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and geologist, looks specifi cally at the 
evolving U.S. energy sector and the 
sector’s impact on landowners with 
mineral rights (“Fueling Momentum,” 
page 13).

This issue also offers valuable guidance 
on preparing to sell a business (“Ready 
to Sell?,” page 14) and avoiding 
mistakes when titling accounts and 
assets (“Title with Care,” page 7). 
We’re excited to share with you an 
interview with Grammy Award-winning 
songwriter Tim Nichols, who’s worked 
with his Regions Wealth Advisor, Lisa 
Harless, for 25 years (“Sounds of 
Success,” page 18).

We hope you enjoy this issue of 
Insights. As always, if you read 
anything that sparks a question or 
concern, call or email your Regions 
Wealth Advisor. We are here for you.

Sincerely,

I
t’s little wonder why affl uent 
investors are increasingly 
drawn to natural resources. 
As the world’s population 
expands and consumers in 

emerging markets buy more goods, 
there’s rising demand for tangible 
assets — including timber, fuel, 
metals or agricultural products. But 
it’s more than that: Diversifying a 
portfolio beyond stocks and bonds 
makes sense in today’s changing 
global economy.

Regions’ Natural Resources / Real 
Estate group is here to help clients 
better navigate the risks and rewards 
of natural resource investments. Our 
staff of more than 40 professionals, 
including trained foresters, farm 
managers, mineral rights managers 
and geologists, has vast expertise and 
experience in helping to buy, sell 
and manage land-based investments. 
Our six timber funds provide an 
opportunity for clients to invest in 
something once primarily reserved 
for institutional investors.

In this edition of Insights, our cover 
story (“Land of Opportunity,” page 8) 
takes a closer look at the potential 
opportunities natural resource invest-
ments offer and the full range of 
services that Regions provides our 
clients. Following that, Regions’ Allen 
Morris, a mineral property manager 
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“Our staff of 
more than 40 
professionals, 
including trained 
foresters, farm 
managers, 
mineral rights 
managers and 
geologists, has 
vast expertise 
and experience 
in helping to buy, 
sell and manage 
land-based 
investments.
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Wealth Intelligence The water industry could surge, 
providing opportunities to investors; why teenagers may want 
a Roth IRA; how taxes are changing in 2013; can farmland’s 
price growth last? p4

Legacy Title with Care  
Incorrectly titling assets or naming account beneficiaries can 
wreak havoc on your estate plans. Four tips for ensuring your 
assets are transferred according to your wishes. p7

Cover Story Land of Opportunity 
From farmland to timberland, investors have been scooping up 
natural resources. Here’s a look at the opportunities and how 
Regions can help manage those investments. p8

Regions’ Perspective Fueling Momentum 
The U.S. energy sector is expanding rapidly. Regions’ Allen 
Morris explains potential opportunities for landowners with 
mineral properties, and challenges on the horizon. p13

Your Business Ready to Sell?  
Business owners looking to sell face a challenge: How do you 
make a business attractive to prospective buyers and obtain  
the best offers? p14

NextGen Millennial Mindset  
Young adults often view money differently than older generations. 
Exploring their financial ideals now can help them prepare for 
the future. p16

Spotlight Sounds of Success  
Grammy Award-winning songwriter Tim Nichols discusses the 
music industry, his career and how Regions Private Wealth 
Management helps him reach his goals. p18

The information provided in this publication is general in nature and should not be interpreted as legal, tax or other professional advice to any person regarding any of the topics covered in this publication. 
Professional advice and conclusions can differ based upon different factual circumstances and events, and a professional should be consulted if any specific advice or guidance is needed on any of these topics. 
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H20pportunities

Water covers about 70% 
of the earth, but the 
supply of fresh water 
is dwindling — and 

investors are starting to realize its worth. Population 
growth, agricultural needs and an overall rise in human 
consumption threaten the world’s potable fresh water, 
which comprises only about 3% of the earth’s total 
water supply. In fact, two-thirds of the people on earth 
could lack easy access to water by 2025, according to 
the United Nations. 

These dire predictions are fueling demand for water-
related innovations. Companies around the world are 
creating new ways to treat water, irrigate crops and better 
manage public utility water systems.

For investors looking to ride the wave, the challenge 
is determining which types of water investments will gain 
traction in the years to come. Some exchange-traded 
funds focus on water, but investors may want to look at 
individual companies best positioned to take advantage 
of the water industry’s expected surge.

The Organization for Economic Development and 
Cooperation estimates that global annual capital costs 
on water supply and sanitation infrastructure in major 
economies will reach over $1 trillion by 2025, up from 
less than $600 billion last year.1 

In the Pipeline
Forecasted compound annual growth rate in spending on 
water investments (by type) from 2010 to 2016:

SOURCE: GLOBAL WATER INTELLIGENCE, MARCH 2010
1 ORGANIZATION FOR ECONOMIC DEVELOPMENT AND COOPERATION, 
MEETING THE WATER REFORM CHALLENGE, 2012
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DOES YOUR 
TEEN NEED 
A ROTH IRA?
WHEN YOU’RE YOUNG AND IN A LOW TAX 
BRACKET, Roth IRAs are especially attractive. 
They provide no upfront tax deduction, but the 
money grows and can be withdrawn tax-free. 
The more years it grows inside the Roth, the 
more potential tax-saving benefi t.

For teenagers, then, the potential benefi t 
of contributing to a Roth IRA is abundant. Even 
if they have just a summer lifeguard or babysit-
ting job, they can contribute up to $5,500 of 
their earned income in 2013. Assuming they 
don’t withdraw that money before retirement, 
it may have 50 or more years of tax-free growth. 
Keep in mind that withdrawals from Roths 
before age 59½ incur a 10% early withdrawal 
penalty except under special circumstances, 
such as a down payment on a fi rst home.

Beyond the fi nancial benefi ts, setting up a 
Roth IRA can also help your teenage child get 
into the saving mindset. Even if he or she only 
contributes $3,000, it’s a nice head start for 
the future. 

Here’s a look at how a $3,000 Roth IRA 
contribution at age 16 can grow, compared to 
putting that money in a taxable savings account:

SOURCE: DINKYTOWN.NET, ROTH IRA CALCULATOR

* EXAMPLE ASSUMES A 7% AVERAGE RETURN FOR THE ROTH 
IRA AND A 3% INTEREST RATE FOR THE SAVINGS ACCOUNT; 
IT ASSUMES A 10% MARGINAL TAX RATE THROUGH AGE 25 
AND A 28% MARGINAL RATE THEREAFTER.

Age: 16 20 30 40 50 65

■ Roth IRA
■ Taxable Savings
 Account

$3,000
$3,000

$4,208
$3,427

$8,277
$4,452

$16,282
$5,512

$32,030
$6,826

$82,590
$9,206

Age:  16 20 30 40 50 65
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A New Tax Landscape
January brought, as expected, a new reality for many high-income Americans. Congress approved a deal 
that raises the top marginal tax rate to 39.6%, up from 35% in 2012, for married couples fi ling jointly with 
taxable income above $450,000 and single fi lers above $400,000. High-income taxpayers will also face 
higher rates on investment income and lose the value of itemized deductions and personal exemptions. 

2012 2013 INCOME

35%* Top income tax rate  39.6%* $450,000 and above (joint)
$400,000 and above (single)

15%* Top rate on dividends and long-term capital gains 20%* $450,000 and above (joint)
$400,000 and above (single)

NONE Personal exemption and deduction phaseout
$300,000** (joint)
$250,000** (single)

NONE Net investment income tax 3.8%** $250,000 and above (joint)
$200,000 and above (single)

NONE Medicare tax 0.9%
On earned income above:
$250,000 (joint)
$200,000 (single)

35%
$5.12 million 

exclusion
Top rate on gifts and estates

40%***

$5.25 million 
exclusion

*TAXABLE INCOME
**MODIFIED ADJUSTED GROSS INCOME
***THE FEDERAL ESTATE-TAX EXCLUSION NOW IS SET PERMANENTLY AT $5 MILLION, INDEXED ANNUALLY FOR INFLATION.

Other Key Changes:
AMT: 
Permanent infl ation 
adjustment of the Alternative 
Minimum Tax will allow 
more families to avoid it.

SALES TAX DEDUCTION:
A two-year extension allows 
taxpayers to continue 
deducting sales taxes instead 
of state income taxes.

ROTH CONVERSIONS:
Participants in employer-sponsored 
retirement plans may convert savings 
to Roth, and pay the applicable taxes, 
if their plan offers Roth accounts. 

AMT: 
Permanent infl ation 
adjustment of the Alternative 
Minimum Tax will allow 
more families to avoid it.

SALES TAX DEDUCTION:
A two-year extension allows 
taxpayers to continue 
deducting sales taxes instead 
of state income taxes.

ROTH CONVERSIONS:
Participants in employer-sponsored 
retirement plans may convert savings 
to Roth, and pay the applicable taxes, 
if their plan offers Roth accounts. 
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Acres Away
How long can the U.S. farmland boom last? 
It’s a good question, one that many analysts 
and investors are asking these days.

FARM REAL ESTATE PRICES NATIONWIDE GREW 10.9% in 2012 to 
$2,650 per acre, according to the U.S. Department of Agriculture. They have risen every 
year since 2009. Investors have turned to farmland as a way to take advantage of rising 
commodity prices and due to a belief that U.S. agriculture producers will continue to feed 
the world’s soaring population. 

However, not everyone believes U.S. farmland prices’ growth trajectory is sustainable, 
at least over the next several years. Already, prices have eased in some states, including 
Alabama and Georgia. 

2012 FARM REAL 
ESTATE VALUES

STATE AVERAGE  
$ PER ACRE

AL $2,000
AR $2,850
AZ $3,600
CA $7,200
CO $1,170
CT $11,100
DE $8,100
FL $4,600
GA $3,500
IA $7,000
ID $2,120
IL $6,700
IN $6,200
KS $1,550
KY $3,050
LA $2,400
MA $10,500
MD $7,200
ME $1,970
MI $4,250
MN $4,050
MO $2,900
MS $2,140
MT $760
NC $4,470
ND $1,240
NE $2,590
NH $4,550
NJ $12,200
NM $560
NV $1,050
NY $2,650
OH $5,000
OK $1,480
OR $2,100
PA $5,200
RI $12,000
SC $2,900
SD $1,400
TN $3,700
TX $1,800
UT $1,800
VA $4,450
VT $2,750
WA $2,300
WI $4,350
WV $2,700
WY $560

SOURCE: U.S. DEPARTMENT OF AGRICULTURE, LAND VALUES: 2012 SURVEY, AUGUST 2012
* EXCLUDES ALASKA AND HAWAII. FARM REAL ESTATE VALUES ARE A MEASUREMENT OF ALL LAND AND BUILDINGS ON FARMS.

LEGEND
 +1% to +9% –1% to –9%
 +10% to +19% NO CHANGE 
 +20%to +35% 

FARM REAL ESTATE: CHANGE IN AVERAGE VALUE PER ACRE FROM 2011 TO 2012*
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TITLE WITH CARE
Four tips to help ensure 
your assets are transferred 
according to your wishes

1
BE CAREFUL 
HOW YOU TITLE 
ALL ACCOUNTS 
AND ASSETS.
Accounts titled in 
your name alone 
will be distributed 
to your estate upon 
your death. If an 
account is jointly 
owned with some-
one who has “right 
of survivorship” 
— or if an account 
names one or more 
benefi ciaries — 
its assets will be 
distributed upon 
your death to the 
joint owner or the 
named benefi ciary. 
It’s important to 
understand that 
assets held in either 
of these types of 
accounts will not 
be distributed 
according to the 
terms of your will. 

TITLING YOUR 
BROKERAGE, 
BANK AND OTHER 
ACCOUNTS may 
seem like a fairly 
straightforward 
process. However, 
one misstep or 
oversight could 
potentially wreak 
havoc on your 
overall fi nancial 
and estate plan. 

Barbara Screven,
a vice president 
with Regions Private 
Wealth Management 
specializing in trust 
and estate planning, 
offers these 
recommendations 
for ensuring your 
accounts are 
titled correctly:

2
CONSIDER THE 
CONSEQUENCES 
OF NOT NAMING 
BENEFICIARIES.
Assets held in 
accounts without 
a designated 
benefi ciary will be 
paid to your estate 
and bequeathed 
according to the 
terms of your 
will. However, it 
may take longer 
for your heirs to 
receive assets, if 
they are distributed 
through the will 
rather than directly 
through benefi ciary 
designations.

3
EVALUATE THE 
IMPACT TO YOUR 
ESTATE PLAN 
WHENEVER YOU 
CHANGE HOW 
ASSETS ARE 
TITLED. Let’s say 
your children are the 
primary benefi ciaries 
named under your 
will. You have an 
investment account 
titled solely in your 
name that you want 
your children to 
inherit. But you 
later use some of the 
account’s assets to 
purchase real estate 
with a sibling and 
title the property 
as joint with right 
of survivorship.  
When you pass 
away, your children 
could receive less 
inheritance than you 
originally intended, 
while your sibling 
inherits the full 
value of the real 
estate. Make sure
to evaluate the 
consequences of such 
moves to your estate 
plans and consider 
how to title or re-title 
your accounts and 
assets accordingly.

4
REVIEW YOUR 
ACCOUNT TITLES 
AND NAMED 
BENEFICIARIES 
WITH YOUR 
FINANCIAL 
ADVISORS 
REGULARLY. 
Naming benefi cia-
ries on retirement 
accounts and 
insurance policies 
and titling accounts 
is an ongoing 
process. You’ll 
especially want to 
review your choices 
whenever you or an 
heir experiences 
a signifi cant life 
event, such as a 
birth, adoption, 
marriage, divorce 
or death, as well 
as when tax 
laws change. 

YOUR REGIONS WEALTH ADVISOR CAN HELP YOU REVIEW 
THE TITLES ON YOUR VARIOUS ACCOUNTS AND ASSETS 
TO HELP ENSURE THEY ARE ACCURATE, UP-TO-DATE AND 
ALIGNED WITH YOUR OVERALL ESTATE PLANS.

BY BARBARA SCREVEN

REGIONS PRIVATE 
WEALTH MANAGEMENT
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FOR EVERY DAY DON HEATH AND 
FRANK WALBURN spend in a suit 
and tie, they spend at least one more 
in denim and boots.

They are not your typical bankers.  
With more than 70 years’ collective  
experience as trained foresters and  
land-management experts, Heath 
and Walburn spend much of their 
time wheeling pickup trucks through-
out the rural central and southern 
United States. From Alabama to  
Arkansas, they meet with the more 
than three dozen farm managers, 
geologists, foresters, property 
managers and other professionals 
who work in Regions’ Natural  
Resources/Real Estate (NRRE)  
Department. The group devotes itself  
to helping Regions’ clients buy, sell 
and manage land assets, whether that 
means farmland, properties with 

LAND OF  
OPPORTUNITY
As investments in farms, timber and mineral properties gain appeal, 
Regions helps clients reap more value from them

C O V E R  S T O R Y

mineral rights or timberland.
Walburn, manager of Regions’ six 

timber funds (see sidebar on page 12), 
personally visits tree sites the funds 
may wish to purchase to analyze 
their growth and income prospects. 
“I never expected when I finished 
forestry school and went to the 
woods of South Alabama that I’d 
end up wearing a dark suit at least 
half the time,” he says.

NATURAL SELECTION
Heath and Walburn are busier than 
ever these days. More private investors 
are acquiring land assets to diversify 
their portfolios in today’s challenging 
economic climate. Moreover, with the 
world’s population expected to surge 
beyond 8 billion by 2025, investors 
see the earth’s bounty as a way to 
position their portfolios toward the 

future. Developing countries rely on 
food, timber, fossil fuels and other raw 
materials to grow their economies.

Clients may also inherit farmland 
or mineral properties from older 
generations in their family and turn 



P
H

O
T

O
 C

R
E

D
IT

S P R I N G  2 0 1 3   R E G I O N S  I N S I G H T S 9

to Regions to determine how to reap 
greater value from them. 

Regardless of the reason, Regions’ 
NRRE group helps investors buy and 
sell land investments and determine  
the best way to extract income potential. 
In many cases, clients want to own 
land for investment, recreational or 
sentimental purposes, but may live 
in urban areas or have neither the 
time nor interest to farm or drill 
it themselves. Regions helps them 
determine how to maximize income 
from various types of land they own 
and provides property managers 
with expertise in supervising that 
particular type of land.

Regions’ NRRE group manages 
land in 36 states, adding up to a million  
acres of timberland, 2.5 million acres  

of mineral properties and about a 
quarter-million acres of farmland. 
Managing land for trusts, institutions 
and individuals is a unique service for 
a bank to offer, but Regions has been 
doing just that for over 40 years. 

BACK TO BASICS
In the 1990s, universities and pension 
funds began snapping up natural 
resources in search of an alternative 
asset — and were encouraged by 
the federal government to diversify 
their holdings. More recently, high-
net-worth investors have started 
following suit, says Heath, a Regions’ 
senior vice president and head of 
the NRRE group. 

In times of economic and market 
uncertainty, natural resources are 

attractive because they’re tangible, 
says Heath. “Soil, trees, coal, cotton, 
soybeans — these are hard assets, and 
they provide a little back-to-basics 

C O V E R  S T O R Y

THE AVERAGE VALUE OF 
AN ACRE OF U.S. FARM 
REAL ESTATE TOPPED 
$2,500 FOR THE FIRST 
TIME IN 2012, ACCORDING 
TO THE U.S. DEPARTMENT 
OF AGRICULTURE.
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comfort for investors in times like 
these,” he adds. Land also provides 
income-generating opportunities 
beyond its appreciation and has 
intrinsic value regardless of the 
market’s direction.

Moreover, natural resources tend 
to perform differently from stocks 

and bonds. In investing parlance, they 
traditionally have a low correlation 
to these other asset classes. Amid 
the fi nancial crisis of recent years, 
for instance, many natural resource 
investments have outperformed the 
stock and bond markets. That’s partly 
because land investments often have 
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Regions’ Natural 
Resources / Real 
Estate Department:

 	REGIONS LAND LOCATIONS

Operates 16 offi ces 
spread across 
the southern and 
central U.S.

Manages about 2.5 MILLION acres of 
mineral properties, 1 MILLION acres 
of timberland and a QUARTER-MILLION
acres of farmland in 36 states plus the 
District of Columbia and the Bahamas

Client services include:
  Leases and royalty payments

 	 Negotiations

  Cash-fl ow monitoring

  Tax and documentation administration 

 	Property acquisitions

   Land consultations and evaluations

{

{

Includes staff of more than 
40 foresters, geologists, 
farm managers, real 
estate managers and 
other professionals

     
     
     
     
     
     
     
    

{

GROUND WORK
A look at where Regions manages nearly 4 million acres of land across the U.S.

BAHAMAS
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“We have clients whose  
property includes forestland and 
farmland, a gas well or gravel pit, 

even a family home where they 
can hunt,” Don Heath says.
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unique economic drivers that are 
independent from the broader eco-
nomic climate.

Take timberland, for example: 
About three-quarters of the return 
garnered from timberland is directly 
related to actual growth of the trees, 
Walburn says — which can happen 
regardless of the current economic 
climate. That said, a potential draw-
back of natural resource investing is 
that it generally is more illiquid than 
stocks or bonds. Investors in land 
often must be prepared to hold on to 
an investor’s investment for several 
years and may not be able to sell it 
exactly when they want.

Farmland, in particular, has seen 
rapid appreciation in recent years, 
thanks to the “healthy and growing 
global demand for basic agriculture 
commodities,” says Walburn. (See 
“Acres Away” on page 6). Commodities’ 
uses are growing beyond nutrition 
into areas such as biofuel and energy 
production, driving up demand. And 
the commodities market is now truly 
global: One southern entrepreneur 
recently made headlines for selling 
chopsticks to China and Japan made 
with wood grown in Georgia.

GROWTH OPPORTUNITIES
Regions’ NRRE group helps clients 
navigate often complex decisions 
related to land investments. Many 
investors who already own land, 
for instance, face a tough question: 
Should they sell it to take advantage  
of today’s pricing or keep it and 
find ways to generate income off it? 
Regions can help explore whether a 
sale makes sense, given recent pricing 
trends in an investor’s area, income 
opportunities for the particular 
swath and other market factors. 

Landowners don’t always realize 
the income potential of keeping their 
property, often focusing solely on 
the potential sales price. Regions’ 
NRRE experts, working in coordi-
nation with wealth advisors, help 
clients evaluate income-generating 
opportunities and offer ongoing land 
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INTERESTED IN LEARNING MORE ABOUT 
HOW REGIONS CAN HELP YOU BUY, 
SELL OR MANAGE A LAND INVESTMENT? 
CONTACT YOUR REGIONS WEALTH ADVISOR 
BY PHONE OR EMAIL.

management services, such as lease 
negotiation and oversight, cash-fl ow 
monitoring and tax and document 
administration. Commodity prices 
may fl uctuate regularly, but Regions’ 
deep expertise of markets, hedging 
techniques and insurance options 
helps manage market risks. 

“We have clients whose property 
includes forestland and farmland, a 
gas well or gravel pit, even a family 
home where they can hunt,” Heath 
says. Those clients rely on Regions 
to help them with the day-to-day 
handling of that land, while still 
enjoying the personal benefi ts of 
landownership, he adds. 

Beyond understanding how to 
maximize the value of land, investors 
should also  understand how land 
assets fi t into their overall portfolio, 
including risks and potential return. 
Regions Wealth Advisors help clients 
determine how to better incorporate 
land as an investment, including 
the risks and potential benefi ts, using 
the innovative Regions Wealth 
Assessment® process. 

REGIONS’ TIMBER FUNDS: 
DEEP-ROOTED DIVERSIFICATION

Timber is used for everything from building houses and 
furniture to making paper and other consumer products. 
And since 1987, timberland has often produced returns 
that matched or outperformed the S&P 500, based upon 
the performance of the National Council of Real Estate 
Investment Fiduciaries’ Timberland Index. 

But investing in it hasn’t always been easy for individual 
investors. Many timber funds require minimum investments 
of at least a few million dollars, catering primarily to 
institutional investors. 

Regions’ Natural Resources/Real Estate Department makes 
it easier. The department offers accredited investors six 
comingled timber funds with minimum investments of 
$500,000. The group now manages six funds comprised 
of about 120,000 acres across seven U.S. southern states. 
The investment time horizon is typically at least eight to 
12 years, says Frank Walburn, the funds’ manager. 

The funds spread their holdings widely to minimize the natural 
hazard risk from sources such as fi re, tornadoes, insects or 
disease. (Careful forest management also minimizes these risks.) 
Holdings are further diversifi ed by market and timber product. 

YOU CAN LEARN MORE ABOUT INVESTING IN TIMBER FUNDS BY 
CONTACTING YOUR REGIONS WEALTH ADVISOR.
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R E G I O N S ’  P E R S P E C T I V E

BY ALLEN MORRIS

MINERAL PROPERTY  
MANAGER AND  
GEOLOGIST, REGIONS  
NATURAL RESOURCES / 
REAL ESTATE  
DEPARTMENT

FUELING MOMENTUM
New technologies allowing for increased 
natural gas and shale oil production have 
dramatically reshaped America’s energy 
landscape. Hydraulic fracturing, or 
“fracking,” and horizontal drilling have 
created an oversupply of natural gas while 
also making it more economical to tap 
into unconventional U.S. sources of oil. 
The International Energy Agency reports 
that the U.S. could become a net exporter 
of natural gas by 2020 and nearly self-
sufficient in energy, in net terms, by 2035.

As the natural gas and shale boom 
creates a more complex domestic energy 
landscape, it also unearths more oppor-
tunities. Energy producers may approach 
landowners with dormant mineral property 
rights to negotiate leases. However, state 
and federal government agencies will 
likely continue to grapple with questions 
about the environmental impact of frack-
ing, as well as the role of government in 
creating more efficient and sustainable 
energy markets.

REGULATORY BACKDROP
The lack of a cohesive federal government  
energy policy is one of the biggest challenges 
facing energy producers and mineral 
rights owners. As regulators continue to 
try to balance environmental, economic 
and national security concerns, changes 
in the regulatory environment can cause 
short-term market disruptions. Over 
the long term, though, we are optimistic 
about the prospects for U.S. oil and gas 
production. We expect that within the 
next 30 years the vast energy reserves 
contained in U.S. shale formations will 
be a net contributor to the economy, and 
by extension, to the U.S. equity markets 
and to the incomes of landowners with 
mineral property rights. 

EMPOWERING LANDOWNERS 
Land with mineral rights can be challenging  
for individual investors to manage by 
themselves. Mineral rights may include 
land with the potential for oil and gas 

production, coal mining or the mining of 
limestone and other construction materials.  
Often, land and mineral assets have 
been in a family for generations or may 
have been inherited through a trust. At 
Regions Wealth Management, we offer a 
unique set of mineral rights consulting,  
management and planning services. 
Recognizing that many landowners 
may not be experts in mineral rights, 
we have teams of trained geologists and 
mineral rights leasing experts on staff 
to assist them with maximizing the 
value of their assets.

A SECOND OPINION
If you own land with mineral rights, an 
energy producer may approach you looking 
to lease your land. Before signing a lease 
or contract, we recommend getting a second 
opinion about the lease terms from 
one of the experts on our mineral rights 
consulting team. Regions Private Wealth 
Management can serve as your leasing 
agent when you’re ready to begin negotia-
tions with an energy producer. Because 
energy development and exploration 
tend to be highly capital-intensive, most 
energy producers are large corporations. 
Retaining Regions as your leasing agent 
can help level the playing field, giving 
you access to current information about 
market rates for leases and helping you 
negotiate terms that provide you maximum 
royalty rates and protections. 

Making the 
most of 
the U.S.’s 
changing 
energy 
landscape

NATURAL GAS GROWTH
Shale gas production* quadrupled in the U.S.  
from 2007 to 2010, the most recent period tracked.

*MEASURED IN BILLION CUBIC FEET  
SOURCE: U.S. ENERGY INFORMATION ADMINISTRATION 
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Y O U R  B U S I N E S S

READY TO SELL?
Some advance work can make a business  
more attractive to potential buyers

The climate for selling a business seems to be slowly improving.  

But even with sales activity picking up, many hopeful sellers  

face a challenge: how to maximize the attractiveness of  

their business to potential buyers and obtain the highest price.

FOR STARTERS, SOLE PROPRIETORS 
AND FAMILY BUSINESS OWNERS  
often mix their business and  
personal finances together, pulling 
cash out of the company to cover 
household expenses or having the 
company pay the lease on their 
personal cars. There are several tax 
advantages that make this practice 
attractive, but it also makes it more 
difficult for outsiders to measure a 
company’s true profitability. When 
it’s time to sell, these owners may 
have to invest a little more time 
and energy getting their books in 
order. For example, they will need 
to be able to document all of the 
personal expenditures and add 
those extras back into the company’s 
profit-and-loss statements. 

Another challenge is that many  
privately held businesses have never 
formalized their operational procedures, 
such as having a defined management 
structure or written job descriptions. 
This can be particularly true of  
family-owned businesses in which 
everyone has a stake or role in the 
company’s performance, leading to a 
sometimes disorganized organizational 
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structure. Such a situation makes it 
diffi cult for future owners to replicate 
previous successes.

Despite these challenges, some 
prep work can help make a business 
more attractive to potential buyers 
and possibly increase the sales price:

� ORGANIZE THE BUSINESS 
FINANCIAL RECORDS. Sole 
proprietors tend to focus on cash 
fl ow, but buyers need more detail. 
Sellers will need to show two or 
three years’ worth of net profi ts 
after taxes and depreciation, debt-
to-equity ratios and future revenue 
projections. Potential buyers will 
want this information from a 
certifi ed public accountant (CPA) 
who can affi rm the validity of the 
numbers. Businesses that have 
relied on bookkeepers may want
to hire an outside professional to 
organize their fi nancial records.

� GET AN INDEPENDENT 
VALUATION OF THE BUSINESS.
The key is to fi nd an independent 
appraiser with experience in both the 
industry and the region. Independent 
valuation will provide a better idea of 
what the business is worth, and can help 
the current owners measure the true 
value of offers once they start coming in.

IT’S IMPORTANT TO WORK 
WITH EXPERIENCED 
FINANCIAL PROFESSIONALS
AS YOU PREPARE TO SELL OR 
TRANSFER YOUR BUSINESS. 
YOUR REGIONS WEALTH 
ADVISOR CAN HELP YOU 
EXPLORE OPTIONS AND GUIDE 
YOU THROUGH KEY STEPS.

a buyer’s shoes, business owners 
can ensure that their offi ces or 
facilities are clutter-free and inviting. 
Tending to the tedious “to do” list 
of maintenance tasks that may have 
lapsed and presenting a fresh face 
can impress potential buyers. 

� ONCE A SALE IS NEGOTIATED, 
CREATE A TRANSITION PLAN TO 
ENSURE A SMOOTH PROCESS.
Will the seller stay on part-time or 
as a consultant for a few weeks or 
months to introduce the buyer to 
top customers or help them work 
through any unanticipated problems? 
Are all of the business records, 
contracts and other legal documents 
in order? Is there a policies and 
procedures manual in place? It’s 
important to explain these business 
details in writing — even those that 
may seem second nature — to make 
it easier for the buyer to pick up 
where the seller leaves off.

Preparing a business for sale can seem 
overwhelming, as it can take a year or 
more to pull everything together. But 
the more effort put into the prepara-
tion for a sale, the more attractive the 
business will be to qualifi ed buyers 
and the higher the sales price it can 
potentially command. 

� DETERMINE HOW TO STRUCTURE 
THE SALE. There are several ways 
to sell a business, depending on 
both the type of business and the 
seller’s long-term goals. An all-cash 
deal is just one option. Another is to 
take some cash upfront and fi nance 
the rest by taking back a note — 
essentially a contractual “IOU.” 
Other business owners may want to 
sell hard assets, such as a building 
or equipment, but maintain owner-
ship of the land it sits on, generating 
an income stream through a rental 
agreement with the buyer. 

� BUILD A SUPPORT TEAM.
Selling a business that has been built 
from scratch can be an emotional 
proposition, and therefore, it’s 
important that business owners 
surround themselves with profes-
sionals to keep them focused. A 
Regions Wealth Advisor can coordi-
nate a team of professionals to help 
guide negotiations and take some 
stress out of the business transaction. 

Remember, fi rst impressions 
count. Clutter around the offi ce can 
make a business look disorganized. 
Dripping faucets or dirty factory 
fl oors that seem commonplace can 
taint a potential buyer’s initial 
reaction. By putting themselves in 

SOURCE: BIZBUYSELL.COM

SALES TRENDS
Closed business sales transactions rose a modest 0.2% in 2012, according to a survey 
of brokers by BizBuySell.com. But other sales data suggest longer-term improvement.

Businesses Sold:

2008: 6,202

2009: 4,440

2010: 4,568

2011: 4,722

2012: 4,730  2009 2010 2011 2012

Year-Over-Year % Change in Median Sales Price:

+3.3% +3.2%
-16% -6%
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MILLENNIAL MINDSET
Four questions that can help young adults 
assess their views on money

GENERATION Y
The fi rst wave of “Millennials” — adults now about 20 to 30 years old — have grown up 
in an era marked with fi nancial challenges, from the late-1990s dot-com bust to the 
volatile economy and high unemployment of recent years. It’s no wonder they have 
a different perspective on fi nances. Some interesting stats about this age group:

66%66% with 
full- or part-time full- or part-time 

jobs plan to jobs plan to 
switch careers

SOURCES: PEW RESEARCH CENTER, “MILLENNIALS: A PORTRAIT OF GENERATION NEXT,” 2010; 
ACHIEVE AND JOHNSON, GROSSNICKLE AND ASSOCIATES, 2012 MILLENNIAL IMPACT REPORT

CHANCES ARE, YOU THINK 
DIFFERENTLY about money than 
your parents and grandparents — 
and it’s not just an age thing. 
The turbulent economy of recent 
years, the social media revolution 
and other unique generational 
experiences have all contributed 
to how 20- and 30-somethings 
today approach spending, saving, 
charitable giving and careers.

These generational divides 
can cause confl icts within families 
if not addressed before adult 
children take a more hands-on 
role managing their families’ 
wealth. But before you discuss 
fi nancial issues with older family 
members, it’s worth understanding 
your own views. Here are four 
key questions to ask yourself:
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❷  HOW DOES MY 
CAREER PATH ALIGN 
WITH MY LIFESTYLE 
EXPECTATIONS?

Your career path can 
signifi cantly affect your 
fi nancial situation and 
lifestyle. Many people in 
their 20s and 30s today 
want more than a pay-
check; they want careers 
that are fulfi lling, inter-
esting and meaningful. 
They don’t want to work 
rigid hours like their 
parents and grandparents 
did, but instead prefer 
fl exibility and goal-
oriented tasks.  

Be aware of how your 
career choices infl uence 
your fi nances and lifestyle. 
Understand how much 
income you can realisti-
cally generate, given your 
career goals. Keep in mind 
that your job, even if not a 
traditionally high-paying 
one, can reap big personal 
rewards. At the same 
time, be prepared for the 
fact that you may have to 
supplement your income 
in other ways, depending 
on the lifestyle you choose. 

❶  HOW DO I SPEND 
AND SAVE?

Spending habits frequently 
create rifts between family 
members. Some may feel 
they deserve to spend 
money they earn in order 
to enhance their lifestyle. 
Others may feel frugality
is essential to ensuring 
the family’s long-term 
fi nancial security.

Consider how impor-
tant saving and spending 
are to you. Do you auto-
matically save money 
when you get it, or do you 
tend to spend it? Do your 
current spending habits 
refl ect your beliefs about 
spending? Also, consider 
whether you believe money 
should be spent by the 
person who earned it or 
whether there’s a respon-
sibility to save some for 
future generations.

Understanding your 
spending habits can help you 
better understand your own 
values and, if you feel like 
you aren’t saving enough, to 
make positive changes.

❸  HOW DO I FEEL 
ABOUT FINANCIALLY 
SUPPORTING OTHER 
FAMILY MEMBERS?

Inheriting money often 
comes with great respon-
sibility. In the future, 
you may have to make 
financial decisions for 
not just yourself, but also 
for aging parents, your 
kids, siblings and even 
extended family.

In many families, there’s 
an expectation that more 
well-off members will take 
care of those less fortunate. 
It can create disappoint-
ment and hurt feelings if 
that doesn’t happen.

Consider how much 
responsibility you feel 
toward other family 
members and how much 
you would assist them 
fi nancially, if needed. Also 
consider whether you have 
the expertise to help other 
family members deal with 
fi nancial issues that may 
arise, such as arranging 
long-term care or strug-
gling with debt. 

❹  HOW DOES 
PHILANTHROPY 
FIT INTO MY LIFE?

Cultivating an interest 
in philanthropy today 
can help prepare you for 
decisions about charitable 
giving. What’s more, the 
types of organizations 
you prefer to support can 
affect your philanthropic 
decisions and legacy.

Think about how much 
of a responsibility you feel 
toward society as a whole. 
And how does that fi t into 
your fi nancial goals for the 
future? Also consider how 
your approach fi ts in with 
how older generations in 
your family have approached 
philanthropy. Some affl uent 
families actively support 
nonprofi ts in a variety of 
ways: providing fi nancial 
support, serving on boards 
and volunteering their time.

Answering these questions 
can help mentally prepare 
you for managing your 
family’s wealth in the 
future — by better under-
standing your feelings 
about money today. 

YOUR REGIONS WEALTH 
ADVISOR CAN HELP YOU 
AND YOUR FAMILY HAVE 
MORE OPEN AND EFFECTIVE 
CONVERSATIONS ABOUT 
FINANCIAL ISSUES — EVEN 
THE MOST SENSITIVE ONES. 
HE OR SHE CAN ALSO EXPLAIN 
STRATEGIES TO HELP ENSURE 
FAMILY MEMBERS HAVE THE 
FINANCIAL RESOURCES 
THEY NEED.

55%55% say 
they watch they watch 

their spending their spending 
“very closely”“very closely”

70%70% say 
they have actively they have actively 

raised money 
for a nonprofi t

77%77% worry 
they aren’t saving 

or investing 
enough

36% depend depend depend 
on parents or on parents or on parents or 

family for fi nancial family for fi nancial family for fi nancial 
assistanceassistance
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SOUNDS OF SUCCESS
Grammy Award-winning songwriter Tim Nichols 
talks about his career, the music industry and how 
Regions helps him manage his success

MAKING IT BIG AS A SONGWRITER typically 

doesn’t happen overnight. It requires talent, 

luck and sheer determination. Tim Nichols, 

a longtime Regions’ client, has all three. He’s 

written songs for many of today’s top country 

music stars, from Kenny Chesney to Faith Hill. 

In 2004, he scored a breakthrough by co-writing 

Tim McGraw’s hit song “Live Like You Were 

Dying,” which stayed at No. 1 on the Billboard 

country music charts for seven weeks. The song 

earned him a Grammy for Best Country Song, 

along with a Country Music Association award 

and many other honors.

Insights recently spoke with Nichols about his  

songwriting career, challenges in the business today 

and the ways in which Regions Private Wealth 

Management has helped him achieve his goals.

Q:    WHAT INSPIRED YOU TO BECOME  
A SONGWRITER?

NICHOLS: My dad, who passed away last April, always told 
my brothers and me, “Find something that you love to do.” 
Both my parents were very supportive of my love of playing 
country music as I was growing up. I moved to Nashville at 
age 21 thinking I wanted to be a country singer. But I soon 
began meeting songwriters and listening to them play at the 
Bluebird Cafe, one of the most famous songwriter venues 
in the country. I was amazed by the talent of the writers 
and wanted to be one. I’m so fortunate because I feel like 
I’m doing what I was put here to do.

S P O T L I G H T
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Q:    WHAT WAS IT LIKE HAVING YOUR FIRST HIT SONG?

NICHOLS: Even though I moved here at 21, my first hit came several years later. It was a song called 
“I’m Over You,” sung by the great Keith Whitley and produced by Garth Fundis. Garth has produced 
all of the greatest hits by artists like Don Williams and Trisha Yearwood. So for guys of that caliber to 
believe in my song and record it was a thrill beyond words. Then, hearing it play on the radio in 1990 and 
watching it become a hit on the Billboard charts felt like winning the lottery — it’s life-changing. But the 
excitement about having hits never stops. I have a song that is climbing the charts now by a new country 
artist named Dustin Lynch that I am just as excited about.

Q:    HAS THE SONGWRITING BUSINESS CHANGED MUCH SINCE YOU  
STARTED OUT?

NICHOLS: It really has. There are definite challenges faced today by the 
music industry. We’re all aware of the illegal downloading problem, which 
has led to a sharp decrease in album sales. This has dramatic financial impact 
on songwriters and publishers. These days, you have to write hit singles that 
are played on radio. New technologies can also disrupt the protection of 
intellectual property. It seems technology moves at light speed while the 
legislation needed to deal with technology moves at a snail’s pace. That said, 
not all changes are negative. In terms of distribution, the Internet has been 
an incredible tool for artists and songwriters to get their music heard.

Q:    BEYOND SONGWRITING, YOU DO A LOT OF CHARITABLE WORK. DO 
YOU HAVE CERTAIN TYPES OF CAUSES YOU GRAVITATE TOWARD?

NICHOLS: Like so many songwriters here, I feel incredibly blessed and want 
to give back any way I can. About 15 years ago, I got involved with High 
Hopes, a preschool in Nashville for special-needs kids. They were starting 
a benefit called “Hats Off to High Hopes.” I had written songs for Alan 
Jackson, so they asked if I could get a cowboy hat signed by Alan, which I was 
more than happy to do. The second year they asked if I’d like to co-host the event, and I’ve co-hosted these 
fundraisers ever since. We’ve had artists such as Lee Ann Womack, Amy Grant, Phil Vassar and Billy Dean 
perform, as well as many of my songwriter buddies. Parents at the event will talk about the difference High 
Hopes has made in the lives of their children and their families. They deal with issues from cerebral palsy 
and Down syndrome to speech and occupational therapy. When you hear those stories and see how kids’ 
lives are being changed, it’s such a moving experience! It’s a place where miracles happen every day, and I’m 
so happy to be involved. 

Q:    YOU’VE BEEN WORKING WITH YOUR REGIONS WEALTH ADVISOR, LISA HARLESS, FOR ABOUT 
25 YEARS NOW. HOW HAS SHE HELPED YOU AS A MUSIC ENTREPRENEUR?

NICHOLS: Lisa has become a close friend of mine and my wife’s over the years, and she’s really a 
sounding board. I can ask her anything. I’m entrepreneurial, but first and foremost, I’m creative. I’m 
focused on what song I can write that’s going to move people — not what large-cap international fund 
I should invest in or what type of insurance I need. Lisa understands the music business and helps 
me with all sorts of wealth management issues. But she also knows me as a person. For example, Lisa 
knows one of my other passions is photography. She also knows Jonathan Cain, the keyboardist for 
Journey, who owns his own wine label. Last year, Lisa helped us host a photography and wine-tasting 
event. It was an incredible opportunity for me to show and sell my photography, and another way 
Regions has added value to my life. 

In terms of 
distribution, 
the Internet 
has been an 
incredible 
tool for 
artists and 
songwriters 
to get their 
music heard.

S P O T L I G H T



INSIGHTS

You’re in a position where you have very specifi c needs and goals for yourself, the people you care about and your money. So off-the-shelf 
solutions are likely to fall short for you. What you do need is a comprehensive and unbiased approach to your fi nancial situation. An approach 
that is about more than just investments and will help you manage risk without closing the door on opportunities. Your Regions Wealth Advisor 
will use their extensive experience to lead a team of subject-matter experts and create a plan just for you. What’s more, we’ll deliver it to you 
with straight talk, practical recommendations and complete transparency from our very fi rst meeting onward.

To schedule a personal consultation with your Regions Wealth Advisor, 
call 1.800.826.6933 or visit us online at regions.com/wealth.
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REGIONS PRIVATE WEALTH MANAGEMENT – 
CUSTOM WEALTH STRATEGIES FOR YOU AND YOU ALONE. 

PRIVATE WEALTH MANAGEMENT

© 2013 Regions Bank. Investments in securities and insurance products held in trust accounts are not FDIC-insured, not deposits of Regions Bank or its affi liates, not guaranteed by Regions Bank or its affi liates, not insured by any federal government agency, and may 
go down in value.

Perhaps we should place a stock 
picture of “your island retreat” here?

That seems just a little far-fetched.
POINT IS: Your Regions Wealth Advisor wants to get to know the real you fi rst.


