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			Foreword

			Some fifteen million Americans are self-employed full time, and their ranks are swelling. One estimate sees approximately twenty-seven million people leaving their jobs to become self-employed by as soon as 2020.1 As an entrepreneur myself and someone who has witnessed Garrett Hurley’s work, dedication, and achievements, I am happy to have the opportunity to write the foreword to Getting Out Gracefully, aimed at helping entrepreneurs be as successful in exiting their business as they were in starting and running it. 

			Over the years of managing a firm with some three hundred advisors, I have seen the financial benefits accrued and the peace of mind the owner obtains when a practice is sold successfully and the headaches that arise when there is scant planning. There are many books and college curricula dedicated to helping entrepreneurs launch and develop a successful business. Not nearly so many resources, though, are dedicated to helping the business owner get the most out of that experience when they are ready to leave for another adventure. 

			Getting Out Gracefully explores how Garrett and his colleagues create a detailed plan to transform a company into a marketable business in the most demanding sense of the term. The end product is usually quite different from a business that is simply providing a good income, satisfying as that may be. In today’s world, businesses are often complex, and making the enterprise understandable and attractive to potential buyers, especially to professional investors, takes time. Owners are generally far too busy—and emotionally wedded to “their baby”—to do their own detailed exit planning. It is a step-by-step process. It makes sense to use professionals, just as pros are hired for other aspects of the business. 

			For Garrett, creating marketability is a process that entails understanding the business owner’s personal, legacy, and company goals, and then taking a deep dive into the guts of the business—what makes it go. Once his team has a very solid grasp of the company’s status, Garrett recommends steps that will make it more marketable and provide added value to the owner. I hope you enjoy reading Getting Out Gracefully, and, more importantly, I hope you gain new insights that will spur your thinking about the most professional and advantageous way to exit your business. 

			Paul Blanco

			CEO and Founder, Barnum Financial Group

			Introduction 

			The Only Question That Matters

			Entrepreneurs, by nature, are undaunted by risk. They put everything on the line to build a company—perhaps several—that they care deeply about, hoping that one day they will enjoy wealth with a sense of achievement seldom attained by most people.

			I know because I’m an entrepreneur, too, and because I help my entrepreneur clients create comprehensive business exit strategies, based on their answer to this question: What does getting out gracefully mean to you?

			Some entrepreneurs envision themselves at the helms of their companies all their lives. They’ll die at their desks and let others sort things out. Other entrepreneurs want to make as much money as possible as quickly as possible so they can retire the moment their finances permit.

			Such visions seem plausible when viewed in a vacuum. Of course, life isn’t lived in a vacuum, but moment to moment. One never knows what the next moment will bring. I learned this as a very young man, and it’s a lesson that underpins the work I proudly do today. 

			This is why I encourage the high-net-worth entrepreneurs I work with to take a more nuanced approach. It’s why I believe in creating vibrant, multi-generational companies that ensure the retirement their owners envision and the ample funds to enjoy it with family and friends. More importantly, it’s why I love helping people leave their families a legacy, or perhaps establish or continue philanthropic pursuits that they believe can make the world a better place. 

			In its three parts, this book introduces, elaborates upon, and finalizes the comprehensive approach I’ve developed in helping these leaders formulate and pursue their visions. I call it Getting Out Gracefully, and have designed it to be quite different from what people typically experience with other advisors.

			It begins with a detailed—and, of course, strictly confidential—assessment of both your company’s and your situation. We take each new client through a quite granular financial planning process, far more detailed than they’ve likely ever experienced. 

			How detailed? For most clients, this step consumes much of the first year, during which your time investment is kept to a minimum; after all, you’ve got a company to run. So, we work with your information to develop an objective snapshot of where things really stand.

			Next, we guide you in developing your “Getting Out Gracefully Vision Blueprint” through an exhaustive interview process. 

			Then, in the next phase, we assemble your “Transition Roadmap,” charting the course you and our team will follow to successfully exit or transition from your life’s work. 

			As we earn your trust by meeting the objectives you’ve prioritized, we help you create your “Vision Maximizer,” which presents, for your consideration, strategies that can increase your company’s value and your personal wealth while annual risk audits help ensure you stay on track. 

			Ultimately, our “Legacy Builder,” another process we’ll walk you through, focuses on helping to protect your wealth and recommending your most suitable legacy planning options based solely on your priorities.

			That’s because we work for you, typically on a fee basis. We have no quotas to meet, no benefit to derive by pushing particular products. We answer only to you. 

			As you progress through the chapters, homework, and success stories that follow,2 I think you’ll appreciate the profound difference the Getting Out Gracefully approach can make.

			Thank you for reading.

								Garrett Hurley

								Manhattan, 2018

			PART I 

			Creating Wealth

			Simply owning a business does not guarantee wealth; building and maintaining a valued, marketable business can. Marketable companies offer the best potential for creating long-term wealth for their founders. Ensuring your enterprise will attract buyers when you’re ready to retire is the first essential step toward getting out gracefully. 

			Chapter 1 

			Set Your Objectives

			This book is based on a simple premise: business owners and entrepreneurs have special responsibilities. Those include duties that scarcely occur to most other working women and men. If you are one of these leaders, you know just what I mean. 

			Like other workers, you will one day leave your company behind. But as the one who has painstakingly built the organization, the effects of that departure on you and your family will be profound. And as your company’s owner, your departure will also impact those you employ: your management team, rank-and-file employees, customers, even your vendors. 

			Also, consider the legacy you’ll leave. Beyond the estate left to your family, you’ll very likely want the success you’ve built to benefit others, even after you’re gone. 

			Concerns and responsibilities like these can complicate the exit strategy of even the most careful and conscientious company owner or entrepreneur. Seeing them through successfully is what I call getting out gracefully. I consider getting out gracefully the requisite capstone to a life well lived, and I’ve written this book for leaders who share this belief.

			In the chapters that follow, you’ll discover the essential steps of the system I’ve personally developed and implemented for coordinating the graceful, effective business—and personal—retirement transitions of countless company owners and entrepreneurs. It is my hope that by sharing these strategies and examples of them in action I’ll prompt you to begin planning for your own transition. If I’ve learned nothing else during my years of helping high-net-worth individuals prepare for their post-work lives, I’ve learned this: if you don’t begin with the end in mind, that end can look very different than you hoped. 

			Two Types of Leaders 

			In conducting this work, I’ve discovered that there are two types of leaders: the first type is comprised of what I call the “DIY crowd.” These kinds of owners and entrepreneurs delay planning for the inevitable, in most cases, unintentionally. They firmly believe they will somehow, some day, shoehorn into their already-crazy schedules the major time commitment required to personally design, coordinate, and implement a combined business and personal retirement transition plan. They want to do it all themselves. Their determination is understandable. Many owners have built their companies almost singlehandedly, so they reason, who better to manage its transition? 

			Despite these great intentions, most realize too late that the day-to-day operation of their business always takes precedence, since failure to do so could threaten life as they now know it and the legacy they’re hoping to protect and pass along. The unfortunate result: many DIYers end up working until the day they die. When they leave the planet, they also leave their companies and private interests in complete disarray. In fact, just 12 percent of businesses survive to the third generation, and 3 percent to the fourth, according to the Conway Center for Family Business.3 

			The second type of leader is the “effective delegator.” An effective delegator recognizes that having a great life after leaving their company’s helm begins the same way as achieving any other goal: with a dogged determination to succeed. They quickly ascertain that attempting to plan the details of their transition to retirement would be a full-time job, one for which they lack both time and expertise. 

			Knowing the fires sparked within their companies on a daily basis aren’t magically going away anytime soon, effective delegators surround themselves with people skilled in the art of extinguishing them. This frees them up to focus on the big stuff, and, most notably, keeping their companies innovative, vibrant, and vital to customers.

			This is why, when it’s time to think about what’s next for both their businesses and themselves, effective delegators carefully vet and hire skilled professional help. For example, they hire an advisor they hold accountable to creating and implementing strategies based on their objectives and designed to help meet them.

			For nearly a decade, I’ve provided owners and entrepreneurs with just that kind of help. I specialize in giving company leaders a single point of contact—acting as a quarterback, so to speak, who regularly reports to and consults with them, in creating and implementing retirement transition plans to help them realize, and very often surpass, their goals. 

			Just as important, the work I do leaves company owners—along with their businesses, families, colleagues, and the causes they care about—in the best position possible upon their departure. 

			The vast majority of owners I work with are extraordinarily successful, quick-start type personalities. They don’t necessarily need an enormous amount of structure to succeed in their businesses; on the contrary, much of their success relies on an innate ability to take on risk and make quick decisions, not always being certain what the outcome will be.

			These same qualities can prove detrimental to financial and legacy planning. What often ends up happening—even when business owners consult advisors, accountants, or attorneys on an “a la carte” basis—is that each professional identifies and addresses only the narrowest of needs: those related to their own area of expertise.

			The result? The owner gets several fragmented plans that don’t work together, or worse.

			Before she began working with me, Marie’s situation was a case study of the pitfalls of the DIY approach to transition planning.

			Marie’s Story 

			Marie runs an electrical contracting company. She’s extremely successful by most metrics and an extraordinary philanthropist, donating significant percentages of company profits to a host of causes and charities. 

			Marie’s been in business more than thirty-five years. Thanks to terrific networking and quick decision-making, she established strong profitability and market share. Her revenues for last year were just over $90 million. When she came to see me a few years ago, however, Marie’s personal finances were an absolute disaster. 

			Very early in her ownership experience, Marie started working with an insurance salesperson as her financial advisor, but never really did anything in the way of checks and balances on his work. By the time we met thirty years later, Marie was paying annual insurance premiums totaling $500,000 for eleven separate whole-life insurance policies. Her advisor “designed” the policies as her retirement plan. The plan was so insurance-centric that Marie didn’t have a 401(k) or even a typical brokerage account. To make matters worse, Marie’s giving nature meant that in that condition her estate might not have the liquidity to cover anticipated estate taxes and other costs.

			Fortunately—or so one would think—Marie had also hired an estate-planning attorney who immediately recognized that nobody was guarding the chicken coop and there was no single arbiter of good and bad choices looking out for her best interests.

			Unfortunately, however, that attorney charged Marie tens of thousands of dollars for rudimentary “estate-planning work.” He never looked at advanced tax issues or put together any kind of cohesive legacy plan, just produced ubiquitous and basic documents such as wills and simple marital trusts, collected payments, and then—apparently—made a regular beeline for his country club.

			However, none of this work—which was seemingly priced based on the client’s checkbook instead of the work involved—addressed the more-pressing issues which threatened Marie’s legacy plans.

			As bad as all of this sounds, it gets worse.

			Somewhere along the line, Marie hired a second advisor—an insurance rep, like the first—who recommended another estate-planning attorney. The second attorney’s documents replaced those written by the first attorney, but still failed to address the core issue. 

			It didn’t matter either way. Marie had no time to give transition planning much attention. She simply trusted that everything being done was in her best interest, essentially throwing money at the task rather than managing it in any kind of systemic way. She simply believed it would all work out—as it did quite handsomely for her advisors and attorneys.

			Marie knew the individually-owned insurance that had since been used as collateral for bank loans was only going to increase her estate tax exposure when combined with her other illiquid business interests and real estate. As a result, she seemed to face two poor options for planning to satisfy her estate tax liability: pay Uncle Sam an enormous amount out of her estate to settle the taxes that were, in part, caused by the incorrectly owned and collateralized life insurance, or buy more insurance to pay the taxes on the policies she already owned. 

			The first option would almost surely have cost Marie her business. Her eighty employees—many of whom had worked for her all their lives—would lose their jobs. The beneficiaries she thought she was taking care of with the insurance policies would have been seriously shorted. 

			Option two, buying more insurance, would only have deepened the core problem and impeded cash flow. 

			By attempting to coordinate her transition planning on her own and in trusting people she’d never vetted, DIYer Marie ended up on the brink of throwing years of hard work right out the window. If all of this sounds daunting, another issue made Marie’s challenge greater still. Her company was not structured much better than her transition plan. 

			Though very busy and revenue-rich, Marie’s firm was never built to sell. There were no layers of management, just an enormous number of overpaid salespeople. There was no cultural accountability and no standardized processes or procedures. The concept of selling the company for a reasonable EBITDA multiple seemed far-fetched.4

			Enter Objectivity 

			That all changed the day we met. By introducing Marie to the Getting Out Gracefully process, I helped Marie take the most proactive and critical first step toward assuring that her own best interests were protected, thanks to an element all her prior efforts lacked: objectivity. 

			We advised Marie that if those insurance policies had been placed in a trust when they were created, the tax issues that threatened her personal and business viability would never have surfaced. A seemingly simple, even obvious, solution was overlooked because no one was looking over the results of those working on Marie’s behalf.

			Similarly, no one was counseling Marie on effective philanthropic giving to help ensure charities received the maximum benefit of her generosity while allowing Marie to be able to realize her greatest tax advantage. 

			It took a couple of years of work, but through objective assessment of Marie’s situation we eliminated most of Marie’s estate tax exposure, saving her millions of dollars. That, in turn, significantly increased the funds her beneficiaries would ultimately receive.

			Our work also helped Marie create a marketable business that will outlive her, and we suggested a first step to successful transition planning through the creation of an employee stock ownership plan—better aligning and empowering her senior executives with firm interests. As the company grows, these individuals will be rewarded for their loyalty and hard work though this structure. And of course, we recommended structures be put in place that will actually allow Marie to retire.

			Let’s take a closer look at how things got so out of whack.

			Three Pillars of the Process 

			When Marie came to me, the threats to her business were easy to spot for two reasons: First, I’m not Marie! Her immersion in the day-to-day operation of the company limited her ability to objectively assess the transition advice she was getting. Second, and most crucially, I work for Marie’s interests, not my own.

			Think about it: Marie was following the recommendations of insurance salespeople for her business and personal transition planning. How are insurance reps compensated? They make a commission based on the amount of insurance they sell. In pure economic terms, if their only compensation is tied to the amount of insurance they sell—what is their incentive to limit the amount of insurance you buy—let alone to do actual, advanced, strategic transition planning?	Marie also had two attorneys working for her. Their recommendations may have sounded rational, but did she really understand them, let alone their long-term effects?

			The Getting Out Gracefully process flips “traditional” planning on its head. Our service starts as a fee-based assessment, not reliant on the sale of other products or other metrics.

			Most importantly, we maintain fiduciary responsibility for our work. The fiduciary standard means our recommendations must, by law, be made in our clients’ best interests, based on an objective third-party assessment. This check-and-balance alone is the diametric opposite of what happens when you work with an advisor who fulfills only the suitability standard—which requires only that the advisor offer a suitable, if imperfect, solution. 

			The fiduciary standard therefore allows you to receive unbiased consultation; it makes us duty-bound to provide honest feedback. We simply don’t make product-centric or even company-centric recommendations. Thus, being a fiduciary means we offer three distinct advantages over traditional planning models: (1) checks and balances, (2) objective feedback, and (3) the ability to leverage your time. Together, these are the three pillars of the Getting Out Gracefully process. 

			If you’re working with someone not held to the fiduciary standard, even though they might seem like a great rep, you simply can’t know what personal compensation scenarios are factored into their recommendations. If that sounds brutally honest, so be it. It’s how we roll. When something is not custom fit to your objectives, we tell you so, straight up.

			But how do we define those objectives? 

			That’s where the third pillar of the Getting Out Gracefully process comes in: clients who engage us leverage their time. Before even considering specific solutions, we lay essential groundwork, guiding clients through an exhaustive examination of their near-, mid-, and long-range goals. We begin with sixty-plus questions—few of them financial in nature—to uncover clients’ objectives and to discover what fuels them. Without this foundation, designing and coordinating an effective transition is simply not possible. With it, however, we can focus on our job while you focus on yours: the daily operation of your company. 

			Those more familiar with the “traditional” planning model sometimes find that striking the check to pay for objective planning feels counterintuitive until they consider those
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			Chapter Summary 

			
					Planning for your own transition in addition to your company’s transition when you retire is too complex and important to undertake without help.

					Seek advice on a fee-first basis, not on products or services which are sold based on commissions or billable hours.

					Choose an advisor who works to the fiduciary standard. Their recommendations and the strategies they implement must put your best interests first based on an independent, third-party review.
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			Three Ways Not to Think 

			
			
					“Only I can do what I do. When I die, the company will die with me.”

					“I’ll sell my company when it’s time to retire, or when I get the right offer.” 

					“My business is going to my children, period.”
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			“I’ll sell my company when it’s time to retire, or when I get the right offer.”

			
			
			
			“My business is going to my children—period.” 
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					Personal goals

					Corporate goals

					Transition goals
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			Details, Details: The Transition Roadmap 

			
			
			
			Can customers and employees clearly communicate what makes your company unique in the marketplace? 

			
			Is your branding fully integrated, from your web site to your office design to your product packaging (or service theme), right through to after-market customer care? 

			
			Is your company diversified? If so, is it diversified too much, not enough, or, just right? 

			
			
			Does your company have a broad client base? 
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			Chapter Summary 

			
					The “plans” most company owners rely on for their retirements are not realistic, whether it’s working until the day they die and letting the company die as well, or selling for the price they’re counting on at retirement, or turning the business over to their children. 

					Only when you’ve maximized your company’s value by meeting the standards of private equity and M&A firms does it cease being a lifestyle enterprise and become a marketable asset.

					Maximizing company value requires a Vision Blueprint—your personal, corporate, transition, and legacy goals—and a Transition Roadmap, the customized plan for implementing your transition strategy. 

					The Getting Out Gracefully process creates both of these key tools and assembles a team of professionals who implement your plan, working to the fiduciary standard to maximize your company’s market value.

			

			Homework 

			
			Chapter 3 

			Minimize Your Company’s Risks
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			Chapter Summary 

			
					Like investing, risk management is a key component of your comprehensive business and personal transition strategy, and like Wall Street profiteers, many insurance reps are more interested in earning commissions than in understanding and helping you meet your objectives.

					Ignoring, or worse, making uninformed choices when it comes to risk management is not the answer. Customized protection that integrates with and bolsters your personal and corporate financial health and transition strategy is key.

					Structuring such protection means identifying holes in your transition plan, specifying coverage that fills them, and buying the best coverage available at a fair price.

					The Getting Out Gracefully process achieves this through risk audits. Each year, we update the formal financial plan that underpins your Transition Roadmap based on changes in your personal and corporate financial pictures. We then specify insurance products designed to help your transition stay on track, and to enhance your company’s market value.

					These annual reviews leverage our expertise to assure you buy the protection you need, because knowing and securing what you need throughout your company’s life is the key to meeting your transition objectives. 
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			Chapter Summary 

			
					With your Vision Blueprint and Transition Roadmap in place, it’s time to implement your Getting Out Gracefully transition plan. Doing so successfully requires concentrated attention on four areas which most greatly impact your finances, the second of which is investing. 

					Despite industry hype suggesting otherwise, no investment manager has consistently achieved excess returns over comparable indices on individual portfolios across long market cycles. Too many investors ignore this fact at tremendous unnecessary cost and financial risk. 

					As the 2008 global financial crisis loomed, stockbrokers rebranded themselves “advisors,” but many did business the same old way, putting their incomes above clients’ best interests.

					The realities of the investment industry are the best argument for a passive, low-cost investment strategy.

					The Getting Out Gracefully process follows this model, exposing a smaller percentage of a client’s net worth to market investments, ignoring Wall Street hype, and prioritizing investing as just one component in a comprehensive, professionally managed transition strategy.
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					stock market investments (stocks/bonds other securities), 

					business (principal company and related assets),

					personal property (including principal residence), and/or

					liquid holdings (cash and cash equivalents)?
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			Chapter Summary 

			
					Like risk management and prudent investing, effective tax management is a key component of your Getting Out Gracefully plan. Paying only the amount of tax that you are legally required to pay can boost your lifetime income and net worth far more than the gains you are likely to achieve through investing.

					On the business side, profitability is a key distinction between a lifestyle enterprise and a marketable company. When your business is profitable, it is marketable. That translates to value. Instead of buying things you don’t need in order to reduce corporate taxes, plow profits back into the company in ways that further boost its value. 

					Company owners risk substantial overpayment of income taxes when they ignore the tax management opportunities available through the accounts in which personal income can be held: qualified accounts, non-qualified accounts, and tax-free vehicles.

					The Getting Out Gracefully process ensures the identification, selection, and implementation of tax management strategies coordinated among all three of these tools. Regular review and re-assessment helps assure the application of strategies best suited to your current needs and longer-term objectives, as well as the elimination of unnecessary administrative fees and broker/agent commissions. 
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			Chapter Summary 

			
					Tax management during your working life, covered in chapter 5, is only the half of it. As you prepare for retirement, it is critical to enact a strategy that limits the tax impact of your liquidity event, along with the taxes levied on your estate and on the legacy you pass to your heirs.

					It is important to remember that the sale of your business converts corporate assets to personal income, hopefully a real windfall. Many options exist for mitigating the tax ramifications, but they are always in flux. 

					Tax regulations affecting estates and inheritances also offer generous exemptions, but all these liabilities require a knowledgeable hand on the wheel to help you steer clear of sending Uncle Sam more of your hard-earned wealth than necessary. 

					For many of our Getting Out Gracefully clients, giving back some of that wealth they’ve earned is its own reward. And the tax friendliness of that approach is indisputable.

					A key component of the Getting Out Gracefully process, our tax management strategies are designed to comprehensively address the corporate and personal liabilities you’ll face while building your business upon its sale and in retirement.
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			Cashing Out: Your Liquidity Event

			
			
			
			
			
			
			Getting Out Gracefully: Joanna 

			
			
			
			
			
			
			
					She wanted $20 million to finance her early retirement, including the purchase of her dream home in Aspen. 

					She sought to fund the college educations of each of her six grandchildren.

					She wanted to make a large gift to her university and to set up a family foundation to encourage her kids to be philanthropic and be consistent with family values. 

					She hoped to leave her two adult children $10 million each, distributed under the guidance of a third party, to extend wealth within her family. 

					She believed in paying her fair share of taxes but preferred that payments to government coffers instead go to a series of charities to which she had contributed to over time.

					She wanted to bequeath her income-producing investment properties, together valued at $12 million, to the next generation.

			

			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			With the Right Guidance, You’re Ready for Anything	
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					low risk that the new owners will draw down the company’s value;

					no installment notes attached to the sale, which could be defaulted upon;

					in-stock sales, the purchase includes not only the company’s assets but its prior liabilities;

					in-asset purchases, the buyer gets the assets and intangibles (i.e., goodwill), plus quicker depreciation (under certain conditions); and

					the ability to treat a stock sale as an asset sale under a 338h election.
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			Chapter Summary 

			
			
					identifying the deal structure and purchase amount;

					maximizing the impact of the event on your retirement—tax ramifications are often the straw that stirs the drink;

					determining your net proceeds requirement after taxes. Be sure to include the assets you wish to earmark for the next generation, and your philanthropic goals; 

					ensuring your goals fit your personal philosophy around wealth, taxes, and legacy creation. Your Getting Out Gracefully team can be of great help in this regard; and

					finally, avoid a pitfall that too often sinks even the best-laid plans: entrepreneurs’ innate tendency to take the proceeds from their latest conquest and roll them into the next. The homework which follows will get you on the right path.

			

			Homework 

			
			
			
			
			
			
			Chapter 8 

			Asset Protection: Assuring Your Wealth Is Safe

			
			
			
			
			What is Asset Protection? 

			
			
			
			
			
			
			
			
			
			
			
			
			
			Identifying the Threats 

			
			
			
			
			
			
			
			
			
			
			Protecting Your Business Assets: Insurance, Asset Titling, Business Structure 

			
			
			
			Insurance 

			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			Asset Titling 

			
			
			
			
			
			Business Structure 

			
			
			
			
			
			
			
					New owners must be formally approved.

					No unilateral distributions, liquidations, redemptions, etc.

					Automatic removal of any stakeholder upon certain triggering events, such as death, bankruptcy, divorce, loss of professional licensure, commission of a felony or crime of dishonesty, or a pattern of moral turpitude.

			

			
			Protecting Your Personal Assets: The Basics 

			
			
			
			
			Retirement Plans 

			
			
			
			
			
			
			
			
			
			
			Annuities 

			
			
			
			
			
			
			Trusts: Valuable Tools for Asset Protection 

			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			Asset Protection Trusts 

			
			
			
			
			
			
			
					are unwilling to recognize and/or enforce judgments from US courts;

					require plaintiffs to hire local attorneys (who inflate their fee, of course), or draw out the proceedings; or

					strongly focus on privacy, making it difficult and expensive for creditors even to locate records enabling them to file a claim.

			

			
			
			
			
			Chapter Summary 

			
					Comprehensive asset protection helps ensure that the assets you’ve worked a lifetime to accumulate are passed to the people important to you, and cannot fall victim to opportunists or spendthrift family members. 

					Formulating an effective asset protection plan begins with honestly assessing exposures which could threaten your wealth.

					Once the threats are identified, foundational steps in protecting your assets include proper titling, sufficient underlying insurance, and being sure your business(es) are appropriately structured.

					With these basics in place, asset-specific protection should be next on your radar. The goal is to build a fence around assets like retirement plans and annuities by leveraging existing protections (for example, those inherent in most 401(k) plans) and by providing explicit instructions for asset distribution when you die.

					For high-net-worth individuals, trusts are an invaluable tool allowing you to place whatever conditions you like on the distribution of your assets. 

					The Getting Out Gracefully process’s comprehensive approach to asset protection leverages the top attorneys in the field to ensure your estate benefits exactly to those people as directed and that it is protected from those who could threaten it, willfully or otherwise. 

			

			Homework 

			
			
					What are your topmost concerns (family/business dynamics, protecting bequeathed assets, litigation, bankruptcy, personal notoriety, etc.)?

					How important to you is control of your assets?

					When you pass, who should benefit from the wealth you’ve accumulated?

					Whom do you trust, and to what extent do you trust them?

					How much are you willing to pay to ensure control of your assets?

			

			Conclusion 

			Who Gets What? Beneficiary Designation and Charitable Giving

			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			Legacy Builder 

			
			
			
			
			
			
			
			A Family Thing	
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