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If you've ever served as the executor of even an
uncomplicated estate, you'll see the value of this service.

hances are, vou'ra
already onboard with the
idea that you need to help
your clients plan for their parents’
incapacity. You're working on
long-term care insurance issues

(and insurance), and starting
to form  relationships  with
local health care advocates or

caseworkers who know their way
around the labyrinthine world of
nursing homes and home health
care. But where will you be
when those parents finally pass
away, and yvour client is named
executor of the estate?

There’s a short article on a
web site operated by Executor’s
Resource, Inc. (http:/fwww. exec
utorsresource.com) which givesa
partial list of the responsibilities
that will cascade unexpectedly
into your client’s lap--and, in
many cases, YOurs. as you try
to help sort out the warious
documentation, the legal and
communications  reguirements.
The client will nead to obtain
letters of appointment from the
probate court where the parents
lived=-which. of course, is often
in another state. He or she
will need to open up a separate
estate bank account to manags
creditors and maintain  an
accounting of expensas. obtain
a Federal ldentification Number

for the estate and notify the IR S
of authority to act on behalf of
the decedent.

Clients also have to submit

the will for probate., pay all
current obligations, identify
and locate the parents’ assets

and valuables (some of which,
in turn. may need appraisals).
obtain certified photocopies of
the death certificate, notify the
Social Security Administration
and pension plan administrators,
transfer investment accounts,
identify the assets not subject
to probate. implement the tax
strategy in the estate plan. file
the decedent’s final federal, state
and local income tax returns, file
federal and state inheritance or
estate tax returns (if reguired).
and sort through and distribute-
hopefully without getting in
the middle of highly-emotional
disputes--all the sentimental
assets that the parents collected
over the years.

And that's if everything
is well-organized. “Sometimes
vou have a will saying one

thing and the assets are titled
in a different manner,” says
Executor’s Resource President
Skip Rapp. “In our experience,
some of the most complicated
issues aren’t really part of the

legal process at all,” he adds.

“The memorabilia that has
real financial value can end up
baing a wvery important part of
the estate to the heirs. Those can
be the primary source of lawsuits
by disgruntled beneficiaries.”
These are the pmblams
that Rapp and Executor’s
Resource have addressed with
an impressive new service
called EstateLogic: a blizzard
of paperwork. legal obligations
and complex, conflicting family
claims which, for estates in the
$100,000 to %3 million range,
inevitably fall on the shoulders
of a responsible but untrained
son or daughter who typically
has no idea what is in store when
death occurs. The organization
is hoping financial planners will
encourage their clients to take
advantage of the service or buy
it for them, motivated partly by a
desire to help out and extend the
elder care part of their service,
and partly because those who
have seen cliemt parents die
have learned the hard way that
at least some of the paperwork
and organization burden will
be referred back to the client’s
advisor when the death certificate

(i)

is issued.

How does it work?
Estatelogic is two things: an
online repository of information

that the client and advisor fill
out and update, and a source of
advice and information about

how to organize that information.
Onece you sign up for the site,
there are spaces to list each asset,
but also fields which show how
they are titled, where they are

located and (optional) the values,
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including appraised wvalues of
any collectibles. You can upload
a PDF copy of the title to the
car, the deed to the house, the
will and trust documents. You'll
list all the credit card accounts,
the home mortgage and other
debt. The site captures the
location of the safe deposit box.
The sentimental assets may also
be listed, along with who will
receive them. The inventory
of collectibles, furniture, art,
piano, etc. and the estimated or
appraised values can double as
the asset listing on the client's
homeowner’s insurance, and
a copy of the appraisal can be
attached to any of the assets,
along with a photo.

The site also has a list
of contacts: the co-2xecutor,
financial advisor, CPA, estate
attorney, the heirs ete., plus a
template location to help the
client’s parents draft a letter of
mstruction from the deceased
to the executor. This letter
of instruction, different from
the last will and testament,
was actually recommended by
a prominent estate attorney
who serves on the Executor’s
Resource board. “It depends on
the state whether it has any legal
authority,” explains Rapp. “But
he said it was always helpful to
have a catchall letter that covers
everything that is not appropriate
to be in the will, including things
like how the pets will need to
be taken care of, and who they
want to take care of them. [t

might also have instructions
for their funeral.” Of course,
there are also places where the
client’s parents can write a life
history or otherwise pass on their
less tangible legacy, and some
advisors are helping their clients’
parents create videos, which can
also be uploaded to the site.

The result is a private,
secure web site that is essentially
owned by the future executor of
the estate, which can be co-
branded to the advisor who
recommends or buys the service
on behalf of a client. In the
sample site that | toured, it was
branded to an advisor in the
CGarrett Planning Network, which
has affiliated with Executor’s
Resource organization and offers
EstateLogic to the group as a
whole.

The site also includes
a library of in-house-written
articles on estate and legacy
planning and tax issues, one
on what one needs to do as an
executor, another on how the
estate process works, a third on
how to choose anexecutor, and so
forth. “This is not legal advice:
it'’s guidance to the executor on
different issues,” says Rapp.
There’s also a glossary of estate-
related terminology.

Price?  There are three
varsions of  the sarvice,
depending on whether you want
to download documents onto the
site and how much space vyou
intend to use, but the loweast (no-
downloads) retail price is 3160
a year, going up to 5260 if the

client purchases the service him/
herself, and wants to access up to
2 gigabytes of space. Advisors
get a discount. Rapp says that
in most cases, so far, the advisor
has purchased the service and
wrapped it into his/her fees; if the
advisor is paying out-of-pocket,
then he/she gets a reduced rate;
$100 a year for 250 megabytes of
space, 3160 for two gigabytes.

[ have to confess that [ was
impressed after my own tour
of the service, which was lad
by Carlin Daornbusch, former
IT director of BEA Systems
and Cassatt Corp. And, unlike
many web-based services we
have all seen over the years, this
group understands the planning
community and the services you
offer to clients. The primary
contact person with advisors is
Amy McDuffee, who left a senior
position at Russell Investments to
become the company’s marketing
director in the financial services
world. (Her contact information
is: amy @execulorsIesOuUIce.com:
303-444-5149)

Most  importantly,  the
service does seem to address
an area of real pain in the

marketplace, nicely tied to the
issues that advisors are starting
to address with clients who have
elderly parents.

“We think that executors
are among the people with
the biggest need for help and
service, and they’re really flying
under the radar right now,”
says  Rapp. “Anybody who
has gone through the probate
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process can tell you that it's one
of the most frustrating, time-
consuming, complicated things
they've ever undertaken. The
estate attorneys we've talked to
during the developmental phase
told us that B0% of the costs of
handling an estate is taming the
data,” he adds. “The attorney
on our board said to us, ‘['ve
always hated to charge people all
this money just because they're
disorganized.” Now he's giving
it to his clients, telling them to
fill out the information and then
he'll talk to them about their
legal options and the creative
part of estate planning once they
have everything organized.”

Sometime later this vear,
Executor’s  Resource  plans
to introduce a supplemental/
complementary service designed
to help executors navigate all
aspects of their responsibilities,
including a workflow tool that
will reassemble the EstateLogic
data and show what needs to
be done at each step of the
process. | think this may be
the wave of the future: to let
the professionals (advisors and
estate  attorneys) handle the
creative work, and offload to an
intelligent computer system the
chore of managing the data and
providing training wheels to the
lay executor.

As you'll see in the next
article, this isn’t the only way to
skin this particular cat, but it's
a service you should look into
for clients with aging parents or
relatives. m
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