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ideal time to worry about transferring 
to the next generation. 

LAUB: I might also say that now there’s 
a lot more interest in potentially using 
this exemption. For a while, we thought 
we might be in a situation where we 
wouldn’t have any estate tax. Now, given 
the climate, most people think we’ll be 
left with an estate tax. So now that we 
know it’s going to be there, all the more 
reason to use gifting. 

MODERATOR: As we wrap up, 
what is the most important advice you 
have for people regarding protecting 
their wealth right now?

REISS: Probably one of the most im-
portant take-aways for people today is 
that they should defi nitely revisit their 
plan because of the market turmoil. But 
the other reason for people to get their 
plan updated is even though there’s still 
going to be uncertainty surrounding the 
estate tax world. We have a current estate 
tax exemption in place this year. Next 
year, the estate tax is eliminated for a 
year under current law. In 2011, we go 
back to the estate tax rules that were in 

effect in 2001. There’s some uncertainty 
regarding what’s going to happen. The 
current administration has already said 
it will probably support freezing the es-
tate exemption at $3.5 million. Some of 
our clients are taking the wait-and-see 
approach. Our recommendation is to 
plan based upon what the laws are to-
day, regardless of the fact that the laws 
might change. We suggest getting a plan 
in place that will be fl exible enough to 
change with their circumstances, as well 
as the current tax environment.

TOLSON: I think we can circle back 
to Patty’s initial comment about the big-
gest risk being that people don’t plan or 
take proactive steps. 

MODERATOR: It’s stunning to me 
to think that people would fail to do 
that.

TOLSON: It’s a mortality issue. People 
don’t like to sit across the table from you 
and talk about their death. You’re plan-
ning for their death. It’s clumsy.  

LAUB: And it brings up a lot of family 
dynamics. What will happen when I’m 

gone? How will this family stay together? 
How will the children manage?  

MODERATOR: Is the family in-
volved in a business succession? 

LAUB: It depends. For some multi-
generational planning, especially where 
a business owner is involved, there must 
be coordination. Generally, when the 
matriarch and patriarch of the family 
have to face these issues, it brings up a 
lot family issues that can be uncomfort-
able to discuss. 

TOLSON: From Oxford’s perspec-
tive, an attorney might put a nice estate 
plan in place and the client would come 
to us to help assist in a family meeting 
to communicate that to the rest of the 
family. The kids are aware, maybe not 
of the mechanics, but of what Mom and 
Dad’s intentions are. Oftentimes, when 
we get the family involved, they buy in 
to the plan. Then when Mom or Dad 
pass away, it’s not a big surprise as to 
what was decided. 

MODERATOR: What would you say 
is the biggest difference between profes-

sionals like you who are good at what 
they do and those who are not? What 
should a person be looking for in seeking 
a professional advisor for the purpose 
of protecting their wealth?

LAUB: A lot of attorneys can write 
wills, but what the client needs to look 
for is someone who specializes in that 
area because that’s the person that will 
be acquainted with the various tech-
niques at all levels of the plans. There 
are certain nuances to the techniques. 
A practitioner that doesn’t work in this 
area extensively might miss those, and 
the client doesn’t know. 

TOLSON: From the perspective of a 
comprehensive wealth advisor/fi nan-
cial planner, I think the differentiation 
is in a couple of areas. We’re looking 
comprehensively; we’re not just trying 
to sell a particular product. We’re really 
looking at the entire situation. Another 
thing to look for is follow-through. If 
you don’t follow through with titling of 
assets or positioning of assets, the plan 
either could blow up or be completely 
ineffective.
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If you’re questioning your family’s future 
in today’s financial markets, 
ask your financial advisors one question:  

Are they independent?

Independent means no products to sell.  No ties or obligations.   
No loyalties to anyone but you.

Independent means fee-only, private, unbiased.

Independent means no hidden agendas.  No hidden anything.

Of course, experience matters.  So does longevity.   
And integrity should be proven and sacrosanct.

But top on your list should be the question of independence.

It’s absolutely top on ours.

For portfolios greater than $2 million, net worth above $5 million.

For a no-obligation consultation, please contact  
David R. Lofland, Jr., CFP® at 513-762-7800 / www.ofgltd.com

Independent.
Fee-Only.
Private.
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