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In publishing this End-of-Life Planning Guide, we aim to 

educate our readers on the unknown areas surrounding 

trust services and estate planning. Within these pages you 

will find articles focused on the questions families often 

have when preparing to pass their legacy on to the next 

generation. At the end of this guide, you will find worksheets 

available for you to begin planning for your final wishes.

Though planning for yourself and your family may include 

making difficult long-term decisions, doing so now will help 

prevent emotional stress down the road. Whether it’s real 

estate that will transfer to your next of kin or creating a plan 

for your child with special needs, each individual family has 

their own set of unique financial goals. Often when clients 

walk through our doors, they bring with them personal 

circumstances that call for one or several of our services to 

help ensure their beneficiaries are cared for after they pass. 

Our experience with our clients has led us to expand 

the fiduciary services that we offer to help bring your 

financial wishes to fruition:

      - Wills, Trusts and Succession Planning

      - Trust Administration

      - Special Needs Trusts

      - Power of Attorney (Attorney-in-Fact)

      - Estate Planning and Administration

      - Estate Sales, Downsizing Sales, Hoarder Assistance

      - Tax Planning

      - Private Foundation Advisory Services

      - Probate Assistance

      - Custody of Special Assets

      - And more

Our focus is on helping clients make key decisions in 

life when they are unable, and as a state-chartered trust 

company, we specialize in trust strategies that bring peace 

of mind.

THIS GUIDE

© 2021 HFG Trust, LLC. All rights reserved. HFG Trust, LLC is a state-registered Trust company and wholly owned subsidiary of Community First Bank. Registration as a “Trust” company does not imply 
a certain level of skill or training. The materials contained herein are for informational purposes and are not legal documents, and do not act as legal advice. Please consult with an appropriately credentialed 
professional before making any financial or legal decisions. The materials contained herein do not take into consideration your personal circumstances, financial, legal or otherwise. Any articles and/or opinions 
expressed herein do not necessarily reflect the view of Community First Bank or HFG Trust, LLC, but remain solely those of the author(s). The advertisements contained within this publication are not endorsed 
or recommended by Community First Bank and HFG Trust. Therefore, Community First Bank and HFG Trust may not be held liable or responsible for business practices of these companies.
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The road to financial success begins 

with taking a vision and combining it 

with the proper execution. As with the 

development of any type of plan, having 

a qualified sounding board throughout 

this process, though not required, 

can prove incredibly useful. Legacy 

preservation, on the other hand, is an undertaking that 

is nearly impossible to do alone. Thus the creation of this 

guide and the important mission it fulfills: to assist in the 

successful transfer of wealth from one generation to the 

next. This process is multifaceted and can fall across the 

entire spectrum of financial services – from acting as trustee 

or power of attorney for the existing generation to financial 

planning and investment education for the next. 

When HFG Trust became a state-chartered trust company, 

our primary purpose was to help facilitate the legacy 

transition for our clients who had arrived at that stage in life. 

Having developed deep roots during the financial planning 

relationship with these clients and their families, it was 

disappointing that our services were unable to extend to the 

phase of life when they need us most. This made it imperative 

that we acquire additional tools to help our clients achieve 

peace of mind knowing the plan they carefully crafted would 

be properly executed by a trusted financial partner. We hope 

each of our clients feels our love, care, and dedication to their 

overall well-being – because life without financial peace is not 

much of a life at all.
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Michael Tallman, 

CFP®, CTFA®, 

serves as our Senior Trust Officer and 

financial advisor at Community First 

Bank & HFG Trust, managing client 

accounts as well as overseeing the 

day-to-day operations of our Trust 

Services department and its 

fiduciary resources. 

Before joining the firm in 2004, Mike 

earned his finance degree from the 

University of Wyoming in 1995 before 

beginning his career as a commercial 

loan officer and later as a bank branch 

manager. In 2006, Tallman earned his 

Certified Financial Planner™ (CFP®) 

certification, and his Certified Trust 

and Financial Advisor (CTFA®) 

designation in 2016.

His down-to-earth and common-sense 

approach helps clients accumulate and 

preserve their wealth in preparation 

for retirement and the eventual 

distribution of their estate. 

JENNY 
HUBBARD
TRUST 
ADMINISTRATOR

Before joining 

HFG Trust in 

2019, Jenny 

Hubbard accumulated 15 years of 

experience as both a paralegal and 

an executive administrator. Utilizing 

her educational background in legal 

administration, she now works closely 

with our Senior Trust Officer to help our 

clients build and protect their legacies. 

While sensitive familial issues often 

overlap with trust planning and estate 

administration, Jenny is an expert in 

providing families with professionally 

sound guidance with a personal touch.

ROBERT 
LAGONEGRO, 
CFP®, CTFA®

FINANCIAL 
ADVISOR

Our in-house 

retirement 

planning expert, Bob Lagonegro, 

joined the HFG Trust team in 

2005 after dedicating 14 years to 

his role as an Operations Supervisor 

in the insurance industry. 

Prior to this, he received his 

undergraduate degree in Business 

Administration – Finance from the 

University of Washington, later earning 

his Certified Financial Planner™ (CFP®) 

designation in 2009, and most recently 

his Certified Trust and Financial Advisor 

(CTFA®) designation.

Bob works with our clients 

to implement retirement 

strategies through 

evidence-based investing 

and the utilization of Social 

Security and tax benefits

to create savings funds 

that will provide a 

comfortable lifestyle 

in retirement.

ALLISON 
SMITH
SENIOR 
CLIENT SERVICE 
CONSULTANT

Having worked 

with our clients 

for over 16 years, Allison Smith is a true 

HFG Trust veteran. Throughout this 

time, her knowledge of the financial 

industry has grown exponentially, 

leading her to become an integral 

member of the HFG team. As a Senior 

Client Service Consultant, Allison’s 

passion is in building relationships 

with clients while providing a level of 

customized service that exceeds the 

call of duty.

MEET OUR TRUST & ESTATE TEAM
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THANK YOU

HFG Trust is committed to utilizing a holistic 
approach in financial planning to include 
retirement goals, charitable and tax planning, 
as well as estate planning.

This approach carries throughout our work, 
as well as our working relationships with other 
professionals in our community.

It would not have been possible to publish this 
guide without the industry professionals who have 
contributed their knowledge.

We would like to give a heartfelt thank you 
to those who have lent their time and expertise in 
order for those in our community to receive the 
knowledge and care options needed as they begin 
(or continue) their estate planning journey.
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FUNERAL PLANNING 
SERVING FAMILIES WITH DIGNITY AND GRACE

By: Blaze Titus, Owner & Funeral Director, Hillcrest Funerals and Cremation

To learn more about after-life 
options, please contact us 
at 509.737.9717 or at 
www.hillcrestfunerals.com

Hillcrest Funerals 
and Cremation
9353 W. Clearwater Ave.
Kennewick, WA 99336

2804 W. Lewis St.
Pasco, WA 99301
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Planning a funeral for yourself or 

your loved one can be overwhelming, 

but you are not alone. We’re here to 

support you throughout this journey to 

make this process one of love, healing, 

and celebration.

WHY PLAN AHEAD 
There’s a lot that goes into planning 

a funeral, but making those 

arrangements beforehand gives you 

time to consider all of your options and 

make sure that you’re covering all of the 

necessary details. Still feeling unsure? 

Here are some of the most important 

reasons why planning ahead may be 

the best option:

      - It’s easy

      - You decide

      - Relieve your family’s burden

      - Prepay options available

      - Transferable to any funeral home  

        in the United States (should

        you move)      

      - Does not count as a Medicaid    

        asset and can be used to spend  

        down cash assets

PLANNING CONSIDERATIONS
Cremation Services 
The biggest misconception about 

cremation is that there can’t be a 

funeral service or visitation. This 

is absolutely not the case, and we 

encourage you to consider holding a 

memorial service to celebrate the life of 

the deceased as well. There are many 

options open to you when it comes to 

honoring your loved one’s life. After the 

cremation and memorial services, there 

are a variety of choices for your loved 

one’s final disposition:

Interment means that you’ll bury or 

entomb your loved one’s cremated 

remains. This can be in a family plot, a 

memorial site, a cremation niche or urn 

garden, or in a variety of other indoor 

or outdoor locations. Ask our staff for 

a detailed list of interment possibilities.

Scattering allows you to spread your 

loved one’s cremated remains in a 

memorial garden, a cemetery, over 

water, or across any other meaningful 

site. You also can choose to scatter 

some of the cremated remains and 

retain the rest in an urn for interment 

or other form of disposition.

Multiple Urns. Placing cremated 

remains in multiple urns allows family 

members who are separated by 

distance to each feel the comfort of 

having their loved one’s final resting 

place in a nearby location.

Burial Services
There are different services that you 

can choose for a loved one’s burial, 

depending upon your individual needs 

and preferences:

Immediate burial means that your loved 

one will be buried or entombed without 

a public service or gathering.

Visitation, also called a viewing, wake, or 

calling hours, allows family and friends 

to gather in a room with the departed 

loved one in an open or closed casket 

to say goodbye or offer their support 

and sympathy to the bereaved.

Funeral or memorial services can take 

place at a funeral home, in a church, 

or even at your home. The service is a 

ceremony which serves to celebrate, 

honor, and remember the life of the 

deceased. Whether traditional or 

unique, both the visitation and the 

funeral service can be personalized 

to reflect the individuality of your 

loved one.

Graveside, chapel, or committal services 

are held at the cemetery and allow 

family and friends to be present as their 

loved one is transferred to his or her 

final disposition through ground burial.



Wishes For:_____________________________________________ 

PREPAID FUNERAL 
Do you have prepaid funeral: ☐ Yes ☐ No If yes, which funeral 

home? 

FINAL DISPOSITION 
Burial ☐ Yes  If yes, then: Cremation ☐ Yes  If yes, then:

Ground Interment 
(in ground) 

☐ Yes Urn returned to family 
Single or Multiple Urn 

☐ Yes
☐ Single   ☐ Multiple

Mausoleum Entombment 
(above ground) 

☐ Yes Columbarium 
(building for urns) 

☐ Yes

Casket Preselected ☐ Yes
☐ No

Ashes returned to family ☐ Yes

Burial location: Columbarium location: 
Would you like graveside service? ☐ Yes If scattering, where: 

FUNERAL OR MEMORIAL SERVICE OPTIONS 
Would you like a funeral or memorial service  ☐ Yes ☐ No  If yes, complete the following: 
Would you like visitation (i.e.: viewing)? ☐ Yes ☐ No
Service at Funeral 
Home 

☐ Yes
If yes, then:

Service at place of worship 
i.e.: church or temple

☐ Yes
If yes, then:

Casket Bearer 1: Clergyman/Pastor: 
Casket Bearer 2: Specific Clothes or Jewelry: 
Casket Bearer 3: 
Casket Bearer 4: Specific Songs or Poems: 
Charity instead of flowers: ☐ Yes 

☐ No
If yes, list charity: 

RECEPTION OPTIONS 
Would you like a reception ☐ Yes ☐ No   If yes, complete the following: 
Reception at home: ☐ Yes

☐ No
Other location: 

Master of 
Ceremonies: 

Hosted or Catered? 
If yes, by whom: 

☐ Yes  ☐ No

SPECIAL REQUESTS 

FUNERAL PLANNING WORKSHEET #1
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FUNERAL PLANNING WORKSHEET #2

Wishes For:_____________________________________________ 

PREPAID FUNERAL 
Do you have prepaid funeral: ☐ Yes ☐ No If yes, which funeral 

home? 

FINAL DISPOSITION 
Burial ☐ Yes  If yes, then: Cremation ☐ Yes  If yes, then:

Ground Interment 
(in ground) 

☐ Yes Urn returned to family 
Single or Multiple Urn 

☐ Yes
☐ Single   ☐ Multiple

Mausoleum Entombment 
(above ground) 

☐ Yes Columbarium 
(building for urns) 

☐ Yes

Casket Preselected ☐ Yes
☐ No

Ashes returned to family ☐ Yes

Burial location: Columbarium location: 
Would you like graveside service? ☐ Yes If scattering, where: 

FUNERAL OR MEMORIAL SERVICE OPTIONS 
Would you like a funeral or memorial service  ☐ Yes ☐ No  If yes, complete the following: 
Would you like visitation (i.e.: viewing)? ☐ Yes ☐ No
Service at Funeral 
Home 

☐ Yes
If yes, then:

Service at place of worship 
i.e.: church or temple

☐ Yes
If yes, then:

Casket Bearer 1: Clergyman/Pastor: 
Casket Bearer 2: Specific Clothes or Jewelry: 
Casket Bearer 3: 
Casket Bearer 4: Specific Songs or Poems: 
Charity instead of flowers: ☐ Yes 

☐ No
If yes, list charity: 

RECEPTION OPTIONS 
Would you like a reception ☐ Yes ☐ No   If yes, complete the following: 
Reception at home: ☐ Yes

☐ No
Other location: 

Master of 
Ceremonies: 

Hosted or Catered? 
If yes, by whom: 

☐ Yes  ☐ No

SPECIAL REQUESTS 

(Provided by Hillcrest Funerals and Cremation)8
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Disclaimer trusts are very flexible estate 

planning tools designed to help married 

couples limit their estate tax exposure. 

In its most basic form, a disclaimer is 

a refusal to accept a gift. A disclaimer 

trust is most commonly created in a 

will or a revocable living trust when a 

named beneficiary refuses to accept a 

gift under the will or trust. For example, 

husband (John Doe) leaves his estate to 

his wife (Jane Doe) under his will. 

John’s will provides that if Jane disclaims 

a portion of John’s gift, the disclaimed 

gift goes to a trust that John has written 

into his will. The “disclaimed gift” funds 

the disclaimer trust. The disclaimer 

trust can be managed by Jane as 

trustee to provide Jane with income 

from the trust assets as well as the 

principal assets for maintenance (if 

necessary), support, health, or 

education. Upon Jane’s passing, the 

disclaimer trust will be distributed to 

the beneficiaries designated by John in 

the trust.

Why would we do this? The answer is 

to reduce the exposure to estate tax. 

The amount placed into the disclaimer 

trust for Jane will not be taxed in Jane’s 

estate. If Jane chose not to disclaim the 

gift, Jane’s estate would be comprised of 

both John’s estate and Jane’s estate. For 

example, if John and Jane’s total estate 

value is $3,200,000, each spouse’s 

share would equal about $1,600,000. 

A disclaimer by the surviving spouse of 

at least $1,000,000 would reduce the 

survivor’s then taxable estate value to 

$2,193,000. This would reduce the tax 

exposure by $100,000.

A disclaimer trust is appropriate when 

the value of the combined estate of 

John and Jane exceeds, or may exceed, 

the estate tax exemption of $2,193,000 

in Washington State (in 2021). Inclusion 

of the disclaimer trust in the will or 

revocable living trust affords the 

surviving spouse the opportunity 

to: i) receive the entire gift or ii) limit the 

estate tax exposure by disclaiming the 

gift (or a portion thereof). 

There are very specific rules that must 

be followed to ensure the disclaimer 

is valid – the disclaimer must be a 

“qualified disclaimer.” These rules, 

simplified, include (a) that the taxing 

authorities (IRS and state(s)) recognize 

the qualified disclaimer as a 

non-taxable transfer from the person 

disclaiming to the person or entity 

receiving the gift, (b) must be made 

within nine months from the date of 

transfer (date of death in the case of an 

estate), and (c) the disclaiming person 

cannot designate the recipient of the 

gift, and they cannot have claimed 

ownership of the disclaimed property.

There are many factors when 

considering disclaiming assets, 

including tax implications as well as 

family and personal matters. In order 

to take advantage of the disclaimer 

protections, they must be specified 

in your will or revocable living trust. 

As always, consult an attorney who 

specializes in estate planning to ensure 

these options are made available to 

your heirs. 

QUALIFIED DISCLAIMER TRUST
By: Bill Davis, Partner, Attorney; and Brian Doyle, Partner, Attorney, Leavy Schultz Davis

Serving your legal needs since 1947

Leavy Schultz Davis 
is one of the most experienced
and comprehensive law firms in
the Tri-Cities, allowing clients to
have one trusted resource for all
their legal needs.

2415 W. Falls Avenue
Kennewick, WA 99336
tricitylaw.com | (509) 736-1330

Areas of

Practice:

Estate Planning

Business Litigation
Construction Litigation
Landlord/Tenant/Eviction

Estate & Trust Administration
Business & Succession Planning



A LEGACY THAT LASTS 
Techniques for making tax-efficient charitable donations both during and after your lifetime

By: K. Paul Hansen, CFP®, CPA, Financial Advisor, HFG Trust

If you are currently 

making annual 

donations to your 

favorite non-profit 

organizations, or if you 

want to make sure that 

a portion of your estate

transfers to them when you pass away, 

there are three tax-efficient strategies 

that you should consider:

      - Gifting appreciated securities 

        rather than cash

      - Making Qualified Charitable 

        Distributions from a pre-tax 

        retirement account

      - Naming the charity as a beneficiary  

        of your pre-tax retirement account

GIFTING APPRECIATED SECURITIES 
FROM YOUR INVESTMENT ACCOUNT
Many of my clients find it very 

rewarding to give to their favorite 

charities while they are alive. Not only 

do the non-profit organizations greatly 

appreciate the year-to-year cash flow 

that it provides, but I can tell that my 

clients enjoy seeing the impact of their 

donation. As an advisor, my goal is to 

help my clients achieve their charitable 

goals in the most tax-efficient way 

possible. For example, you could 

write a $10,000 check to a non-profit 

organization and get no tax benefit for 

it, but wouldn’t it be better if you could 

make a $10,000 donation and save over 

$2,000 of tax at the same time? Even if 

you’re not concerned about saving the 

$2,000 of tax for yourself, maybe this 

would allow you to donate $12,000 in 

a way that only costs you $10,000 

after tax. 

If you gift securities from a 

non-retirement investment account 

directly to a non-profit organization 

(rather than selling the securities 

and donating the cash proceeds) 

you potentially get two tax benefits 

rather than just one. For example, 

if you purchased mutual funds for 

$4,000 in the past, and those mutual 

funds are now worth $10,000, you 

can avoid paying any tax on that gain 

by transferring those mutual funds 

from your investment account to the 

non-profit organization’s investment 

account, rather than selling the funds 

and donating the cash. Here’s why: If 

you sell the funds for $10,000, it creates 

$6,000 of taxable gain to you ($10,000 

less your original cost of $4,000), and if 

you have enough other taxable income 

sources that year, you will probably 

pay $900 of capital gains tax as a result 

(15% x $6,000). Alternatively, if you 

transfer ownership of the mutual funds 

(without selling them) to the non-profit 

organization, you don’t have to pay any 

tax on the $6,000 of gain. This is a 

$900 tax savings by making the same 

donation in a slightly different way.  

 

In both cases, your donation is worth 

the full $10,000 fund value if you have 

enough other tax deductions (such as 

property taxes, mortgage interest, or 

other donations) to itemize deductions 

on your tax return. If your income is 

low for the year, there is a chance that 

you could be limited on the amount of 

deduction you are allowed to take for 

the donation, but any reduction based 

on income in a given year can 

be carried over and added to 

future donations.

MAKING QUALIFIED CHARITABLE 
DISTRIBUTIONS FROM A 
RETIREMENT ACCOUNT
This is an excellent tax-saving strategy 

if you currently take the standard 

deduction on your tax return rather 

than itemizing. If you have a pre-tax 

retirement account, such as an IRA or 

a 401k, and you are at least 70½ years 

old, you can make up to $100,000 of 

annual donations directly from your 

retirement account to your favorite 

charity without having to pay the 

income tax that usually results from 

taking retirement account distributions.  

Current Value of Security
Original Purchase Price

Taxable Long-term 
Capital Gain

15% Tax Owed on 
Capital Gain

Sell Security and 
Donate Proceeds

Donate Security 
Directly

$10,000
$4,000

$10,000
$4,000

$6,000 $6,000

$900 None$900
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This type of distribution is called a 

Qualified Charitable Distribution, or 

QCD for short. In order to obtain the 

tax benefit, you must follow certain 

rules without exception:

      - You must be age 70½ or older 

        on the date that you make 

        the donation

      - The distribution from the account  

        must be a check made payable to  

        the non-profit (not to you)

      - Your combined total of QCDs to all  

        charities cannot exceed $100,000  

        per year

      - You cannot claim the QCD amount  

        as an itemized deduction (that   

        would be double counting)

If you are age 72 or older and are 

required to take Required Minimum 

Distributions (RMDs) from your 

retirement accounts each year, you can 

satisfy some or all of your RMDs by 

sending funds directly to a charity 

through the QCD process. This is a 

great option for retirees who are forced 

to take RMDs every year, but don’t 

need those funds to cover their living 

costs because they have other income 

sources (Social Security, a pension, etc.).  

The reason this is such a tax-efficient 

way to give is because any personal 

withdrawals from your pre-tax 

retirement accounts are taxed each 

year, but distributions in the form of a 

QCD are not taxed. For example, if you 

are in the 22% tax bracket and want to 

donate $10,000 to a charity, you could 

take $10,000 from your IRA, put it in 

your checking account, and then write 

a $10,000 check to the charity, but you 

would owe $2,200 of tax on the income 

at the end of the year. Alternatively, if 

you made a $10,000 QCD directly from 

your IRA to the charity, you wouldn’t 

owe any tax on the distribution.

You have achieved the same goal of 

making a $10,000 donation, but you 

saved yourself $2,200 of tax by using 

the QCD process.

Tax-Efficient Donations at Death

Similar to the lifetime giving techniques 

previously mentioned, here is one way 

to achieve the same charitable goal, 

but in a way that will save a significant 

amount of tax for your other heirs.

NAMING A NON-PROFIT ENTITY 
AS A BENEFICIARY OF YOUR 
RETIREMENT ACCOUNT
If your estate is likely to include a 

pre-tax retirement account like an 

IRA or 401k when you pass away, and 

you want to make sure that a portion 

of your estate goes to your favorite 

charity, you should strongly 

consider naming the charity as a 

beneficiary of your retirement account 

instead of gifting assets to the charity 

through your will. Before explaining 

the tax benefit, it’s important to 

understand that there are certain 

assets you own that typically are not 

distributed based on your will. This is 

because you name the beneficiaries of

these assets separately and they do 

not go through the probate process 

that distributes all of your other assets 

based on what is written in your will.  

Retirement accounts and life insurance 

policies are two of the most common 

assets with their own beneficiary 

designations. For this reason, it is 

important that you know who is listed 

as a beneficiary of your retirement 

account and make changes while you 

are alive if the current beneficiaries no 

longer match your wishes.

From a tax perspective, your heirs will 

generally inherit the assets governed 

by your will and any life insurance 

proceeds without personally owing any 

income tax as a result. Additionally, 

under federal law, even if you would 

have owed capital gains tax on the sale 

of these assets during your lifetime 

(because you sold them at a higher 

price than you originally bought them 

for), your heirs could immediately sell 

these assets and pay no tax on the gain. 

Unfortunately, this is not true for 

inherited pre-tax retirement accounts.

Not only will your heirs pay income tax 

on every dollar they withdraw from the 

retirement account, the IRS is going to 

require that they take all of the money 

out of the account (and pay tax on the 

income) within 10 years of the date it is 

inherited unless they are your spouse 

or qualify for an exception to the rule.

Distribution from IRA

Taxable Income 
to Donor

22% Tax Owed 
on Income

Withdraw cash then 
make donation

$10,000

QCD directly from 
retirement account

$10,000

$10,000

$2,200

None

None
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For this reason, if a person could 

choose between inheriting a home 

valued at $300,000 or a pre-tax 

IRA valued at $300,000, they would 

definitely choose the home because 

they could immediately sell it and owe 

no tax, rather than withdrawing money 

from the IRA and paying income tax 

on it. Here’s the good news: Non-profit 

charities don’t pay taxes on assets that 

are donated to them. For a charity, 

a gift of a $300,000 house offers the 

same financial benefit as a $300,000 

IRA (though they would definitely rather 

have the IRA so that they don’t have to 

deal with selling the house).

The following is a simplified illustration 

to show how this works.

You have decided that you want to 

contribute $100,000 to your favorite 

charity when you pass away, with 

everything else going to your children.  

At the time of your death, your estate 

consists of the following assets 

totaling $600,000:

      - $100,000 pre-tax IRA

      - $25,000 cash in bank

     

      - $75,000 investment account

      - $350,000 home

      - $50,000 other assets

OPTION 1: Your will says that $100,000 

will go to charity and the remainder will 

go to your children. Additionally, your 

children are listed as the beneficiaries 

of your pre-tax IRA.

The result of this option is that the 

pre-tax IRA will eventually become 

taxable income to your children.  

None of the other assets will be taxed 

to your children, and the donation to 

charity from your non-IRA assets will 

have limited or no tax benefit to your 

estate or to your children.

OPTION 2: Your will gives everything 

to your children, but you filled out 

paperwork with your advisor to list the 

charity as the 100% beneficiary of your 

pre-tax IRA.

In this case, the charity still receives a 

$100,000 donation, but this time your 

children will not have to pay taxes on 

any of their inheritance because they 

didn’t receive the IRA. If your children 

are in the 22% tax bracket, this option 

would save them $22,000 of tax 

that they would have paid on the 

IRA proceeds.

In summary, with just a little bit of 

planning, you might be able to save 

a considerable amount of tax for you 

or your heirs by utilizing one of these 

tax-efficient giving strategies. While the 

overall concepts are straightforward, 

I strongly recommend that you work 

with a Certified Financial PlannerTM, 

CPA, or attorney to make sure 

the strategy will work under your 

specific circumstances.
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UNDERSTANDING LIFE INSURANCE OPTIONS 

You don’t know 

what your future 

holds, but you can 

keep it secure with 

a life insurance 

policy. There are 

many kinds of life 

insurance, but they generally fall into 

two categories: term insurance and 

permanent insurance.

Term insurance is designed to meet 

your temporary needs. It provides 

protection for a specific period of time 

(the “term”) and generally pays a benefit 

only if you die during the term. This 

type of insurance often makes sense 

when you have a need for coverage that 

will disappear at a specific point in time. 

For instance, you may decide that you 

only need coverage until your children 

graduate from college or until a big 

debt is paid off, such as your mortgage.

Permanent insurance provides lifelong 

protection. As long as you pay the 

premiums, and no loans, withdrawals, 

or surrenders are taken, the full face 

amount will be paid. Because it is 

designed to last a lifetime, permanent 

life insurance accumulates cash value 

and is priced for you to keep over a 

long period of time.

By: Stacia Harvey-Gray, Insurance Agent & Owner, Harvey Insurance Agency

Life insurance isn’t for you, it’s for them.  
Harvey Insurance works with multiple life insurance carriers
to give you the coverage you need, at a rate you can afford. 

Call 509-543-9744 or visit us at 
harveyquotes.com for a quote today!
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Need help getting started? 

See pages 14 & 15 for our life 

insurance worksheets.

Coke Roth Law Office
Wills, Trusts, Powers of Attorney

Probate, Business, Real Estate
509-783-0220  

coke@cokerothlaw.com
Weekday and Weekend Office, Zoom, 
Phone, and House Call Appointments 



LIFE INSURANCE NEEDS WORKSHEET
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(Provided by Harvey Insurance Agency)

This worksheet can help you get a general sense of how much life insurance you need to protect your family. 

Before buying any insurance products, you should consult with a qualified insurance professional for a more 
thorough analysis of your needs. 

 

FACTOR TABLE 
 

YEARS 
INCOME 
NEEDED 

FACTOR 

10 8.8 
15 12.4 
20 15.4 
25 18.1 
30 20.4 
35 22.4 
40 24.1 

Income 
1  Total annual income your family would need if you died today: 

What does your family need before taxes to maintain its current       
standard of living (typically 60% - 75% of total income)? 

2  Annual income your family would receive from other sources: 

For example, spouse’s earnings or a fixed pension. Do not include 
income earned on your assets as it is addressed later in the calculation. 

3  Income to be replaced: 

Subtract line 2 from line 1. 

4  Capital needed for income: 

Multiply line 3 by appropriate factor in Factor Table (left). 

Expenses 
5  Funeral and other final expenses: 

Typically the greater of $15,000 or 4% of your estate. 

6  Mortgage and other outstanding debts: 

Mortgage balance, credit card balance, car loans, student loans, etc. 

7  Total capital required: 

Add lines 4+5+6. 

Assets 
8  Savings and investments: 

Bank accounts, money market accounts, CDs, stocks, bonds, mutual 
funds, annuities, etc. 

9  Retirement savings: 

IRAs, 401(k), SEP plans, SIMPLE IRA plans, Keoghs, pension and profit 
sharing plans, etc. 

10  Present amount of life insurance: 

Including group and individual plans. 

11  Total assets available: 

Add lines 8+9+10. 

Needs 
NEEDS FOR LIFE INSURANCE. 

Subtract line 11 from line 7. 
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LIFE INSURANCE 

Life Insurance Agent:_________________________________________ 

Policy No. 1 

Name of Policy 
Holder: 
Company: 
Contact: 
Amount: 
Beneficiary(ies): 

Policy No. 2 

Name of Policy 
Holder: 
Company: 
Contact: 
Amount: 
Beneficiary(ies): 

CAR INSURANCE 
Car Insurance Agency or Broker: 

Agent Name: 

Vehicles Insured: 

HEALTH INSURANCE 

Provider: 

Contact: 

Plan/Policy:

INSURANCE WORKSHEET
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LIFE INSURANCE 
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Policy No. 1 

Name of Policy 
Holder: 
Company: 
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Amount: 
Beneficiary(ies): 
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Beneficiary(ies): 

CAR INSURANCE 
Car Insurance Agency or Broker: 
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Vehicles Insured: 

HEALTH INSURANCE 
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Contact: 

Plan/Policy:

LIFE INSURANCE 
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Contact: 
Amount: 
Beneficiary(ies): 

CAR INSURANCE 
Car Insurance Agency or Broker: 

Agent Name: 

Vehicles Insured: 

HEALTH INSURANCE 

Provider: 

Contact: 

Plan/Policy:

LIFE INSURANCE 

Life Insurance Agent:_________________________________________ 

Policy No. 1 

Name of Policy 
Holder: 
Company: 
Contact: 
Amount: 
Beneficiary(ies): 

Policy No. 2 

Name of Policy 
Holder: 
Company: 
Contact: 
Amount: 
Beneficiary(ies): 

CAR INSURANCE 
Car Insurance Agency or Broker: 

Agent Name: 

Vehicles Insured: 

HEALTH INSURANCE 

Provider: 

Contact: 

Plan/Policy:



Maximizing 

the surviving 

spouse’s income 

is an important 

aspect to any 

end-of-life 

planning. Social 

Security benefits 

typically make up a large portion of 

any retiree’s income. Importantly for 

married couples, when one spouse 

passes away, the higher of the two 

benefits remains, leaving only one. 

In some circumstances, benefits 

could be reduced by as much as 

half of their combined prior income. 

Additionally, since the SSA rules are 

very complicated (over 2700 rules), 

even their administration has trouble 

helping surviving spouses make the 

best choices.

To highlight this issue, a recent audit 

completed by the Social Security 

Office of the Inspector General found 

that an estimated 15,076 retirement 

beneficiaries were entitled to $193.8 

million more in widow(er)’s benefits. 

In fact, based on the sample reviewed, 

69% of the retirement beneficiaries 

were owed higher benefits.

A separate audit completed in February 

2018 found that SSA workers were 

neglecting to inform surviving spouses 

who were also eligible for retirement 

benefits that they could receive a higher 

amount by both utilizing the survivor 

benefit and switching to their own 

higher retirement benefit once they 

reached age 70.

A recent client had a similar experience. 

At age 66, Mary* had reached her 

full retirement age (FRA), but was still 

working. Mary’s recently deceased 

husband had been receiving Social 

Security benefits, but she was told by 

the SSA representative that she could 

not continue receiving his benefit 

while she worked. She could, however, 

commence her own benefit. The truth 

was that she could utilize either her 

survivorship or her personal benefit and 

continue to work without experiencing 

a reduction in benefits.

For Mary to capitalize on the funds 

owed to her, she delayed her personal 

benefit and grew it by 8% per year until 

age 70. In addition to a much higher 

future personal benefit, she was able to 

immediately receive her husband’s full 

survivorship benefit. By simply delaying 

her personal benefit and utilizing the 

survivorship benefit until age 70, she 

increased the annual amount she 

received by more than $12,000 

per year. 

When faced with critical income 

decisions, especially during end-of-life 

planning, it’s important to maximize 

your Social Security benefits. We are 

happy to assist our clients through their 

Social Security claiming process. 

If you have questions about your 

current benefit, or if you have not 

started it and are seeking the best 

strategy for you, please call us for a 

complimentary consultation. 
*Client name has been changed to protect their privacy.

MAXIMIZING SOCIAL SECURITY BENEFITS 
By: Robert Lagonegro, CFP®, CTFA®, Financial Advisor, HFG Trust
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ASSET PROTECTION TRUSTS

You’ve worked hard, saved money, 

and made the best financial decisions 

for your lifestyle. On the road to 

securing your financial future, an asset 

preservation trust can become a critical 

step for protecting your assets and 

ensuring they remain protected to 

support your loved ones.

There are many risks that can threaten 

your own financial security or that 

of your loved ones. Long-term care 

costs, creditors, and unintentional 

disinheritance are the three most 

common experiences that could erase 

your financial security during life and 

after death. 

1) More than two-thirds of Americans 

will need long-term care at some point 

in their life, making long-term care costs 

the most likely to strike seniors in the 

United States. Long-term care costs can 

rise above $100,000 per year in some 

cases, so if you need care, you may 

end up spending through your assets 

in just a few years. A properly-drafted 

trust could protect your assets while 

allowing the ailing spouse to qualify 

for governmental benefits, therefore 

protecting your wealth for the benefit of 

your surviving spouse and your heirs.

2) Creditors can be a threat to your 

wealth and are often overlooked by 

older Americans. Many people have 

paid off their homes, cars, and other 

debts by retirement age or shortly 

thereafter, and don’t consider creditors 

a danger to their assets anymore. 

However, there are other types of 

creditors out there. For example, 

personal injury lawsuits arising from 

vehicle crashes can eliminate even a 

substantial estate that is unprotected. 

3) Unintentional disinheritance is 

something that happens to couples 

who don’t plan carefully while both 

parties are alive. When one spouse 

dies before the other, and especially 

if the surviving spouse is still rather 

young or for blended families, the 

situation is ripe for unintentional 

disinheritance. Consider a couple: 

John and Jane Doe. John and Jane have 

children and have a simple will leaving 

all property to the other spouse. 

Sounds pretty common! Sadly, John 

passes away and leaves Jane a widow in 

her 50s. Jane gets older and eventually 

remarries Jack, who has adult children 

of his own. Jane and Jack get married, 

and then Jane passes away, leaving 

Jack with the inheritance of her wealth. 

When her first husband, John, died, he 

left everything to Jane. Now Jane has 

left everything to Jack, her surviving 

spouse. When Jack dies, his kids receive 

a full inheritance of all the assets, and 

Jane’s children receive nothing. This is 

unintentional disinheritance – John and 

Jane never intended to disinherit their 

children and to leave them nothing.

An asset protection trust is an estate 

planning vehicle that can protect assets 

from all three of these situations. 

An asset protection trust has a 

beneficiary – your surviving spouse, 

child, or other loved one – who can 

receive the benefit from the assets

held in the trust. 

In any situation, you have options.  

At Agile Elder Law, we craft a tailored 

estate plan and employ preservation 

strategies that work to protect your 

assets from both unexpected and 

foreseeable events. Learn how Agile 

Elder Law can help you plan for a better 

tomorrow or solve the crisis today. 

By: Elizabeth Wallace, Attorney, Agile Elder Law
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The following case study will show 

you the value and benefits of care 

management services for an aging  

loved one:

MEET ROSE
Rose has mild dementia and heart 

disease. She has multiple healthcare 

providers and a daughter overwhelmed 

with her mom’s complex health needs.

Presenting Concerns: 
Rose is 89 years old and struggling to 

recover from hip surgery (caused by a 

fall while home alone). In addition to 

Rose’s physical ailments, she shows signs 

of depression/anxiety and is frustrated 

that her daughter doesn’t visit every day.  

Laurie is concerned about her mom’s loss 

of appetite, apathy, and multiple daily 

phone calls.

Laurie is married, works full-time, and 

has two teen-aged children both active 

in after-school sports. She is struggling 

to juggle her own personal world and the 

growing needs her mom’s situation has 

placed on her. She feels overwhelmed, 

frustrated, and feels like a failure, unable 

to keep up with the increasing demands 

of her mother’s care. Laurie contacted 

Home Care SOLUTIONS to help her 

assess her mom’s needs, provide options, 

and regain a sense of control and sanity.

BENEFITS OF HIRING A SOLUTIONS 
CARE MANAGER:
      - Assessed client for in-home   

        care services and determined  

        there was a need for personal           

        care. A caregiver was assigned   

        from Solution’s in-home caregiving  

        program to help in the  

        mornings with “Sunrise Care”     

        (supervised   

        shower,  

        dressing,   

        breakfast,   

        medications 

        and light   

        housekeeping).

      - Initiated and  

        coordinated              

        appointments  

        with medical   

        professionals    

        specializing in  

        dementia 

        to ensure 

        appropriate   

        diagnosis and  

        medication   

        management.

      - Facilitated a   

        dietary consult  

        with client,              

        family, and  

        care provider to determine food  

        preferences, create a meal plan,  

        recipes, and grocery list.

      - Monthly documentation was sent  

        to client’s doctors, financial  

        planners, and selected family to  

        update on the client’s condition,  

        needs, and successes.

      - Arranged for in-home palliative  

        care plus physical therapy and  

        speech therapy.

OUTCOMES:
      - Based on a well-established  

        trust between Rose and the   

        SOLUTIONS team, Laurie was  

        able to actively participate in   

        her mother’s care while also  

        fulfilling family, personal, and   

        professional responsibilities. She  

        felt like she had her life back!

  

      - Rose developed a friendly   

        relationship with her care provider,     

        thereby decreasing her loneliness,  

        fear, anxiety, and giving her   

        something to look forward to.  

        Rose felt empowered when  

        asked to create the meal plan   

        and enjoyed cooking 

        breakfast each morning with 

        her new companion.

      - Rose remains independent in           

        her home and has not had a fall  

        or medical crisis since establishing  

        care management services with  

        Home Care SOLUTIONS.

WHAT IS CARE MANAGEMENT?
By: Alla Schock, M.Ed., Care Manager, Home Care Solutions

Please contact Home Care 
SOLUTIONS at 509.627.8575 
with any questions.
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A wise man once said, 

“Being the richest man 

in the cemetery doesn’t 

matter to me.” The fact 

of the matter is, we 

work hard our entire 

lives to accumulate 

wealth knowing full well that we can’t 

take it with us when we are gone. So 

why do people continue to build wealth? 

Studies have shown that as much as 

people build wealth for independence 

and stability, they have an equal desire to 

use their wealth for the benefit of others, 

i.e.: creating a better life for their heirs 

or donating to the less fortunate. Notice 

there was no reference to taxes. When 

we die, our wealth can go to three places:

      1. People (loved ones)

      2. Charity

      3. Taxes

The reason I list them in this order is 

because with careful planning, options 

1 and 2 can be maximized. Option 3 is 

the catch-all bucket because whatever 

you don’t plan for, the government will 

gladly collect on. So, what are the five 

simple strategies that can help you keep 

your wealth?

1. CREATE A PLAN AND 
    EDUCATE HEIRS
Money Magazine did a study in 2015 

stating that 70% of wealthy families lose 

their wealth by the second generation, 

and 90% by the third. This has to be 

the highest priority to ensure wealth 

is kept and not spent. Be deliberate 

in including your family members and 

heirs in your wealth plan. Implement a 

routine family board meeting to review 

important topics, such as the family 

budget, investment portfolio, goals, 

and objectives. Opening the lines of 

communication will develop trust and 

curiosity that will ultimately give your 

wealth meaning and purpose in the 

eyes of the heir(s). Without attaching a 

purpose to their inheritance, you run 

the risk of it going to waste because 

the money doesn’t represent anything 

more than dollars and cents. If you need 

a facilitator, there are family advisors 

and consultants available who can help 

develop guidelines for an effective family 

board meeting. 

2. ANNUAL GIFTS
Assuming you have effectively educated 

your heirs, you can begin gifting to 

them. The 2021 annual gift exclusion is 

$15,000, meaning you can give a loved 

one $15,000 and $30,000 annually if you 

are married without tax implication. This 

can be a great way to gift to your heirs 

while you are alive and able to see the 

fruits of your generosity.

3. ROTH CONVERSIONS
With recent rule changes (Secure ACT) 

regarding inherited IRAs, beneficiaries 

can no longer “stretch” their inherited 

retirement accounts. This means 

accounts must now be completely 

disbursed by December 31st of the 10th 

anniversary. A Roth account is a tax-free 

account, meaning you pay the taxes for 

your heirs today and invest the proceeds 

tax-free forever. This takes the stress 

away from beneficiaries having to plan 

for future tax payments, especially if the 

retirement accounts transferred have 

significant dollar values. 

4. FAMILY LENDING
If your belief is that making money 

helps you appreciate money, then you 

might forego the gifting route and look 

to provide family members with credit 

opportunities. The IRS has provided 

special interest rates for intra-family 

lending called Applicable Federal Rates, 

which are considerably lower loan rates 

than traditional financial institutions 

would offer. This option also offers the 

convenience of avoiding traditional 

underwriting. Be sure to properly 

document the loan and structure based 

on IRS guidelines. 

5. IRREVOCABLE TRUSTS
This is the most effective strategy to 

minimize estate tax implications. There 

are many different types of irrevocable 

trusts available: irrevocable grantor 

trusts, grantor retained annuity trusts, 

charitable remainder annuity trusts, 

and spendthrift trusts to name a few. 

The purpose of these trusts is to create 

an entity to hold appreciating assets 

where they can grow and accumulate 

without negatively impacting your estate 

exemption. The federal estate exemption 

limit for 2021 is $11.7MM per person. 

Anything exceeding that amount will be 

subject to a steep federal estate tax. 

Removing highly appreciating assets 

can ensure that any future growth will 

be excluded from your estate while still 

providing flexibility for you to access cash 

flow if necessary. These trusts can be 

highly complicated and should always 

be considered with legal and 

professional counsel.  

Remember, these strategies must be 

implemented while you are alive in order 

to be effective. The earlier you start, the 

more likely you will be able to effectively 

minimize your estate tax burden and 

ensure your family’s wealth goes where 

you want it to go.

TRANSFER OF WEALTH
By: William Wang, CFP®, President, HFG Trust
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Call us. We can help. 
Learn more by calling (509) 783-7416  

or visiting www.chaplaincyhealthcare.org

Being a Caregiver 
Can be Tough
Especially during the 
final months of life.

The professional team from  
Chaplaincy Hospice Care helps  
you safely care for your loved one 
at home. We support the whole 
person and the whole family - 
body, mind and spirit.

We can help with your estate planning  
whether you need a simple will or a 

multi-stage transition plan.

- Wills and Trusts

- Business Succession & Buyouts

- Fiduciary Planning

- Probate & Trust Administration

Straight Talk, Proven Results

1333 Columbia Park Trail, Suite 220
Richland, WA 99352
walkerheye.com
509.735.4444



The word “hospice” dates back to 

medieval times, when a hospice was a 

place where weary travelers could find 

shelter and temporary respite from 

their journeys. The modern concept of 

hospice is a comprehensive model of 

care with services specially tailored to 

meet the needs of people and families 

who are facing life-limiting illness.

While the meaning of hospice has 

evolved through the years, these basic 

values have not changed:

      - People who face the end stages of  

        their life due to illness deserve to  

        live their final days to their

        fullest, surrounded by the persons  

        and things which they hold dear.

      - Family members and friends                 

        deserve to receive the support 

        they need to cope with the many

        changes and challenges they 

        will face.

To support and uphold these values, 

hospice has adopted the following 

philosophy and basic principles:

      - Concentration of care. The focus  

        of hospice care is on the quality of  

        remaining life rather than

        only extending life. Therefore,   

        hospice works to provide effective  

        pain management and 

        symptom control. Hospice 

        offers a coordinated program 

        of care from the time of admission  

        through bereavement. Hospice  

        trains and facilitates family and  

        other caregivers to meet their   

        loved one’s needs.

      - Patient and family as the “unit of  

        care.” Hospice recognizes that   

        patients, families, and caregivers  

        will be affected by a life-limiting 

        illness, needing the support of the  

        hospice care team.

HOSPICE CARE TEAM
Hospice uses a highly qualified, specially 

trained team of professionals and 

volunteers working together to meet 

the physiological, psychological, social, 

and spiritual needs of persons facing 

the end of life and bereavement. 

This interdisciplinary team includes a 

physician, nurse (RN), chaplain, social 

worker, and aide.

ACCESS TO CARE
Hospice offers services and support to 

all people and their families regardless 

of age, gender, nationality, creed, 

sexual orientation, disability, diagnosis, 

availability of a primary caregiver, or 

ability to pay.

PLAN OF CARE
When a patient is admitted to hospice, 

the interdisciplinary team will create 

a Plan of Care that is specific and 

individualized for the patient and their 

family. The Plan of Care will reflect the 

patient’s and family’s wishes and will 

continually be assessed to ensure the 

care the patient receives meets their 

conditions and needs. It will include 

things such as the management of 

discomfort and relief of symptoms and 

the frequency and scope of services 

and visits from the team.

The Plan of Care will act as a road map 

for the hospice team, ensuring that they 

provide consistent, cohesive care.

COORDINATION AND 
CONTINUITY OF CARE
Hospice personnel are available 24 

hours a day, seven days a week for 

phone consultations or home visits. 

Hospice services will usually be able 

to follow the patient if their care 

setting changes.

You and your family are unique, 

and the way in which you deal with 

this stage of life will also be unique. 

Chaplaincy Hospice Care understands 

and supports your individuality. We are 

committed to helping you identify your 

specific needs and finding ways to meet 

those needs.

We are born with the will to live. This 

strong drive helps you and your loved 

ones make each day the best it can 

be—filled with qualities of love, care, 

concern, and support. Chaplaincy 

Hospice Care will do all we can to help 

you find peace of mind in your own way 

and in your own time frame. 

ABOUT HOSPICE
By: Leslie Streeter, Marketing Director, Chaplaincy Hospice Care

Learn more at 
chaplaincyhospicecare.org
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When a person 

dies, everything 

they have left 

is their “estate.” 

Every person has 

an estate. It may 

be just clothing, 

furniture, and 

household items 

(collectively 

known as “personal property”), or it can 

be more complex if they owned a house, 

vehicles, financial assets, or a business.  

The United States believes the deceased 

party should be able to control who 

receives their remaining assets after their 

passing – otherwise known as “dead hand” 

control. Control is exercised through a will, 

trust, or other documents.

The process of gathering the assets, 

paying the deceased person’s debts, 

and transferring ownership of assets is 

known as estate administration. Estate 

administration may be completed by 

the court-supervised process known as 

probate, or outside of that court 

process via non-probate administration.

PROBATE ADMINISTRATION
During probate, a court appoints someone 

to act as the personal representative. This 

may be an individual person or a business 

that provides estate administration 

services. The personal representative is a 

fiduciary who is responsible for collecting 

the deceased person’s property and 

assets, preparing an inventory that values 

the assets, paying all the outstanding 

debts, and distributing the remaining 

assets to the deceased person’s heirs. 

The personal representative may have to 

sell the assets to pay debts. At the end of 

probate, the personal representative lets 

the court know that the estate has been 

completely administered, all bills and taxes 

paid, and assets distributed.

If the deceased person had a will, the 

will tells the court who should be named 

as personal representative, who should 

inherit the remaining assets at the end 

of probate, and any other specific wishes 

of the person who died. If the deceased 

person did not have a will, state laws 

have a default plan for who inherits the 

property, and certain individuals, such 

as a surviving spouse or a child, may 

have priority to be appointed as the 

estate administrator.

Different states within the United States 

have very different probate laws and 

procedures. In some states the process 

can be time consuming and/or expensive.  

Other states, like Washington State, have 

streamlined the process. Depending on 

the location and type of assets, estate 

administration may require local attorneys 

in each state.

NON-PROBATE ADMINISTRATION
Not all estates go through probate. A 

community property agreement may 

pass assets from one spouse to the other 

after the first spouse dies. Retirement 

plans, bank accounts, and life insurance 

policies have beneficiary designations 

that automatically pass those assets to 

the named beneficiaries. Living trusts may 

continue or terminate depending 

on the specific terms of the trust 

agreement. More states now also 

have transfer-on-death deeds that 

allow a person to leave their real 

estate to a named beneficiary without 

requiring probate. Even with these 

non-probate transfers, there is still 

estate administration work to be done.

Death certificates need to be provided 

to show that the person passed away 

and the beneficiary is the new owner.

The deceased person’s name should be 

removed from all accounts and deeds.

If the estate is very small, most states have 

a small estate affidavit process where an 

authorized person can claim the deceased 

person’s assets below a certain dollar 

amount by swearing that they are an 

authorized heir entitled to the assets.

NOTICE TO CREDITORS
One key element of estate administration, 

whether through probate or non-probate 

transfers, is to confirm and settle any 

amounts the deceased person owed to 

creditors. In Washington State, we publish 

a Notice to Creditors in a legal newspaper 

where the deceased person lived. This 

Notice is published and notifies anyone 

who claims they are owed money that 

they only have four months from the 

date of the first publication to file a claim 

to be paid. Unsecured creditors who do 

not file a claim within that time will not be 

paid. Without publishing this Notice, these 

creditors have two years to file a claim 

against estate assets, which potentially 

extends the time of administration before 

your family can be sure they can use any 

assets for their own purposes. The Notice 

to Creditors process potentially reduces

By: Stella Edens Pederson, Senior Managing Attorney, Gravis Law
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ESTATE ADMINISTRATION – WHAT HAPPENS 
WHEN WE DIE?



the time it takes to complete 

an estate from more than 

two years to as short as 

six months in an 

uncomplicated estate.  

This is a short summary 

of the types of estate 

administration issues 

that may come up when 

someone passes away. 

Every family is different, 

and every estate has 

unique issues. Gravis Law 

teams with HFG Trust and 

Community First Bank 

to help clients navigate 

these unique issues with 

professional guidance 

on your side to ease 

your mind on proper 

estate administration.
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INDIVIDUAL PERSONAL INFORMATION

PLANNING WORKSHEET #1
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HEIR AND CONTACT INFORMATION

Person:_______________________________ 

Birthdate: 
Social Security No: 
Pet Types and Names: 

Clergyman: 
Employer Info: 
Employer Contact: 

House Alarm Code: 
Garage Door Code: 
Cell Phone Password: 
Computer Login and 
Password: 

HEIR and CONTACT INFORMATION 

Who to immediately contact 

Relationship Name City State Phone Number 
Example: Son John J. Doe Kennewick WA 509.123.4567 

Person:_______________________________ 

Birthdate: 
Social Security No: 
Pet Types and Names: 

Clergyman: 
Employer Info: 
Employer Contact: 

House Alarm Code: 
Garage Door Code: 
Cell Phone Password: 
Computer Login and 
Password: 

HEIR and CONTACT INFORMATION 

Who to immediately contact 

Relationship Name City State Phone Number 
Example: Son John J. Doe Kennewick WA 509.123.4567 

Person:_______________________________ 

Birthdate: 
Social Security No: 
Pet Types and Names: 

Clergyman: 
Employer Info: 
Employer Contact: 

House Alarm Code: 
Garage Door Code: 
Cell Phone Password: 
Computer Login and 
Password: 

HEIR and CONTACT INFORMATION 

Who to immediately contact 

Relationship Name City State Phone Number 
Example: Son John J. Doe Kennewick WA 509.123.4567 



INDIVIDUAL PERSONAL INFORMATION

PLANNING WORKSHEET #2
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Person 2:_______________________________ 

 

Birthdate:  
Social Security No:  
Pet Types and Names:  

Clergyman:  
Employer Info:  
Employer Contact:  
  
House Alarm Code:  
Garage Door Code:  
Cell phone password:  
Computer Login and 
Password: 

 

 

HEIR and CONTACT INFORMATION 

Who to immediately contact 

Relationship Name City  State Phone Number 
Example: Son John J. Doe Kennewick WA 509.123.4567 

     
     
     
     
     
     
     
     

HEIR AND CONTACT INFORMATION

Person:_______________________________ 

Birthdate: 
Social Security No: 
Pet Types and Names: 

Clergyman: 
Employer Info: 
Employer Contact: 

House Alarm Code: 
Garage Door Code: 
Cell Phone Password: 
Computer Login and 
Password: 

HEIR and CONTACT INFORMATION 

Who to immediately contact 

Relationship Name City State Phone Number 
Example: Son John J. Doe Kennewick WA 509.123.4567 

Person:_______________________________ 

Birthdate: 
Social Security No: 
Pet Types and Names: 

Clergyman: 
Employer Info: 
Employer Contact: 

House Alarm Code: 
Garage Door Code: 
Cell Phone Password: 
Computer Login and 
Password: 

HEIR and CONTACT INFORMATION 

Who to immediately contact 

Relationship Name City State Phone Number 
Example: Son John J. Doe Kennewick WA 509.123.4567 

Person:_______________________________ 

Birthdate: 
Social Security No: 
Pet Types and Names: 

Clergyman: 
Employer Info: 
Employer Contact: 

House Alarm Code: 
Garage Door Code: 
Cell Phone Password: 
Computer Login and 
Password: 

HEIR and CONTACT INFORMATION 

Who to immediately contact 

Relationship Name City State Phone Number 
Example: Son John J. Doe Kennewick WA 509.123.4567 



FAMILY DOCUMENT LOCATOR 

Wills and Estate Planning 
Documents: 
Passport: 
Birth Certificate: 
Vehicle Titles: 
House Property Deeds: 
Marriage records: 
Stock Certificates or 
Financial Records: 
Rental Property Records: 
Safe Deposit Box: 
Spare Keys: 
Password List location: 

FAMILY BUSINESS PARTNERS 

Name 
Attorney: 
Doctor: 
Financial Planner: 
Accountant: 
Tax Preparer: 
Insurance Agent: 
Dentist: 
Bank and Branch: 
Bank and Branch: 
Gym or Facility: 
Volunteer Organizations: 

FAMILY DOCUMENT LOCATOR 

Wills and Estate Planning 
Documents: 
Passport: 
Birth Certificate: 
Vehicle Titles: 
House Property Deeds: 
Marriage records: 
Stock Certificates or 
Financial Records: 
Rental Property Records: 
Safe Deposit Box: 
Spare Keys: 
Password List location: 

FAMILY BUSINESS PARTNERS 

Name 
Attorney: 
Doctor: 
Financial Planner: 
Accountant: 
Tax Preparer: 
Insurance Agent: 
Dentist: 
Bank and Branch: 
Bank and Branch: 
Gym or Facility: 
Volunteer Organizations: 

PLANNING WORKSHEET #3
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FAMILY DOCUMENT LOCATOR 

Wills and Estate Planning 
Documents: 
Passport: 
Birth Certificate: 
Vehicle Titles: 
House Property Deeds: 
Marriage records: 
Stock Certificates or 
Financial Records: 
Rental Property Records: 
Safe Deposit Box: 
Spare Keys: 
Password List location: 

FAMILY BUSINESS PARTNERS 

Name 
Attorney: 
Doctor: 
Financial Planner: 
Accountant: 
Tax Preparer: 
Insurance Agent: 
Dentist: 
Bank and Branch: 
Bank and Branch: 
Gym or Facility: 
Volunteer Organizations: 

FAMILY DOCUMENT LOCATOR 

Wills and Estate Planning 
Documents: 
Passport: 
Birth Certificate: 
Vehicle Titles: 
House Property Deeds: 
Marriage records: 
Stock Certificates or 
Financial Records: 
Rental Property Records: 
Safe Deposit Box: 
Spare Keys: 
Password List location: 

FAMILY BUSINESS PARTNERS 

Name 
Attorney: 
Doctor: 
Financial Planner: 
Accountant: 
Tax Preparer: 
Insurance Agent: 
Dentist: 
Bank and Branch: 
Bank and Branch: 
Gym or Facility: 
Volunteer Organizations: 

FAMILY DOCUMENT LOCATOR 

Wills and Estate Planning 
Documents: 
Passport: 
Birth Certificate: 
Vehicle Titles: 
House Property Deeds: 
Marriage records: 
Stock Certificates or 
Financial Records: 
Rental Property Records: 
Safe Deposit Box: 
Spare Keys: 
Password List location: 

FAMILY BUSINESS PARTNERS 

Name 
Attorney: 
Doctor: 
Financial Planner: 
Accountant: 
Tax Preparer: 
Insurance Agent: 
Dentist: 
Bank and Branch: 
Bank and Branch: 
Gym or Facility: 
Volunteer Organizations: 

Doctor 2:

R

FAMILY DOCUMENT LOCATOR 

Wills and Estate Planning 
Documents: 
Passport: 
Birth Certificate: 
Vehicle Titles: 
House Property Deeds: 
Marriage records: 
Stock Certificates or 
Financial Records: 
Rental Property Records: 
Safe Deposit Box: 
Spare Keys: 
Password List location: 

FAMILY BUSINESS PARTNERS 

Name 
Attorney: 
Doctor: 
Financial Planner: 
Accountant: 
Tax Preparer: 
Insurance Agent: 
Dentist: 
Bank and Branch: 
Bank and Branch: 
Gym or Facility: 
Volunteer Organizations: 

Doctor 1:



ADDITIONAL NOTES OR INSTRUCTIONS

________________________________________________________________________________________________________

________________________________________________________________________________________________________

________________________________________________________________________________________________________

________________________________________________________________________________________________________

________________________________________________________________________________________________________

________________________________________________________________________________________________________

________________________________________________________________________________________________________

________________________________________________________________________________________________________

________________________________________________________________________________________________________

You’ve found your perfect home.
LET US FIND YOUR PERFECT LOAN.

Thinking about purchasing your next home 
or refinancing for a better interest rate?

Our Home Loans team has you covered!
 - Purchase, Rate/Term, & Cash Out Refinance
 - Conventional Loans
 - FHA Loans
 - USDA Loans
 - VA Loans
 - Jumbo Loans
 - Bridge Loans
 - In-House Portfolio Loans
 - Construction Loans

Community First Bank NMLS# 409021
HFG Trust: Not FDIC Insured. Not Bank Guaranteed. May lose value.

Derek Robinson NMLS# 1616459
Jamin Clark NMLS# 418805

Dora Castaneda NMLS# 420534

Get in touch with 
our Mortgage 
Consultants 
509.783.4005

27



Trust and Estate Services

OUR SERVICES
- Trust Administration

- Special Needs Trusts

- Custody of Special Assets 
  (real estate and farm property)

- Attorney-In-Fact (Power of Attorney)

- Estate & Retirement Planning

- Tax Planning & Philanthropic Services

- Estate Administration

Complimentary meetings are available to discuss your 
individual needs and for you to meet our team.

As Your Financial Partner For Life, our mission is 

to preserve your family’s legacy and ensure your 

wishes are carried out exactly how you envisioned. 

Community First Bank NMLS# 409021
HFG Trust: Not FDIC Insured. Not Bank Guaranteed. May lose value.

hfgtrust.com  |  509.735.7507


