Philanthropy in Retirement
L-m-,and
Estate Plann
.,

By K. Gene Christian
Much h a s been written and
said about the giving tendencies of
wealthier Americans. Whether you
hold the belief that they don't give
enough, or that they are quite generous, there is one point that we should
all agree on. Wealthier Americans
should know more about their giving options in overall retirement and
estate planning.
As the nation ages rapidly and
wealth continues to grow, more
people than ever will be pondering
questions such as:
How can I increase cash flow as I
go into my retirement years?
How
is enough of an inheritance for my children?
Should we protect and control the
way in which they receive their
inheritance?

In The Past...
Since the Great Depression, many
older American's have considered
estate planning as a way to push
money down to succeeding generations in order to make their lives better than the generation before. After
all, many retirees have said, "We
want to create a better life for our
family than we had for ourselves."
So, for nearly 50 years the objective in
planning has been to minimize taxation while getting as much money
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as possible "down the
line" to loved ones.

daughter, and that he felt the same
about his money.

Today...

In a Fortune magazine article written some time ago, Alabama-born
Richard I. Kirkland, Jr. did research
and found that "the issue of inheritance builds a conflict in parents.
They have an emotional desire to give
to children, but fear that too much
money can be damaging." As wealth
spreads, more and more Americans
are vexed by a question put by one
self-made millionaire; "How . . . do
we keep our money from destroying
our kids?" You don't have to be rich
to be worried about it; members of
the middle class are rapidly building
large estates. Kirkland interviewed
several dozen millionaires to compile
a rare inside account of the estate
planning of some of the country's
wealthiest people. He also spoke
with psychiatrists, estate experts,
and other professionals. "While most
Americans tend to leave significant
inheritances to their children, they
really want them to make it on their
own. As one parent told me, "I want
to give my kid an advantage, but not
every advantage."

However, w i t h i n
the past 10-15 years
that thinking has begun
to change. Today, as a
result of tremendous
prosperity during the
past 15-20 years, many
retired Americans are
actually concerned about their children receiving too much of an inheritance too soon. Many people are now
saying, "The kids are as well off as
we were until just 10 years ago.. .and
the grandchildren are studying to be
chemists, engineers, and doctors.. .do
we really just want to lavish large
lump sums of money on these people
when we pass away?" Increasingly
the answer is no!
Warren Buffett, a contemporary
person of enormous fortune, was
once asked what the right amount
to leave one's children was. Buffett
retorted, "A few hundred thousand
ought to do it." And he sticks to his
word. He never gives his own children more than the gift exclusion
amount every Christmas. To quote
Buffett: "The DuPonts might believe
themselves perceptive in observing
the debilitating effects of food stamps
for the poor, but were themselves
living off a boundless supply of
privately funded food stamps.. .the
idea that you get a lifetime of food
stamps based on coming out of the
right womb strikes at my idea of
fairness." Buffett argues that if talent
can't be passed down to later generations, neither should money. Mr.
Buffett explained that if he were the
quarterback of the championship
football team, it wouldn't be fair of
him to pass down the job to a son or
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F i n a l l y , i n t h e b o o k , The
Millionaire Next Door, researchers
Thomas Stanley and William Danko
conclude that lifetime and testamentary family gifts are both a disincentive to work as well as a disincentive
to save. Their findings show that the
more dollars adult children receive,
the fewer they accumulate; while
those who are given fewer dollars
accumulate more. Furthermore, they
find that the giving of such gifts.. .is
the single most significant factor
that explains the lack of productivity
among the adult children of the affluent. Their advice: teach your children
to achieve, not just to consume.
Continued on page 35
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PRACTICE WANTED - CPA with established practice looking to purchase tax and
write-up practice in SW Portland. Would
like to have effective transition so that the
value of the practice is maintained for both
seller and buyer. If you are considering
retiring or selling your practice in the next
two years and are interested please respond
to: P. 0 . Box 25446, Portland, OR 97298.
CONSIDERING
SELLING
YOUR
PRACTICE? Consider all of your options.
We do the work to sell your practice by
finding qualified buyers that provide financial security coupled with the utmost in
confidentiality. We have buyers actively
seeking practices. Visit our Web site at
www.accountingpracticesales.com or call
541-687-8012. Accounting Practice Sales, we
make dreams happen!
PRACTICES FOR SALE
PORTLAND METRO AREA EA
PRACTICE FOR SALE. The practice is a
tax practice with a small amount of writeup. Founded in 1998, the firm has experienced explosive growth with current revenues of $310,000 serving 1,500 clients. The
practice consists of fees 82% income tax
and 18% write-up. By focusing on income
tax and related services, the firm produces
a net cash flow to owner's exceeding 50%
of billings. The seller's wish to retire and
pursue other business interests but would
provide generous transition assistance to
insure client retention. This firm offers a
unique opportunity for the right buyer to
acquire a firm that could take a lifetime to
build.
OREGON CPA FIRM FOR SALE. The
firm located in a dynamic growing community outside the Portland metro area is
predominantly a tax practice. The practice
revenue mix breaks out 71% tax, 16%
reviews & compilations, 13% write-up.
The average income tax fees are $450 for
individual and $1,325 for business. The
estimated value of equipment included
with the practice is $30,000. A practice
of this quality & profitability only comes
along rarely. When coupled with the owner's capability to offer flexible terms and
provide transition assistance makes this a
practice a rare opportunity.
SOUTHWEST WASHINGTON CPA
PRACTICE FOR SALE. The owner of this
CPA practice, located approx. 45 minutes
from Portland, is ready to retire. What
better way to be on your own than to
step out with an established well rounded
practice with lots of loyal clients coupled
with an excellent reputation in the community. The practice fees are derived from
income tax 66% along with write-up and
consulting 34%. The average individual
tax return fee is $161 and business tax
return is $510. This practice provides the
opportunity to enjoy the quality of life of a
smaller community along with the amenities and cultural activities of a large city.
Contact Accounting Practice Sales by calling 541-687-8012 or visiting our web site at
www.accountingpracticesales.com.

HIGH QUALITY FULL-SERVICE Portland
firm desires to acquire middle-market and
high net worth focused practice through
transition or outright purchase. Technical
excellence and Best-in-Class people/
resources are key to success. Please telephone Karol at 503-931-8776 or respond
to PO Box 4555, MIS 9866, Beaverton, OR
97076-4555.

KAILUA-KONA: HAWAII BIG ISLAND
One bedroom, one bath with a sleeping sofa for the kids, fantastic oceanlbay
view, downtown on Alii drive, across from
IronMan StartIFinish. See pictures on the
web: www.konaweb.com/ witzke. Contact
Paul at 541-753-4185.

-
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SUNRIVER - Spacious lodge style, 4 BR,
3 1 12 BA, near golf course, fully equipped
and large deck. No smokinglpets. $2001
night $225/holiday, $75 cleaning fee. 503636-0256.
SUNRIVER - 3 BR, loft, sleeps 8, near mall,
fabulous custom home, 2 112 BA, fully
equipped, w / hot tub. $155-$175 per night
plus cleaning. No smoking. No pets. 541276-0867. DCCAiY471.
SUNRIVER HOME - 2 BR+loft. 1 112 BA,
fireplace, sleeps 6. Fully equipped, hot tub,
barbeque, bikes. On bike path. Walk to
mall. No pets/NS. $140/night, DCCA#604.
Brochure: 541-344-2074.
SUNRIVER - 4BR, 3BA, sleeps 12. Fully
equipped (Bikes, Gas BBQ Hot Tub, great
decks). Partial mtn view, near Fortrock
Park. No smoking, pets wldeposit. $2251
night $275/holiday $75 cleaning fee. 503744-0540.
SUNRIVER - Immaculate 3 bedroom, 2 bath
home, fully equippedlhot tub, very light,
sleeps 6, no smoking/pets. 503-236-6987.
-

SUNRIVER - 4 bedroom, 2.5 bath, sleeps 10,
hot tub, pool table, 4 TVs, 2 VCRs, 2 DVDs,
canoe, bikes, decks with golf course and
meadow views. No smokinglpets. $215-250
per night. 541-276-1865. (DCCA129).
SUNRIVER - 4+BR/3.5BA, sleeps 11, hot
tub, AC, 2 TV/VCR, BBQ tennis/swim
passes, bikes. No smklpets, season specials: 800-362-4381. DCCA887.
LINCOLN CITY - Oceanfront and Ocean
view homes. 2-8 bdrms. Hot Tubs-Pool
Tables-Piano's. No Smoking/Pets. Contact
Beachfront Vacation Rentals, Inc. 1-800-2247660 or www.beachfrontrentals.net.

Replies: When a file number is used, address to
the file number in care of OSCPA, PO Box 4555
Beaverton, OR 97076-4555. The letter will be forwarded immediately unopened. If no file number
is used, the letter must be opened to determine
contents before forwarding. All forwarded mail will
be marked "confidential."
Classified Advertisement Rates:
Members - $0.75 per word, minimum of $24 Per ad.
Non-members - $1.50 per word,
of $48.
There is no charge for the Audit Experience Position
category. To assign a blind file number, add $5.00
per member insertion/$10.00 per non-member

Tomorrow...

In the final analysis, much of the
work accountants will do in the coming 20 years will be focused on an
aging generation of wealthier clients.
As you help them with issues related
to retirement and estate planning,
will you be ready to discuss how the
more sophisticated charitable planning techniques might help them
solve tax a n d / o r family dynamic
issues-while simultaneously helping the charitable community around
them become financially stronger?

Conclusion
Your OSCPA E d u c a t i o n a l
Foundation has people, and resource
material, that can help as you provide this critical planning service to
your clients. The playing field-and
thinking-of those who are doing
retirement and estate planning has
certainly begun to change. Is your
accounting practice ready to provide
advanced charitable retirement and
estate planning services right along
with it?

For More Information: If y o u
are interested i n learning more about
the O S C P A Educational Foundation
Planned Giving Program, please contact
u s at 503-641-7200 / 1-800-255-1470
ext. 25 or 27 and a representative will be
happy to assist you.

insertion. ADVANCE PAYMENT REQUIRED
- PLEASE SUBMIT PAYMENT WHEN PLACJNG
AD. PLEASE MAKE ALL CHECKS PAYABLE TO
THE OSCPA.
Deadline: Ads must be submitted in writing by the
1st of the month preceding month of issue.
Limitations: No boxed ads
Classified Advextising Form: To obtain the classified advertising form go to: -w.orcpa.org/cpa/
buyclassad.asp. Classifieds are also listed online.

ads subject

review.
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s...BUILDING ON OUR CORE VALUES
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