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For Estate Planning

If we had to boil
the essentials of
estate planning
down to one

sentence, it might be
this: The longer you
live, the more money
you are going to
spend.

And it’s a fact that peo-
ple are living longer, said
Ken Simpson of Idaho
Falls, adviser with Desert
Wealth Management Inc.
and a member of the

Eastern Idaho Estate
Planning Council.

“Lots of people say, ‘I’ll
never live that long,’ but if
you’ve got a couple who
are 65, there’s a 50 percent
chance that one of them is
going to live until 92 and a
25 percent chance one of
them will be living to age
97,” he said.

In other words, a person
who wants a traditional
retirement at age 65 could
be looking at 30 years on a
fixed income, with a pool
of assets that is going to
be eroded by inflation. A
person who wants to start
drawing Social Security at

age 62 is going to have to
have even more assets
from which to draw.

“In your working years,
you’ve got a built-in hedge
in that your salary is going
up,” Simpson said. “The
challenge of retirement is
that you have to replace
that income stream with
something that factors

inflation.”
If inflation stays at an

average of 3 percent over
30 years, it would cost
$250,000 to buy at age 92
what cost $100,000 at age

62.
It’s essential to have a

plan.
While the first step is

calculating the cost of liv-
ing over the long term, the
second is determining
where the income is com-
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By Ryan Meikle
Vice president, Eastern Idaho Estate Planning Council

During this time of year, it can be
a challenge to not hit a pothole
as you drive around town.  

On a recent Saturday afternoon, as I
was working my way down a pothole-
riddled street, I recalled a speech I
heard several years ago about road con-
ditions. A man asked the owner of a
road-paving company located in west-
ern Canada what allowed the roads in
that part of the country to withstand the
extreme variations in temperature.  The

response to the question – “As the cold
of winter and the heat of summer come
and go,  it is the depth of the road base
that lets the material expand and con-
tract without cracking or damaging the
driving surface.”

Family business owners frequently
struggle with the challenges of transi-
tioning their business to the next gener-
ation.  It is estimated that less than one-
third of family businesses successfully
transition to the second generation and
nearly ninety percent of family busi-
nesses never make it to the third gener-

ation. 
Similar to a road, I believe that as the

challenges of transitioning a family
business come and go, it is the depth of
planning that lets the business transi-
tion to a succeeding generation without
cracking or damaging the business (and
more importantly, the family).

According to the Laird Norton Tyee
Northwest Family Business Survey 2008
(www.familybusinesssurvey.com), only
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The longer you live, the more
you’ll need – and the longer you’ll
have to work before retirement

“The benefits
are going to
change, but

Social Security’s
ills are going to

be fixed.”

“There are so
many moving
variables right
now. The key

driver is 
flexibility.”

“The 
challenge of 
retirement is
that you have

to replace
that income
stream with 
something
that factors 
inflation.”
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a quarter of family busi-
nesses in the U.S. have
given serious thought to
succession planning, and
half of all senior-genera-
tion family business own-
ers have no written estate
plan. It’s no wonder that
most family businesses
crack and are damaged
under the extreme pres-
sures that arise during the
transition of the business.

Dave Specht, a national-
ly recognized family busi-
ness consultant and
Lecturer at the University
of Nebraska, recommends
that a successful succes-
sion plan be based on the
“three C’s”: communica-
tion, contingency plans,
and cash flow.  First, com-
munication is essential.
Communication from the
senior generation to the
younger generation (and
vice versa) about the
expectations for the busi-
ness as well as each gener-
ation’s expectations is key
for the long-term success
of the business and family
relationships.  Second,
contingency plans are nec-
essary to prepare for
unexpected events. Every
family business is destined
to experience unforeseen
challenges that should be
addressed through a con-
tingency plan, which
should address both man-
agement and ownership
related issues.

Understanding cash
flow, the third “C”, is also
important because it

determines where all the
money is going and how
the business will fulfill the
cash flow needs of the
senior generation during
retirement.  Each of the
“three C’s” will add depth
to a family business transi-
tion plan and will increase
the likelihood that the
family business will sur-
vive the transition through
multiple generations.  

Unlike potholes in a
road, which can be
repaired each year, there
are no second chances
when it comes to transi-
tioning a family business
to the next generation.  If
you own a family business,
now is the time to increase
the depth of your transi-
tion plan to ensure that
neither the business nor
your family will crack or
be damaged when the
inevitable transition of
your business occurs. 

Ryan B. Meikle is an attor-
ney at Holden, Kidwell, Hahn
& Crapo, P.L.L.C., where his
practice focuses primarily on
estate planning and business
related issues. He can be
reached at (208) 523-0620.

Many of the people
here in eastern
Idaho that we

meet on a daily basis have
asked the same question
over and over to me.  

The question usually
goes something like this: “I
sure am concerned about
the way the government is
using these quantitative
easing programs and print-
ing money.  I am afraid we
will have runaway infla-
tion and the value of the
dollar will collapse, should
I buy some gold?”  

It is a great question,
and one that many people
have. It is further fueled by
the advertisements they
hear on the radio and TV.

Let’s start by talking
about what Quantitative
Easing is. Quantitative eas-
ing is an unconventional
monetary policy used by
some central banks to
stimulate their economy.
The central bank creates
money which it uses to
buy government bonds or
other financial assets to
increase the money sup-

ply.  This is what leads to
the fears about inflation,
the fact that there is more
money in circulation so
the value of each dollar
goes down.

Some of our local resi-
dents have mentioned that
they haven’t seen inflation
that is “as bad” as they
would expect, considering
how much money has
been printed.  To under-
stand why inflation at the
levels one would expect
hasn’t occurred, you have
to understand the money
system.  Let’s compare our
economy to a small isolat-
ed village.  There is $100 in

circulation in the village
and the villagers are using
it to buy chickens, pigs,
cocoa beans and other
goods.  There isn’t any
inflation at this point.
Now let’s say that one vil-
lager has $1,000,000 in his
hut hidden away.  This vil-
lager doesn’t spend the
money so it isn’t in circula-
tion.  That means that
there is still only $100 in
circulation so still no infla-
tion.  Now once that vil-
lager pulls his $1,000,000
out and goes and spends it
you have a different story.
Inflation runs rampant
because now there is
$1,000,100 in circulation.
So it isn’t just the amount
of money in the economy,
it is also the speed at
which the money is being
spent.  The formula for the
effect of money on the
economy is 

(Total Amount of
Currency) X (Velocity).  

Note that the amount of
money is a constant, but
the velocity is squared.
That means that the speed

at which the money is
moving through the econ-
omy is more important
than the actual amount of
money in the economy.

Right now businesses
are building their cash
reserves and not spending.
Banks are not lending as
much as they used to and
residents of southeastern
Idaho are putting money
into savings or paying debt

down as opposed to
spending. This is one of
the reasons that even
though we have had mas-
sive stimulus packages,
we haven’t seen inflation
at the levels one would
believe we would have as
a result of these packages.

There are many ways to
deal with inflation in your
personal finances, but the
first step lies in under-
standing the bigger prob-
lem.  As one Idaho Falls
resident recently told me,
“I can’t control the govern-
ment, but if I can under-
stand what the effects of
their decisions are on me,
I can at least make the
best plans possible for
dealing with those
effects.”

Dan McPherson is a mem-
ber, FINRA and SIPC and is a
certified financial planner with
Strategic Wealth Concepts,
1488 Midway Avenue, Idaho
Falls, ID 83406 Phone: (208)
528-7922; Fax (208) 528-0053.
Securities offered through
Pacific West Securities, Inc.  
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Wells & Benson, C.P.A. P.A.
“We Pride Ourselves in
Personalized Service.”

PATRICIA S. WELLS-NOBLE CPA
CARLETTA D. BENSON CPA MBA

482 CONSTITUTION WAY • P.O. BOX 1664
IDAHO FALLS, ID 83402 • FAX # 208-523-7631

email at: wellscpa@aol.com

208-523-8811

Income Tax Planning & Preparation

Business and Personal Financial Planning

Management Consultation

Retirement and Estate Planning

Complete Computerized Accounting Service

Compilation, Review & Audit Services

Knowledge Management

IRS Audits, Liens and Offers In Compromise

Projections

Educational Funding Consultation

WB

Visit our website: wellsandbenson.com

DATA TAX, INC.DATA TAX, INC.DATA TAX, INC.DATA TAX, INC.DATA TAX, INC.

OPEN YEAR ROUND TO SERVE YOU

We are an authorized eFile provider for the IRS

550 4th St. • Idaho Falls 208-529-8090

We offer excellence in

BBB & NFIB member

Individual
Taxes

Business
Taxes

Bookkeeping

✔

✔

✔

59
0D

A
T0

22
7

Dollars, gold and the threat of inflation
There are

many ways
to deal with
inflation in

your 
personal
finances,

but the first
step lies in
understand-

ing the 
bigger 

problem. 

... There are
no second
chances
when it

comes to
transitioning

a family
business to

the next
generation.


