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Help us write your epic




No matter where you are in life’s
journey, let’s make it epic.

With four simple steps, you can
begin the important work of leaving
your legacy The EPIC approach to
estate planning will help you plan
for what’s next.

Beginning with focusing on you and your wishes, EPIC
will help you inventory assets, define your goals and

aspirations, and ultimately align your estate plan to
achieve those goals.

Help us write your epic.

Stories celebrating the adventures and
achievements of a legendary hero are often called
epics. As the central character in your epic, you
have your own story to tell; and you will face
challenges along the way.

We call it EPIC. It’s estate planning,
individually centered — on you.

Many people think estate planning is about what
happens upon their death. While this is true, there is
more to consider.

It starts with you.

.. and your spouse and others you love. EPIC places
you at the center of your estate plan.

You've worked hard to grow the assets you'll enjoy in
retirement, and you deserve to protect those assets
for your children and grandchildren.

Picture your community surrounding your family,
surrounding you and your spouse or partner, and
the EPIC approach emerges. This is your life, your
legacy, your EPIC.



Let’s get started

Now it’s time to answer some questions about the legacy you’ll leave behind. We’'ll
ask questions related to your hopes and dreams for you and your spouse, your
descendants and your community.

To provide thoughtful responses and the most accurate information possible, please
take some time to complete this questionnaire to ensure we have the best answers
possible. Your responses will help us work with your team and your estate planning
attorney to develop a customized estate plan that maximizes your life today and what
you will give fomorrow.

Tell us about your hopes and dreams
Upon the first death (survivor needs)

What do you envision in terms of financial decisions, goals and capabilities after the
first death?

What do you fear about your financial decisions, goals and capabilities after the first
death?

Surviving spouse or partner

Please check all that are concerns:

L] Income replacement
[ ] Remarriage protection
[] Creditor protection

Do you want amounts going to the surviving spouse protected or given outright?

L] I want to protect and specify how my assets are distributed.
L1 I want all my assets to go directly to my spouse.



Descendants

Are any assets going to descendants upon the first death: % or $

Which descendants?

Estimated monthly income needed by spouse/partner: $

Estimated monthly income needed by descendants: $

Community

Are there any amounts going to your community upon the first death?

% or $

Which organizations?




Basic needs calculation
Total debt/expenses
Mortgage
Credit card debt
Loans (bank, car, student)
Desired college fund
Other

Total debt/expenses

Total resources
Individual life insurance
Group life insurance
Savings

Other

Total resources

Human life value calculation

Human life value
Annual earned income
Years to retirement

Human life value

Resources

Individual life insurance
Group life insurance
Savings

Other

Total resources

©“ X o

+$
+$

Total debt/expenses
Total resources

Life insurance need

Life insurance needed to cover
basic needs (from above)

$

Human life value
Total resources

Life insurance need

Life insurance needed to cover
human life value (from above)

$

Range of insurance need
Less ﬁ More

Insurance coverage desired




After you are both gone

What do you envision in terms of financial decisions, goals and capabilities after the
second death?

What are your fears when both of you pass away?

Descendants

Total amounts going to your descendants: % or $

Of the amounts going fo descendants, how much is going to:

Children: % or $
Grandchildren: % or $
Other descendants: % or $

Do you want to treat each descendant separately or as a group?

[ ] Separately [ ] As a group

Do you want amounts going to your descendants protected, structured distributions
or given outright?

Check one:

L] I want to protect and specify how assets are distributed to my descendants and how
they may be used.

L] I want assets to be distributed according to a specific schedule.

L] I want assets to go directly to my descendants.

What do your instructions look like when protecting assets and restricting distributions?




Please check all that are concerns:

[ ] Spending protection (such as preventing descendants from spending assets too quickly)
[ ] Special needs (financial or medical; may include guidance for care and use of assets)
[] Divorce protection (such as protecting assets for your descendants)

[] Blended family concerns (such as plans to help ensure descendants are treated equitably)
[ ] Creditor protection (strategies for placing assets beyond the reach of future creditors)

Do you have “special assets” (family business, cabin, etc.) that you want certain
individual(s) to receive at your death?

L] Yes [INo

If yes, what are these assets, what are their values and how do you want to accomplish
this goal?

Community

Amounts going to your community: % or $

Which organizations?

Other estate planning concerns

Please list any estate planning goals not covered in your current estate planning:




Do you and your spouse/partner agree on estate planning goals?

If no, what do you disagree about?

[J Yes [ No

Personal information

You

Name: Age:
Home address:

Phone: Work phone:

E mail:

Occupation: Employer:

Annual earned income: $

Annual unearned income: $

Your spouse or partner

Name: Age
Home address:

Phone: Work phone:

E mail:

Occupation: Employer:

Annual earned income: $

Annual unearned income: $

Are you married under federal law? [] Yes L[] No

If not, is the relationship legally recognized under state law? [ Yes

Type of relationship: [] Married

] Civil union

[] No

[ ] Domestic partnership

If not in a legally recognized relationship, please describe your relationship:

Do you anticipate any future inheritances? [ Yes L[] No

If yes, what is the value of your expected inheritance? $




Your descendants

From
previous Marital

Name Age marriage? status Occupation

Spouse’s/Partner’s
name

Number
of
children

Do any of your descendants have special financial or medical needs?

[] Yes [ No If yes, please explain:

Your community
Are you currently making charitable gifts?
Are you inferested in making or increasing charitable gifts?

Do you want to receive a current income tax deduction
for your charitable gift?

Would you like to receive a stream of income from your
charitable gift?

Would you be interested in a strategy that would
continue to provide for a charity after your death?

Would you like to reduce potential estate taxes with
a charitable gift/bequest?

Are you interested in providing your heirs with an
income tax-free inheritance?

Would you be interested in a strategy that would provide
your family members with income from your charitable gift?

Would you like to explore techniques that could
minimize taxes on property that would otherwise
generate capital gains taxes?

O O

O

Yes

Yes

Yes

Yes

Yes

Yes

Yes

Yes

Yes

[l No
[l No

L] No

[l No

[l No

L] No

[l No

[l No

[l No

[] Undecided
[] Undecided

[] Undecided

[] Undecided

[] Undecided

[] Undecided

[] Undecided

[] Undecided

[] Undecided



Current charitable gifts

Organization Description of gift Value Frequency

Past charitable gifts

Organization Description of gift Value Frequency

Future charitable intentions
Organization Description of gift Value Frequency

Your experts

We may want to invite some additional professionals to help us write your EPIC. These
people may include your estate planning attorney, your attorney in other matters, your
accountant or tax advisor, and your banker or trust officer.

Estate planning attorney

Name:

Firm name:

Phone:

Email:

Attorney for other matters

Name:

Firm name:

Phone:

Email:

Accountant/tax advisor

Name:

Firm name:

Phone:

Email:
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Financial professional

Name:

Firm name:

Phone:

Email:

Bank/Trust officer

Name:

Firm name:

Phone:

Email:

Your current estate planning tools

Will

What is a will? A legal document that fransfers property at death as specified. It names an
individual (executor or personal representative) to administer the estate.

You

Do you have awill? [J Yes [ No

Date drafted: Last time reviewed:

Special bequests:

Your spouse/partner

Do you have awill? L[] Yes [J No

Date drafted: Last time reviewed:

Special bequests:

1



Trust

What is a trust? A legal arrangement that involves three parties. The three parties work
together like this:

Trust
Grantor (Settlor) Trustee
Dictates the terms Safegaurds the property
of the trust and transfers and distributes principal or
the property info it trust income as directed
Beneficiary

Benefits from the trust

Revocable living trust

What is a revocable living trust? A revocable frust helps avoid probate and may provide
asset management during the grantor’s incapacity. This tfrust may be changed, or is
revocable, during the grantor’s life, and then becomes irrevocable at the grantor’s death.

You

Do you have a revocable living trust? [ Yes [] No

Date drafted: Last time reviewed:

Have you retitled assets to be owned by the trust? [ Yes [] No

Do you have a copy of the trust, and may we receive a copy?

Your spouse

Do you have a revocable living trust? [] Yes [] No

Date drafted: Last time reviewed:

Have you retitled assets to be owned by the trust? [ Yes [] No

Do you have a copy of the trust, and may we see a copy?
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Irrevocable trusts

What is an irrevocable trust? An irrevocable trust is unchangeable after execution of the
document. Examples of irrevocable trusts include irrevocable life insurance trusts (ILITs),
spousal limited access trusts (SLATs) and beneficiary limited access trusts (BLATS).

You

Do you have an irrevocable living trust? [ Yes [] No

Date drafted:

Does the irrevocable trust own life insurance? [ Yes [J No

How much and what type of policy?

Do you have a copy of the irrevocable trust, and may we receive a copy?

Your spouse

Do you have an irrevocable living trust? [ Yes [] No

Date drafted: Last time reviewed:

Does the irrevocable trust own life insurance? [ Yes [J No

How much and what type of policy?

Do you have a copy of the irrevocable trust, and may we receive a copy?

Do you have:

Financial power of attorney L] Yes L] No
Healthcare power of attorney [ Yes [] No
Prenuptial agreement L] Yes [ No

Durable financial power of attorney
A document that appoints an individual to make financial decisions.

Please list the agents and successor agents for the Financial Power of Attorney.

Agent:

Successor agent:

Durable healthcare power of attorney
A document that appoints an individual to make healthcare decisions.

Please list the agents and successor agents for the Healthcare Power of Afttorney.

Agent:

Successor agent:

13



Your capital assets

What are capital assets? These are assets with a tax basis. Some examples of capital
assets are investments, real estate, a business and cash accounts. For estate planning
purposes, how the asset is titled will dictate whether the asset will or will not go through
the probate process. Probate is the process of transferring assetfs from individuals to

beneficiaries.

Probate assets

Individually owned

Non-probate assets

Joint tenancy with right of survivorship JTWROS)

Tenants in common

Tenants in the entirety

Capital asset taxation

Timing Tax consequences
Purchase After tax

Income Ordinary income
Sale Capital gains

- Long term (held longer than one year)

- Short term (held less than one year)

Disposition at death

Fair market value at date of death

- Can get a step-up or step-down in basis
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Your capital assets

Value and ownership (select one) Tax Information

Type of asset| Yours

Cash,
checking,
money
market

Your
spouse’s/
partner’s

Fair Annual
Cost basis | market growth
value rate

Community

Joint
property

%'ge
spent
per year

Savings

Bonds

Stocks

Mutual
funds

Primary
residence

Rental
property

Commercial
property

Business
interests

Other

Your retirement income assets

What are retirement income assets? Assefs designed fo be used for refirement
income. Some examples of retirement income assets are qualified plans, IRAs and
annvuities.For estate planning purposes, these assets pass according to the beneficiary
designation you makebefore your death. These assets avoid probate unless the estate
is named as beneficiary of the asset.

Retirement income asset taxation

Timing

Contribution

Tax consequences

Qualified: Before tax
Nonqualified: After tax

Growth

Tax-deferred

Distributions

Ordinary income
« Qualified: All ordinary income
« Nonqualified: Exclusion ratio

Disposition at death

No step up
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Qualified plan and employee benefits

Note: Please indicate the type of plan from the following: IRA, 401(k), 403(b), Roth IRA,
Simple IRA, SEP IRA, Profit Sharing, Money Purchase Plan, Defined Benefit, Stock Options
or Nonqualified Deferred Compensation.

Type Employee Employer Total Amount
of plan Owner contributions contributions contributions vested Benefit Beneficiary

Nonqualified annuities

Fair market Annual growth
Owner Cost basis value rate Beneficiary

Your legacy assets

What are legacy assets? These are tax-advantaged assets designed to help you leave a
legacy. Life insurance is a legacy asset.

Timing Tax consequences
Purchase After tax

Growth Tax-deferred

Distributions Tax-advantaged
Disposition at death Automatic step up in basis

Your life insurance policies

Term or Annual Cash Death
Owner Insured Beneficiary permanent? premium value benefit Loans Carrier
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Are any of these life insurance policies subject to a split-dollar arrangement?
[IYes []No

What is the purpose of the life insurance policies?

Your liabilities

What are liabilities? Liabilities are debts you owe.

Your Annual
spouse’s/ Monthly interest
Liability Yours partner’s Amount payment rate
Residential
Mortgages

Home equity
loans or lines
of credit

Credit card
balances

Personal
loans

Business
loans

Other

Your EPIC is just beginning

Now that you’ve told us about yourself, your family and your assets, we're
ready fo help you start writing your EPIC. Together with your experts we will
compile and study your information and determine a set of solutions that will
help maximize how you live today AND what you give in the future.
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Life insurance products contain fees, such as mortality and
expense charges (which may increase over fime), and may
contain restrictions, such as surrender periods.

Please keep in mind that the primary reason to purchase a life
insurance product is the death benefit.

An annuity is infended to be a long-term, tax-deferred
retirement vehicle. Earnings are taxable as ordinary income
when distributed, and if withdrawn before age 5%9%, may be
subject to a 10% federal tax penalty. If the annuity will fund

an IRA or other tax qualified plan, the tax deferral feature
offers no additional value. Qualified distributions from a Roth
IRA are generally excluded from gross income, but taxes and
penalties may apply to nonqualified distributions. Please consult
a tax advisor for specific information. There are charges and
expenses associated with annuities, such as surrender charges
(deferred sales charges) for early withdrawals.

This questionnaire is used for the purpose of discovering client
needs. It is not intended for the sole purpose of recommending
life insurance. The personal and non-public information

you provided in this fact-finder may be stored and used

by the financial professional and/or firm to help develop a
recommendation and create a profile for you, the consumer. The
values contained in this document are provided and confirmed
by you, the consumer. This document is not a statement or

a guarantee of account values. Any inaccuracies within this
document may impact the recommendation provided to you.
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This information may contain a general discussion of the relevant
federal tax laws. It is not intended for, nor can it be used by, any
taxpayer for the purpose of avoiding federal tax penalties. This
information is provided to support the promotion or marketing
of ideas that may benefit a taxpayer. Taxpayers should seek the
advice of their own tax and legal advisors regarding any tax
and legal issues applicable to their specific circumstances.

This is a general communication for informational and
educational purposes. The information is not designed,

or intended, to be applicable to any person’s individual
circumstances. It should not be considered investment advice,
nor does it constitute a recommendation that anyone engage in
(or refrain from) a particular course of action. If you are seeking
investment advice or recommendations, please contact your
financial professional.

Insurance products are issued by Minnesota Life Insurance
Company in all states except New York. In New York, products
are issued by Securian Life Insurance Company, a New York
authorized insurer. Minnesota Life is not an authorized New

York insurer and does not do insurance business in New York.
Both companies are headquartered in St. Paul, MN. Product
availability and features may vary by state. Each insurer is solely
responsible for the financial obligations under the policies or
contracts it issues.

Securian Financial is the marketing name for Securian Financial
Group, Inc., and its subsidiaries. Minnesota Life Insurance
Company and Securian Life Insurance Company are subsidiaries
of Securian Financial Group, Inc.



