
Newsletter of the AICPA  
Personal Financial Planning Division

WHAT’S INSIDE

7

4

planner
Building Rapport 
With Middle Aged 
Clients

Attracting and 
Serving Gen-X and 
Gen-Y Clients

CPA/PFS Profile: 
Sheryl Eighner

PFP News

PFP Calendar of 
Events

Chairman’s Corner

Contact Us

We welcome your comments, 
questions, or article ideas. 
Please send them to 
financialplanning@aicpa.org.
Visit our PFP homepage:
aicpa.org/PFP
Join us on LinkedIn!

March/April 2013, Volume 29, Number 2

1

9

12

10

The SEC’s Office of Compliance 
Inspections and Examinations 
recently issued a Risk Alert 
regarding investment advisers’ 
compliance with the custody 
rule. The alert identified 
common, significant deficiencies 

in recent adviser examinations.

Advisers should review their practices in light 
of the deficiencies noted in the Risk Alert and 
their responsibilities under the custody rule to 
protect client assets, specifically:

Failure to recognize that they have custody, 
such as situations where the adviser serves 
as trustee, is authorized to write or sign 

checks for clients, or is authorized to make 
withdrawals from a client’s account as part of 
bill-paying services.
Failure to meet the custody rule’s surprise 
examination requirements.

Read “All You Ever Wanted to Know About the 
New SEC Custody Rule” by compliance expert 
Ellen Bruno, CPA/PFS, in the March/April 
2010 issue of Planner. Learn more about the 
custody rule and the AICPA’s advocacy efforts, 
and contact the PFP team if you need more 
guidance to ensure you are complying with 
requirements.

Lyle Benson, CPA/PFS, CFP® 
Chairman, PFP Executive Committee

Best Planning Ideas for 2013 
A special panel discussion, “Best 
Planning Ideas 2013,” was held 
during the Advanced Personal 
Financial Planning (PFP) Conference 
in January. Lyle K. Benson, CPA/
PFS, CFP®, moderated the panel, 
and participants included Robert 
S. Keebler, CPA, MST, AEP 
(Distinguished); Michael E. Kitces, MSFS, 
MTAX, CFP®; and Daniel S. Rubin, JD, LLM 
(Taxation). Here are the highlights of the 
discussion, arranged topically. See the sidebar 
for links on how to obtain an audio recording of 
this session.

Given today’s environment—including a new 
tax rate structure, new phase outs, different 
break points, and more changes on the way—
tax planning is more complex than ever. Astute 
advisers recommend integrating tax planning 
closely with investment strategies and overall 

Lyle K. Benson, 
CPA/PFS, CFP®

Robert S. Keebler,  
CPA, MST, AEP 
(Distinguished)

Michael E. Kitces, 
MSFS, MTAX, CFP®

Daniel S. Rubin, 
JD, LLM  

(Taxation)

http://www.aicpa.org/PFP
http://www.linkedin.com/groupRegistration?gid=3664590
http://www.linkedin.com/groupRegistration?gid=3664590
http://www.sec.gov/news/press/2013/2013-33.htm
http://sec.gov/rules/final/2009/ia-2968.pdf
http://sec.gov/rules/final/2009/ia-2968.pdf
http://www.aicpa.org/interestareas/personalfinancialplanning/newsandpublications/theplanner/downloadabledocuments/2010_marchapril_planner.pdf
http://www.aicpa.org/InterestAreas/PersonalFinancialPlanning/NewsAndPublications/Pages/CustodyRule.aspx
mailto:financialplanning@aicpa.org?subject=Custody%20Rule
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Portability requires an affirmative election, 
which requires care and coordination.
Trusts may serve a number of purposes 
beyond those called for by a tax strategy, 
including asset protection, control, and 
financial management. 

The bottom line whether to employ 
portability depends on the specific client 
situation. By not putting ported exemptions 
into a trust or giving it outright to children, 
a surviving spouse should probably, instead, 
create a self-settled trust. This allows the 
surviving spouse to use the asset, protect it 
from creditors, and leverage a grantor trust 
when permitted. 

Insurance Planning
The long-term care insurance industry has 
struggled in recent years, due primarily to 
declines in the rate of return on invested 
premiums and because fewer policyholders 
now allow their policies to lapse. For those 
reasons, policies with lifetime benefits are 
largely a thing of the past and policies are very 
expensive. As a result, hybrid policies that 

couple life insurance or an annuity with long-
term care coverage are increasingly viable. 

Annuities
Two developing trends are changing the 
annuity marketplace. First, longevity annuities, 
also called deferred income annuities, provide 
far higher payoffs, but pay off only after several 
decades. Not surprisingly, those policies are a 
tough sale to most clients. The second trend 
is the resurgent use of annuities as tax deferral 
vehicles, thanks to more graduated tax rates 
and higher quality products that offer better 
investment options and lower prices. 

529 plans
Although these plans may seem to be a compact 
strategy to save money for education or other 
uses, many advisers hesitate to recommend 
them. There are a number of other ways to make 
gifts and avoid tax liabilities, including charitable 
gifts, gifts to spouses, and annual exclusion gifts. 
When compared to a 529 plan, a Crummey 
trust allows funds to be invested in any way the 
trustee feels appropriate, while protecting those 
assets from creditors.

Building Rapport With Middle Aged Clients
By David Solie

The entry into the second 
half of life comes with mixed 
feelings. On one hand, many 
40-something adults feel a great 
sense of accomplishment with 

their families and careers. They leveraged 
education, hard work, determination, and 
creativity to become successful. This success 
is a large part of the self-confidence they feel 
about being able to manage the complex 
demands of life in the 21st Century.

On the other hand, as they realize that major 
changes lie ahead, the clarity of the preceding 
20 years begins to fade. Loss of youth, changing 
relationships, health problems, and the 
undeniable aging of parents begin to transform 
a world of unlimited possibilities into a world of 
increased volatility and new dilemmas.

How does this life transition affect how advisers 
work with middle-aged adults? What do you 
need to know about midlife in order to build 
and sustain successful relationships with these 
important clients? 

Although much has been written about the 
economic opportunities of baby boomers—the 
largest middle class population in the history 
of the United States—information about their 
unique developmental journey from ages 40 
to 60 tends to focus on the struggle to find 
ways of not “being old.” However, this way 
of thinking easily misses the unprecedented 
changes that invade the conscious and 
subconscious lives of 40-something adults; 
developmental tasks that affect the quality and 
direction of the second half of their lives.

Because these tasks are mandatory 
components of the middle passage, they 
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dominate the psychological agenda. If they are 
poorly understood and managed, these tasks 
can quickly undo the success of the first half 
of life. As a result, it is paramount that middle-
aged adults and their advisers understand 
the agenda of middle age and how best to 
navigate it.

Developmental Agenda of  
Middle Age
The developmental theme of the middle years 
is an emerging crisis. Instead of a sudden 
occurrence, it is an incipient shift in complexity 
and tone. As a list of daunting tasks arrive 
that soon leave little time to plan, resolve, or 
recuperate, the middle years usher in a higher 
state of volatility. 

Externally, the seminal event is usually sickness 
or death in the family, but it can also involve 
major upheavals with children, careers, and 
core relationships. Up to the early 40s, building 
a career, raising children, and other measures 
of success remain fairly predictable. Suddenly, 
middle age disrupts, and forever changes, this 
pattern. The world begins to take a somber turn 
with more frequent and unpredictable illness, 
loss of relationships, career changes, and poor 
outcomes. These external events include the 
following: 

Death in the family
Children moving out of the house
Chronic illness
Losing, starting, or changing jobs
Voluntary or involuntary retirement
Parents moving into assisted living
Marriage or divorce
Memory loss

Each one of these events presents a 
formidable challenge, but when they arrive 
in uneven clusters, as is the case in midlife, 
they destabilize and exhaust even the most 
competent adult. This upheaval highlights one 
of the two developmental tasks of middle-
aged adults—to maintain stability in a world of 
increasing personal volatility. 

The external crisis parallels an internal turning 
point that comes about, in part, from a 

surprising source—success. When young adults 
embrace the goals of career, families, and 
success, they do so fully believing that these 
goals will carry them to the end of their lives. 

Moving into middle age begins to weaken 
this assumption. As the activities and projects 
of the first half of life mature and reach 
completion—children grow up, careers reach 
their pinnacle, and material dreams come 
true—it becomes clear that one set of goals 
is not enough. Regardless of the success, 
first-half goals become inadequate to carry the 
individual until the end of life.

This should sound familiar. Knowing that estate 
planning and investment goals will change 
during a client’s lifetime is a basic tenet to 
how an adviser works to modify a plan. With 
a change in the rules of the game, there is a 
need to reinvent the purpose and direction 
for the second half of life, but the upheaval of 
the middle years goes beyond simply finding 
a new set of goals. It asks the more difficult 
questions about the true nature of the person 
who is pursuing them and brings up the 
unsettling theme of “authenticity.”

The strategies of the first half of life—the ones 
that created all the success—begin to wear 
thin with middle age. Seeking social approval, 
always projecting a good image, and being in 
tune to what constitutes success all lose their 
luster once attained. Having survived the first 
half of life, middle-aged adults begin to feel 
strangely dissatisfied with material success 
alone and the price it extracts. It is not simply 
a case of wanting more, but rather a case of 
wanting something else—loosely defined 
as “more authentic.” We may dismiss this 
self-examination as a midlife crisis, excessive 
preoccupation over the loss of youth, and the 
predicable pining for past, but that is only part 
of the story.

The loss of youth is also a loss of faith in youthful 
strategies and goals. Having played long and 
hard, the question arises about who the player 
is and whether this really is the game he or she 
wants to play. Managing the upheaval of internal 
events highlights the second developmental 

About the Author
David Solie, MS, PA, 
is an author, educator, 
speaker, and thought 
leader in communicating 
with seniors. His book, 
How To Say It To 
Seniors: Closing the 
Communication Gap 
with Our Elders, has 
been read and reread 
by legions of baby 
boomers searching 
for a better approach 
to working with their 
aging parents. It offers 
insights and proven, 
practical communication 
strategies that help 
professionals and 
laypersons alike interact 
more compassionately 
and effectively with 
seniors. Contact David 
through his website or at 
david@davidsolie.com.

http://www.davidsolie.com
mailto:david@davidsolie.com
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task of middle-aged adults—to discover new 
purpose and direction as the first-half goals 
reach their natural conclusion. 

These developmental tasks offer advisers a unique 
entry point for building rapport with middle-aged 
clients, an affinity that requires an understanding 
of the tasks combined with communication 
strategies that connect with them. 

Connecting With  
Developmental Tasks
Building rapport with middle-aged clients requires 
a balance between collaboration and advisory 
services. The goal is to resonate with the tasks, yet 
the temptation is to overemphasize advisory by 
focusing on traditional milestones as an on-ramp 
for planning conversations. Although milestones 
such as retirement remain important, they are 
a poor starting point for middle-aged adults. 
Instead of being proactive, the conversation 
comes across as unwanted advice that can quickly 
provoke discomfort or outright resistance. A 
more effective strategy is to lead with a topic that 
represents the overriding concern for all middle-
aged clients—sustainability. 

For this demographic, sustainability is a 
metaphor and a strategy. As a metaphor, it 
captures a client’s need to stay afloat in a 
world of competing obligations, increasing 
complexity, and inconvenient timing. 
As a strategy, it offers a framework that 
accommodates the diverse definitions of 
sustainability and shifting priorities. 

Sustainability can be introduced when the 
adviser decides to offer middle-aged clients an 
expanded approach to planning.

The Sustainability SurveyTM

A helpful tool for facilitating transition 
conversations with middle-aged clients is 
the Sustainability Survey in figure 1. It is an 
adviser-facilitated survey based on six quality 
of life sectors the client assesses as sustainable 
or unsustainable. The primary benefit of the 
survey is that it offers clients and advisers a 
simple, effective overview of “where you are 
today” through a snapshot of the sustainability 
landscape. This holistic summary is not 
specialty-focused for finance, law, or medical; it 
is middle-age focused.

Figure 1

Elder Planning 
Resources

In his session, 
“Communicating With 
Boomers,” at the 
2013 Advanced PFP 
Conference in January, 
David Solie used a 
dynamic and entertaining 
case-study approach to 
illustrate various planning 
methods. Video and 
audio recordings and 
presentation materials 
are available in the 
AICPA’s online library. 
Registered attendees 
for the 2013 conference 
have complimentary 
access when they log 
in through the website 
(see instructions to 
access). Those who did 
not attend can create 
an account to purchase 
audio recordings and 
presentation materials.

The AICPA’s PFP Division 
has a full library of elder 
planning resources, most 
of which are available at 
no charge to members 
of the PFP section. 
Recent additions include 
The CPA’s Guide to 
Social Security Planning 
(updated for 2013) 
written by Theodore J. 
Sarenski, CPA/PFS, CFP®; 
and The CPA’s Guide to 
Financing Retirement 
Healthcare (updated for 
2013) by James Sullivan, 
CPA/PFS. On January 30, 
Michael Kitces, MSFS, 
MTAX, CFP®, CLU, ChFC, 
presented “Latest Trends 
& Development in Long-
Term Care Insurance,” in 
which he covered 

(continued on p. 7)

http://www.aicpaconferencematerials.com/personalfinancialplanning/
http://www.aicpaconferencematerials.com/personalfinancialplanning/?select=tutorials
http://www.aicpaconferencematerials.com/?select=createaccount
http://www.aicpaconferencematerials.com/?select=createaccount
http://www.aicpa.org/INTERESTAREAS/PERSONALFINANCIALPLANNING/RESOURCES/ELDERPLANNINGSERVICES/Pages/default.aspx
http://www.aicpa.org/INTERESTAREAS/PERSONALFINANCIALPLANNING/RESOURCES/ELDERPLANNINGSERVICES/Pages/default.aspx
http://www.aicpa.org/interestareas/personalfinancialplanning/resources/elderplanningservices/downloadabledocuments/cpa-guide-ss-planning-final.pdf
http://www.aicpa.org/interestareas/personalfinancialplanning/resources/elderplanningservices/downloadabledocuments/cpa-guide-ss-planning-final.pdf
http://www.aicpa.org/interestareas/personalfinancialplanning/resources/elderplanningservices/downloadabledocuments/cpa-guide-retirement%20healthcare-final.pdf
http://www.aicpa.org/interestareas/personalfinancialplanning/resources/elderplanningservices/downloadabledocuments/cpa-guide-retirement%20healthcare-final.pdf
http://www.aicpa.org/interestareas/personalfinancialplanning/resources/elderplanningservices/downloadabledocuments/cpa-guide-retirement%20healthcare-final.pdf
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The survey can be used as a starting point for a 
sustainability-focused dialogue, a prompt that 
gives middle-aged clients an opportunity to 
tell their stories. Rapport with second-half-of-
life clients predicates on mining the story. The 
simple retelling is a disclosure that helps clients 
connect the dots surrounding aging issues—an 
organizing process that increases stability and 
reinvention. It also uncovers areas of motivation 
where the client is signaling his or her 
importance and willingness to make changes. 

An effective way to mine the story is with open-
ended questions that are embedded with task-
specific words, such as volatility, complexity, 
instability, stability, simplify, and sustainability. 
Here are some examples:

1. Tell me more about the volatility 
surrounding your family situation.

2. How will your husband navigate the 
complexity of his health issues?

3. What makes you feel your current position in 
the company is becoming unstable?

4. How will you help your close friend stabilize 
her situation?

5. What will it take to sustain these financial 
obligations?

Through reflective listening, useful summaries, 
and a nonjudgmental demeanor, advisers help 

clients organize, understand, and prioritize 
the sectors. All of this interaction is eventually 
integrated into a new game plan that 
synchronizes the nonfinancial with the financial 
and increases overall sustainability.

Determining the Future
“When I had journeyed half of our life’s way, 
I found myself within a shadowed forest, for I 
had lost the path that does not stray.” 
   —Dante

Dante was right; we all lose our way in middle 
age. It is the nature of the transition. Transition, 
according to William Bridges, author of The 
Way of Transition, is “the process of letting go 
of the way things used to be and then taking a 
hold of the way they subsequently become.” 
This is where middle-aged adults find 
themselves: trying to take hold of a new set of 
marching orders that are triggered by age, loss, 
and a pressing need for change.

This also is where CPA financial planners are 
uniquely positioned to do good work. Acting 
as transition ambassadors, advisers can help 
preserve stability and the opportunity for 
reinvention. They can help their clients find a 
new path. 

Attracting and Serving Gen-X and  
Gen-Y Clients
By Mackey McNeill

When you ask baby boomers 
about Gen X and Gen Y, most 
will give you an exasperated 
monologue on the challenges of 
these generations. You will hear 

phrases such as “disrespectful of authority,” 
“lacking a work ethic,” and “self centered.”

The first step to have a successful financial 
planning practice that serves Gen X and Y is 
to drop the judgment and see the differences 
as something really positive. For example, 

when Gen X and Y say they disrespect 
authority, what they really want to do is think 
for themselves. As for lacking a work ethic, 
aren’t their concerns about work-life balance? 
Most boomers could learn a thing or two here! 
Self centered? That’s simply knowing what you 
want, which is a good thing. 

If you can get through this first hurdle and see 
the positives of these two generations, the 
opportunities are enormous. Combined, Gen 
X and Y are 1! times as large a group as baby 
boomers and, in 15 states, mostly in the South 
and Midwest, they represent more than 25% of 

About the Author
Mackey McNeill, 
CPA/PFS, is founder, 
president, and CEO 
of Mackey Advisors 
Wealth Advocates in 
Bellevue, Kentucky. She 
has been quoted in 
The Wall Street Journal, 
TIME, Money, USA 
TODAY, and Reader’s 
Digest, along with many 
other publications. 
Mackey is a member of 
the AICPA Advanced 
Personal Financial 
Planning Conference 
Steering Committee. 
Contact her at Mackey@
MackeyAdvisors.com.

Elder Planning 
Resources

(continued from p. 6)

consolidation in the 
industry and the 
elimination of lifetime 
benefits and limited-pay 
premium options, among 
other topics. Access the 
seminar recording and 
presentation materials, 
as well as a podcast from 
Kitces on the long-term 
care (LTC) marketplace, 
and two articles by Kitces 
on the changing market 
for LTC insurance and 
the rising popularity 
of hybrid LTC policies. 
Finally, access the 
seminar recordings and 
presentation materials 
from the 2012 three-
part web seminar series, 
“Understanding Safe 
Withdrawal Rates,” with 
Michael Kitces, as well 
as two articles by him 
on the subject of safe 
withdrawal rates.

mailto:Mackey@MackeyAdvisors.com
mailto:Mackey@MackeyAdvisors.com
http://www.aicpa.org/InterestAreas/PersonalFinancialPlanning/CPEAndEvents/Pages/LTCInsurance.aspx
http://www.aicpa.org/InterestAreas/PersonalFinancialPlanning/CPEAndEvents/DownloadableDocuments/Audio%20Files/20130115-care-insurance.mp3
http://www.aicpa.org/InterestAreas/PersonalFinancialPlanning/Resources/DownloadableDocuments/KitcesRpt-July-Aug2012.pdf
http://www.aicpa.org/InterestAreas/PersonalFinancialPlanning/Resources/DownloadableDocuments/KitcesRpt-July-Aug2012.pdf
http://www.aicpa.org/InterestAreas/PersonalFinancialPlanning/Resources/DownloadableDocuments/KitcesRpt-Sept-Oct2012.pdf
http://www.aicpa.org/InterestAreas/PersonalFinancialPlanning/Resources/DownloadableDocuments/KitcesRpt-Sept-Oct2012.pdf
http://www.aicpa.org/InterestAreas/PersonalFinancialPlanning/CPEAndEvents/Pages/UnderstandingSafeWithdrawal.aspx
http://www.aicpa.org/interestareas/personalfinancialplanning/resources/retirementplanning/Pages/default.aspx

