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iNVEStMENt 2021
Social Security Benefits Increase in 2021

 REGIONAL -- Nearly 70 
million Americans will see a 
1.3 percent increase in their 
Social Security benefits and 
SSI payments in 2021, accord-
ing to officials with Social Se-
curity this month.  
 Federal benefit rates in-
crease when the cost-of-living 
rises, as measured by the De-
partment of  Labor’s Consum-
er Price Index (CPI-W).
 The CPI-W rises when in-
flation increases, leading to 
a higher cost-of-living.  This 
change means prices for goods 
and services, on average, are 
a little more expensive, so the 
COLA helps to offset these 
costs.
 January 2021 marks oth-
er changes that will happen 
based on the increase in the 
national average wage index. 
 For example, the maxi-

	 The	Social	Security	office	in	Council	Bluffs	is	available	by	telephone	
only	at	this	time.		For	all	of	your	questions,	call	1-866-331-9094.		(Photo 
contributed)

mum amount of  earnings sub-
ject to Social Security payroll 
tax in 2021 will be higher.  The 
retirement earnings test ex-
empt amount will also change 
in 2021. 
 You can read the Social Se-
curity press release for more 
information 
at www.ssa.
gov/news/
press/fact-
sheets/co-
lafacts2021.
pdf. 
 S o c i a l 
S e c u r i t y 
mailed COLA notices through-
out the month of  December 
to retirement, survivors, and 
disability beneficiaries, SSI 
recipients, and representative 
payees.
 Want to know your new 
benefit amount?  

 You can securely view and 
save the Social Security COLA 
notice online via the Message 
Center inside my Social Secu-
rity now. 
 If  you don’t have an ac-
count yet, you will have to cre-
ate your account to receive the 
COLA notice online this year.  
 My Social Security ac-
count holders can opt out of  
receiving a mailed COLA no-
tice and other paper notices 
that are available online.  
 You can choose text or 
email alerts when there is a 
notice in Message Center by 
updating your Preferences at 
www.ssa.gov/myaccount/opt-
out.html so you always know 
when we have something im-
portant for you.
 Be the first to know!  
 Sign up for or log in to 
your personal account today 

at www.ssa.gov/myaccount.  
 Choose email or text un-
der “Message Center Prefer-
ences” to receive courtesy no-
tifications.  

 This way you won’t miss 
your online COLA notice!
 You can find more infor-
mation about the 2021 COLA 
at www.ssa.gov/cola. 

 REGIONAL -- If  you 
receive a Benefit Verifi-
cation letter, sometimes 
called a “budget letter,” 
a “benefits letter,” a 
“proof  of  income letter,” 
or a “proof  of  award let-
ter,” Social Security has 
good news for you.  
 A new standard-
ized Benefit Verification 
letter is now available 
when you need proof  of  
Social Security benefits, 

 REGIONAL -- Social 
Security online services 
often allow you to do 
business with us without 
visiting a local office or 
calling.  Here are our top 
10 web pages of  2020:
 1. Open your own 
personal my Social Secu-
rity account, where you 
can verify your earn-
ings, get future benefit 
estimates, obtain benefit 
verification letters, up-

Visit the 
Social 
Security 
website at 
www.sss.
gov

Top 10 sites of Social
Security for 2020

date your Social Secu-
rity information if  you 
receive benefits, and 
more, at www.ssa.gov/
myaccount.  

Top please see next page

Get benefit letter
online at www.ssa.gov

Supplemental Security 
Income, or Medicare. 
 In addition to name, 
date of  birth, and the 
benefits received, the 

Online please see next page

Social Security and
Small Businesses

 REGIONAL -- According to the U.S. Small 
Business Administration, about 30 million 
small businesses in the United States employ 
tens of  millions of  people.  
 Running a small business can be a 24-7 en-
deavor.  Managing employees, inventory, sched-
uling, services, and marketing can be challeng-
ing. 
 If  you’re a small business owner, or you 
work for one, we can help make your life easier 
with our suite of  services.  
 Our business services allow you to file W-

Business please see next page
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 We continue to add new features 
to make doing business with us easier 
than ever.
 2. Need answers to your Social 
Security related questions?  Our Fre-
quently Asked Questions page is the 
authoritative source at www.ssa.gov/
faq.
 3. Our hub for Social Security 
news and updates is our blog at blog.
socialsecurity.gov.  You can use social 
media to easily share these informa-
tive articles with friends and family. 
 4. You can complete and submit 
our online application for retirement 
benefits in as little as 15 minutes at 
www.ssa.gov/retirement. 
 5. You can conveniently apply for 
disability benefits online at www.ssa.
gov/benefits/disability. 
 6. Access our publication library 

— we have online booklets and pam-
phlets (including audio versions) on 
key subjects at www.ssa.gov/pubs. 
 7. You can learn everything you 
need to know about Medicare at our 
dedicated page at www.ssa.gov/ben-
efits/medicare.
 8. There’s no need to call or visit 
a local office when you use our online 
services page at www.ssa.gov/online-
services.
 9. There are times when you may 
need to fill out a form and submit it to 
us.  You can find what you need easily 
at www.ssa.gov/forms. 
 10. Reporting Social Security 
fraud is a key part of  preventing it.  
You can help stop scammers at www.
ssa.gov/antifraudfacts. 
 Social Security cares about giving 
you easy access to the information you 
need from us.  Feel free to share these 
pages with your friends and family. 

new Benefit Verification letter includes 
other identifiers to prevent misuse and 
fraud.  This is an added benefit to you 
as proof  of  income for loans, housing 
assistance, mortgage, and other verifi-
cation purposes.
 The same standardized letter is 
also available if  you need proof  that 
you do not receive benefits, or proof  
that benefits are pending.  
 If  you are an individual represen-
tative payee, you can use the my Social 
Security Representative Payee portal 

2/W-2Cs online and verify your em-
ployees’ names and Social Security 
numbers against our records.
 If  you run a business, make us 
your first stop at www.ssa.gov/em-
ployer.  It will save you valuable time 
when you need information on W-2s, 
electronic filing, and verifying Social 
Security numbers.  
 Small business owners can also 

Top from front page

Business from front page

Online from front page

Top 10 Social Security sites

Social Security and small businesses
take advantage of  our Business Servic-
es Online at www.ssa.gov/bso/bsow-
elcome.htm.  You must register to use 
this free service, which also offers fast 
and secure online W-2 filing options to 
Certified Public Accountants, enrolled 
agents, and individuals who process 
W-2s and W-2Cs.
 For more information about elec-
tronic wage reporting, please read our 
publication at www.ssa.gov/pubs/EN-
05-10034.pdf.

to access the same standardized Ben-
efit Verification letter online for your 
beneficiaries.
 This new standardized Benefit 
Verification letter is another example 
of  our commitment to improve our 
service to you.
 No matter how you request your 
letter, whether calling our National 
800 Number, your local office, the In-
teractive Voice Response system, or 
online with your personal my Social 
Security account at www.ssa.gov/my-
account, the Benefit Verification letter 
now contains a seamless look.

Get benefit letter at Social Security website

TAX Alert
Come to the tax professionals at
Broeckelman & Associates, P.C.

We’ll be happy to sit down and review your tax questions and concerns.

HARLAN OFFICE AVOCA OFFICE
2309 B Chatburn, Harlan, IA 51537

(712) 755-3366
FAX (712) 755-3343

160 S. Elm Street
Avoca, IA 51521
(712) 343-2379

Don’t Let The 2020 
Tax Year Frighten You

EMAIL - MONTE@BROECKELMANCPA.COM

MONTE BROECKELMAN
CERTIFIED PUBLIC ACCOUNTANT

Others Are 
Less Predictable!

Your choice of IMT Homeowners Policies provides all the  
protection you need for your home. So when the unexpected  

happens, you can depend on us, your independent  
IMT Agency with claim service you can count on.

See Rick or Lori

century fArm
insurAnce

Agency, inc.
1117 7th St., Harlan, IA • 712-755-3171 • 877-755-3171

IMT Insurance Company (Mutual)
Des Moines, Iowa

some things Are 
for certain…

Visit www.ssa.gov
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Courtesy Hough &
Zaccone Investment

Management
 REGIONAL -- When 
it comes to financial 
stability, people tend to 
focus on paying off debt 
and saving for retire-
ment. In reality, many 
other financial goals 
beckon to individuals 
during their lifetime. 
 Because of  this, it’s 
important to look be-
yond retirement when 
setting targets, no mat-
ter how old you are.

Identify  Future
Objectives

 While it is never too 
early to start planning 
for retirement, waiting 
until you reach 65 years 
or older to truly live is 
a mistake many people 
come to regret. A num-
ber of  exciting possibili-
ties are waiting for you 
throughout your life:
	 •	 Building	 an	 emer-
gency fund
	 •	Starting	a	business
	 •	Owning	a	home

Beyond Retirement: Consider Your Other Goals

Zaccone Hough

	 •	Raising	a	family

Create a Plan
 If  you’re starting to 
feel discouraged, the 
good news is that money 
isn’t a static asset. It has 
the potential to grow and 
do some of  the work for 
you by creating passive 
income. 
 In fact, people who 
begin to invest in their 
future early can better 
position themselves in 
the pursuit of  their re-
tirement goals. You can 
employ several different 
strategies to help your 
money go further:
	 •	 Designate	 a	 portion	
of  raises: Instead of  in-
creasing living expenses 

to match any pay in-
creases, try to retain the 
original budget as much 
as possible and invest 
the extra.
	 •	 Start	 small:	Not	 ev-
eryone is making $35,000 
per	year	at	age	25.	Some	
people make significant-
ly less throughout their 
earning years. 
 The answer to this 
economic problem is to 
start	small.	Save	$100	per	
month	if 	you	can	and	$10	
per month if  you can’t. 
It all adds up, especially 
when properly invested.
	 •	 Buy	 wisely:	 When	
you purchase a vehicle 
or buy a home, consider 
the maintenance cost 
and tax breaks. 
 For instance, is it bet-
ter to invest in solar pan-
els than a new sunroom 
for your home? 
 Likewise, consider 
the potential tax or eco-
nomic benefits of  a small 
electric vehicle or hybrid 
over	a	new	mid-size	SUV.
	 •	 Make	 use	 of 	 pro-
grams and incentives: 

There are many financial 
products and accounts 
available that could help 
you invest your money 
in a tax-efficient manner.
	 These	 include	 HSA	
accounts,	 401(k)s,	 Indi-
vidual	 Retirement	 Ac-
counts	 (IRAs)	 and	 529	
college savings plans. 
Taxes can have a big im-
pact on passive income. 
It is important to man-
age their impact over a 
lifetime.

Reduce Debt
 The best time to start 
minimizing debt is be-
fore you take any on. 
This does not mean you 
should never buy any-

thing on credit. It does 
imply wisdom in how 
you use debt. Also, be 
wise about payment 
terms, interest rates and 
the types of  debt.
 Whenever possible, 
pay down that debt as 
quickly as you can. How-
ever, never become so fo-
cused on paying off debt 
that you neglect your 
savings. 
 Take yet another look 
at the list of  potential fi-
nancial goals. There is 
more to life then repay-
ing big corporations.
 This material is for 
general information only 
and is not intended to 
provide specific advice or 

recommendations for any 
individual. There is no 
assurance that the views 
or strategies discussed 
are suitable for all inves-
tors or will yield positive 
outcomes. 
 Investing involves 
risks including possible 
loss of  principal. This 
material was prepared 
by LPL Financial, LLC. 
Information provided by 
Anthony Hough and Joe 
Zaccone, Hough & Zac-
cone Investment Man-
agement. Securities and 
advisory services offered 
through LPL Financial, 
a registered investment 
advisor. Member FINRA/
SIPC.

Financial Advisors

Anthony Hough
LPL Registered 

Principal
tony.hough@lpl.com

Joe Zaccone
LPL Registered Rep.

joe.zaccone@lpl.com

803 Durant  •  Harlan  •  755-5205
Securities and advisory services offered through LPL Financial, 

a registered investment advisor. Member FINRA/SIPC.

Stocks  ❖  Bonds  ❖  Mutual Funds  
Annuities  ❖  IRAs  ❖  Retirement Plans

Life Insurance

www.houghzaccone.com

Hough & Zaccone 
Investment mAnAGement

Consider a Portfolio Review

Wendt Tax and Accounting Service/Mary Ann Wendt
Next door to Ryan’s Barber Shop

1121 - 7th Street, Suite #102, Harlan Iowa 51537
Phone: 712-235-4TAx (4829)
Monday thru Wednesday 9-5

Ready, willing and able to take new clients.
Fees beginning at:

·$60 Includes federal 1040 plus one state return,
electronic filing and direct deposit.

· $25.00 for H.S. or college student returns (some restrictions may apply)

Contactless drop-off in basket on wall inside front door.
OR call for an appointment.

Masks required and consultations will be limited to 10 minutes.
All child credits need proof of residency.

(New clients include a copy of 2019 federal and state returns) 
Referral discounts. Worksheets available upon request.

909 Chatburn, Harlan
(712) 755-3883

www.knodfm.com

Keep in Touch . . . 
Listen for

Investment
Segments Daily!

“24 Hours of
Greatest Hits!”

Want to learn more 
about investing ?

Contact one of the
advertisers in today’s issue 

to start learning! 
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Separately Managed Accounts: Tailored to Suit You
 REGIONAL -- Mutual funds have been one alter-
native for many investors seeking professional mon-
ey management.
 But when you buy shares of  a mutual fund, your 
assets are pooled with those of  other fund sharehold-
ers. You gain professional money management, but 
the fund’s manager certainly can’t tailor its portfo-
lio to meet your individual require-
ments.
 For investors who want or need 
a more customized approach — for 
example, in order to better manage 
their tax liability or control indi-
vidual stock hol ings  - separately 
managed accounts (SMAs) have 
become popular. Historically used 
by institutional investors and high-
net-worth individuals, SMAs are now available to a 
wider group of  investors as an alternative to mutual 
funds, though SMAs typically still require a higher 
minimum investment than a mutual fund might.

What is an SMA?
 An SMA is a personal investment account that is 
customized and managed for you by one or more pro-
fessional money managers. In an SMA, your assets 
are not commingled with those of  other investors.
 With a mutual fund, you buy and sell shares of  the 
fund. Even though each fund share represents a pro-
portionate ownership of  individual securities within 
the fund, your share of  each of  those securities is 
tiny. By contrast, you are the sole owner of  each se-
curity within your separately managed account. You 
also may be able to place securities you already own 
in an SMA; with mutual funds, you can’t.
 Typically, the account owner has the ability to cus-
tomize the account by excluding certain securities 
or industries, or employing tax-advantages vehicles.
 Why is that control important? It increases your 
ability to coordinate the sale of  specific securities 
with the rest of  your overall financial plan.
 It was once common for SMA programs to require 
a minimum of  $1 million in investable assets, but to-
day you can find separately managed accounts with
minimums as low as $50,000. SMAs’ lower mini-
mums, along with a growing appreciation of  their 
unique features, may be reasons for their increasing
popularity.

Is an SMA the same thing as a wrap account?
 Both wrap accounts and SMAs charge fees based 
on the size of  assets in the account, and the terms 
sometimes are used interchangeably. However, with
a wrap account, your financial professional may 
serve as the account’s money manager, selecting in-
dividual securities or mutual funds for your portfo-
lio. 
 With an SMA, your financial professional may rely 
on a separate money manager (or multiple manag-
ers) to handle the day-to-day management of  the 
portfolio or specific components of  it. 
 For example, with an SMA, you may be able to 
have a money manager who specializes in bonds 
manage that portion of  the portfolio, while another 
manager who specializes in stock handles the equity 

portion. An SMA must be managed by a registered 
investment advisor, who may be independent or part 
of  the same firm as your financial professional.

How SMAs trump mutual funds on taxes
 Mutual funds have an inherent lack of  tax effi-
ciency. When you buy shares of  a mutual fund, you 
automatically get a share of  its embedded tax liabili-
ties. By law, mutual funds are required to pay out 
realized capital gains to all fund holders, regardless 
of  how long you have held its shares.
 For example, if  you buy shares in a mutual fund 
right before a distribution date, you may receive a 
distribution and have to pay capital gains taxes even 
though you may have held the fund for only a short 
amount of  time. 
 The lack of  tax efficiency can be a greater problem 
for actively managed mutual funds that buy and sell 
securities frequently than it is for indexed mutual 
funds.
 Also, some fund investors can find themselves 
owing income tax on their fund investment, even 
though the fund may have declined in value during 
the year. If  a fund manager sells some of  a fund’s 
holdings at a profit but other holdings drop in value, 
the fund can have a capital gains distribution even 
though its overall net asset value is lower.
 By contrast, each security held in an SMA has an
individual cost basis. That allows you to make spe-
cific tax-motivated moves. For example, you can gen-
erally request that your manager sell a position with 
an unrealized loss in order to offset capital gains, 
thus reducing your income tax liability.
 Example: You sold a vacation home at a profit, but 
do not qualify for any exclusion. As a result, you owe
capital gains taxes on that gain. To reduce your tax 
liability, you instruct your SMA manager to sell part 
of  your position in a stock that has dropped in value.
 The manager sells enough stock to ensure that the 
losses on it offset any capital gains taxes you would 
owe as a result of  the real estate sale.

How SMAs compare with mutual funds on 
trading costs, fees, and performance

 Unlike traditional brokerage accounts, which are 
commission-based, SMA fee structures are asset-
based. They typically cover the investment man-
agement fee, trading costs, custody, reporting, and 
financial planning services.
 One thing to consider when comparing mutual 
fund expenses against SMA fees is the “invisible” 
trading costs incurred by mutual funds. Mutual 
fund expense ratios cover fund management fees, 
administrative costs, and other operating expenses.
  However, they don’t cover trading costs, which 
include brokerage commissions whenever the fund 
buys or sells securities. Although these trading costs 
can vary significantly by mutual fund (depending in 
large part on their annual turnover rates), estimates 
of  these costs range on average from 0.5% to 1.5% but 
can be higher.
 Also, mutual funds often carry a certain amount 
of  cash as a cushion in case they experience a wave 
of  redemptions from investors. That cash can act as 
a drag on performance. If  a fund has to sell securities 

to meet redemption de-
mands, that also can 
affect its results. 
 Though an SMA in-
volves its own risks 
and doesn’t automati-
cally guarantee you’ll 
have better returns, 
you don’t have to wor-
ry about the impact 
of  other investors’ ac-
tions, because an SMA 
has no other investors.
 Because of  the dif-
ferent ways in which 
fees for mutual funds 
and separately man-
aged accounts are cal-
culated, it can be chal-
lenging to compare 
those fees.
  Generally speaking, 
the larger your ac-
count, the more likely 
you are to benefit from an SMA. Before investing, 
ask your financial professional to do an “apples to 
apples” comparison between SMAs and mutual 
funds, including total fees and trading costs, to de-
termine which is the better deal in terms of  overall 
costs.
How SMAs can be customized for your specific 

situation
 Another important feature of  SMAs is their ability 
to allow you to exclude certain securities. You also 
can set sector guidelines to avoid investing in a sec-
tor you might disapprove of  (for example, tobacco or 
casino stocks). 
 This flexibility allows you to better tailor your as-
set allocation for your own unique circumstances 
and desires — key considerations for many investors 
with concentrated stock positions.
 Example: You work for a large company that is a 
mainstay of  most large-cap stock indexes, and you 
also hold shares in the company as a result of  hav-
ing exercised stock options. You instruct your SMA’s 
manager not to buy your company’s stock, to prevent 
your net worth being too dependent on one company.
 However, don’t expect to micromanage every sin-
gle trade, as you might with a traditional brokerage 
account. Within the guidelines you set, the money 
manager typically will have discretion to implement 
strategies that he or she feels will provide the best 
returns for you. (After all, if  you want to make all the 
decisions yourself, it probably doesn’t make sense to 
hire a professional money manager.) 
 However, you still have flexibility to integrate 
those decisions with the rest of  your financial con-
cerns. And you’ll always be able to track what has 
been bought and sold on your behalf.

The bottom line
 For investors who place a priority on control and 
tax efficiency, and have the necessary capital, an 
SMA program may make a lot of  sense.

Diane Stewart
Financial Advisor  Before investing in a mutual 

fund, carefully consider its invest-
ment objectives, risks, fees, and 
expenses, which are contained in 
the prospectus available from the 
fund. Read the prospectus care-
fully before investing.  (Photo con-
tributed)
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 REGIONAL -- As the year draws to a close, it’s 
fair to say that we’ve all learned something about the 
social, political, physical and environmental forces 
that have affected everyone. And, in some ways, our 
lives will be changed, perhaps permanently.
 But as an investor, what lessons can you learn 
from 2020?  Here are some to con-
sider:
	 •	 The	 markets	 look	 ahead.	
Here’s something many investors 
discovered in 2020: Investment 
prices don’t always move in the 
same direction as the overall econ-
omy.	This	might	not	have	seemed	
apparent right after the COVID-19 
pandemic	 struck	 in	 mid-Febru-
ary, as the overall economy and 
the	stock	market	took	big	hits.	
	 But	just	about	five	weeks	later,	the	markets	be-
gan a rally that lasted several months. During this 
time, the economy also recovered somewhat, but still 
remains	on	weak	footing.	What	can	explain	this	dis-
crepancy	between	the	markets	and	economic	activ-
ity?
 Essentially, economic numbers, such as the un-
employment rate and gross domestic product (GDP), 
reflect	what’s	happening	today,	but	the	markets	are	
always	looking	toward	tomorrow,	which	means	they	
are anticipating a stronger economic recovery and 
the results that come with it, such as greater corpo-

What Investment Lessons can we learn from 2020?
rate earnings in 2021. No one can say for sure what 
the	future	holds,	but	you	can	usually	know	the	mar-
ket’s	opinion	by	its	performance.
	 •	Opportunities	will	 always	 exist	 for	 investors.	
Although the coronavirus seems
unprecedented,	the	equity	markets	have	rebounded	
from many crises before it.
	 From	 war	 to	 global	 financial	 meltdowns,	 the	
market	has	seen	it	all.	But	even	at	the
height	of 	 these	events,	when	the	markets	might	be	
most affected, individual segments or industries can 
do well.
	 For	example,	in	the	current	environment,	when	
many	people	have	been	forced	to	work	and	shop	from	
home, and get their entertainment online, it’s prob-
ably not surprising that some parts of  the technol-
ogy sector have seen their economic activity grow, 
along	with	their	stock	prices.	
	 Here’s	 the	key	point:	 Investment	opportunities	
always	exist,	 especially	 in	 times	of 	market	stress	–	
and smart investors will find them and incorporate 
them into their portfolios in a way that’s appropriate 
for	their	goals	and	risk	tolerance.
	 •	Patience	and	discipline	can	pay	dividends.
	 As	mentioned	above,	the	stock	market	dropped	
sharply	 in	 the	 weeks	 immediately	 following	 the	
pandemic, but then gained steadily for months af-
terward.	Investors	who	tried	to	“cut	losses”	and	ex-
ited	the	market	likely	did	so	at	the	wrong	time	and	
missed out on the beginning of  the upturn. 

	 Unfortunately,	this	is	not	uncommon	–	investors	
who	 overreact	 to	market	 declines	 often	 find	 them-
selves on the investment sidelines just when a new 
rally begins. 
 Rather than being reactive in this way, you 
may	be	 better	 off	 sticking	with	 a	 long-term	 invest-
ment strategy, and buying and selling investments 
only	when	it	makes	sense	for	your	situation,	such	as	
when you need to diversify your portfolio.
	 For	 many	 reasons,	 it’s	 unlikely	 that	 we’ll	 see	
anything	exactly	like	2020	again.		But	some	of 	the	in-
vestment lessons we learned are applicable in every 
year	–	so	keep	them	in	mind	for	2021	and	beyond.
 This article was written by Edward Jones for use by your local Edward Jones Finan-
cial Advisor. Edward Jones. Member SIPC. Investment Lessons From 2020

Debbie Davis
Financial Advisor

 REGIONAL -- De-
pending on your family 
situation and the value 
of  your estate, forming 
a trust can be an im-
portant addition to your 
farm transition plan.
 A will gives basic as-
surance of  where farm 
and personal assets will 
go at death, but a trust 
can provide more detail 
and instruction, with 
the	 flexibility	 to	 transi-
tion your farm the way 
you want it to go.
 In an article writ-
ten for the December 
Ag	Decision	Maker,	 two	
experts	 with	 Iowa	 State	
University	 Extension	
and Outreach give an 
overview of  what a trust 
is,	 the	 different	 kinds	
of  trusts, who they ben-
efit and what a person 
should consider before 
forming a trust.

Trusts can serve as Important Estate Planning Tool

	 “The	 trust	 is	 a	 very	
useful	 and	 flexible	 tool	
for estate planning, yet 
it is probably the most 
underused estate man-
agement technique,” ac-
cording to Kelvin Leibold 
and	 Melissa	 O’Rourke,	
farm management spe-
cialists	 with	 Iowa	 State	
University	 Extension	
and Outreach.
 A trust is an artifi-
cial entity, comparable 
to a corporation, cre-
ated by a document or 
instrument that guides 
the handling of  the trust 
assets.
 One of  the biggest 

factors in determin-
ing whether a trust is 
necessary is the family 
situation, according to 
O’Rourke.	More	compli-
cated situations, involv-
ing multiple generations 
and rights of  ownership 
and management, may 
make	 a	 trust	 an	 ideal	
choice.
	 The	 article,	 called	
“Trusts	 as	 an	 Estate	
Planning	 Tool,”	 guides	
the reader through the 
basics of  how to create a 
trust, how one is funded, 
the costs to maintain a 
trust and the different 
parties that must be in-

volved to form and carry 
out a trust.
	 O’Rourke	 and	 Lei-
bold discuss common 
mistakes	 people	 make	
with	 trusts,	 like	 forget-
ting to change how as-
sets are titled, so that 
they go into the trust, 
and	 making	 sure	 the	
parties understand the 
different	types	of 	tax	lia-
bilities based on the type 
of  trust that is chosen.
	 The	 two	main	 types	
of  trusts are living and 
testamentary trusts. A 
living trust is established 
by a living person, while 
a testamentary trust is 
established in a will and 
comes into being at the 
time of  death or under 
certain circumstances.
 Living trusts are 
usually revocable or 
irrevocable, and each 
carries different stipu-

lations on what the 
grantor can and cannot 
control, and different 
types	of 	tax	liability.
 “A trust is basically 
creating another entity 
or	 a	 bucket	 where	 you	
put the assets, and then 
writing	 the	 rule	 book	
of  what should happen 
with those assets,” said 
Leibold.
 Done correctly, he 
said a trust can help 
keep	a	family	member	in	
farming, while allowing 
the other family mem-
bers to receive owner-
ship in the farm, land, 
money or whatever as-
sets the grantor chooses.
 Because farm opera-
tions have so many mov-
ing	parts	–	and	expenses	
–	 a	 trust	 can	help	make	
the transition as seam-
less as possible, while ac-
complishing the goals of  

the grantor.
 Leibold and 
O’Rourke	 both	 recom-
mend being transparent 
with family members 
and informing each per-
son where they stand 
in regard to the estate. 
Sharing	 documents	 and	
holding family meetings 
can	 help	 keep	 everyone	
on the same page.
 “As far as I’m con-
cerned, everyone should 
have a copy of  these 
documents	–	be	it	a	will,	
power of  attorney or a 
trust,”	 said	 O’Rourke.	
“Give a copy to everyone 
in the family, so that ev-
eryone	knows	what	is	go-
ing on.”

*     *     *
 O’Rourke can be 
reached at morourke@
iastate.edu, and Leibold 
can be reached at klei-
bold@iastate.edu.

            As far as I’m concerned,
everyone should have a copy of  these 
documents	–	be	it	a	will,	power	of
attorney or a trust.  MELISSA O’ROURKE

“
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 REGIONAL -- The 
COVID-19 pandemic has 
had a profound impact 
on all aspects of  our 
lives and has resulted 
in significant changes 
to the way we work, live 
and think about money.
 These changes are 
especially true for par-
ents and adult children 
who have combined once 
separate households, ac-
cording to new data from 
New York Life.
 “It’s clear that more 
than ever, taking care of  
family is a priority for so 
many Americans,” said 
Aaron Ball, SVP and 

Differing outlooks on financial futures beyond COVID-19
Head of  Insurance Solu-
tions at New York Life.  
 “Our data also sug-
gests that it is clear many 
f a m i l i e s 
will have 
some dif-
f i c u l t 
c o n v e r -
s a t i o n s 
a b o u t 
money on 
the hori-
zon.”
 At the start of  the 
pandemic, many adults 
returned to their par-
ents’ home to ride out 
the storm – some to es-
cape a viral hot spot, and 

others due to job losses. 
 Overall, according 
to a recent survey from 
Pew Research Center, 
37% of  those ages 18 
to 29 say they moved, 
someone moved into 
their home or they know 
someone who moved be-
cause of  the outbreak. 
 New York Life’s own 
survey revealed a simi-
lar trend of  Americans 
whose adult children 
moved back home (or 
adults who said that they 
moved back home with 
their parents). 
 New York Life’s data 
also identified a discon-

nect in longer-term fi-
nancial expectations.
 Data finds parents 
and their adult children 
have different outlooks 
on their financial future 
beyond COVID-19.
 Parents are under 
the impression that 
they will need to sup-
port their children for a 
longer period than their 
children believe. 
 For example, 38% of  
adult children believe 
they will only need fi-
nancial support for six 
months or less, while 
only 27% of  parents 
share that sentiment.
 Of  the parents 
whose children moved 
back home, nearly one in 
three (29%) expect their 
kids to stay with them 
for three or more years.
 Only 14% believe 
their children’s stay 
will last three or fewer 
months. 
 In contrast, just 17% 
of  adults living with 
their parents expect to 
stay there for three or 
more years, whereas 

22% expect to stay three 
or fewer months.
 Ball concluded, 
“The different expecta-
tions that parents and 
their adult children have 
on how long they expect 
to rely on one another 
suggests a greater need 
to normalize family dis-
cussions about finances. 
 “Given that many 
of  these households are 
now sharing expenses 
in a way they might not 
have been prior to the 
pandemic, it’s important 
to open a dialogue about 
how to ensure that finan-
cial goals for all genera-
tions in an extended fam-
ily unit can be achieved.
 “These are often 
emotional conversa-
tions, so enlisting the 
help of  a trusted finan-
cial professional who 
can offer an independent 
perspective is often in-
credibly valuable.”

New York Life Survey 
Methodology

 New York Life com-
missioned Morning Con-

sult to conduct a series 
of  recurring surveys 
among a national sample 
of  2,200 adults. 
 This poll was con-
ducted online between 
May 29-June 1, 2020, and 
the data were weighted 
to approximate a target 
sample of  adults based 
on age, educational at-
tainment, gender, race, 
and region. 
 Results from the full 
survey have a margin of  
error of  plus or minus 2 
percentage points.
 Results are com-
pared to those from pre-
vious polls conducted 
between March 23-24, 
April 9- 10, and April 21-
24, 2020.

***
 This educational 
third-party article is pro-
vided as a courtesy by 
Randy Pash, Agent, New 
York Life Insurance Com-
pany. 
 To learn more about 
the information or topics 
discussed, please contact 
Pash at 712-755-3270.

Randy Pash
Financial Advisor
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