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From Anna’s Desk: How to Get Rid of a Timeshare

Maybe you’re suffering
buyer’s remorse after suc-
cumbing to high-pressure
sales tactics. Or maybe
you’re not vacationing as
you once did, and you are
eager to excise the escalat-
ing annual maintenance fee
from your budget. Whatever
the reason, a healthy per-
centage of the estimated 9.2
million households that own
timeshares are itching to
ditch them.

Before you try to sell your timeshare, face one fact: You will
never get back what you paid for it—a figure that can be
substantial. In 2018, buyers paid an average of $21,455 per
timeshare interval (a week or equivalent points) and an
average annual maintenance fee of $1,000, according to the
American Resort Development Association. Realistically, you
can expect to recoup as little as 10 to 20 cents on the dollar—
and in the worst case, you will have to pay out of pocket to get
rid of it.

The desirability of your destination, the resort and the week
of your stay will determine demand for your timeshare and its
resale value. Brand-name resorts—for example, Disney,
Hilton, Marriott and Wyndham—in Hawaii, Las Vegas,
Orlando and New York City have wider appeal than
independently owned resorts with limited, regional appeal,
such as those on the Jersey Shore or in the Poconos. If you
own a higher-demand “event week,” such as Thanksgiving or
Christmas week in New York City, you may be able to get 30
cents on the dollar.

Call the resort first. If a resort is actively reselling its
own timeshares or is converting weeks into points, it may
agree to buy back your week. No matter how valuable your
week may be, the resort will offer less than you probably could
sell it for elsewhere. If you want out super-fast, however, a
buyback is the way to go. You’ll usually have to pay your
maintenance fee for the current year, as well as closing costs
of about $500 to $750.

Go to ResponsibleExit.com and click on your resort
developer’s name to get contact information for a customer-
service representative. And beware of timeshare exit
companies, which often use come-ons and scare tactics in
advertising and marketing. The American Resort Developers
Association (ARDA) launched ResponsibleExit.com to inform
timeshare owners about their options.

You shouldn’t be hit up by a salesperson trying to upsell you
into another timeshare. If your resort isn’t listed yet, contact
the ARDA Resort Owners’ Coalition Consumer Support
Center at 800-515-3734 or responsibleexit@arda.org. Or call
your resort’s management company or homeowners
association.

You may be able to give back your timeshare to the resort
(charities generally do not accept them as gifts). It’s cheaper
for a resort to accept a deed back than to foreclose on you,
says Brian. The resort may do so for free, especially if your
week is valuable, or in exchange for next year’s maintenance
fee.

Sell it yourself. Even in the hottest markets, you must
price your timeshare appropriately. See what others are
charging for similar properties. For example, a week in high
season for a two-bedroom, two-bath unit with an oceanfront
view at the Hyatt Residence Club Maui at Ka’anapali Beach
in Lahaina, Hawaii, was recently listed on Redweek at prices
ranging from $35,000 to $125,000.

A resort may charge a resale buyer various fees, such as a
club activation fee and closing and transfer fees, which could
easily add up to a couple of thousand dollars. A buyer may
also want title insurance. Those costs are negotiable between
seller and buyer. If you want to sell more quickly, offer to pay
them for the buyer.

Two major online communities for timeshare owners offer
current and historical for-sale listings, as well as advice and
owner discussions. For closed listings, check out(redweek.com;
search by your resort’s name and click on “Historical
Resales”). To list your timeshare for sale, pay a $19
membership fee and choose among three plans: basic for $60,
verified (for the buyer’s benefit) for $80, or full service for
$125, with a fee at closing of $399 or 3% of the resale price. The
Timeshare Users Group also lists closed sales, and you can list
your timeshare with a $15 annual membership. To see closed
sales, search by resort and click on “Resale/Rental History.”

If you want help, hire a real estate agent who specializes in
timeshares. Ask your resort if it can recommend a preferred
agent, or look for a member of the Licensed Timeshare Resale
Brokers Association (search by state or resort name at
licensedtimeshareresalebrokers.org) or an agent who has
obtained the Resort and Second-Home Property Specialist
certification from the National Association of Realtors (go to
realtor.com/realestateagents and add “RSPS” to your
advanced search criteria).

At closing, agents may charge a flat fee or a percentage
commission up to 25%.Your resort may have the “right of first
refusal.” If a buyer makes an offer, you must submit it to the
resort. It will either match the offer and buy back the
timeshare itself, or it will allow you to close the deal with the
outside buyer.

The usual cost to close a timeshare resale in the U.S. is $300
to $700. If you sell it yourself, contact a licensed timeshare
closing company, such as Timeshare Escrow and Title
(timeshareresaleclosings.com) or Timeshare Resale Closing
Services Inc.).

Information compiled by Anna Luke; 
Kiplinger Personal Finance and Retirement Watch 
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Congress passed a law in 2015 to prevent Medicare
beneficiaries from buying Medigap plans that cover the
Medicare Part B deductible, with an effective date of
January 1, 2020. This change in federal law, prohibiting
coverage for the Part B deductible, was to encourage
Medicare beneficiaries to have “more skin in the game” and
“feel” more of the cost of Medicare covered services to
prevent overutilization that increases costs to the Medicare
program. 

As a result of this change in federal law the National
Association of Insurance Commissioners (NAIC) incorporated
the federal changes into the NAIC Model Regulation for
Medicare Supplement Insurance (Medigap) to assist states in
making changes to their laws or rules. States that fail to change
their laws or rules will lose regulatory authority over the
Medigaps sold in their state.

Simple, but confusing

The change is a simple one; people who have their 65th
birthday, or who otherwise become eligible for Medicare on
or after January 1, 2020, cannot buy existing Medigap plans
C, F or high deductible F, because each of those plans pays
benefits for the Part B deductible. Thus, beginning in 2020,
individuals who have their 65th birthday, or who qualify for
Medicare because of disability or disease, are defined as a
“newly eligible” regardless of whether that individual
enrolled in Medicare at the time of their initial eligibility or
later. Newly eligible beneficiaries in 2020 can buy Medigap
plans D, G, or high deductible G instead of plans C, F or high
deductible F because none of those Medigap plans pay
benefits for expenses applied to the Part B deductible. 

Beginning in 2020, the bright line for those who are subject
to this prohibition is based solely on the date of their 65th
birthday, of the date of their Medicare eligibility due to
disease or disability.

Who can buy what

Anyone who was previously eligible for Medicare because
their 65th birthday occurred before 1/1/20 can still buy
Medigap plans C, F or high deductible F whenever they are
eligible to make that choice; either during their initial
enrollment or following any guaranteed issue event under
federal or state law.

65 or Older and Delayed Enrollment in Medicare:

1) An individual whose 65th birthday is on December 31,
2019 or earlier is NOT a newly eligible beneficiary;
regardless of whether they enroll in Medicare or delay
enrollment while covered under an employer sponsored
health plan. This individual can buy Medigap Plans C, F
or high deductible F, along with any other Medigap
available during their initial Enrollment Period when
they sign up for Medicare Part B or during any
guaranteed issue period described in federal or state law.

2) An individual whose 65th birthday is on or after January
1, 2020 is a newly eligible beneficiary and cannot ever buy
Medigap plans C, F, or high deductible F, regardless of
when they subsequently enroll in Medicare. Their choices
can include any available Medigap plans except plans C,
F, and high deductible F during their initial Enrollment
Period, or during any guaranteed issue period described
in federal or state law. 

Delayed Notice of Eligibility for Medicare:

1) When an individual is approved for Social Security
Disability Income (SSDI), they may be awarded
retroactive SSDI benefits and become immediately eligible
for Medicare, depending on the length of the retroactive
date of eligibility for SSDI. If an individual’s Medicare
eligibility begins no later than December 31, 2019, then
that individual will NOT be a newly eligible beneficiary and
can potentially buy Medigap Plans C, F, or high deductible
F if state law allows, along with any other Medigap they
may be entitled to buy under state law.

2) When an individual is approved for Social Security
Disability Income and is awarded retroactive SSDI
benefits, and their Medicare eligibility begins on or after
January 1, 2020, that individual IS a newly eligible
beneficiary and cannot ever buy Medigap Plans C, F, or
high deductible F. Instead they might be able to buy
Medigap plans D, G, or high deductible G if states law
allows; or any other Medigap they may be entitled to buy
under state law.

In California for instance, a younger beneficiary first signing
up for Part B can buy A, B, C, F, high deductible F, or M or
N, or K or L if an insurer offers those plans. Beginning in
2020, C, F, and high deductible F will be replaced by D, G
and high deductible G for those beneficiaries who are newly
eligible on or after January 1, 2020.

Beware of false statements about withdrawing plans

Because newly eligible beneficiaries cannot ever buy C, F, or
high deductible F beginning in 2020, there is speculation that
companies will stop selling these plans. Since the
requirement to make plans C or F available did not change
in federal law, and some beneficiaries remain eligible to buy
them, those plans cannot be withdrawn from the
marketplace and insurers cannot close those blocks of
business.  

It’s too early to predict how this federal change will affect
premium rates over time.  The NAIC Producer Bulletin
makes clear that making misleading statements, or
speculating about death spirals and/or rapidly increasing
premiums due to the federal change are clear violations of
Medicare Supplement insurance laws, and actionable under
state laws.

Source:California Broker Magazine

2020 Changes to Medicare Medigap Supplement Insurance



ECONOMIC FORECASTS

GDP Growth
2.3% in 2019 and 1.8% in 2020,
Down from 2.9% in 2018

Interest Rates
10-year T-notes staying below 2% until
trade war ends

Inflation
2.3% at the end of 2019 as new tariffs 
affect consumer goods, up from 1.7% now

Unemployment
Ending 2019 at 3.7%, From 3.5% currently

Crude Oil
Trading from $50 to $55 per barrel in 
December

After-Tax Income
Rising 3.2% in 2019, 2.5% in 2020
(adjusted inflation)

Source: The Kiplinger Letter

As of October 11, 2019
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Staff Contact Information

Anna                             Anna@cfsburbank.com
                                      Phone: 818-846-8092, ext. 3

Lisa                              Lisa@cfsburbank.com
                                      Phone: 818-846-8092, ext. 3

Einar                           Einar@cfsburbank.com
                                      Clients (H – M) (S – Z)
                                      Phone: 818-846-8092, ext. 2

Martha                        Martha@cfsburbank.com
                                      Clients (A – G) (N – R)
                                      Phone: 818-846-8092, ext. 4

Victor                           Victor@cfsburbank.com
                                      Phone: 818-846-8092, ext. 5

Kayleigh                      Kayleigh@cfsburbank.com
                                      Phone: 818-846-8092, ext. 7

Ben                               Ben@cfsburbank.com
                                      Phone: 818-846-8092, ext. 8

In Brief

“We’re in a position to respond with

many, many billions if indeed an

economic crisis erupts in Germany

and Europe.”

German Finance Minister Olaf Scholz, unveiling next year’s
budget, said the government of Europe’s largest economy
stands ready to react should the country slip into recession.

Source: Bloomberg Businessweek

2020 Social Security COLA 
expected to be 1.6%

It looks like Social Security benefits will increase by about
1.6% in 2020, more than a full percentage point less than the
2.8% cost-of-living adjustment this year, according to
preliminary estimates by The Senior Citizens League, a
nonpartisan advocacy group representing more than 1 million
retirees. 

Source: Investment News
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CFS Golden Circle – Clients for 20 years or longer

Bob & Martha Agosta
Annette Alender
Kathy Allie
Connie Alvero
Irv & Zel Bagley
Dr. Martin Barmatz &

Carolyn Small
Bill Beckley
Dave Bochard
Kelley Brock
Harlene Button
Kent & Marlene Burton
Barbara Chasse
Philip Clements & Claudia

Squibb
Louis Darin
Liz Dilibert
Marshall & Mimi Drucker
Phil Efland 
Gladys Eisinger
Reg & Jan Fear
Horace & Betty Jean

Fernandez
Kathy Forman
Ralph Gerrard & Susan

Leeper
Dr. Daniel & Laura

Gollnick
Vorda Gordon
Jim & Marilyn Graves

Harry & Karen Griffin
Kari Groth & Daris

Pedersen
Dennis Hall & Evelyn

Rollins
Candy Hanks
Bill & Elinore Hedgcock
Alice Higginbotham
Dr. Craig & Jeannette

Hoeft
Pamela Hoey
Lilo Holzer
Mike Houlemard
Ken & Betty Iverson
Daina Johnson
Rich & Donna Johnson
Mitch & Laraine Kaye
James & Julia Kinmartin
Emil & Chiching Klimach
Lorraine Leach
Dave & Carolyn Lessley
Jane Lloyd
Harry & Carol Mackin
Jay & Nancy Malinowski
Mike & Jan Malone
Al Maskell
Randy Maskell
Joseph & Toni Miano
Barbara Moering

Mary Morrow 
Peter & Susan Moyer
Roland & Vonda Neundorf
Dave & Pat Newsham
Nancy Nisbet
Bruce & Vicki Oldham
Dr. Eugene Orlowsky
Leora Ostrow
Ricky Parker 
Deron & Talin Petoyan
Richard and Kathy Plank 
Al Roeters
Debbie Ruggiero
Joe & Pearl Ruggiero
Louise Sanchez
Earle Sanders
Evelyn Schirmer
Bob & Cindy Siecke
Dianne Simes
Louise Sirianni
Theresa Southwood
Carole Steen
Peter & Linda Vanlaw
Steve Veres
David & Kellye Wallett
Jeff & Pam Wheat
Lorraine White
Teena Wolcott
Toby & Carole Zwikel

Referrals
We Appreciate Those Referrals!

We certainly welcome your referrals
and are always most appreciative

when clients pass our name along to
others.  We would like to take this
opportunity to express our thanks
for your continued confidence and
look forward to providing quality
confidential financial services to
you, your friends, and associates.

When you refer us to others, you can
be assured that your personal

information provided by you and
those whom you refer is treated with

a high degree of confidentiality.

Our sincere thanks for our recent
referrals go to:

Frank and Maria Di Liberto

HAPPY BIRTHDAY
NOVEMBER
3   -  Kyle Reynish
6   -  Deron Petoyan
9   -  LeeAnn O’Toole
9   -  Lori Cruz
10 -  Victor Bornia
10 -  Steve Purcell
13 -  Phil Clements 
16 -  Connie Froeberg
16 -  Terry Stone
17 -  Barbara Orr
19 -  Debbie Ruggiero
20 -  Rayna Boehme
20 -  Marisa O’Neil
21 -  Carole Zwikel
22 -  Carol Barber
23 -  Cynthia Schmidt

25 -  Marsha Munemura
27 -  Muriel Parker
28 -  Paul Lester
29 -  Catherine Milward
30 -  Al Sanchez

DECEMBER
1   -  Laura Male
3   -  Geoffrey Sindon
4   -  Carol Mackin

4   -  Lino Garces
5   -  Cathy Parker
5   -  Ted Martinez
5   -  Richard Long
8   -  Mary Lumel
9   -  Jeremiah Small
10 -  Dave Bochard
14 -  Paul Kasper
15 -  Bruce C Hardinghaus
16 -  Mitch Kaye

16 -  Rich Johnson
18 -  Robert Drake
18 -  Claudia Squibb
20 -  John L Wolcott
21 -  Sharon Wienke
22 -  Kari Groth
23 -  Cindy Booth
23 -  Erna Haag
23 -  Stephanie Sedhom
27 -  Lehman Eaton
27 -  Mark Saldana
28 -  Harlene Button
28 -  Richard Male
28 -  Isabel Pahoyo
29 -  Susan Moyer
31 -  Mike Malone

Pursuant to the SEC Brochure Rule
204-3, of the Investment Advisors Act of
1940, advisers are required to deliver a
copy of the ADV, Part II to every adviser
client on an annual basis (within 120
days after the end of fiscal year and
without charge, if there are material
changes in the brochure since the last
annual updating amendment.)
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Comprehensive Financial Services is a diversified financial services and planning
company. The firm offers investment counseling, financial planning, money
management services, investments, life and health insurance and annuities.

Material discussed is meant for general illustration and/or informational purposes
only and is not to be construed as tax, legal, or investment advice. Although the
information has been gathered from sources deemed reliable, no representation is
made to its accuracy or completeness. Please note that individual situations can vary,
therefore, you should consult our office before taking action. This material is not an
offer to sell, nor is it a solicitation of an offer to buy any security. CFS is not engaged
in rendering legal, tax or accounting advice.

Brain Teaser #107 (Answers)

ARMY SHOW

Thanks for all of you who submitted the answers!
The first person with the correct answer was
Jacqueline Luk Paredes. Congratulations,
Jacqueline!

Brain Teaser #108

Mentally arrange the lettered balls from
large to small in the correct order to spell
an 11-letter word.

Clue: Approaching

___ ___ ___ ___ ___ ___ ___ ___ ___ ___ ___

The first client with the correct answer 
will receive an American Express gift 
card. Please email your answer to
Kayleigh@cfsburbank.com or call 
(818)-846-8092, ext. 7.

Now Your Noodle is Cooking...
A Puzzling Perspective

         TITLE                      SURNAME               ACT
1        PRIVATE                    BUCKSHOT                 JUGGLING
2        MAJOR                     BARK                         COMEDY
3        COLONEL                  RATTLE                       ACTING
4        SERGEANT                TRUMPET                   PIANO
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