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Intelligence

W
herever we look nowadays, we see one common theme: 
change. Sometimes it’s positive, and other times it’s not. 
Sometimes it’s obvious, but occasionally it can sneak up on 
us. Regardless of its nature, change inspires us to challenge 

some of our long-held assumptions.  

We’ve devoted this spring issue of Insights to change, how to respond to it, 
and how to make it work for us. Our cover story features what’s likely to 

be the biggest and most obvious change 
affecting your finances—the recently 
enacted tax reforms. In “Sectors to Watch 
in the New Tax Landscape” (page 4) and 
“Tax Reform Is Here. Should Your Plans 
Change?” (page 6), we explore some of 
the ways you may want to tailor your 
investments and long-term financial 
strategies for the new tax rules. 

Sometimes the biggest changes start 
close to home. For instance, here you’ll 
find fresh perspectives on age-old 
investments like agriculture (“The New 

Harvest,” page 1). And if you’re taking over a new business, it’s important 
to have a clear picture of what you’re getting yourself into—a process we 
take on in “8 Questions to Ask Before You Take Over” (page 10). Change 
can also come on the personal front, and this issue takes a look at the 
financial side of divorce in “Making a Whole Out of Half ” (page 12).

I hope this issue gives you ideas to discuss with your Wealth Advisor about 
how to continue to adapt, evolve and thrive amid the sweeping changes 
that every day seems to deliver. 

Thriving  
Amid a Sea of Change 
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F
arming isn’t what it used to be—
thanks to technology. With the help 
of GPS and sophisticated data and 
soil analysis, farmers can determine 

the optimal locations to plant seeds and 
then apply just the right amounts of fertilizer 
and pesticides at just the right times.

“Precision agriculture is known as the third 
farming revolution,” says Jim Bates, Asset 
Manager for Regions Natural Resources & 
Real Estate Group. “All of that information 
is in the computer, so once a farmer lays 
down his rows, he can turn around to watch 
his farm implement work—while the tractor 
drives itself via a GPS navigation system.”

The increased efficiency that precision 
farming brings can make a big difference 
when it comes to large-scale crops like corn, 
cotton and soybeans; meanwhile, those crops 
are in high demand as the world’s population 
expands. Those two factors, taken together, 
make agriculture an increasingly attractive 
investment, Bates says.

At the same time, the vehicles for investing 
in agriculture are almost as diverse as 
the resources themselves. They include 
purchasing shares of public companies, 
participating in exchange-traded funds, 
investing in private equity funds, and direct 
or partial ownership of an actual farm.

The New Harvest
Agriculture goes high-tech, providing new potential  
opportunities for yield and diversification.   

For investors, natural resources such as 
agriculture offer a unique profile, says  
Bates. “There is price volatility and 
fluctuations in currency exchanges with 
commodities, for instance, but it tends not  
to be directly correlated with other asset 
classes and can potentially hedge against 
inflation,” he adds. “It’s also tied to population 
demand and human consumption. If the 
world has more people, we have to grow 
more corn, soybeans and other crops to 
feed everybody.”

In addition to diversification, farm-related 
investments can add yield to a portfolio. 
But Bates says that it’s important to keep 
the associated risks in mind. In the case of 
agriculture, there is the ever-present danger 
of weather-related crop losses. And some 
investment vehicles that carry exposure to 
agriculture can also carry liquidity concerns, 
so think through your time horizon. 

“Some of these investments need to have 
a while to work. You can’t expect to throw 
money in and get it out quick,” says Bates. 
Those risks make it paramount for investors 
to find the right place in their overall portfolio 
for natural resources. “You want to have 
enough to help you with diversification, but 
not so much that you’re overweighted.”  
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High-tech farming can provide opportunities for 
yield and diversification.  
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to adjust your expectations.
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the financial challenges less daunting. 
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Whether it’s an adult child or an aging parent 
who moves in with you, sharing your home 
with one or more other generations is a trend 
that’s here to stay. 

Your benefit will increase  
every year you wait, UP TO  

AGE 70, at which point  
your benefit will be about 

 
 

higher than if you’d  
started collecting  

at age 62.

76%

A
s retirement nears, one decision 
that can have a significant impact 
on your income in retirement is 
the age at which you opt to begin 

receiving Social Security benefits.

While you can start drawing benefits as early 
as age 62, delaying by four or five years—
until what the Social Security Administration 
calls your “normal retirement age” (NRA)—
means that your monthly benefit could 
be 25% to 30% more than if you’d started 
collecting at age 62. In fact, your benefit will 
increase every year you wait beyond your 
normal retirement age, all the way to age 70, 
at which point it will be 76% higher than if 
you’d started at age 62.

“That guaranteed increase for every year you 
delay between ages 62 and 70 is something 
that no other investment can promise,” says 

When Should You 
Claim Social Security?
Delaying when you claim your benefits can mean a higher payout,  
but it might not be the best move for everyone.

earlier. “You can tap other retirement 
income sources earlier, while you keep  
your Social Security benefit growing,”  
says Johnson. 

• The Largest Benefit for the  
Surviving Spouse When you’re married, 
both spouses can claim a benefit. But when 
a spouse dies, the survivor is entitled to the 
higher benefit of the two. To generate the 
highest possible payout for the survivor, 
Johnson says, one strategy is for the spouse 
with the higher earnings to aim to delay 
claiming until age 70. 

• Taxation Don’t forget that, depending 
on your income, you will likely have to 
pay taxes on part of your Social Security 
benefits, so be sure to take that into  
account when thinking through your cash 
flow in retirement.  

David C. Johnson, a St. Louis–based Wealth 
Strategist for Regions Private Wealth 
Management. But there’s no golden rule for 
deciding which claiming age is best for you. 
“It’s a personal decision that comes down to 
your cash needs, savings and your health,” 
says Johnson. Your Regions Wealth Advisor 
can talk with you about how personal 
factors may influence your decision. Here 
are a few key factors to discuss:

• Your Health Nowadays, retirement might 
last 25 years or longer if you’re reasonably 
healthy, so delaying benefits can provide a 
valuable income boost over many years. But 
some people may have health issues that 
make claiming earlier a better decision.

• Other Income Sources Delaying the age 
when you begin to collect Social Security 
doesn’t necessarily mean you can’t retire 
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32.1% 

>      Falling wages and other economic factors bring some “boomerangers” home,  
but PEOPLE ARE ALSO WAITING LONGER TO START FAMILIES OF 
THEIR OWN. In 2017, the median age at first marriage was 29.5 for men and 
27.4 for women. That’s up from ages 26.8 and 25 just 20 years ago.

OF YOUNG ADULTS (ages 18 to 34)  
live with their parents, more than  
the 31.6% living with a spouse or partner  
in their own home.

THE AVERAGE ANNUAL COST 
OF OFF-SITE ELDERCARE in 2016, 
versus $6,954 average out-of-pocket 
expenses for family caregivers.

5.6 million
ADULTS LIVING IN SOMEONE 

ELSE’S HOME—or 14% of  
“extra adults” in the nation—  

are the parents of the homeowner  
or household head, up  

from 7% in 1995. 

19% OF THE 2014 U.S. POPULATION 
(or 60.6 million Americans)  
lived in multigenerational  

households,* up from  
12% in 1980 and up 9.1 million   

since 2009.

*Defined as households with  
two or more adult generations, or as  

a house with both grandparents  
and grandchildren.

52% 
OF ADULTS say it’s a 
parent’s responsibility  

to help grown kids.

75%
OF ADULTS say that it’s a  

grown child’s responsibility to  
financially support parents in need.  

$11,923 

“The Sandwich Generation,” Pew Research Center

“Estimated Median Age at First Marriage” (Table MS-2), U.S. Census

“For the First Time in Modern Era, Living with Parents Edges Out Other Living Arrangements for 18- to 34-Year-Olds,”  
Pew Research Center 

“Family Caregivers Cost Survey: What They Spend and What They Sacrifice,” AARP

“A Record 60.6 Million Americans Live in Multigenerational 
Households,” Pew Research Center

“More Adults Now Share Their Living Space, Driven  
in Part by Parents Living with Their Adult Children,”  
Pew Research Center

A Full House
If you’re looking forward to the space 
and privacy of an empty nest, you may  
have to adjust your expectations.
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The Tax Cuts and Jobs Act 
(TCJA) passed largely based on 
its promise to boost the bottom 
line for U.S. corporations and 

consumers. But things could end up 
looking pretty good for investors, too. 

Some sectors might be better 
positioned to benefit from the new 
tax landscape than others are, says 
Fran Allen Smitherman, Director of 
Equity Research at Regions Investment 
Management. “We are the most 
positive on companies and sectors that 
do the majority of their business in the 
United States,” she says.

“Globally, the United States has been 
one of the least competitive countries 
in terms of corporate tax rates,” adds 
Chris Watson, Director of Value 
Strategies and Portfolio Manager for 
the Regions Investment Management 
equity team. “The new tax rate is 
impacting domestic corporations and 
putting them on more even footing 
with competitors based overseas.” 

ALL EYES ON THE CONSUMER
The TCJA’s new corporate tax ceiling 
of 21%—the previous cap was 35%—
favors U.S.-based companies with high 
domestic earnings, says Smitherman. 
She and Watson tend to be bullish on 
businesses driven by U.S. consumers, 
which include retail, entertainment, 
travel, home construction and home 
supply companies. 

“With about 90% of taxpayers 

for the U.S. economy now that this  
cash is unlocked.”

PORTFOLIO POSITIONING
The new tax cuts won’t necessarily 
change the markets, but they may well 
serve as a catalyst for growth for some 
companies. At Regions, Smitherman and 
Watson look first and foremost to invest 
in companies with attractive valuations, 
solid fundamentals, good balance sheets 
and good management teams to add to 
Regions’ portfolio model, so managers 
can act accordingly. 

expected to receive a higher paycheck, 
we think that will help the consumer 
discretionary sectors from a spending 
standpoint as well,” Smitherman says.

The TCJA’s cuts to mortgage interest 
deductions caused jitters in the real 
estate market. But Smitherman 
believes that the new law, which caps 
interest deductions on new mortgages 
at $750,000, won’t affect most first-time 
home buyers. “We’re more focused on 
the millennial generation moving into 
the housing market and spending on 
home improvement. Home builders are 
focusing on a younger generation that 
has yet to buy their first home. That’s 
where we’re hoping to see the tailwind.”
 
WIDE-RANGING IMPACT
But those poised to benefit aren’t lim-
ited to just the consumer discretionary 
sectors. The TCJA is also likely to be a 
boon for financial, telecom and travel 
companies, which have traditionally 
contended with high tax rates. 

Health-care companies could also do 
well in the new tax regime, including 
managed care and hospitals. “There’s a 
great deal of optimism right now,” says 
Smitherman. “I believe it has to do with 
the benefits we’ll see from tax reform.”

THE GOOD NEWS ISN’T UNIVERSAL
Not every sector stands to reap rewards 
in the new reforms, however. “We’re a 
little more cautious on utilities,” says 
Smitherman, in part because many of 

them may have to pass any tax cuts on 
to customers through lower rates. 

Companies with strong interna-
tional holdings, including many major 
pharmaceutical firms and certain 
technology companies, also stand to 
see fewer benefits from the TCJA. The 
law’s repatriation provision, however, 
allows firms with offshore holdings to 
bring their cash to the United States at 
a one-time 15.5% tax rate—something 
many blue-chip tech companies are 
expected to take advantage of. 

“It’s a positive thing,” says Watson. 
“We’ve talked for years about how 
many of these companies have cash 
trapped overseas. But the repatriation 
of cash really frees things up. Some 
of these companies are talking about 
doing things that could be very good M
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Sectors to Watch in the 
New Tax Landscape
Regions strategists and analysts have looked carefully at the new tax code  
and its ramifications to identify a few sectors that may hold promise for investors. 

Long-Term Light Amid Short-Term Volatility
Think the market is overvalued? Just wait until the tax cuts and bank deregulation kick in. 

While modeling the impact  
of tax reform on markets can 
be tough, Chris Watson, 
Director of Value Strategies 

and Portfolio Manager for the Regions 
Investment Management equity team,  
says the increased earnings created by  
the tax cuts—with some companies 
projecting earnings-per-share increases  
of as much as 10%—may stabilize what  
a number of investors worry is an inflated 
market. Those concerns have been on 
display since February’s sharp selloff in  
the markets. 

“There’s been some talk of valuations that 
were starting to look a little rich,” Watson says. 
“Well, when you add 10% to that earnings 
number, those valuation metrics don’t look 
quite as rich. That gives you room to grow.”

Watson points to early signs that the cuts 
are indeed generating growth: “We’ve 
already seen companies start to announce 
bonuses. You’re starting to see employee 
paychecks go up. These changes should flow 
through the economy.”

There’s one more potential multiplier 
looming in the near future that Watson thinks 

could strengthen the economy and the 
markets: deregulation.  

“One thing I’m bullish on is that while  
tax reform was one of the administration’s 
top goals, so was bank deregulation.  
If you combine tax returns—more money  
in consumer hands—with deregulation  
and the impact it can have on the financial 
industry, it really has the potential to  
unlock a lot of trapped capital that’s  
out there,” Watson says. “When you  
get things that are good for the  
consumer and the economy, the market 
usually reacts.” 

  Talk to your Regions Wealth Advisor about:

•  Whether your portfolio has exposure to 
sectors that might be poised for growth

•  Your current asset allocation—and 
whether market volatility keeps you  
up at night

•  Whether the new tax landscape means 
you should make changes to your 
financial strategy

WHILE THE COMMENTS REFLECT THE OPINIONS OF THE ANALYST WHO IS BEING QUOTED, THEY DO NOT NECESSARILY REFLECT THOSE OF REGIONS BANK OR REGIONS INVESTMENT  
MANAGEMENT, INC. (RIM). RIM IS AN INVESTMENT ADVISER REGISTERED WITH THE U.S. SECURITIES & EXCHANGE COMMISSION PURSUANT TO THE INVESTMENT ADVISERS ACT OF 1940.  

RIM IS A WHOLLY OWNED SUBSIDIARY OF REGIONS BANK, WHICH IN TURN IS A WHOLLY OWNED SUBSIDIARY OF REGIONS FINANCIAL CORPORATION.
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Should Your  
Plans Change?

TAX REFORM
IS HERE.

ven when they’re simple, taxes can seem complicated. And the 
landmark Tax Cuts and Jobs Act (TCJA) of 2017 is anything but 
simple. Chances are, the sweeping new law, which took effect 
in January, is already touching many aspects of your life. As its 
name suggests, the law includes business and individual tax 

cuts, resulting in larger paychecks for many Americans. At the same time, the 
act includes plenty of trade-offs, such as limits on a variety of deductions that 
taxpayers have come to count on. 

“It’s great to have the lower individual rates with expanded brackets,” says 
Jeffrey H. Winick, Wealth Strategist for Regions Private Wealth Management. 
Yet considering the law’s complexities, figuring out exactly where you and your 
family stand “is a matter of number crunching and looking at each individual 
circumstance.” It’s a process that calls for detailed conversations with your CPA as 
well as your Regions Wealth Advisor, but there are a few basics to explore first. 

To Itemize or Not to Itemize

For many, the most basic decision will be whether to continue itemizing returns 
in light of several new limits. For example, you may now deduct only $10,000 of 
combined state and local taxes, and the interest deduction for new mortgages 
and new home equity loans (used to buy, build or substantially improve the home 
that secures the loan) is limited to $750,000. This is a total limit for all combined 
new mortgage and home equity debt. At the same time, the standard deduction 
has been nearly doubled, to $24,000 for couples and $12,000 for individuals.
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•   How the new tax laws might affect the 
ways in which you’re investing for your 
financial goals

•   The potential effect the new law could 
have on your income

•   Whether your estate plans should be 
updated

  Talk to your Regions Wealth Advisor about:

at all, Scofield says. “Trust planning is 
still critical for protecting your assets, 
controlling distribution to heirs and 
providing professional administration,” 
he adds.

Another consideration is the fact 
that the higher estate tax exemption, 
like much of the tax act, will revert 
to previous levels after 2025, unless 
Congress extends the new transfer tax 
exemption amounts. To hedge against 
this uncertainty, “you basically have 
a seven-year planning window,” says 
Winick. Because the higher exemption 
applies to gift and generation-skipping 
taxes as well as estates, now may be a 
good time to start planning trusts or 
other means of transferring assets or a 
family business for the benefit of your 
kids and generations to come. 

A Fresh Look  
at Philanthropy

Taxpayers who claim the standard 
deduction versus itemizing will lose a 
key incentive for charitable giving—the 

ability to deduct gifts from their taxes. 
But at the same time, Winick says, 
“bunching two or more years’ worth of 
charitable gifts into a single tax year, 
and shifting between itemizing and 
using the standard deduction, might 
generate enough overall deductions 
to make itemizing still worthwhile in 
alternating years.”

If you’re looking for a way to support 
the causes that matter to you while still 
getting a tax credit for your generosity, 
you may want to consider contributing 
to a donor-advised fund like your local 
community foundation. A donor-advised 
fund enables you to transfer cash or 
other assets for charitable purposes and 
receive the same income tax deduction 
as you would when donating directly 
to a qualified public charity. “You can 
then advise the fund to make gifts to 
individual charities from the fund on 
your own schedule,” Winick adds. 

A Retirement Boost?

The rules regarding 401(k)s, SEP IRAs 
and other tax-advantaged retirement 
plans are largely unchanged under the 
new law. Nonetheless, now is a good 
time to sit down with your Regions 
Wealth Advisor to discuss how other 
aspects of the law may affect your 
planning for retirement, Scofield says. 

You may, for instance, want to talk 
with your tax specialist and Wealth 
Advisor about ways to make the most 
of the new lower tax rates right now, 
Scofield suggests, since they’re set to 
expire in 2025 unless Congress extends 
the law. 

You might consider converting all 
or part of a standard IRA to a Roth 
IRA. With a Roth IRA conversion, the 
amount of the pretax balance of the 
standard IRA being converted is subject 
to being taxed today, and you pay no 
income tax on future withdrawals from 
the Roth IRA. Although conversions do 
increase your adjusted gross income, 
with income taxes currently reduced, a 
Roth IRA conversion might enable you 

The number of Americans who 
itemize deductions on their tax returns 
is expected to drop from 30% to just 
10%, says George K. Yin, Edwin S. Cohen 
Distinguished Professor of Law and 
Taxation at the University of Virginia 
School of Law. 

But even taxpayers who plan to claim 
the standard deduction should keep 
careful records of mortgage interest, 
charitable gifts and other deductible 
expenses throughout the year, Yin 
advises. An unexpected event such as a 
medical expense late in the year could 
change everything. 

Your Home and Hometown 

The deduction limits could also 
influence key decisions about where 
you live, especially in areas with high 
home prices and high state, income and 
property taxes, says William J. Scofield, 
Director of Wealth Planning for Regions 
Private Wealth Management. If you’re 
looking to buy, the reduced deductions 
can effectively increase the cost of your 

property compared with previous years’ 
assumptions. 

“Some folks are going to absorb that 
extra cost and say, ‘It’s more expensive, 
but I like this house and the school 
district, and I’m going to buy it,’ ”  
Scofield says. Others may opt for a less 
expensive property.

But if you’re purchasing an expensive 
home and have sufficient cash on 
hand, you might consider putting 
enough down to limit your mortgage 
to $750,000, Winick says. That would 
optimize your income tax deduction 
under the new law, while limiting any 
new indebtedness.

Planning Your Estate

The TCJA doubles the estate tax 
exemption to $24.4 million for couples 
in 2018 (indexed for inflation) and $11.2 
million for individuals. That’s good 
news for families with sizable estates 
or family businesses to pass along. But 
it’s a mistake to assume that this means 
you no longer need to do any planning 

to pay tax on the converted amount 
at comparatively low rates, and pay no 
tax on the withdrawals later on, when 
income tax rates may have gone up.

New Business Opportunities

Businesses large and small emerged 
as some of the biggest winners under 
the law, says the University of Virginia’s 
Yin. Corporate income taxes dropped 
from a high of 35% to 21%, while owners 
of generally smaller “pass through” 
entities such as sole proprietors, LLCs, 
partnerships and S corporations may 
be able to deduct 20% of their qualified 
business income. The law also allows 
businesses to expense many of their 
capital investments for five years. 

Despite those advantages, the rules 
regarding business taxes are among 
the act’s most complex, Yin says. He 
offers one example of how quickly these 
simple benefits get complicated. The 
20% deduction for small businesses 
does not apply equally to all types of 

Taking the 529 Plan to School

companies. Medical practices, lawyers 
and most other professional services 
may claim the full deduction only if their 
income is below $315,000 for joint filers 
and $157,500 for single filers. Another 
planning wrinkle is that the deductions 
are set to expire after 2025. 

For some businesses, with the new rule 
governing C corporations and pass-through 
business entities (i.e., S corporations, 
partnerships, sole proprietorships and 
most LLCs), “this may be a good time to 
evaluate if it could be beneficial to change 
legal or tax status,” Winick notes. “This may 
not be immediately clear and may require 
significant analysis—one business at a 
time,” he says.   

Under the new tax law, 529 plans can be 
used to meet up to $10,000 per year in 
elementary or secondary school tuition, 
along with other qualified expenses. 

But making the most of this may be a 
challenge. After all, the main benefit of 
529s is that the money you invest can 
grow over time before you withdraw it 
tax-free to pay for qualified educational 
expenses. That may be perfect for far-off 
college, but less so for private school 
expenses coming much sooner.

One potential solution lies in 529 
plans’ inherent flexibility. “A plan can be 
opened for yourself or a beneficiary of 
any age,” says Jeffrey H. Winick, Wealth 
Strategist for Regions Private Wealth 
Management. Thus a hopeful parent 
could start a 529 in his or her own name, 
giving the plan years to potentially 
grow—and then designate the child as 
beneficiary after birth. Prospective 
grandparents may take a similar 
approach. 

But if no child or grandchild comes 
along, or education plans change, you 
could face taxes on amounts exceeding 
your contributions plus a 10% penalty on 
funds used for nonqualified purposes. 
“Be sure to discuss your education 
savings options with your Regions 
Wealth Advisor and tax considerations 
with your tax specialist before making 
any decisions,” Winick suggests.
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Questions to Ask  
Before You Take Over
When acquiring or inheriting a company, it’s important to look into  
factors beyond the balance sheet.
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When acquiring or inheriting a company, it’s important to look into  
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aking control of 
a new business, 
through either 
an acquisition 

or inheritance, is a big step. It 
requires becoming familiar with  
a host of new procedures, getting 
to know vendors, understanding 
the roles current employees 
play—and much more. 

As you get ready to take the 
helm, the following questions  
can make all the difference.

1. HOW DOES THE  
CURRENT OWNER PLAN TO  
EXIT THE BUSINESS? 
Whether the previous owner phases out 
of his or her role slowly, or makes a clean 
break, it’s important—for morale—
that employees know what’s going to 
happen. “Ideally, the prior leader would 
endorse the new one, introducing him 
or her to employees and vendors and 
verbalizing that support before moving 
on,” says Alan Register, Commercial 
Banking Support Executive at Regions 
Commercial Banking. 

2. DOES THE BUSINESS  
NEED A NEW APPROACH  
TO GOVERNANCE?
This question may be pertinent if you’re 
inheriting a business and have to share 
ownership or management with other 
family members. If that’s the case, the 
business may need a formal structure, 
such as a board of directors, to allow 
family members to voice their opinions. 
Determine in advance how decisions 
will be made and who will have voting 
rights. “Hopefully, before a transition 
begins, the owner has explained how 
decisions should be made,” says Register. 
If not, work those details out before the 
transition is finalized.

8 Questions to Ask  
Before You Take Over
When acquiring or inheriting a company, it’s important to look into  
factors beyond the balance sheet.

T 
  Talk to your Regions Wealth Advisor about:

•  How taking over a new business could 
affect your personal financial plans

•  Strategies for exiting your business  
without a loss of income

•  Financing options for expanding  
your business

Ask whether  
there are specific 
challenges that  
the business might 
face in the near 
future. Some may  
not be apparent  
by simply looking  
at the books.

3. WHICH EMPLOYEES 
ARE ESPECIALLY CRITICAL TO 
BUSINESS SUCCESS? 
In any business, employees are one 
of the most vital resources. They 
may know best how certain aspects 
of the business operate. Get to 
know the employees and develop an 
understanding of what they do and  
how they relate to one another, to 
vendors and to clients. It’s especially 
important to identify the employees 
who are crucial to the viability of the 
business—and don’t be surprised if one 
of them is a frontline employee who’s 
low on the org chart but highly valued 
by customers. “You’ll want assurances 
that they’ll stick around, since they 
have relationships with customers 
and vendors,” says Dr. Mark Moore, 
professor in the practice of finance 
at Texas Tech University in Lubbock, 
Texas. “Understand what incentives, like 
offering equity or bonuses, might  
be necessary to keep them.” 

4. DOES THE BUSINESS  
RELY ON ANY KEY  
CUSTOMERS OR VENDORS? 
Just as it’s important to know 
which employees are critical to the 
business, you should also learn which 
relationships with customers and 
vendors are essential to maintain. “Ask 
to see a customer list, and find out if 
there are any long-term contracts with 
customers or suppliers,” Moore advises. 
If the business relies heavily on one 
customer or vendor contract, make 
sure you’ll be able to continue that 
relationship in the future. For example, 
contact the vendor to make sure they’re 
willing to extend contracts at their 
current pricing.

5. HOW ARE THE  
FINANCIALS DOCUMENTED?
Find out how and where the company’s 
financial information—such as 
balance sheets, tax documents and 
inventories—is kept. Consider engaging 
an accountant who specializes in 
auditing to help you better understand 
the books. Not only will this person 
help you with the information that is 
there, but they can make you aware of 
information that’s missing, which can 
also increase your understanding of the 
company’s financial condition.

6. ARE YOUR BUSINESS 
PRACTICES  DOCUMENTED? 
You’ll want documentation of how the 
business operates: areas like company 
policies and practices, vendor and 
customer agreements, and employee 
contracts. “Find out where the 
documents are kept, and make sure 
they’re safe and dry and you can put 
your hands on them,” says Register. In 
addition to working with an accountant, 
you may want to hire an attorney to help 
you fully understand these agreements 
and see that they’re in working order.

7. WHAT ARE THE BUSINESS’ 
CURRENT CHALLENGES?
Ask whether there are specific challenges 
that the business might face in the near 
future. Some may not be apparent by 
simply looking at the books. For example, 
maybe a key customer has been thinking 
of moving their business out of state or 
a new competitor is moving in. Maybe 
a group of employees is unhappy. The 
current business owner should be able 
to provide this type of information. 
Meanwhile, an audit by your accountant 
can help you identify potential problem 
areas that do show up on the books. They 
can help catch issues such as capital 
expenditures that have been postponed, 
which could mean future costs for you. 

8. WHAT SKILLS OR QUALITIES 
ARE NEEDED TO RUN  
THE BUSINESS SUCCESSFULLY? 
When talking to the previous owner, 
ask what skills he or she thinks are 
necessary to keep the business running. 
Compare them with your abilities; 
think about whether you’ll need to hire 
new people to help, or learn new skills 
yourself. It’s also important to reflect 
on your own personality traits as a 
leader. “At the end of the day, know who 
you are, what drives you and what you 
enjoy,” says Register. “If you’re extremely 
outgoing and enjoy being around 
people, but the new job requires that 
you deal with minutia behind a desk all 
day, it might not be a good fit.” 

When buying or inheriting a business, 
questions like these will help you 
do your due diligence, minimize 
any surprises ahead, and make sure 
your transition to leadership goes as 
smoothly as possible.  
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transaction. The buyer and the seller are 
approaching the table with two different 
perspectives, and what’s good for one 
isn’t necessarily good for the other. 
It’s important to make sure everyone 
walks away from the transaction feeling 
positive. And the transactions that tend 
to work best are ones that required some 
give and take.

DIFFERENT STROKES
Businesses are all different. I’ve met 
with business owners in the back of 
dry-cleaning plants, in restaurant 
kitchens and in manufacturing facilities. 
My favorite part of the job is meeting 
all these different people and learning 
about the unique ways they’ve chosen 
to earn a living. That’s what makes it so 
exciting to come to work every day.  

SEPARATION ANXIETY
Selling a business is a major life event. 
Owners have often spent decades 
building their companies, and letting 
go can be difficult and emotional. But 
of course, when they do sell, they want 
to do it right and maximize value. So 
my job is part salesman, part counselor: 
Before the business even goes up for 
sale, there are conversations that need 
to happen with the owner that include 
counseling them through the process 
and educating them about how these 
transactions work. 

ARE YOU READY TO SELL?
Before selling, business owners need 
to have their financial houses in order. 
They need to discuss the plan with 
their accountants, attorneys, bankers 
and other advisors, so that they fully 
understand the financial and legal 

S ome entrepreneurs are fortunate enough to have their succession plans all  
figured out. But when an owner doesn’t have clear-cut options, that’s where  
Don Smith comes in. Smith is the owner and president of Sunbelt Business Brokers 
of Birmingham, a firm that specializes in matching businesses with prospective 

buyers. With more than 25 years as a business owner and mergers-and-acquisition 
specialist under his belt, Smith shares his insights on the challenges that business owners 
face when navigating a sale.

implications and know exactly what they’ll 
be walking away with at the closing. You 
often only get one shot at this, and you 
don’t want to leave something out or 
make a mistake that is only discovered 
afterward. 

PREPARATION IS KEY
A business owner I worked with a few years 
ago had received a nearly full-price offer 
for his company, which was wonderful. But 
that was before he visited his accountant 
and realized that his share, after taxes and 
other expenses, simply wasn’t enough. He 
had to go back and admit to the buyer that 
he couldn’t sell at that price. Be thorough 
in your tasks; this will help prevent you 
from selling yourself short.  

LET’S MAKE A DEAL
One of the biggest challenges I face is 
making everyone happy with the final 

TO FIND OUT MORE about what might be 
involved in planning a successful exit from 
your business, talk to your Wealth Advisor 
and visit regions.com/insights/wealth

Unhappy in her marriage, a wife with two young children 
contacted me wanting to explore her financial options 
and legal rights if she filed for divorce. She feared that if 
she divorced her husband she’d be left with none of the 

couple’s assets, as they were all titled in her husband’s name.

I made it clear that in addition to engaging me, a Certified Divorce 
Financial Analyst® who can provide financial guidance to support 
negotiations during the divorce process, she would need to seek 
legal counsel to help her understand her legal rights. 

The three of us worked to come up with a plan, and using the 
financial analysis I created, her attorney negotiated a settlement 
that provided the assets and support she needed. By the end of the 
divorce process, the fearful wife had morphed into a confident, 
self-assured person—with a solid plan in place for the years ahead. 

If you’re separating or getting divorced, working with a Wealth 
Advisor who’s experienced with the financial issues of divorce can 
be invaluable, helping as you do the following: 

• Take inventory of all marital assets and liabilities. This 
is crucial for negotiating a fair settlement. Include everything, from 
your bank and investment accounts to the value of your home and 
property. And don’t forget liabilities, including credit cards. 

• Identify all income sources and  
expenses. This will allow your Wealth 
Advisor to develop cash flow reports and 
wealth projections that will help your 
attorney know what to propose in your 
divorce settlement. They can also be used 
to negotiate spousal and child support.

• Keep an open mind. Emotions can 
get in the way of clear-eyed planning. For 
instance, though you may desire to stay 
in the family home, selling that asset 
and downsizing may help make your 
monthly expenses more manageable 
while providing cash to invest.

• Remember insurance. Life and 
disability insurance are important ways 
to protect spousal or child support. This 
requirement can be written into the 
divorce decree to provide protection in 
the event of the payer’s disability or death.

• Initiate qualified domestic  
relations order (QDRO) 
paperwork. If you’ll be getting a 
distribution from your spouse’s  
qualified retirement plan—an IRA, 
401(k), pension, etc.—as part of your 
divorce agreement, you’re required to 
file QDRO paperwork. Ask your attorney 
to start the process as soon as possible, 
as it’s optimal to have it completed 
before your divorce decree is finalized. 

 AFTER YOUR DIVORCE IS FINAL:

• Update documents. Be sure any 
estate documents, such as a will or 
power of attorney, are updated. If your 
former spouse was the beneficiary of 
your retirement account or life insurance 
policies, appoint a new beneficiary. 

• Run a credit report. It’s common 
to accrue a variety of credit accounts 
throughout a marriage, so make sure all 
joint accounts are closed and paid off. 

With careful planning, and help from 
trusted professionals, you can craft a 
financial plan that will help you build a 
secure financial life after divorce.   

If you’re separating or getting divorced, 
working with a Wealth Advisor who’s 

experienced with the financial issues of 
divorce can be invaluable.

JAMA L. DEHEER 
Vice President, Senior Wealth Planner, CFP®, CDFA®
Regions Private Wealth Management

Deciding when to sell your 
business—and to whom—is a  
huge decision. That’s  where 

someone like Don Smith  
(below) comes in.

The Deal of a Lifetime
What do you do when it’s time to leave your business but you  
have no heir in sight? Business broker Don Smith shares his insight  
on preparing for a final sale.  

Making a Whole 
Out of Half



Women play a powerful role in today’s economy and control more wealth than 
ever before. Regions HerVision HerLegacySM wants to help you take control of your 
financial legacy, gain insights, pursue goals and be fearless about your financial 
future. We share your vision to reach higher, meet challenges with resilience and 
celebrate success. Our Wealth Advisors are ready to discuss your vision and provide 
you with resources and tools unique to your financial situation and aspirations.

To learn more, visit regions.com/hervisionherlegacy.

Annuity, Investment and Insurance Products:

Are Not FDIC Insured | Are Not a Deposit | May Go Down in Value

Are Not Bank Guaranteed | Are Not Insured by Any Government Agency

 Are Not a Condition of Any Banking Activity

© 2018 Regions Bank. Trust services are provided through 
Regions Private Wealth Management and Regions Institutional 

Services, which are divisions of Regions Bank. Investments in securities and 
insurance products (even if held in trust accounts) are not FDIC insured, are 
not deposits, are not guaranteed by Regions Bank or its a� iliates, are not 
insured by any federal government agency, may go down in value and are 
not a condition of any banking activity. | Regions and the Regions logo are registered 
trademarks of Regions Bank. The LifeGreen color is a trademark of Regions Bank.

Leave a financial legacy you can be proud of. 

PRIVATE  WEALTH MANAGEMENT

1900 Fifth Avenue North 
Birmingham, AL 35203 


	00_RPW_SPR18_CVR_F1
	01_RPW_SPR18_TOC_F1
	04_RPW_SPR18_Your Wealth_F1
	06_RPW SPR18_Feature_F1
	10_RPW_SPR18_Your Biz_F1
	12_RPW_SPR18_Perspective_F1
	18_RPW Back page

