEMENT





Creating the Vision

Opportunity

• What will your business look like in 3-5 years?

• What does your life look like in 3-5 years?

• What are the roles of key people in your life and those working for you?

• What kind of customers are you selling to? How much? Where?

• What products & services are being offered? Where are you in the market? Are you 
dominating?

• How has your role changed in professional and personal lives?



Creating the Vision

Focus – taking the intangible and make it tangible. Create your road map

Growth is a result – not an action

Know what it will take

Think through your plan

Put the right people in place

Create more resources 

Priorititize

Do a few things at a time very well



Family Love Letter – road map for family

Co-authored

Estate Planning Attorney, John J Scroggin

Financial Advisor, Donna Pagano

What is it?

Roadmap for spouses and next generation

Gift of information

Stories, hopes and desires – in the event of incapacity or loss

The Link –”voice of family dynamics”



Anticipating the Unexpected

Engaging the family

What do you
Have? 

Where is it 
located

Who do you
Contact?



Not a typical Estate Planning Tool

Actionable

Engages next generation

Builds alliance with CPA’s, Attorneys and other COIs

Creates a marketing system 

What makes it different?

adds human element to difficult, uncomfortable topics

creates open door for advisor/family conversations

Engages spouse and/or other family members



CONTENTS OF THE FAMILY LOVE LETTER

The Family Love Letter is designed to:

• Provide information in a time of grief, stress and confusion at death or during an incapacity;

• Minimize the types of inadvertent mistakes which often occur during this turmoil; and

• Has as the primary purpose – to reduce the confusion and stress, which almost always accompanies the death or 
incapacity of a loved one.

• Family Love Letter is not a financial or legal document, but a system that may help women and men get their financial 
house in order by organizing their thoughts, wishes and assets.

Every one of us leaves a paper trail.

• The longer one lives, the more one acquires and the Longer….Deeper…. and Broader it grows.

• Families often are left with no roadmap to follow a deceased’s or incapacitated person’s paper trail.



Communicate with heirs

• A key to success

• Work with trusted advisors

• Hold family meetings – consider bringing everyone to the table

• Consider what do you want to give today vs. in the future

• Choose carefully the people you want to represent you when you can’t represent your 
self. 

• Be clear about your health care directives –
emergency vs. long term



Why do all this work?

▪ Preserve relationships

▪ Provide security

▪ Not a legal document but a system to gather information

▪ The longer we live, the longer, deeper and wider our paper trail



Life Events Checklist

• How often do we update? 
• Household formation events
• Inheritance Events
• Career Events
• Retirement Events
• Health/dependency Events



CONTENTS OF THE FAMILY LOVE LETTER

The Family Love Letter consists of 5 Sections in organizing all the information one wishes his/her family to know

Section I –Advisors and Assets

Section II - Financial Information

Section III – Insurance and Benefits

Section IV – Legal Documents and Other Information

Section V – Family History and Ethical Will

The first 3 sections of the Family Love Letter capture all the financial information regarding assets, liabilities, investments, insurance, retirement benefits, military benefits, credit card information, subscriptions, frequent flier miles, prescriptions,
medical/medicare specifics, and household income/expenses.

Section 4 allows one to list his/her Wills, Trusts, Powers of Attorney, passwords to computers and websites, important phone contact, handling of digital assets, and it directs how one wants his/her special needs family members and loved pets to be 
cared for. It addresses the listing of all personal items in the homes and who one may want to receive these items, and what information may be needed in the event of incapacitation and death. It  includes important numbers such as drivers’ license, 
social security, passport, and medicare number etc.

Section 5 captures family history, information about religious, fraternal and charitable activities, as well as one’s medical history. The Ethical Will portion of this section captures what has been meaningful in one’s life and what were those things 
he/she accomplished during life, their values, and traditions he/she wants to be passed-on to the children or grandchildren.

Of course, each section offers much more relevant detail.



Create a Plan

• Take a “snap shot” of where the family is today
• Assets and liabilities
• Investment portfolio
• Retirement Income needs
• Annuities and insurance coverage
• Cash needs
• Provisions for long-term health care

• Living Will
• Health care proxy

• Collaborate with other advisors



Your wishes

• Provisions of your will and trust

• Arrangements or preferences for care
• Organ donation
• Living will
• Healthcare proxy
• Funeral arrangements and desires
• Provisions or care of minor children or other dependents



List of important people with 
contact information

• Investment advisors

• Real estate agents

• Attorneys

• CPA

• Healthcare providers

• Heirs

• Insurance agent



Questions to answer

In the event of my 
death, the following is 

important information I 
want my family to know.

I have attached my 
favorite poem, song, 

reading

How I would like to be 
remembered

Family History – details 
about ancestors, 

immediate family and 
others.

It is my hope that my 
family will use this 

inheritance from me to 
accomplish the 
following goals:

The most important 
thing in my life that I’ve 

accomplished is:



Questions to Answer

I believe the most 
important things 

in life are:

When I am gone, I 
hope my family 

will learn from my 
experiences



Things

• I already have . . .

• I would like most . . 

• I don’t need . . .



Experiences

• If I had more time I would . . .

• If I could, I would avoid . . .



People

• The people that are most important to me are. . . 

• The type of people I would like to avoid are . . . 



Questions?

• Kit Mac Nee, CFP®AEP®CEPA®QPFC® CRPC®CSPG®

• mary.mac.nee@morganstanley.com

• 310-205-4946
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