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To get the most out of your ICLEF Electronic Publication, download this material to your PC and use Adobe
Acrobat® to open the document. The most current version of the Adobe® software may be found and
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DISCLAIMER

The information and procedures set forth in this practice manual are subject to constant change
and therefore should serve only as a foundation for firther investigation and study of ’fl_’xe current law and
procedures related to the subject matter covered herein. Further, the forms contained within this manual
are samples only and were designed for use in a particular situation involving parties which had certain
needs which these documents met. All information, procedures and forms contained herein should be very

carefully reviewed and should serve only as a gnide for use in specific situations.

The Indiana Continuing Legal Education Forum and contributing authors hereby disclaim any and
all responsibility or liability, which may be asserted or claimed arising from or claimed to have arisen from
reliance upon the procedures and information or utilization of the forms set forth in this manual, by the

attorney or non-attorney.

Attendance of ICLEF presentaﬁons does not qualify a registrant as an expert or specialist in any
discipline of the practice of law. The ICLEF logo is a registered irademark and use of the trademark
without I[CLEF s express written permission is prohibited. ICLEF docs not certify its registrants as
specialists or expert practitioners of law. ICLEF is an equal opportunity provider of continuing legal
education that does not discriminate on the basis of gender, race, age, creed, handicap, color or national
origin. ICLEF reserves the right to refuse to admit any person or to eject any person, whose conduct is
perceived to be physically or emotionally threatening, disruptive or disrespectful of ICLEF registrants,

faculty or staff.
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Successfully Transferring Wealth
to the Next Generation Family

Wealth transfers sometimes fail, damaging sibling relationships and
affecting the impact you want your client’s assets to have. This seminar
helps attorneys understand why family wealth transfers can fail, how to
avoid mistakes and how open communication between family members
may lead to successful transfers of wealth.

INDIANA CONTINUING LEGAL EDUCATION FORUM

Faculty

David Ghormley

MES Investment Management
P: (317) 517-7141

E: dghormley@mfs.com

Nicole McGoff

Merrill Lynch Wealth Management
P: (317) 706-3195

E: nicole.mcgoff@ml.com

August 30, 2023

wWwWW.ICLEF.ORG



Nicole C. McGoff, CDFA®, Merrill Lynch Wealth Management, Indianapolis

Nicole McGoff, CDFA® - Financial Advisor

Nicole and her team are passionate about helping their clients live their best financial
lives. Her process begins by listening to her clients' goals and needs to providing them
with a thorough, educational, and transparent financial strategy.

Nicole began her financial services career in 2010 as a Financial Advisor working with
successful families and business owners to build, protect, and transfer their

wealth. Most recently, Nicole spent four years at Capital Group|American Funds where
she educated Financial Advisors and research teams on investment processes and
effective practice management. This experience has allowed her to better service the
needs, wants, and wishes of her clients.

Nicole enjoys being an active member of the Assistance League of Indianapolis and
other volunteer organizations within her community. She attended Western Michigan
University where she played Division I Golf and earned her degree from Indiana
University-Purdue University Indianapolis. Her greatest joy is spending time with her
husband, Sean, two children, Colin and Maeve, and English Mastiff, Lily.



David Ghormley, CFA, MFS Investment Management, Indianapolis

David Ghormley, CFA, is Director at MFS Investment Management in Indianapolis.

MFS Investment Management is an active, global asset manager with a uniquely
collaborative approach to build better insights for clients. Its investment approach has
three core elements - integrated research, global collaboration, and active risk
management. Through the combined application of these three principles, the firm
works to deliver sustainable investment solutions for the individual and institutional
investors it serves.
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FAMILY WEALTH MANAGEMENT

Generational Wealth
Conversations

Helping families successfully

transfer wealth
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MFS does not provide legal, tax or accounting advice. Clients of MFS should obtain their own independent tax and legal advice based on
their particular circumstances.

The views expressed are those of the speaker and are subject to change at any time. These views do not necessarily reflect the views of
others in the MFS organization.

I MFs

MFS Fund Distributors, Inc., Boston, MA



Investing involves risk including possible loss of principal. Information is current as of the date of this material.

JO MFs

Any opinions expressed herein are from a third party and are given in good faith, are subject to change without notice, and are considered
correct as of the stated date of theirissue.

Merrill Lynch, Pierce, Fenner & Smith Incorporated is not a tax or legal advisor. Clients should consult a personal tax or legal advisor prior
to making any tax or legal related investment decisions.

Bank of America Corporation (“Bank of America”) is a financial holding company that, through its subsidiaries and affiliated companies,
provides banking and investment products and other financial services.

Merrill Lynch, Pierce, Fenner & Smith Incorporated (also referred to as “MLPF&S” or “Merrill”) makes available certain investment products
sponsored, managed, distributed or provided by companies that are affiliates of Bank of America Corporation (“BofA Corp.”). MLPF&S is a
registered broker-dealer, registered investment adviser, Member SIPC and a wholly owned subsidiary of BofA Corp. Merrill Lynch Life Agency
Inc. (“MLLA") is a licensed insurance agency and a wholly owned subsidiary of BofA Corp.

This material does not take into account a client’s particular investment objectives, financial situations, or needs and is not intended as a
recommendation, offer or solicitation for the purchase or sale of any security or investment strategy. Merrill offers a broad range of
brokerage, investment advisory (including financial planning) and other services. There are important differences between brokerage and
investment advisory services, including the type of advice and assistance provided, the fees charged, and the rights and obligations of the
parties. It is important to understand the differences, particularly when determining which service or services to select.

Nothing discussed or suggested in these materials should be construed as permission to supersede or circumvent any Bank of America,
Merrill Lynch, Pierce, Fenner & Smith Incorporated policies, procedures, rules, and guidelines.

Investment products offered through MLPF&S and insurance and annuity products offered through Merrill Lynch Life Agency Inc.:

Are Not FDIC Insured May Lose Value Are Not Bank Guaranteed

Are Not Insured by Any Federal
Government Agency

Are Not a Condition to Any

Are Not beposits Banking Service or Activity
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UNDERSTAND PLAN COMMUNICATE

Why transfer fail To avoid mistakes To engage and educate




Understand: Why Transfers Fail

= Paying too much in taxes

What iS = Getting caught up in the court system
failure? " Creating family infighting

= Your heirs spending their inheritance in its entirety




Understand: Why Transfers Fail

Reason for failure?
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Not having a plan at all



Plan: To Avoid Mistakes




Understand: Why Transfers Fail
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Not sharing the plan




Understand: Why Transfers Fail

Reason for failure?

Not updating the plan



Understand: Why Transfers Fail

Reason for failure? )

) g

Not being specific and
detailed with your plan
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Plan: To Avoid Mistakes

Sample family financial map

PARENTS PARENTS
john's Pat's
parents’ names + ages parents’ names + ages

Create a family "map”

CLIENT INFO

OTHER OTHER

John's other john Pat Pat’'sother

E |dentify legacy needs for each i bl familymembers  + ages

CHILDREN
john's children johnand Pat's Pat's children
from previous children ¢ ages from previous
relationships + ages relationships + ages

11



Why Transfers Fail

Heirs and the family cottage

Understand

12



Communicate: Engage and Educate
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Family Love Letter &.

MFS® is not affiliated with the familyloveletter.com. These entities/products/links are being provided as a convenience and for informational purposes only; they do not constitute an endorsement or approval by MFS.®
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Understand: Why Transfers Fail

Reason for failure?

Not preparing your beneficiaries
to receive assets

14



Understand: Why Transfers Fail

Comfortable discussing with your adult child(ren)
(Extremely/Very Comfortable)
(Base: Advised Respondents)

Religion I 7
Your wishes upon your death |GGG 724
Politics |GGG 71%
Personal health issues |GGG 70%
Your money [ 66%

Sex _ 39%

Source: MFS Heritage Planning Survey, 2022. See page 12 for methodology

15
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Understand: Why Transfers Fail

Interest in discussing family wealth with Have discussed family wealth Helpfulness of family wealth management
your investment professional management with investment professional discussion with investment professional
(Base: Advised) (Base: Advised Respondents) (Base: Advised Respondents)
Not sure,
6% Particularly
Not at all/not very 33% Gen Y (63%)
interested:

61%
Extremely / very helpful

Somewhat interested:

Yes, 42%

Somewhat helpful
Extremely/very 26(y
interested: 0

Not very/not at all helpful

Source: MFS Heritage Planning® Survey, 2020. See page 19 for methodology.
16



Communicate: Engage and Educate

A MFs

Engage family members early and often Educate for tomorrow

Account openings
Gifting discussions

Joint meetings with an investment
professional

Who: to talk to when the time comes
How: to avoid mistakes

What and where: documents and
accounts

17



Communicate: Engage and Educate
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Perry L. CocHELL - Rooney C. Zees

MFS® is not affiliated with the authors Jim Stovall, Perry L. Cochell, Rodney C. Zebb, Tracy Gary, Nancy Adess, Susan Crites Price. These entities/products/links are being provided as a convenience and for informational
purposes only; they do not constitute an endorsement or approval by MFS.®
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Family Wealth Management: Generational Wealth Conversations OMFS

Successfully transfer wealth

= Understand: why transfers fail
= Plan: to avoid mistakes

= Communicate: to engage and educate

19



MFS ADVISOR EDGESM

Questions?

Thank you!

Methodology: MFS, through Dynata, an independent research firm, sponsored an online survey of 1,001 individual investors. MFS was
not identified as the sponsor of the survey, which was fielded in December 2022. To qualify, respondents had to have a household
income of at least $50,000, use the services of a financial advisor, be invested in mutual funds, and make or share in financial decisions
for their household. Gen Y refers to investors ages 26 to 41, Gen X refers to investors ages 42 to 57, and Boomer refers to investors
ages 58 to 77. These ages are based on calendar year 2022.

Neither MFS nor any of its subsidiaries is affiliated with Dynata.

I MFs
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