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ou have probably heard us 
mention our passion for 
continual improvement.  

Most firms say they do this, but 
very few have taken the time to 
build processes for 
EVERYTHING they do, to truly 
support continual improvement, 
like we have.  It goes beyond 
words and into action, literally, 
every week since we opened in 
2015.  We have 4 hours 
dedicated each week to discuss 
how things are working and 
brainstorm as a team how they 
can be better.

During quarantine, while so 
many businesses were forced to 
slow down, we sped up.  Since 
the client-facing meetings had 
to stop, we knew it was our 
chance to focus, more than our 
regular 4 hours a week, on 
enhancements to our financial 
planning process.   

Y Our advisors will be reaching out 
to you to schedule your 
“Reintroduction Meeting”.  In 
this meeting we will update your 
priorities and goals, and you will 
see that no matter what you 
might experience throughout 
your journey to retirement and 
post retirement, we have a 
process for it and we have 
already planned for it.  

When we are complete, we hope 
you leave with a greater sense of 
accomplishment regarding your 
financial situation and we are 
confident you will understand 
our efforts to make the leap from 
good to great! 
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“Good is the enemy of great.” – Jim Collins said in 
his book Good to Great: Why Some Companies 
Make the Leap and Others Don’t. 
So simple, yet so spot-on.  

Because we understand the 
power of process, we have 
processes behind each step we 
take with our clients, and these 
processes have evolved over 
time.  If you have been a client 
since the very beginning, your 
experience was quite different 
than how we currently bring on a 
new client.   We have decided 
that now is the time to capture 
these processes in a way all of 
our top clients can understand 
and see the value in.  As a result, 
we have developed and refined 
an all-encompassing financial 
planning process to create a 
stress-free future for our clients.  
We call it “The 360 Formula®”, 
and we are excited to introduce 
you to it.  
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TEAM APPROACH | CLIENT EXPERIENCE | WEALTH MANAGEMENT

TEAM APPROACH:
The 360 Formula® starts with our Team 
Approach. Our team is not only highly 
credentialed as you might come to expect from 
a wealth management firm, but together we 
have systemized what we do to ensure that 
everything gets done, by the right person, at the 
right time. We actively manage the 
‘behind-the-scenes work’ so that the inner 
workings of our office run as efficiently and 
effectively as possible.  This is where the 
foundation is laid to our business. 

It is nothing that you will ever need to fully 
understand, but you can confident that we have 
established processes behind everything that 
goes on internally. This is our 
COMPREHENSIVE TEAM APPROACH 
PROCESS.

The 360 Formula® can be broken down into 3 different elements: Team 
Approach, Client Experience, and Wealth Management. Everything we do in 
our office falls into one of those three categories. 

CLIENT EXPERIENCE:

With our confidence behind the scenes, we have 
the capacity to drive an even deeper 
engagement with our clients through our unique 
focus on extraordinary SERVICE and a holistic 
client EXPERIENCE. We have co-created this 
experience by listening to your needs and 
feedback.  

Your experience started with the first interaction 
you had with our team.  Right away we 
prioritized getting to know you, your family, your 
interests, your goals and aspirations.  With that 
knowledge, we create an experience to support 
you throughout your life and try to “wow” you 
along the way.  

We try to do this through consistent proactive 
communications, always knowing what to expect 
from us next, being prepared for any important 
deadline ahead, bringing other professionals 
into our process when needed, and tailored 
surprises from our team to you over the years.

To support this service and client experience, 
you can bet we have built a process behind each 
of these promises – this is our PANORAMIC 
CLIENT EXPERIENCE PROCESS.  
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WEALTH MANAGEMENT:
With our team approach systemized and 
client experience prioritized, now we can focus 
on wealth management. Most people come to an 
advisor for some sort of investment purpose, and most firms 
can probably help with that. To us, that leaves a client falling short 
of many needs though. We focus on TRUE FINANCIAL PLANNING 
and that can only be done effectively because we manage a fundamental 
team approach well and because we put a priority on the client experience. Then 
we can dive into the third and final piece of our 360 Formula® - Wealth Management.

We help clients thoroughly plan for and address all of life’s major events. Events can be as 
diverse as planning for retirement, selling a business, receiving an inheritance, buying a 
recreational property, or pro-actively planning for your legacy. There are over 65 different 
life events that we will address and plan for called planning points which are shown on the 
next page.  Each of these planning points falls into one of our eight pillars – shown above. 

Some of these events we may have already helped you through, and some may still be 
ahead, but when you have those critical and life altering events, know that we have a 
process to address it. This is our ALL-ENCOMPASSING WEALTH MANAGEMENT 
PROCESS.

WEALTH
MANAGEMENT
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RISK 
MANAGEMENT 

(6)

Complete Fit Criteria 
Checklist

Determine Your Known 
Critical Events & Show 

Timeline 

What's Important To You - 
Retirement Goals And 

Retirement Income Strategy

Desired Retirement Lifestyle 
(Work-Optional Lifestyle, Part 
Time Work, Travel, Hobbies, 

Relocate, etc.)

Retirement Income Strategy 
Using Your Goals And Income 

Matrix

Retiring To Another State

Gather Financial Documents

Project Retirement Spending 
Based On Current Habits & 

Future Goals

Develop Base “As-Is” 
Retirement Income Scenario 

Stress Test Current “As-Is” 
Plan

Determine Retirement Age 
And Savings Needed

Optimal Social Security 
Strategy 

Pension Evaluation

Home Equity Strategy

Paying Off Debt Efficiently

Determine If Early Retirement 
Is An Option

72(t) Retirement Distributions

401(k) Rollover Options

Decipher Retirement Plan 
Strategies 

Plan For 
Medicare/Medicaid/ 
Medishare And/Or 

Supplement For Each 
Spouse

 
Determine If Adding 

Guaranteed Income Is 
Appropriate? 

 
Determine If Shortfall 
From Early Spousal 

Death
 

Disability Analysis
 
Long Term Care Analysis
 

Life Insurance Policy 
Review

TAX 
PLANNING 

(6)

Eligibility For H.S.A. 
 
Asset Location Strategy

 
Real Estate Tax Freeze

 
Benefits Of A Roth VS 

Traditional IRA
 

Strategy For Required 
IRA Withdrawals (RMDs)
 

Roth Conversion 
Strategy

INVESTMENT 
MANAGEMENT 

(5)

Analyze Current Asset 
Allocation 

 
Compare 

Recommended Asset 
Allocation For Plan 

Against Risk Tolerance 
 

Review 401(k) 
Investment Line-Up 

 
Discuss Benefits Of 

Consolidating Accounts
 

Update Risk Tolerance 
Periodically

RETIREMENT
PLANNING 

(20)

65+
CRITIAL 

LIFE EVENTS

SA PIGGUSH WEALTH MANAGEMENT PROCESS 
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Sounding Board To 
Friends And Family

 
Technology/Login 
Storage Solution

 
College Savings For 

Kids/Financial 
Aid/Student Loans

 
529 Plan For 

Grandchildren
 
Caring For Elder Parents 
 
Aging In Home/Housing 

Options For Clients
 
Special Needs Planning 

For Children Or 
Grandchildren

 
Divorce Planning

 
Alzheimer's/Dementia 

Planning
 

Hospice Care
 

Support Groups

Buy-Sell Agreement
 

Insurance Policy(s)
 

Key Man Policy(s)
 

Retirement Plan 
Optimization

 
Business Succession 

Plan
 

Tax Savings Strategies 
On Business 

Sale/Succession

Beneficiary Review
 

Create Will/POA/Trust
 

Estate Planning/Tax 
Projection/Probate 

Estimate
 

Tragic Event Planning 
(Important Documents, 

Accounts, etc.)
 
Update Will/POA/Trust 

Periodically
 

Loss Of Spouse
 
Loss Of Second Spouse

Gifting To Children
 

Qualified Charitable 
Distributions (QCD's)

 
Charitable Trust 

Planning 
 

Gifting Of Assets
 
Family Communication 

Plan/Meeting

65+
CRITIAL 

LIFE EVENTS

VALUE-ADDED
PLANNING

(10)

ESTATE 
PLANNING

(7)

BUSINESS
 PLANNING

(6)

LEGACY 
PLANNING

(5)

It's not a matter of WHEN these issues will 
occur, it's a matter of HOW MANY of 
these issues will occur! Our process 

addresses each of them.
 - The SA Piggush Team

“

“

SA PIGGUSH WEALTH MANAGEMENT PROCESS 



ZOOM VIDEO 
CONFERENCING 

From the client’s end, no account registration is 
needed to get started with Zoom. The advisor 
will send an email link to join prior to the 
scheduled meeting for access. All that is needed 
is an internet connection, speakers and a 
microphone, and a webcam (if you want to show 
your face!). One can join a meeting from their 
laptop, iPad, or even cell phone. 

Regardless if we are meeting in person or 
through a videoconference, our goal is to deliver 
the highest quality service for our client’s 
financial planning and investment management 
needs.  We hope you and your familiy stay 
healthy, we look forward to seeing you in person 
or through video.

OUR TOP PRIORITY IS THE HEALTH 
AND WELL-BEING OF OUR CLIENTS. 

THE RIGHTCAPITAL STORY
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As Illinois continues to move through their reopening phases from the 
COVID-19 shutdown, we wanted to provide an alternative way to interact 
with clients for their meetings through videoconferencing. Whether Illinois 
government policies allow us to meet face-to-face or not, we are fully 
equipped to accommodate our client’s needs.

Zoom has become a household name and leading platform to communicate 
with clients, coworkers, and family.  Here at the office, we are following CDC 
guidance for social distancing and sanitation measures but completely 
understand if clients prefer to meet remotely. Through Zoom, there is no 
change to our process whether we need to discuss financial planning 
strategies, process any money requests, or answer any questions you may 
have. In addition, all our remote technology tools are secure and encrypted 
to protect client information. 

When the team came across RightCapital 
software it didn’t take long for us to realize this 
tool will help us execute our 360 Formula® in 
the most seamless way. RightCapital touches all 
three elements of The 360 Formula®.  
RightCapital helps with our team approach by 
allowing us to have all client information in one 
place so that nothing falls through the cracks. It 
heightens the client experience by granting you 
access to what we see on our end. Lastly, the 
wealth management process is improved 
by more easily showing enhanced planning 
strategies that the clients can easily 
understand.

“Meet with clients anywhere, 
at any time”

Enhancements O F F I C E
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24/7/365 ACCESS

Using the client portal, clients can check their finances on the go. 
24/7 access so the client does not need to check the mail for their 
latest portfolio summary.

ACCOUNT AGGREGATION

Easy-to-use single login for all accounts linked under one roof. This 
includes account aggregation to link any bank accounts, 
investment accounts, credit cards, mortgages, etc.

COLLABORATION BETWEEN ADVISOR AND CLIENT

An often overlooked benefit of the client portal is the collaboration 
with their advisor. When using the client portal, the client and 
advisor are both on the same page, looking at the same data, 
making coherent and agreed-upon decisions.

MOBILE APP

Mobile experience for the client to access their financial plan on 
the go. Download the app from the App Store or Google Play and 
track plan progress, review budget, link accounts, and more.

CLIENT PORTAL FEATURES

Using RightCapital, our advisors create comprehensive 
retirement plans using a holistic financial planning approach. 
The software simplifies the planning process and helps identify 
and prioritize one’s financial goals in retirement. Then we look 
for opportunities to achieve the client’s goals, guiding them 
through important decisions before and after retirement.  We 
are able to identify various risk factors, review investment 
portfolios, and analyze cash flow reports through an intuitive 
user interface. Additional features for the client’s plan includes 
drag and drop tools to illustrate innovative tax efficient 
withdrawal strategies or one’s optimal solution to maximize 
their social security income. 

One feature we think will elevate our client experience which 
we are excited about is the enhanced client portal with 
customization features. RightCapital is essentially the client’s 
“financial home base,” allowing them to see a holistic snapshot 
at any point, from any internet-connected device. The platform 
is deeply integrated with each aspect of an all-encompassing 
retirement plan. 

RIGHTCAPITAL IS ALL ABOUT FINANCIAL PLANNING DONE JUST RIGHT.

Many clients want to be in the driver’s seat for their finances. Others want access to take a look at their account balances. Still others 
occasionally want to check in whether they are on track for a successful retirement. 

With RightCapital, we can make holistic decisions considering one’s full plan to focus on what is important in their life. We can analyze the 
tradeoffs of paying down debt sooner, putting that money in the stock market, changing retirement goals, or saving for the future 
(vacation, major purchase, etc.). This will be part of the reintroduction meeting that you can expect to participate in.

CLIENT PLAN CUSTOMIZATION 

Clients can test some of their own assumptions against what would 
happen in a proposal or view multiple scenarios. They can try 
different action items to see how the changes affect their plan.  

VAULT

Files are often exchanged over email. They get lost, deleted, or it 
becomes difficult to know which file is the most up-to-date. The 
client and advisor can upload files for each other to access (tax 
returns, statements, Trust documents, etc.). 

Enhancements 
“We make financial planning simply sophisticated”
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House of Charts 

is starting to attract more attention 
and speculation to who will serve 
as our next Commander in Chief.

One indicator that might give a 
clue to whom that may be is to 
see how stocks are performing 
leading up to the election day. The 
chart below shows an interesting 
connection between the stock 
market (S&P 500) and the election 
results. 

Since 1928, the stock market has 
accurately predicted the winner of 
the last 23 elections, which 
equates to being correct 87% of 
the time.  In fact, the stock market 
has been correct every single 
election year, since 1984! If stocks 
trend up leading into the election 
this usually means the incumbent 
holds office, and the opposite is 
true if markets turn negative going 
into November.

ne cannot help but think 
what a challenging year 
2020 has been so far as 

there have been several health, 
social, and economic crises. With 
the war against COVID-19 
consuming most of the TV news 
headlines, another item on the 
2020 agenda includes the 
presidential election. Being just a 
couple months away, the election 

O
Why Stocks Can Predict The Next President

Here’s how it tends to work -
- If the S&P 500 is in the green three months before the election, the incumbent party usually wins. 

- Or if the S&P 500 is down, this could potentially signal a change in power.

S&P 500 Performance During Election Years (1950 - Current)
Performance Ahead Of The Election Could Give A Clue Who Will Win The Election
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OCTOBER 1ST - First day to file FAFSA

OCTOBER 15TH - Tax due date if extension was filed

NOVEMBER - DECEMBER - Employers announcing open enrollment for 
calendar year plans

NOVEMBER 1ST - JANUARY 1ST - Annual period in which people can enroll in 
health insurance plans through healthcare.gov

DECEMBER 31ST - Deadline for 2019 requred minimum distributions (RMDs)

SEPTEMBER 15TH AND JANUARY 15TH - Deadlines for quarterly tax estimates

•

•

•

•

•

•

Look back to the most recent 
election where President Trump 
caught many off guard by 
winning. “Think about it; no one 
expected Hillary Clinton to lose 
back in 2016, no one except the 
stock market that is,” explained 
LPL Financial Senior Market 
Strategist Ryan Detrick.

“The Dow had a 9-day losing 
streak directly ahead of the 
election, while copper (more of a 
President Trump infrastructure 
play) was up a record 14 days in a 
row, setting the stage for the 
change in party leadership in the 
White House.”

Unfortunately, we do not have any 
special power about which party 
will win, but perhaps the stock 
market will give us a clue for 
whom that may be.

Source: LPL Research, FactSet 06/22/20

All indexes are unmanaged and cannot be invested 
into directly. Past performance is no guarantee of 
future results. The modern design of the S&P 500 
Index was first launched in 1957. Performance before 
then incorporates the performance of its predecessor 
index, the S&P 90.

https://i1.wp.com/lplresearch.com/wp-content/uploa
ds/2020/06/6.29.20-Blog-chart.png?ssl=1

House of Charts 

Important 
Deadlines



Insight to a few current, key 
takeaways affecting the 
economy and markets.

he initial Covid-19 contraction is larger than the 
great financial crisis, but we believe its impact on 
the economy will likely be less as long as the policy 

response remains strong enough to cushion the blow.

Normal business cycle dynamics do not apply, so we are 
tracking a couple signals: how successful economies are 
at restarting activity while controlling the virus spread and 
whether stimulus is still sufficient and reaching households 
and businesses. Markets are highly focused on changes in 
either of these signals. In addition, other key areas we are 
monitoring include a possible second wave of infections 
and policy fatigue as we get closer to end of the year.  

Activity Restart

Economies are slowly restarting, but at different paces. 
The pandemic and containment measures brought activity 
to a virtual standstill, delivering a historic shock to the 
economy. This is not a business cycle slowdown and 
recovery. That is why markets could see beyond the 
unprecedented contraction and started to recover well 
before any signs of a rebound in activity. 

Bottom line: The pace of the activity restart depends 
on how successful countries are in suppressing the 
virus as they reopen. The longer it takes for activity 
to restart, the more cracks might appear in the 
financial system.

Policy Revolution

There has been a much-needed policy revolution to 
cushion the coronavirus shock. Policymakers are relying less 
on financial sectors to stimulate activity and more on direct 
support to the real economy. This has created a blurring of 
fiscal and monetary policies as well as government 
intervention in the economy and financial markets. 

Bottom line: The policy revolution was essential. 
Proper guardrails and a clear exit strategy will be 
essential to reduce the risk of uncontrolled debt with 
this monetary expansion and potential for rising 
inflation. 

Real Resilience 

Structural shifts are challenging the resilience of portfolios. 
With the policy revolution pushing yield curves close to 
their lower bounds, we see government bonds providing 
less diversification benefits in strategic allocations.

Our methodology for constructing portfolios takes into 
account fundamental uncertainty around long-term mean 
returns. Structural portfolio resilience is much more than 
just relying on broad asset class correlations in public 
markets. It is making sure the portfolio is well positioned at 
the regional, country, and company level to underlying 
themes.

Bottom line: The virus shock is creating new norms 
and accelerating structural trends. What is needed 
now is real resilience.

Markets 
At-A-Glance 
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*Source: 2020 Midyear Outlook, Blackrock Investment Institute

The information provided here is for general information only and should not be considered an individualized recommendation or personalized investment advice. The investment 
strategies mentioned here may not be suitable for everyone. Each investor needs to review an investment strategy for his or her own particular situation before making any investment 
decision. All investing involves risk including loss of principal. No strategy assures success or protects against loss. 

There is no guarantee that a diversified portfolio will enhance overall returns or outperform a non-diversified portfolio. Diversification does not protect against market risk. BlackRock, SA 
Piggush, and LPL Financial are all separate entities.

he recent resurgence in 
sectors with more 
traditional value 

characteristics and lower quality 
capitalizations has room to run in 
our view. Over the long run, we 
believe technology- and 
growth-oriented segments of the 
market can continue to 
outperform in a world of 
significant policy stimulus, low 
rates, and low inflation. While 
current equity market levels are 
not written in stone, and the tape 
could move lower, the portfolios 
are positioned anticipating the 
year closes with equities higher.

T
INTERNATIONAL 
EQUITIES

We have shifted a portion of our 
international exposure from 
Emerging Markets to European 
equities. The European region 
offers more attractive cyclical 
exposure due to its public health 
measures and ramped-up policy 
response. Many Emerging Market 
economies are still battling to 
contain the virus outbreak and 
lack, in our opinion, policy space 
to cushion the blow.

FIXED INCOME

As mentioned, as we anticipate 
the year closes with equities 
higher, we recognize there may 
be bumps along the way. To 
account for this, portfolios are 
shifting treasury duration and 
positioning within credit. Within 
fixed income, rotating within 
credit can be helpful, as can 
flexible, actively managed 
mandates that seek opportunities 
while managing risk.
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S N A P S H O T
PORTFOLIO 

We maintain a modest pro-risk stance overall, to our 
advisory accounts, given our assessment of the virus 
shock and the strong policy response.

U.S. EQUITIES

The SA Piggush team’s investment process works together with BlackRock, our trusted partner, to build resilient 
portfolios and create investment strategies. BlackRock is a world leader in risk management with over $6.47 
trillion* entrusted in client portfolios. We leverage our expertise to construct quality, cost-efficient investment 
portfolios through all market cycles including the current one we are in.



What do these actually 
mean to you?

ver the past decades the 
Department of Labor 
(DOL) and Securities and 

Exchange Commission (SEC) 
have tried to create a uniform 
fiduciary standard between 
Advisors and Brokers, but for a 
variety of reasons those efforts 
have not been successful. 
However, on June 5, 2019, the 
Securities and Exchange 
Commission (SEC) voted to 
enhance the federal standard of 
care and disclosure requirements 
applicable to Investment 
Advisors and Brokers. This new 
rule, Regulation Best Interest 
(Reg. BI), went into effect on 
June 30, 2020. 

So, what 
does all of 
this actually 
mean to you? Well, 
let us back up a bit. 
What really is the 
difference between an 
Investment Advisor and a 
Broker? As far as compensation 
goes, an investment Advisor is 
someone who makes 
recommendations or conducts 
analysis for a fee by direct 
management of client’s assets 
or by way of a hard fee. By 
contrast a Broker is someone 
who makes a recommendation 
and is compensated by 
commissions, which can either 
be upfront and/or ongoing. 
While these payments are not 
necessarily bad on their own, 
they can become problematic if 
they drive inappropriate 
recommendations.

Legislative 

O

Broker: 
Advisorvs

Now 
that you 
understand the 
different compensation 
methods between an 
Investment Advisor and a 
Broker, what are the differences 
between the standards they are 
held to? This is where the 
rubber meets the road. An 
Investment Advisor falls under 
the purview of the SEC and 
must act as fiduciaries to their 
clients when providing advice. 

03. Advanced Planning
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This 
advice must 

be given in the 
context of understanding 

the client’s entire financial 
picture and making sure the 
advice is in their best interest as it 
relates to their entire financial life. 
Acting as a fiduciary is the 
HIGHEST LEGAL DUTY ONE 
PARTY CAN OWE ANOTHER, 
and it means that Advisors must 
always put the investor’s interest 
ahead of their own.

On the other hand, Brokers must 
only ensure that a particular 
one-time recommendation is 
“suitable” for a client’s stated 
objective. 

They do 
not have to 

view the reco- 
mmendation in 

the context of their 
entire financial 

picture and how it 
might affect other things 

in a client’s life.

While Investment Advisors have 
always been held to the fiduciary 
standard, Reg BI now allows 
Brokers the ability to offer advice 
but be held to the “Best Interest 
Standard,” which was created 
from Reg BI. However, this 
standard ONLY applies at the 
time of the recommendation and 
does not bind the Broker to the 
ongoing monitoring of the 
account! Some industry experts 
argue that Reg BI allows Brokers 
to give advice without holding 
them to a fiduciary standard and 
instead just the best interest 
standard as previously 
mentioned.  

From the consumer’s 
perspective, the terms 
“fiduciary” and “best interest” 
may seem synonymous. They 
are not. At SA Piggush, we are 
Advisors and act in a fiduciary 
capacity with our clients. Being 
we have always viewed and 
acted as fiduciaries, this new 
legislation really does not affect 
us or our relationship with our 
clients. From a compliance 
perspective we use LPL 
Financial and Level Four 
Advisory Services as our 
Registered Investment Advisory 
Firm, of which we are an 
Investment Advisor of. They 
oversee our Investment Advisor 
actions and recommendations 
and provide another layer of 
protection for our clients. 

It is our belief that acting in a 
Fiduciary standard should just 
be THE standard in the industry, 
instead of having to provide a 
confusing difference between 
the two. Anyone in the financial 
services industry that is 
providing advice to clients 
should act in a fiduciary 
standard by always having the 
client’s interest first, regardless 
of their title.



Option 1: Your Spouse (If 
married of course)

The most common option for 
IRA owners is to designate their 
spouse as the primary 
beneficiary of their IRA and 
rightfully so. By designating 
your spouse as the primary 
beneficiary, this allows your IRA 
assets to “roll over” tax free to 
your spouse’s IRA, as if it were 
their own, upon your death. 
The surviving spouse would 
then be able to leave the assets 
invested in their IRA until 
required distributions start at 
the age of 72. These 
withdrawals can be taken over 
the survivor’s lifetime and are 
NOT subject to the new 10-year 
rule, where all funds must be 
distributed in 10 years from 
inheritance. 

Are there disadvantages?

The surviving souse will have 
full control over this money 
when you pass. They are under 
no obligation to carry out the 
wishes you might have had on 
your original IRA assets, which 
may or may not be what you 
wanted, especially in the case 
for a remarriage, when there 
are two different sets of kids 
involved.

Option 2: Children, 
Grandchildren & Others

Naming children, grandchildren 
or another individual might 
make sense if you are not 
married, or if you are married 
and have reason to believe you 
will outlive your spouse. Once 
this person or persons inherits 
the asset, they will need to 
completely distribute the funds 
before the end of the 10th year. 
They can take draws each year 
over that 10-year period but it 
all must come out by the end of 
the 10th year.

Are there disadvantages?
 
When you name an individual 
as primary or contingent 
beneficiary you lose all control 
of the assets when you are no 
longer around. If you have 
children or grandchildren that 
might not be able to handle a 
windfall of assets for a myriad 
of reasons, then naming them 
as a beneficiary individually 
might not be in their best 
interest from a financial 
perspective, or more seriously 
from a health perspective.

IRAHOW TO CHOOSE THE 
CORRECT BENEFICIARY 
FOR YOUR
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or most individuals, their 
IRA account is typically 
the most valuable asset 

they own. After years of 
contributions into an employer 
sponsored retirement plan, 
many will roll those assets over 
into their own IRA account to 
draw from for retirement 
income. You might not have 
thought much about it, but you 
did have a beneficiary on that 
401(K) or other retirement plan. 
If you decide to move it to your 
own IRA upon retirement, then 
you will have to confirm that 
beneficiary designation, or 
decide upon a new one. 
Being this could be your 
largest investment, there 
should be much consideration 
taken when designating who 
will receive these funds. The 
beneficiary selection basically 
boils down to 5 DIFFERENT 
OPTIONS.

F



Option 3: Trusts

When you name a trust as 
beneficiary, this grants you full 
control over the assets when 
you are no longer around. 
When you pass, your IRA assets 
are distributed to the trust, 
NOT the individual. The trustee 
will then be tasked with the 
responsibility of carrying out 
your wishes for the individual 
beneficiary(s), per the trust 
document that was drafted 
when you were alive. This 
process is much easier now as 
there are prototype IRA trust 
documents that are readily 
available and easy to setup.

Are there disadvantages?

When leaving your IRA asset to 
a trust, you remove the 
possibility for your spouse to 
assume ownership of the IRA. 
By doing so, the account must 
be treated as an inherited IRA, 
subject to immediate Required 
Minimum Distributions (RMD’s). 
If your intention was to leave 
the assets to your spouse in 
trust, then just make sure your 
spouse is the sole beneficiary of 
the trust, and they would avoid 
the immediate RMD 
requirement. 

Option 4: Charity

If you intend to leave any assets 
to a charity, you might not find 
a better option then your IRA 
account. A charity can receive 
your pre-tax IRA assets tax-free! 
The charity will pay no taxes 
when they receive the gift, AND 
your assets left to charity will 
not be included in your total 
taxable estate. This could 
potentially reduce the amount 
your family has to pay in estate 
taxes if any exist. 

Are there disadvantages?

The only disadvantage from this 
scenario might be the 
expectation from your heirs that 
they planned to receive all the 
assets. However, a family 
meeting ahead of time, 
discussing your wishes should 
help alleviate that expectation. 
Also, make sure any surviving 
spouse has enough to live on 
before planning to give away 
assets. Make sure the proper 
planning is done to ensure 
everyone will be ok financially. 

Option 5: Combination

Choosing your beneficiary does not 
have to be an all or nothing 
proposition. You can have a 
combination of the options previously 
mentioned.

Are there disadvantages?

If you are going to list a few different 
types of beneficiaries, it is best to split 
your IRA into different IRA accounts. 
The IRS uses the oldest beneficiary to 
determine the life expectancy for 
distribution requirements for all 
beneficiaries on the account when you 
pass. This is especially important if 
you list a charity as a beneficiary as 
they have a life expectancy of 0 per 
the IRS. If you had a charity as a 
beneficiary along with some children, 
then it could require the entire 
account to be distributed in 5 years. 

Choosing the proper beneficiary of 
your retirement assets are especially 
important for a number of reasons. 
Take the time to really think through 
what your overall intentions are and 
ensure your loved ones will be ok 
financially. Also do not forget about 
the tax ramifications of different 
beneficiaries. This can have a dramatic 
impact on the total after-tax amount 
that will be passed on.

Content in this material is for general information 
only and not intended to provide specific advice or 
recommendations for any individual. 
This information is not intended to be a substitute 
for specific individualized tax or legal advice. We 
suggest that you discuss your specific situation 
with a qualified tax or legal advisor. 03. Advanced Planning
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Kim is married to 
Scott and together 
they have two 
beautiful 
daughters, Sophia - 
9 years old, and 
Faith – 2 years old. 
There is no doubt 
Kim and Scott 
perfected working 
as a team when 
Kim was diagnosed 
with Colon Cancer 
in 2012.  She was 
diagnosed at just 
28 years old and 
Sophia was only 8 
months old! 
Navigating through 
being sick with a 
new baby was 

Kim has been an inspiration to 
so many and refuses to use 
cancer as a crutch to make 
excuses! She uses her cancer 
story to continuously inspire 
other people. Kim is 
passionate about helping 
others of all ages better deal 
with their initial diagnosis of 
cancer. She knows just how 
difficult a cancer diagnosis is 
and being the shoulder to cry 
on, someone to talk to, an 
advice giver for friends and 
family members of those 
affected, is a huge aspiration 
of hers.

If you know Kim, you know 
running a business, a family, 
and being there for cancer 
patients and survivors, is just 
the tip of the iceberg of all she 
does. Kim also is extremely 
devoted to all the people in 
her life! She describes her 
family as her best friends. 

difficult but that did not stop 
her. She overcame and beat 
cancer!  While that cancer 
freedom was a huge victory, 
unfortunately, she was 
re-diagnosed again in early 
2015, but this time it had 
metastasized to her liver. After 
the initial shock, countless 
second opinions, and surgery 
at MD Anderson, they fought 
together and beat the odds to 
overcome again!  September 
25, 2020 will mark 5 years 
cancer free from the 
second time around!

Spending her free time with 
the people she loves and 
hosting friends and family at 
her house is what brings her 
the most joy. She also shows 
how devoted she is to the 
people in her life by playing a 
huge role in her daughter’s 
school, Bishop McNamara 
Catholic School. She fully 
understands that the school 
only continues to run because 
of the families that participate, 
and she always, whole 
heartedly, steps up to donate 
her time and talents. 
SA Piggush Financial 
Consultants would not be 
possible without her 
leadership and support. Our 
successes are a direct 
correlation to her involvement 
within the organization. We 
hope this spotlight gives a 
little insight to what makes 
Kim so special and why she is 
such an important part of our 
organization and community 
that we live in.  
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Kim is the Chief Operations Officer at SA Piggush Financial Consultants and 
spends most of her time making the business and team members better. 
Anyone would be able to see that she has endless passion for pushing 
everyone, including herself, to be the best version they can be. Our entire team 
is better because of her and we are lucky to work so closely with her!

SPOTLIGHT

While regular 
scans are still a 
reoccurring event, 
5 years without 
any signs of cancer 
is an enormous 
milestone that we 
are all over the 
moon to 
celebrate!!

“Our successes 
are a direct 
correlation to 
her involvment 
within the 
organization”

T E A M  M E M B E R Meet Kim...



You’ll see Brandon and his wife, Kelli, shared their Pumpkin Cookie recipe. This dessert is the perfect fall treat to bring to a 
gathering that anyone will want more of!  Following that, Colleen and her husband, Gage, think your mouth will water at 
their loaded baked potato dish. They enjoy preparing this flavorful dish because of how simple and delicious it is, not to 
mention great for a nice fall night! 

We’ll continue to share recipes in our magazines, let us know if you try them out and how you like them.  If you enjoy 
cooking, we’d love to hear some of your favorite recipes!

ew recipes are the perfect excuse to get together, socially distant of course, with family and friends! Below are a couple 
recipes from our kitchens to yours that, in our opinion, are too delicious not to share.

Recipe Cards
From our kitchen to yours! 
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