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PFAC STATEMENT
OF PURPOSE

The purpose of the Professional

Fiduciary Association of California is to:

1.

Promote high standards of ethics
and practice

Maintain high qualifications
for membership

Require and provide continuing
education

Enhance awareness of and respect for
the Professional Fiduciary Association
of California and its members

Contribute to the development
and support of effective regulation,
legislation and licensing

Promote communication among
members to share resources

SUMMER 2021

PRESIDENT’S
MESSAGE

by LeAndra McCormick,
PFAC President

What a long, strange trip it's been! As | take office as President
for the 2021|2022 term, | find myself comparing this year to my
previous four years on the PFAC Board. We have all been through
the wringer these past 15+ months with COVID-19, California
wildfires, power outages, scathing media, and personal
challenges all our own. And yet, through it all, we endure and
not just endure, but thrive. | have never been more proud to be
a member of PFAC and even more proud and humbled to serve
as President for the next 12 months.

Despite the many challenges, your PFAC chapter, region and
state leaders met on July 15 for an all-day intensive leadership
retreat at the Mission Inn in Riverside. Attendees discussed
communication throughout the organization and how to
improve the process to ensure everyone receives timely,
efficient and effective communication. They also reviewed
PFAC's strategic plan, adding elements that pave the way for the
next year of progress. It was a fun and invigorating day and you
will be seeing programs and processes implemented as a result
of that meeting over the next weeks and months.

(Continued on page 4)




CC I look forward to another year supporting PFAC and its ))
dedication to advancing excellence in fiduciary standards
and practices. = — Michael Stephens, Realtor

Over 400 Trust, Estate and
Probate Sales of Real Property.

v Local Knowledge

v Local Relationships

v Local Court Rules

v Complete property preparation

management

v Pre-sale financial support through

the “"Bank of Michael”

Servin
the g

Exceptional Real Estate Services ©ayArea
for Individuals, Families and

Fiduciaries.

MICHAEL STEPHENS
510.816.9693
michael@michaelstephens.net
www.michaelstephens.net

HNEHLAND PARTNERS

BOUTIQUE REAL ESTATE - INTERNATIONAL PRESENCE
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PFAC CONTACT INFORMATION

Executive Director Meeting Planner

Amy Olsen Amanda Allen
Direct: 949.681.8041
Email: aolsen@pfac-pro.org

Phone, Fax and Websites

Toll Free: 844.211.3151
Direct: 844.211.3151, ext. 407 Fax: 949.242.0925

Email: amanda@pfac-pro.org Main Website: PFAC-pro.org
Conference Website: PFACmeeting.org

Membership Administrator Education Coordinator .
. . Physical Address
Tammy Willits Fred Eblin 8 Whatney, Suite 125, Irvine, CA 92618
Direct: 949.681.8046 Direct: 844.211.3151, ext. 406 atney, sutte 12>, frvine,
Email: tammy@pfac-pro.org Email: fred@pfac-pro.org Mailing Address

General Questions: PFACadmin@pfac-pro.org P.0. Box 52016, Irvine, CA 92619
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COMMERCIAL
AUCTION

RENOVATE NOW - PAY AT CLOSE / sell as-is

Author of:
THE PRACTITIONER'S HANDBOOK FOR

PROBATE REAL ESTATE

CHECK OUT THE REVIEWS ON AMAZON!

HANDBOOK FOR

SR PROBATE
The 26th Annual PFAC Educational Conference is just around the corner August 25-28 at the Hotel Del Coronado. Every , REAL ESTATE

year, PFAC “takes it up a notch” with the conference and this year is no exception. We are offering the conference as an
in-person or virtual event for those who arent quite ready to travel or just don’t want to make the trip. A great benefit
this year for members who attend the full conference is that you'll be able to watch breakout sessions you weren't able
to attend at the conference as recordings after the conference — FOR FREE! Members who attend the full conference
receive five additional CEs of recorded content that you can take advantage of through April 30, 2022. What a deal!
And, if you worried about COVID-19, know that we are implementing safety precautions including mask requirement in
all meeting rooms on site.

“The work that PPFs do is so impactful and inspiring. It is my top priority and
always top of mind to protect and serve your and your clients’ best interests
and ensure that we are both meeting our fiduciary duties. This is evident in the
customized full-service solutions | offer and the high-quality and cost-effective
network of vendors that | have assembled. | look forward to getting to know
you and your needs and establishing a long-term relationship with you so that
you are able to deliver outstanding results to your clients while mitigating risk.”

Orit Gadish

ORIT GADISH

One of the items that comes to light at each PFAC strategic planning meeting is raising the credibility and expertise of
professional fiduciaries. To that end, PFAC is offering a digital education program to prepare you to take the Center For AvaLiasLe a1 amazon
Guardianship Certification Finance Management Certificate test. Upon completion of this test, you receive a seal from

the CGCindicating your mastery of the topic. Place this seal on your website, business card or other marketing materials ‘ E FFE N
to show your clients and colleagues objective evaluation of your knowledge in this area. The next certificate program to

be launched will be a Special Needs Trust Administration Certificate. PFAC is currently working with the CGC to establish —REAL ESTATE —
the core competencies and we expect to launch the certificate test and education program at the beginning of 2022.

As we head into the lazy days of summer, | hope you find the time to connect—or reconnect—with family and friends Orlt GadlSh’ Broker/Owner

for some laughter, relaxation, and fun. | hope to see you at the conference for some of that too! Generating momentum to move properties

269 S. Beverly Dr., #453, Beverly Hills, CA 90212

Email: orit@GeffenRealEstate.com / Web: www.GeffenRealEstate.com
DRE#01505675

25+ AGENTS / SINGLE POINT OF CONTACT / LA, ORANGE, VENTURA COUNTIES




Did You Hear The One About A Mouse On A Motorcycle?

It goes without saying that there is a “stink in the air” about conservatorships these
days. Every time you watch, listen to, or read the news, we are bombarded with
#FreeBrittney or a movie depicting cruel and devious conservators. All of us in
PFAC know the regulations and laws governing conservatorships in California, but
unfortunately the public and media tends to point at the “mouse on a motorcycle’,
generalizing conservatorship and conservators in a negative light based on one
highly public case or even fictionalized stories. It may leave you asking, what is PFAC
going to do about it?

Amy Olsen PFAC’s Board of Directors and Communications Committee has consulted with
professional public relations companies and has been actively engaged in
strategies to address issues. The first step is identifying the issue. While there has
been generalized negativity about conservatorships, there has not been a specific
negative media focus on PFAC or conservators. The focus of attention has been on
the system of conservatorship in California. In order to address what appears to be a
lack of understanding regarding conservatorship in California as opposed to specific issues with the organization, PFAC
has created several communication tactics that you, as an individual fiduciary or industry professional, can share with
your clients and colleagues to help educate the community about conservatorship in California.

Executive Director

1. CaliforniaConservatorshipFacts.com. This website, developed by PFAC with the assistance of respected probate
and conservatorship attorneys, answers questions about conservatorship in California in an FAQ (Frequently Asked
Questions) format. Using this specific URL helps to catch those searching for information and the questions use
California Probate Code as reference.

2. Heeding the Call: The Story of California Professional Fiduciaries. This 15-minute video produced in 2020 describes
how the fiduciary profession was started and how California fiduciaries work with clients, families, attorneys and
courts. CLICK HERE for a link to the video.

3. Stories of Care: How Professional Fiduciaries Change Lives. Two short video stories from PFAC member fiduciaries
about conservatorships that they personally handle and how their services impacted the lives of their clients. CLICK
HERE for links to the videos.

4. Brochures and Rack Cards. PFAC has produced professional brochures and rack cards that can help educate your
clients, colleagues and prospects about the work you do as a fiduciary. You can even personalize the cards with
your specific business information. CLICK HERE for more information or to place an order.

5. UPCOMING. PFAC has plans, working with selected California Probate Court judges, to hold a virtual question and
answer panel regarding California conservatorships. Watch your email for more information.

Please consider sharing some of the information shown above through your website, email or social media. Professional
fiduciaries, more than many other professions, are under intense scrutiny in the work that they do, so keeping the
highest adherence to regulations and ethics is of utmost importance. Working together, we can help shape a more
accurate view of conservatorship in California.

ANDREW DE VRIES, MBA

PROBATE, ESTATE, AND TRUST REAL ESTATE BROKER

PROUDLY SERVING ALL MAJOR BAY AREA COUNTIES

SAN FRANCISCO ALAMEDA CONTRA COSTA SAN MATEO SANTA CLARA MARIN

NOW MORE THAN EVER, EXPERIENCE COUNTS

I. Sells Your Probate. Estate. Trust and Conservatorship Properties for More
Money in a Shorter Time with Less Liability.

2. Has a Proven Track Record with More Than
700 Probate, Estate, Trust and Conservatorship
Properties Sold (With and Without Court

Confirmation) in All Major Bay Area Counties ‘In this market,
including San Francisco, Marin, Alameda, don’t trust one
Contra Costa, San Mateo, Santa Clara and .
NI of your clients
largest assets to
3. Is a Seventeen-Year PFAC Supporter and jUSZ' anyone. 2

Affiliate Member Who Understands the Needs
of Fiduciaries, Attorneys, and Their Clients,
Providing Expert Counsel Even in the Most - Andrew De Vries
Challenging Cases.

4. Provides a Turn-Key Solution for A1l of Your Estate Liquidation. Hauling.
Cleaning and Pre-Sale Repair and Preparation Needs. Including Fiduciary
Preparation Loans.

CALL TODAY FOR A FREE CONSULTATION

(415) 664 - 9175 x277 BERKSHIRE HATHAWAY
WWW.PROBATEAGENT.COM Franciscan Properties

PLEASE SUPPORT YOUR LONG-TERM PFAC SPONSORS!



BOARD OF DIRECTORS

President

Leandra McCormick, MBA,
CLPF, NGA

626.616.2043
leandra@lafiduciary.com

Vice President

Meredith Taylor, CLPF, MFT
510.352.6000
mtaylor@imtassociates.com

Secretary

Michael Storz, NCG, CLPF
916.220.3474
michael@storzfs.com

Treasurer

Elaine Watrous
714.746.4972
elaine@elitefiduciary.com

Immediate Past
President

Mark Olson
209.768.7044
olsonfiduciary@gmail.com

Northern Region
President

Jean (Dunham) McClune, CLPF
707.981.8809
jean@fiduciaryadvantage.com

Northern Region
Director

Laurie Jamison
209.996.1827
lauriejamison@att.net

San Diego Region
President

Marilyn Kriebel
619.749.0161
marily.sdpfac@kaafid.com

San Diego Region
Director

Susanna Starcevic
619.840.2617
susanna.p.starcevice@gmail.com

Southern Region
President

Ron Miller
310.465.8122
rmiller@selectfiduciarygroup.com

Southern Region
Director

Nancy Howland
714.881.4323
nancy@newportfiduciaries.com

Director At Large

Janice Kittredge
925.465.5500
janice@cscfiduciaries.com

Director At Large

Joyce Anthony, CLPF
650.383.5313
joyce@primefiduciary.com

Director At Large

Aaron Jacobs
323.825.4653
aaron@sentry-services.com

Northern Region President

Jean (Dunham) McClune, CLPF
707.981.8809
jean@fiduciaryadvantage.com

Northern Region Director

Laurie Jamison
209.996.1827
lauriejamison@att.net

Northern Region Vice President

Toby Levenson
510.435.5531
tlevenson@gmail.com

Northern Region Secretary

Karen Fisher
925.954.8724
karen@bishopfiduciary.com

Northern Region Treasurer

Barry White
530.305.9036
barrywfiduciary@gmail.com

SAN DIEGO REGION

é-\ \ I.
R~

San Diego Region President

Marilyn Kriebel
619.749.0161
marily.sdpfac@kaafid.com

San Diego Region Director

Susanna Starcevic
619.840.2617
susanna.p.starcevice@gmail.com

San Diego Region Vice President

Dion Davis
619.501.7902
dion@diondavis.com

San Diego Region Secretary

Stacy Baxter
813.966.7199
baxterfiduciary@gmail.com

San Diego Treasurer

Michael Williams, CLPF
619.630.6379
michael@mfwfiduciary.com

SOUTHERN REGION

Southern Region President

Ron Miller
310.465.8122
rmiller@selectfiduciarygroup.com

Southern Region Director

Nancy Howland
714.881.4323
nancy@newportfiduciaries.com

Southern Region Vice President

Denise Klein
818.358.8992
denise@trustklein.com

Southern Region Secretary

Monique Cain
310.500.7937
moniquecain25@gmail.com

Southern Region Treasurer

Cynthia Troup
949.300.3287
cyndi@trouptrust.com
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CHAPTER OFFICERS

NORTHERN REGION

Central San Joaquin Valley Chapter

President / Ronald Dicken
559.732.0759
rondicken01@comcast.net

Vice President / Patricia Dicken
559.732.0759
patd@perineanddicken.com

East Bay Chapter

President / Mark Unger
510.918.3734
unger.mark@ymail.com

Vice President / Sharon Duncan
650.796.6800
sharon@duncanfiduciary.com

Secretary / Toby Levenson
510.435.5531
tlevenson@gmail.com

Treasurer / Pam Regatuso
925.368.6911
pregatuso@gmail.com

Education Chair / Elyssa Eldridge
510.352.6000
eeldridge@imtassociates.com

Past President / Pam Regatuso
925.368.6911
pregatuso@gmail.com

Past President Emeritus/
Lisa Soloway
925.283.0389
lisa@solofid.com

Membership / Leslie Byrne
510.635.0355
Imbyrne@yahoo.com

Placer County Chapter

President / Kristin Miguel
916.549.6353
kristin.miguel@yahoo.com

Vice President / Therese Adams
916.409.2330
adams@thereseadams.com

Secretary / Wendy Moore
916.316.9960
wmiddletonm@yahoo.com

Treasurer / Matt Quentmeyer
530.273.6347
sierrafiduciary@live.com

Sacramento Chapter

President / Kathryn Cain
530.344.7102
cainfiduciary@comcast.net

Vice President / Mia Ehsani
916.915.2660
mia.ehsani@gmail.com

Treasurer / Shannon Downs
916.333.5221
downsfiduciary@gmail.com

Secretary / Beth Dean
530.564.8295
beth@deandowns.com

Education Chair / John DePiazza
916.686.7804
john@depiazzafiduciary.com

San Joaquin Valley Chapter

President / Heather Fisher
209.629.8518
hfisherfs@yahoo.com

San Francisco Chapter

President / Lise McCarthy
415.665.4953
lise@mccarthyfiduciary.com

Vice President / Laura Brockwehl
415.297.2337
laurabrockwehl@yahoo.com

Secretary / Kevin McCarthy
415.823.8560
kevin@mccarthyfiduciary.com

Treasurer / Tia Small
415.509.1318
tiamsmall@gmail.com

San Mateo Chapter

President / Kelsey Stiles
650.578.9030
Kelsey@lassahnfiduciary.com

Secretary / Erin Markey
415.483.2620
info@bestinterestfiduciary.com

Treasurer / Karyn Stiles
650.578.9030
karin@lassahnfiduciary.com

Education Chair / Erin Markey
415.483.2620
erin@bestinterestfiduciary.com

Silicon Valley Chapter

President / Eric Hersh
408.996.2432
eric@hershassociates.net

Vice President / Ramji Digumarthi
650.796.1039
rdigumarthi@wpof.com

Secretary / Claire Owens
408.569.6056
claire@claireowensfiduciary.com

Treasurer / Will Hoggan
408.712.9457
willhoggan@gmail.com

Education Coordinator /
Russ Marshall
408.874.0999
russ@marshallfiduciary.com

Membership / Stephanie Allen
408.391.2055
stephanie@allenfiduciary.com

Tech/Web Support/

Susan Brooksbank
408.904.8139
stephanie@allenfiduciary.com

Sonoma County Chapter

President / Gerald (Jerry) Phoenix
707.827.3029
jerry@phoenix-fiduciary.com

Vice President / Jolynn Lima
707.477.4467
limafiduciary@att.net

SAN DIEGO REGION

Secretary & Treasurer / Connie Aust

707.478.8532
connie@austfiduciary.com

Education Chair/
Jacquelynne Ocana
707.528.1364
jacqui@catrustee.com

Mentoring Chair /

Tammy Vonder Haar
707.235.9020
tammy@vonderhaarfiduciary.com

President / Marilyn Kriebel
619.749.0161
marilyn.sdpfac@kaafid.com

Director / Susanna Starcevic
619.840.2617
susanna.p.starcevic@gmail.com

SOUTHERN REGION

Vice President / Dion Davis
619.501.7902
dion@diondavis.com

Secretary / Stacy Baxter
813.966.7199
baxterfiduciary@gmail.com

Treasurer / Michael Williams
619.630.6379
michael@mfwfiduciary.com

Coachella Valley

President / Scott Phipps
510.508.9588
scottphipps.phisco@gmail.com

Vice President / Andrew Harker
760.459.1594
aharker@harkerfiduciary.com

Long Beach

President / Danielle Brinkman
949.647.5000
danielle@IntegrityProTrust.com

Vice President / Cynthia Troup
949.300.3287
cyndi@trouptrust.com

Los Angeles

President / Norine Boehmer
310.246.9055
norine@nbfids.com

Vice President / Aaron Shearin
626.644.6927
aaron@shearinandassociates.com

Orange County

Co-President / Laura Lane
714.662.3000
laura@ocprotrust.com

Co-President / Rebecca Cote
714.662.3000
becky@ocprotrust.com

San Fernando Valley

President / Pamela Blattner
818.926.0984
pam@blattnerfs.com

Vice President / Marla Chaloukian
818.859.7165
mchaloukianfs@gmail.com

Treasurer / Linda Atkinson
818.832.6849
linda@atkinsonpfs.com

San Gabriel Valley

President / Patricia Alexander
626.622.8000
palexander@privatetrustees.com

Vice President / Sam Thomas
818.599.4882
samuelt1940@gmail.com

Secretary / John Cooper
323.240.3993
ok3@pacbell.net

Treasurer / Denise Klein
818.358.8992
denise@trustklein.com

Chapter Representative /
Annabelle Wilson
626.792.1664
mail@arwilson.net

Fiduciary Forum Chair /
Robert Earnest
626.888.6405
robert.earnest@outlook.com
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COMMITTEE CHAIRPERSONS QUIN OAKS

INVESTMENT GROUP
of Wells Fargo Advisors

Membership Communications Finance
Susanna Starcevic Joyce Anthony, CLPF Elaine Watrous
619.840.2617 650.383.5313 714.746.4972 ° °
susanna.p.starcevic@gmail.com joyce@primefiduciary.com elaine@elitefiduciary.com Celebratlng 25 Years Supportlng PFAC
Jean (Dunham) McClune, CLPF Laurie Jamison Center For Fiduciary
707.981.8809 209.996.1827 Development
jean@fiduciaryadvantage.com lauriejamison@att.net i
Michael Storz We would like to say THANK YOU to all the exceptional Fiduciaries we have had the pleasure to
i i i 916.220.3474 . .
Education Leg.lslatlv.e michael@storzfs.com work with over the past 25 years. We appreciate all that you do, and we are very thankful for the
Nancy Howland Marilyn Kriebel L. trust you put in us to manage your client’s accounts.
714.881.4323 619.749.0161 Janice Kittredge
iduciaries. ilyn. id. 925.465.5500 . .
nancvénewportﬁduc'a”es com marihym.sdpfaciskaafid.com anice@cscfiduciaries.com We look forward to continuing to work with you over the years to come.
Ron Miller Professional Standards
310.465.8122 Mark Olson Nominating Committee

rmiller@selectfiduciarygroup.com

209.768.7044
olsonfiduciary@gmail.com
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Welarels. ﬁ';rjl
Gonsernvat PEICIERS, CEe

WV ERETLIES i

Managers and Representahve Payees!

Exact requires no installation: ™%
ur; data 5 secure and yo

‘‘‘‘‘

requlred by Callfornla law.
’ /‘ i =.'\, [ —),

Contact us today to get started! .
WWW.exact-gps.com )
“support@exact-gps.com
877-90Exact (877-903:9228)/

Julie Sugita, DDS, MS, CLPF
619.980.6416
j.sugitab@gmail.com

Education Steering Committee

Meredith Taylor, CLPF, MFT
510.352.6000
mtaylor@imtassociates.com

Bylaws Committee

From left: Gena M. DeMartini Evans, Senior Client Associate; Mark Passalacqua, First Vice President — Investment

Leandra McCormick, Officer; David Clarke, Managing Director — Investments; Kathy Sowl Chelini, Vice President — Investments; Justin
MBA, CLPF, NGA Pribilovics-Wade, Financial Advisor; Danielle Lee, Senior Registered Client Associate

626.616.2043

leandra@lafiduciary.com

Aaron Jacobs For those of you who we have not yet met or had the opportunity to work with, please check out
323.825.4653 our website, to learn more about the many ways our team can help guide you forward, please visit

aaron@sentry-services.com

us at: quinoaksinvestmentgroup.com
Digital Education Task Force

Meredith Taylor, CLPF, MFT
510.352.6000
mtaylor@imtassociates.com

2021 Conference Committee

Aaron Jacobs

. 2 Theatre Square, Suite 210
323.825.4653 ' Investment and Insurance Products: el A e
aaron@sentry-services.com NOT FDIC NO Bank MAY Lose
Insured Guarantee Value (855) 282-1840
Susan Ghormley, JD, CLPF
310.246.9055 Wells Fargo Advisors is a trade name used by Wells Fargo Clearing Services, LLC, quinoaksinvestmentgroup@wfa.com
susan@lafiduciary.com Member SIPC, a registered broker-dealer and non-bank affiliate of Wells Fargo &

Company. CAR-0321-03270



PAST PRESIDENTS COUNCIL

Mark Olson
209.768.7044
olsonfiduciary@gmail.com
Term: 2020-2021

Julie Sugita, DDS, MS, CLPF
619.980.6416
j.sugita@gmail.com

Term: 2019-2020_

Donna Verna, NCG, CLPF
650.383.8348
donna@vernafiduciary.com
Term: 2018-2019

Susan Ghormley
310.246.9055
susan@lafiduciary.com
Term: 2017-2018

Rita D. Michael, JD, CLPF
310.372.7380
ritadmichael@ritadmichael.com

Term:2016-2017

Joyce Anthony, CLPF
650.383.5313
joyce@primefiduciary.com
Term: 2015-2016

Marilyn Bessey, CLPF
916.930.9900
marilyn.bessey@efmt.com
Term:2014-2015

Scott S.H. Phipps, NCG, CLPF
510.508.9588

scottphipps.phisco@gmail.com
Term:2013-2014
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Norine Boehmer, CLPF
310.246.9055
norineb@pacbell.net
Term:2012-2013

Stella Shvil, CLPF
858.794.0394
stella@shvilfiduciary.com
Term: 2009-2012

Sharon Toth, CLPF
510.352.6000
stoth@imtassociates.com

Term: 2008-2009

Lisa Berg, NCG, CLPF
916.706.0482
mail@LJBFiduciary.com
Term: 2007-2008

Lawrence Dean
Term: 2006-2007

Ron Patterson, CLPF
510.421.2316
n8zd@yahoo.com
Term: 2005-2006

Shirley Trissler
Term: 2004-2005
Deceased

Richard Lambie NCG, CLPF

408.551.2122
richard@rhlambie.com
Term: 2003-2004

Russ Marshall, CLPF
408.874.0999

russ@marshallfiduciary.com

Term: 2002-2003

Barbara de Vries, CLPF
415.558.8755
Imabdv@yahoo.com
Term: 2001-2002

Jane Lorenz, CLPF
Term: 2000-2001
Deceased

Melodie Scott
Term: 1999-2000

Karen Anderson
Term: 1998-1999
Deceased

Judith Chinello
818.543.1150
judy@mmfiduciaries.com
Term: 1997

James Moore, CLPF - Northern
916.429.9324
jamgolfer3@gmail.com

Term: 1995, 1996

David Pitts - San Diego
davetoni@cox.net
Term: 1995, 1996

Joann Young (Hollis) - Southern
714.882.9510
swconserve@aol.com

Term: 1995, 1996

All Fiduciary | All the Time®

Committed to supporting
California’s Professional Fiduciary

community

B Keeping fees and expenses
reasonable and competitive

B Understanding the relevant
California Probate Codes when
developing and managing a
prudent investment plan

B Helping fiduciaries through
challenges and complex issues

B Serving you no matter the
amount of assets

Wendy Wildey
Karen Clapp

Beth Misak
g B Stephen Church

Grace Schlichter
Shawna Bagalini

HearthStone

Private Wealth Management

ALL FIDUCIARY | ALL THE TIME®

www.HearthStonelnc.com
hello@HearthStonelnc.com



NEW MEMBER REPORT TRIIJST PROPERTIES U|SA

PLEASE JOIN US IN WELCOMING OUR NEWEST PFAC MEMBERS!* PROBATE & TRUST REAL ESTATE

on |Fo?~\‘\\?~ ™ *As of April 8, 2021

NORTHERN REGION

THE #1 PROBATE AND TRUST TEAM IN SOUTHERN CALIFORNIA

Jennifer Andres Jenny Linday Alicia Skinner-Hammond
Student Student Student

Mari Kawawa Fiona McDonough Nicole Weld

Student Student Student

Dienne Kelly Johanna Miller La Saundra A. Wilson
Student Student Student

Aparna Kommineni Jodie D. Moreno Akram Ziada FULL PERSONAL PROPERTY SALE. PROPERTY
Student Student Student RENOVATION DONATION OR DISPOSAL SECURITY

Amiee Kushner Melanie L. Siemon
Student Student
N

SAN DIEGO REGION
= CITIZENS

BUSINESS BANK EVICTIONS AND FORECLOSURE
T Danielle Campbell Christine Sacca LOCKOUTS AVOIDANCE

Associate Student

SPEC|ALTY BANKING GROUP Sabrina Padillo Lisa Thayer
Affiliate Corp Rep Affiliate

Our dedicated Fiduciary Specialists deliver banking solutions for the cases you manage and provide
ongoing support to ensure our accounts and services continually meet your unique needs:

+ Court Blocked Accounts « Trust and Estate Accounts

+ Special Needs Trust Accounts * Conservatorship Accounts

+ Guardianship Accounts * VA-Appointed Fiduciary and Representative Payee Accounts

- A Gl T e SOUTHERN REGION

Specialized products and services include:
Remote Deposit Capture - allows you to scan checks and transmit deposits at your convenience.
Online Banking - provides real-time account information and the ability to conduct transactions with a single login.

eslavp e —— Lilit Belyavskiy Joseph Sanchez
Optional E-Statements - convenient delivery of paperless bank statements, including check images. Associ ate Stu d e nt
O Tt stmen s s itomied and handsonsppor ferd o e Heather Kirkland Jeffrey Simpson
Student Student
We are committed to assisting you in establishing the types of accounts you
need for your business:
G Minae Noji Tamara Skov Paul Hargraves Larry Bovshow Jason Salata Valerie Medina Veronica Foster
Money Market Accounts St d t St d t
Savings Accounts uden uden
ffica eso. . S . a . Laurie Shallo ‘ i ‘ |
Certiiates of Deposit R Founder | Partner Broker | Partner Regional Director Broker Associate Realtor Associate
CDARS (Certificate of Deposit Account Registry Services) Vies Pres\cjent Susan Papiri Charles Wa"S
S&gz‘igiEfa:rs‘;vr\aeysdstiasrv;\\/?n;e;iifQ:;i‘i;unee\/eeé:! step of the way. E?;%Fgg'zpu?q"?ger Afflate St dent LOS AI‘IgBIES LOS Ange!es OTaﬂge COU !"lty S&I’I DiegO RiVEI’SEde &
Kshallop@cbbank.com I I u .
Desert Cities
e > chbankcom | Alicia Pena Ashley Weiss
Student Student

NO OBLIGATION 800.579.4380

ESTATE EVALUATION!

Contact@TrustPropertiesUSA.com
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ADVANCE YOUR CAREERTHROUGH DIGITAL EDUCATION

Advance your professional fiduciary education at your own pace, in your own space. Keep your professional fiduciary
education current with these virtual education options through PFAC:

NEW! Finance Certificate Education Program

The Center for Guardianship Certification (CGC) has announced a new Certificate Program to prove your knowledge and
expertise in the field of client-focused financial decision-making. The Certificate, valid for three years, provides objective
assurance to attorneys, courts, and clients that you have proven financial knowledge in the areas of:

*  Special Needs Trusts * Qualifying and Maintaining *  Trust & Personal Property

¢ Money Management Public Benefits Management

* Investing Assets * Understanding Court Supervision

e Estate Preservation
Once you pass the exam, you receive a certificate and a logo testifying to your advanced knowledge.

PFAC has prepared an education program focused on the core competencies covered in the Finance Certificate exam.
The program provides 25 CEs of on-demand* education for only $500. That’s more than a 50% discount on regular
Fiduciary Academy pricing. CLICK HERE FOR MORE INFORMATION

*While most classes are on-demand, a few are scheduled as live presentations.

Pre-Licensing Education Program

This program provides the necessary 30 units of approved education to satisfy the licensing requirement for the
Professional Fiduciary exam in California. The courses in the program correspond with the core competencies prescribed
by the center for Guardianship Certification and PFAC provides links to recommended self-study information round out
your knowledge. The program is self-paced, self-directed and includes a one-year Student membership in PFAC (upon
approval) and the 4-hour Exam Review course. CLICK HERE FOR MORE INFORMATION

Fiduciary Academy

PFAC offers a host of approved and credited educational sessions through its online Fiduciary Academy. Sessions include
both CE and MCLE education with expert speakers from a wide range of fields. Categories include Ethics, Practice
Management, Person, Trust and Estate. Upon successful completion, registrants receive a Certificate of Completion
for the related credit category. CLICK HERE FOR MORE INFORMATION

Courses are added on a regular basis so check back often.

Finance Certificate Recipients

Congratulations to PFAC members who successfully passed the CGC Finance Certificate exam. The certificate,
valid for three years, testifies to the holder’s expertise in the field of financial decision-making for those under
conservatorship.

Elaine Watrous
Elite Fiduciary Services
General Member

Megan Boling

Janice Kittredge
CSC Fiduciaries Inc.
General Member

Sandoval Legacy Group
Associate Member

Mark Olson
Olson Fiduciary Services
General Member

Jennifer Hans
Hans Probate & Trust Services
General Member

REGIONAL REPORTS

PFAC NORTHERN REGIONAL REPORT

I'm hoping everyone gets a chance for a little break or a real vacation this summer. It's
been an intense year so far for all the fiduciaries I've heard from. Always a challenge to
remember to take care of ourselves as well as others. (I'm saying it to remind myself too!)

Chapters are getting active again, setting up some in-person meetings and getting
those great speakers and sponsors lined up. Congratulations to all the new and returning
chapter leadership for 2021-22. Remember to say thank you to your chapter leaders,
whose volunteering for these roles makes it all happen, and to the wonderful sponsors
and speakers without whom our meetings couldn’t be as enjoyable or valuable. Reach
out and welcome new members to your chapter, be they student members, new
fiduciaries, or affiliates...all want to experience being welcomed and part of PFAC.

Jean McClune
Northern Region President

By the time you read this, some of your chapter leaders will have attended the annual PFAC Leadership Retreat where
we work on goals and strategy for the coming year. And of course in August we're looking forward to seeing many of
you in person (what a treat!) in San Diego at the conference.

Fall plans include hosting our annual Education Day once again as well as a Regional Dinner. Dates will be announced
soon so you can get them on the calendar.

In the meantime, stay safe, stay healthy, and try to take a little time off for yourself...

PFAC SAN DIEGO REGIONAL REPORT

“The San Diego Region is counting down the days until we are able to join with other
PFAC members and PFAC supporters at the beautiful Hotel Del Coronado for our 2021
Annual Conference.

We are also looking into planning our first post-covid in-person get together for the Fall
and starting ramping up in person meetings.

Please stay tuned.”

Susanna Starcevic
San Diego Region Director
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PFAC SOUTHERN REGIONAL REPORT

PFAC Southern Region members, I'm pleased to introduce my team: Nancy Howland,
Region Director; Denise Klein, Region Vice President; Cyndi Troup, Region Treasurer;
and Monique Cain, Region Secretary. Please go to the PFAC website and select “About”
on the toolbar - familiarize yourselves with the State Board of Directors, Region and
Chapter Leadership and State Committee chairs, all of whom are volunteers who work
very hard to make this organization work for you. Please contact any of us if you have
suggestions, comments or concerns.

R . The past roughly year-and-a-half has been one of the most difficult times in our
on Miller ; . . : .
professional careers. Work in the estate planning ecosystem increased dramatically, as
clients found themselves with more free time and considered their own mortality, real
estate prices skyrocketed, and recent laws covering real estate transfers and possible
changes in tax laws triggered more frenzied activity than had been seen in decades. Initially, the court system found
itself overwhelmed and understaffed, without suitable technological solutions, and it took some time to adjust to a
world that required social distancing, masks, vaccinations, and few permitted in-person hearings. Courts adapted by
introducing telephonic and video platforms for remote hearings, rescheduling existing hearings to later dates and
shifting the court calendar to meet the demand - there were some speed bumps but, overall, case management has
improved compared to the first six months of 2020.

Southern Region President

Though some aspects of our work must be handled in-person, it looks like many professionals will continue to operate
remotely when possible - this will drive the need to find better, more efficient, more cost-effective and safer ways to
serve our clients when and as requested while protecting ourselves, staff and other professionals. We have proven
our ability to improvise, adapt and act as needed to deliver top-notch fiduciary services to our stakeholders. That said,
recent events in the media and entertainment fields continue to challenge us to raise the bar professionally in the face
of strong, often misguided and uninformed resistance. Don't let this upset your applecart - just keep delivering a high
level of service. Our State Leadership is actively engaged in responding to the “noise”and | believe we will persevere and
excel despite these challenges.

A few notices:

* This year, Nancy Howland and | serve as the state co-chairs of the Education Committee - among other things, we
will evaluate presentations for continuing education credit, which is always in high demand. The Southern Region
Education Day is scheduled for November 4, 2021, and we expect that the meeting will be in-person, if COVID-19
restrictions have been lifted. We are presently seeking speakers and content. If you have ideas, please contact
Denise Klein, Nancy Howland or myself as soon as possible.

* If you haven't yet registered for the annual conference being held at the Hotel Del Coronado August 25-28, do so at
your earliest convenience. | look forward to meeting and reconnecting with each of you. A special thanks to Susan
Ghormley and Aaron Jacobs, both of the Southern Region, for chairing the Conference Committee and doing the
thousands of things that make the Conference successful, and to Amy Olsen, Tammy Willits, Amanda Allen and
Fred Eblin, the PFAC administrative staff who are the backbone that enables and facilitates so much of what we do
at PFAC.

* The Region Leadership attended a training course at the Mission Inn in Riverside July 15-16 to prepare us to
perform our duties to the best of our ability.

* The Region is making some operational changes which we hope will make the duties of future leaders a bit easier.
One of the most difficult tasks of any organization is developing a succession plan and a body of knowledge that
are easily transferred to and used by other members so that transitions can happen quickly and seamlessly.

* Interesting factoid: As of July 1, 2021, the Professional Fiduciaries Bureau website shows that there are 295 actively
licensed professional fiduciaries in the Southern Region - of these, approximately 170 are PFAC members. One of
our goals in the Southern Region this year will be to increase participation and membership of licensees.

This is going to be a good year, my friends.

First
L] o Citizens

Bank

You need a bank
that understands your
fiduciary business.

First Citizens Fiduciary Banking can help.

The opening of accounts are subject to Bank approval. Member FDIC

Get Started Today.
To open an account or to learn more, visit your local First Citizens branch, call 1.888.FC DIRECT
(1.888.323.4732) daily between 7:00 a.m. and 11:00 p.m. Eastern time or visit firstcitizens.com.

firstcitizens.com
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THE PRUDENT PERSPECTIVE

“There are downsides to everything; there are unintended
consequences to everything. ” - Steve Jobs

Discovering Unintended Consequences
After closing the first half of 2021, we are beginning to get a glimpse of some of the

unintended consequences that may lie ahead following the unprecedented measures

Jeremy Lau, CFA, CFP

President/
Chief Investment Officer
Prudent Investors Network

taken to address a once-in-a-century pandemic. The idea of unintended consequences
was first introduced to the world in the middle of the Enlightenment by the preeminent
John Locke, who argued in 1692 against a parliamentary bill that would cut the
maximum permissible interest rate from 6% to 4%. Locke submitted that the reduction

in rates could actually end up hurting borrowers rather than help them over the long

term.

Now more than three centuries later, we engage in a similar debate and
wonder whether artificially low rates combined with unlimited bond
purchasing may be causing more harm than good. So far, while the sweeping
measures have certainly contributed to stimulating the overall economy and
accelerating the recovery, the accompanied jump in stock markets and home
prices have also served to exacerbate wealth inequality. Furthermore, supply
chain imbalances, labor shortages, changes in landlord laws, and how and
where we work are just a few among many other unintended consequences

we are experiencing as we move forward.

How prices have changed in one year
Percent change from May 2020 to May 2021 for select categories
Gasoline (all types) SO
Fuel ol |SEES
Used cars and trucks |[80798
Airline fare SIS
Motor vehicle insurance [16.0%
Matural gas (piped) 13506
Transportation services [TES%
Tobacco and smoking products 3%
Apparel |50
Electricity i
Physicians' services A42%
Food away from home 4.0
New vehicles
Fruits and vegetables
Maotor vehicle maintenance and repair 2.5%
Hospital services
Food
Shelter
Rent of primary residence
Alcoholic beverages 16N
Mudical care services
Food at home | 07
Cereals and bakery products | 06%
Meats, poultry, fish, and eggs  0.1%
Dairy and related products  (.3%

Monalcoholic beverages and beverage T
materials |
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The Return of Inflation

Much of what has driven that widening amongst the
rich and poor can be attributed to a significant pickup in
inflation, which author James Cook described, “Inflation
makes the wealthiest people richer and the masses poorer.”
The most recent report from the Bureau of Labor Statistics
(BLS) indicated that the consumer price index rose by 5.0%
in May from a year ago, the largest expansion since August
2008. It is worth noting, however, that while the headline
figure alarmed some, much of the increase can be attributed
to the negative inflation experienced last spring. In fact, the
most significant price changes that have occurred over the
last 12 months have primarily been centered around the
energy and transportation sectors—specifically related to
automobiles, fuel prices, and travel costs. This is why many
economists believe the recent surge in inflation we are
experiencing is largely transitory and is expected to stabilize

in the coming years.
Continued on next page

Administerin.gha Special Meeds Tgust

10 Costly Mistakes to Avoid When
Administering a Special Needs Trust

1. Confusing the Type of Special 6.
Needs Trust Being Administered

2. Confusing the Public Benefit 7.
Programs

3. Failing to Keep Current with 8.

Changing Laws

4.  Misunderstanding the 'Sole Benefit'
Rule

Improperly Refusing to Make
Disbursements

Failing to Distribute for
Beneficiary's Food or Shelter

Reimbursing with Cash

Failing to Maintain Excellent
Records

10. Not Following Proper SNT

5.  No SNT Disbursement System

To learn more about
administering a SNT,
contact us today.

WWW.PRUDENTINVESTORS.COM

A REGISTERED INVESTMENT ADVISOR

Termination Procedure

www.prudentinvestors.com
info@prudentinvestors.com

760-597-9255

INFO@PRUDENTINVESTORS.COM
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Inflation Fears Gradually Receding

That is not to say that the inflation readings this year
have not caught many economists by surprise. Even at e P
the recent June 15-16 Federal Reserve meeting, senior — — s coeconsmerrce e = Torps
central bankers admitted being caught off guard by the
magnitude of the jump in inflation, with the meeting
minutes indicating that they “attributed the upside
surprise to more widespread supply constraints in
product and labor markets than they had anticipated
and to a larger-than-expected surge in consumer
demand as the economy reopened.” Consequently, the
Fed increased its 2021 PCE inflation target from 1.8% to
3.4%, but expects it will slow to 2.1% in 2022. Fed Chairman Jay Powell has maintained a consistent tone that inflation
will likely wane in the coming years, and while the bond market sold off earlier this year, rates have pulled back to reflect
a similar view. 10-year and 30-year treasury yields have fallen considerably from their highs in March.

The world's inflation problem

Source: Reuters

Although inflation in the United States has been more pronounced than many other developed economies, the inflation
phenomenon has been worldwide. Most other central bankers around the world also share Mr. Powell’s opinion. In recent
days, German Finance Minister Olaf Scholz was quoted as saying, “We are looking at this development of inflation... all
experts, all the central bankers around the globe say it is temporary.”

Already many economies are starting to experience varying degrees
of slowdown from earlier levels of activity this year, generally not
attributed to a lack of demand but a lack of product due to supply
bottlenecks. For this reason, the Fed is keeping its accommodative ! /_/

/ W Total private

monetary policy and for now will hold off tapering and maintain its / o
monthly purchase of $120 billion bonds. While a few Fed officials 72 Manufacturing

have not ruled out a 2022 rate hike, the general view is that the next
rate increase will not occur until 2023.

Source: Labor Department,
Wall Street Journal

The Most Critical Bottleneck

The most essential supply shortage, though, may be human capital.

Information :-_ Job openings by industry sector
Last week, the Labor Department reported the U.S. had more than Miing and Legging 2 Apr 2021, Job openings, % chng since Feb 2050
9.2 million job openings in May, compared to 7 million prior to the | o e =
pandemic, and workers are looking for higher pay to address many oot e
years of relatively stagnant wages. According to the Federal Reserve ™™ ™ —
Bank of New York, the “reservation” wage (lowest pay for which o Mol e -
someone is willing to work) for non-degree workers rose 17% from Mandtacuing .

0% a0% 80%

late-2019. Consequently, wages rose in May by the most since 1983 -
the largest gains coming in restaurants, hospitality, and retail.

A Worker Shortage, or Something Else?

Yet despite higher wages, employers are struggling to hire workers. It may come as a surprise, then, that there are also
over 9 million Americans looking for jobs who can't find them. So why is that? Is there actually a shortage of labor or do
employers just need to pay more? While pay plays a big part, there are also other factors at force. Many workers moved
during the pandemic and there is now a mismatch between available jobs and the people who can fill them. A survey
from ZipRecruiter indicated that 70% of job seekers who last worked in leisure and hospitality are now pursuing work in
a differentindustry and 55% of job applicants want to work remotely. There is also the issue of increased unemployment
benefits giving workers more time to be selective about the jobs they would accept.

Source: Labor Department, Wall Street Journal

M Leisure and hospitality

Socioeconomic Forces Playing into Policy

With significant discussion around a large jump in the wealth gap and wages finally seeing real growth, the Biden
administration has taken a bolder approach in proposing a $2.25 trillion American Jobs Plan and a $1.8 trillion American
Families Plan, these coming on the heels of the $1.9 trillion American Rescue Plan that was already enacted in March.
These two new plans, which the White House hopes to fund through a dramatic tax overhaul on individuals, corporations,
and estates, are already facing significant pushback from the GOP.

of 5. gross domestic product

Accelerating the Transfer of Wealth to Next Gen

The prospect of higher taxes is encouraging older Americans to

begin handing over some of their wealth to younger generations

sooner. Federal data shows Americans age 70 and above had a

net worth of $35 trillion at the end of March, amounting to 27% :

of all US wealth (compared to 20% three decades ago) and 157% _,,,_ﬁ/v‘““’f
of US GDP (double the proportion 30 years ago). —

According to consulting firm, Cerulli Associates, older generations
will hand down approximately $70 trillion between 2018 and
2042, with $61 trillion going to heirs and the remainder to
philanthropy. With the higher 2018 gift tax exemption scheduled
to roll back in 2026, and the Biden proposal to eliminate the basis step up at death, the Wall Street Journal reported,
“Now they have started parceling it out to their heirs and others, unleashing a torrent of economic activity including
buying homes, starting businesses, and giving to charity. And many recipients are guided by different priorities and
politics than their givers."The impact of the timing and manner of this wealth transfer may reverberate for years to come.

Source: Wall Street Journal

A Resilient Economy

The US has rebounded considerably faster than most had expected and data has been very positive from a number
of directions. The economy added 850,000 jobs in June and over 3.2 million jobs since the start of the year, bringing
the unemployment rate down to 5.9% from 14.8% last April. Most economists anticipate the US will be back to full
employment before the end of the year. Moreover, the International Monetary Fund (IMF) raised its US GDP forecast to
7.0% for 2021 (from an April projection of 4.9%) and expects the US to grow 4.9% in 2022 (from a previous 3.5% target).

Earnings have also been very strong so far this year. In the first quarter, according to FactSet, earnings grew by 52.1%
from a year ago and are expected to grow 64% in the second quarter, lifting the full-year earnings per share (EPS)
estimate for 2021 to $191.49. If realized, this would far exceed pre-pandemic levels and would be over 17% higher than
2019.

Consumer sentiment, which accounts for roughly 70% of economic activity, has risen consistently to a 16-month high.
Despite supply chain challenges and labor shortages, manufacturing activity has risen for 12 straight months and
industrial production for seven of the last eight months. Given the bevy of positive data in the first half of the year, it may
come as no great surprise that the stock market posted its second-best first half in 23 years.

New Day, New Environment

For most places, while life now more closely resembles to the one we left in early 2020, there have been decisions
made and forces occurring that make the future look different than what otherwise might have been. A powerfully
rebounding economy, soaring home prices, and a jump in stocks, while good for many, may bring some downsides as
well. It is hard to predict the societal repercussions that will result from actions taken over the last several months, but as
Steve Jobs aptly reminded us, “There are unintended consequences to everything.”

Source: Wall Street Journal

25



COMPREHENSIVE REAL ESTATE SERVICES

26

SHINING A LIGHT ON SOLAR SCAMS

The saying, there’s nothing new under the sun, is unfortunately true when it comes to
scams, be they old snake oil salesmen or today’s pseudo-scientists peddling fake cures
for serious diseases.

The first word in the term con artist, meaning a person who tricks people to get their
money, is short for the word confidence. That is precisely how these tricksters operate.
They gain your “CONfidence” and “CONvince” you to fall for their nefarious scheme.

Ron Greenwald
Broker Associate,
MBA, SRES®
DRE#: 01264025

Solar scams have become a favorite of current con artists, with seniors often being their
favorite prey. Why seniors? Because scam artists see them as trusting and therefore
vulnerable. They know that many older people own their homes outright and may
have abundant savings; that aging people may exhibit diminished cognition and even
dementia; and can be susceptible to anxiety-inducing tactics and intimidated into hasty,

Patti Gerke ) ) . . :
impulsive action that they or their survivors may later regret.

REALTOR®, MBA,
SRES®, CRS®

American seniors buy into fraudulent transactions costing more than $3 billion a year.
DRE#: 01386269

Many frauds are perpetrated by rooftop solar scammers.

Advantages of Solar Energy

The benefits of solar are many, and becoming increasingly compelling as we confront the challenges of a changing
climate. Installing solar panels cuts down on electricity costs, saving you money while helping to preserve our
environment. This natural, renewable energy source that converts sunlight to energy is clean and green. More and more
municipalities as well as developers and homeowners are opting for solar. Should you?

Installing a rooftop solar system has several benefits. Foremost among them, it helps reduce your personal and our
entire planet’s carbon emissions, so it is not only financially viable but also environmentally-friendly. A solar system
requires minimal maintenance, provides savings you will enjoy on your monthly utility bills and adds value to your
home. Thus, it can be a good investment ... if you choose wisely and well.

SPPAs Are Not a Homeowner’s BFF

Not all or even most purveyors of solar are scam artists. Some are. Most unfortunately, lax government regulations make
it easier for companies to fast-talk seniors into a Solar Power Purchase Agreement (SPPA) that benefits the company far
more than the homeowner.

According to the federal Environmental Protection Agency (EPA), an SPPA “is a financial arrangement in which a third-
party developer owns, operates, and maintains the photovoltaic (PV) system, and a host customer agrees to site the
system on its property and purchases the system’s electric output from the solar services provider for a predetermined
period. This financial arrangement allows the host customer to receive stable and often low-cost electricity, while the
solar services provider or another party acquires valuable financial benefits, such as tax credits and income generated
from the sale of electricity.”

Read that last portion carefully. Who receives the valuable financial benefits? Not the homeowner, who does not own
the system, but the company.

The framework of this program is called a Solar Services Model. SPPA companies call themselves Solar Service Providers.
While appearing reputable and focused on helping the senior homeowner, they may talk them into signing 20-year
agreements to purchase electricity at a lower rate than from the provider utility such as SDG&E. If the homeowner dies
(a likely scenario if they are on their late 70s or 80s at the time of purchase), the contract is not voided.

GREENWALD
B & GERKE ccuirv vean
Specializing in Trusts,
Probates, Estates &
"Rightsizing"

Serving all of San Diego County

Ronald Greenwald
Broker Associate, REALTOR®, MBA, SRES®
DRE 01264025 | ronald@greenwaldgerke.com

COMPASS

12860 El Camino Real, Suite 100

Patti Gerke San Diego, CA 92130

REALTOR®, MBA, SRES®, CRS®
DRE 01386269 | patti@greenwaldgerke.com

Real. Estate. Answers.

www.greenwaldgerke.com Call us today for a free consultation 844.782.9674

At that juncture, the new homeowner must continue the SPPA for a monthly fee until the contract has been completed.
Alternatively, the person selling on behalf of the deceased homeowner must make a one-time pre-payment of the years
remaining on the contract; if the contract has completed its sixth year, the seller can buy out the contract and own the
equipment.

If there is a dispute between the deceased person’s seller, the new buyer and the SPPA company, the problem can bring
the escrow process to a screeching halt. The company obviously would prefer receiving the recurring monthly payment
as opposed to the overall pre-payment. This dilemma can cause an overwhelming, time-consuming hassle for the seller,
who may be a family member already grieving the loss of their relative and enmeshed in a host of financial and related
issues.

Is It Green or Is It a Scheme? Buyer Beware!

Older homeowners and the people who love them need to be cognizant of all facets of any major, expensive, home
renovation; including up-front, ongoing and possible future costs. Stay clear of door-to-door salespeople and out-of-
the-blue telephone/text solicitations.

When considering a solar installation, you need to carefully research the topic based on reliable print/online sources
such as the EPA’s https://www.epa.gov/greenpower/solar-power-purchase-agreements. If you decide to go green, great,
but make sure that greening the environment is not putting a bunch of green - as in your hard-earned dollars — into
the pocket of an SPPA scammer. We strongly urge you to do your homework, consider your options, obtain more than
one quote, and avoid making a quick decision, especially if pressured to do so. Consult with a trusted family member,
financial professional, or a Realtor who specializes in senior realty services.

And always remember: whether someone is offering you a “free” vacation or “free” rooftop solar, if a deal sounds too
good to be true, it probably is.



HANDLING PROBATE OF REAL ESTATE
ASSETS: A VISUAL PERSPECTIVE

As a PPF, you may find yourself having to handle assets that require to be probated,
in which case the probate court gets involved. It is important to gain an in-depth
knowledge of the probate process so that you can work efficiently and effectively
with your agent and attorney and be able to take a leadership role.

Orit Gadish The probate process is broken down into phases, then into steps within the phases,
Owner/Broker, and documented in diagrams to make the information more digestible. First, the
Geffen Real Estate initial phase of the general probate process is reviewed, followed by the full and

limited authority probate processes.

This article is focused on the initial phase of the general probate process from a real estate perspective and is presented
in the figure provided. The steps in this phase are precursors to both the full and limited authority paths of the probate
process.

The procedure for selling real property in probate is governed by Probate Code 10300. The PPF acts as the Personal
Representative (PR) and may be appointed with full or limited authority under the Independent Administration of
Estates Act (IAEA). Per Probate Code 10400, if the PR is appointed with limited authority, court supervision is required to
sell, exchange, or grant an option to purchase the estate’s real property. The PR appointed with full authority may elect
to have the sale confirmed by the court but is not required to.

1 2 The following diagram to the left showcases the steps of the initial
File Petiton for Notice of Petition phase of the probate process (see Figure 1).
[
Step 1: Petition for Probate (Form DE-111)

5 . . Filing the Petition for Probate with the court officially
t launches the probate process. If there is a will, a copy is
Mailng the Notce ——> " 'Nouca 3~ Cou Heaing required to be attached to the petition. Once the filing is made,
the court assigns a case number and the initial court hearing
date. The petition requests that the judge grant either full or
6 7 8 9 limited authority to the Petitioner. Once the court appoints
oepnme ‘i’%’v‘:%’ﬁ“ L rmmey ee the Petitioner, they Pecome the PersF)naI Represen.ta.tive (PR)
Letters (DE-150) Pl Ownership Form Referee of the estate, required to be appointed to administer the
estate. If the decedent died without a will, the PR is referred to
l as the administrator, and if the decedent died with a will, the
% & PR is referred to as the executor.
Step 2: Notice of Petition to Administer
Estate (Form DE-121)
Once the petition for probate has been filed, the next step is
Full Authory > ot 10F to provide proper notice to everyone interested in the estate.
Falor The Notice of Petition to Administer Estate is completed, and
— it includes the location and the date and time of the hearing.
Limited Authori k. Goto 10L

Figure 1 - The Initial Phase of the Probate Process
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Step 3: Mailing the Notice

The Notice must be mailed to all heirs listed in the petition no less than 15 days before the hearing date. A copy of the
Petition for Probate should be included with the Notice of Petition to Administer Estate. It should be sent to everyone
entitled to the Notice, anyone who is named in the will. All heirs at law must be served the notice and must be included.
This includes the spouse, children, parents, brothers, and sisters. The Notice should be filed with the court, notifying the
court that action has been taken. This is proof that everyone received proper notice, which must be done before the
hearing.

Step 4: Publishing the Notice

The notice must also be published in a newspaper of general circulation, in the city where the decedent resided at the
time of death, or, in the city or county where the property is located. The notice must be published three times before
the date of the court hearing, and the first publication must be made 15 days before the date of the hearing.

Step 5: The First Court Hearing

The first court hearing date is usually scheduled 30 days from the date the Petition for Probate is filed. The purpose of
the hearing is to have the judge grant what has been requested in the petition — to appoint the Personal Representative
and determine whether limited or full authority is granted. The heirs may appear in court objecting to the Petition for
Probate or requesting to serve as the Personal Representative.

Step 6: Order for Probate (Form DE-140) and Letters (Form DE-150)

The Order for Probate should be drawn up when preparing the Petition for Probate. Some courts require these
forms to be submitted when submitting the Petition for Probate, others allow for the order to be submitted at or after
the hearing. Once the judge decides to move forward with the petition, the order is signed. Once the judge signs the
order, and it is filed, the order is in place, and the process proceeds with the execution of the letters. The letters are
signed and issued by the court clerk.

The Order for Probate and the Letters allow the Personal Representative to act on behalf of the decedent to handle the
real property. This includes permission to sign the listing agreement, purchase agreement, and escrow documents. The
letters allow your real estate agent to proceed with the sale of real property.

The types of Letters include:

1. Letters of Testamentary: If the decedent had a will.
2. Letters of Administration: If the decedent didn't have a will.

3. Letters of Administration with Will Annexed: If the decedent had a will, but the named executor isn’t available
to act.

4. Letters for Special Administration: If there’s a sensitive matter such as a foreclosure on a property and the PR hasn’t
been appointed yet, an “ex-parte petition” is filed, and the probate attorney will appear in court on an emergency
basis, and a request is made to the judge to appoint the PR temporarily so the PR can communicate with the
lender and also request a temporary restraining order to stop the sale. The court will issue an “Order Appointing
Special Administrator” and the Letters for Special Administration which identifies the specific limited powers being
granted to the PR.

Assign the real estate agent (Step 7A) and have your agent commence the subject property’s marketing (Step 8A).
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Step 7: Inventory and Appraisal Form (Form DE-160) and Attachment (Form DE-161)

Per Probate Code 8800, the PR must file with the court clerk an inventory of property to be administered in the decedent’s
estate together with an appraisal of the property in the inventory, using the Inventory and Appraisal Form. This form is
used in conservatorship and guardianship cases as well.

This form must be filed within four months after letters are first issued to the PR. There’s an option for the PR to file a
partial inventory and appraisal, depending on the estate’s complexity. Some assets take longer to appraise than others,
so it is possible to break up the requests for appraisal by specifying that it is a partial.

The Inventory and Appraisal form identifies all of the decedent’s assets that existed as of the date of death and their
respective fair market values at the date of death. The court appoints a California Probate Referee, a neutral third-party
professional who evaluates the assets identified on the form, including the real property.

Form DE-161, the Inventory and Appraisal Attachment, is attached and referenced by both the personal representative
and the probate referee. For real property that needs to be appraised, the PR lists the address(es), and the probate
referee will specify the value in the field next to the address, sign the form, and mail it back to the PR. Once the values
are specified, the PR can go back to form DE-160 and specify those assets’ value.

Completing the Inventory and Appraisal form is a team effort. The PR completes a portion of the form and then mails
it to the probate referee for completion. The Inventory and Appraisal form is then filed with the court to establish the
date of death value of the estate assets.

The probate referee must act promptly, per Probate Code 8940(a), and with reasonable diligence appraise the property
and shall, no later than 60 days after receipt of the form should either: (1) return the completed appraisal to the PR, or
(2) report of the status of the appraisal and specify the reason why the property hasn't been appraised along with an
estimate of time required to complete the appraisal. This report should be delivered to the PR and then filed with the
court.

This form helps the IRS and state taxing authorities determine estate taxes and any applicable capital gain taxes once
the real property is sold. The appraisal generated by the probate referee expires after one year.

Step 8: Preliminary Change of Ownership Form

The PR must also file a certification that the requirements of Section 480 of the Revenue and Taxation Code are either
not applicable, because the decedent did not own real property in California at the time of death, or, it has been satisfied
by filing a change in ownership statement with the county recorder or assessor of each county in California in which the
decedent owned property at the time of death that is subject to probate proceedings.

Step 9: Your Agent Prepares the Probate Referee

The probate referee conducts a drive-by evaluation of the property, which does not result in accurate pricing without
considering its condition.

Since the probate referee does not enter the property and therefore does not conduct a valuation based on the property’s
interior condition, your agent should provide you with interior photos and a repair list with estimated costs for repair so
that it can be provided to the probate referee for more accurate pricing.

Full or Limited Authority? (Decision Point D1)

The Independent Administration of Estates Act (IAEA) issues either full or limited authority to the PR of the decedent’s
estate. Unless the decedent’s will states otherwise, PRs have full authority to act under IAEA. The selling or exchanging
of real property is one of the many actions that require issuing a Notice of Proposed Action (NOPA), when the PR has full
authority, and there is no court-supervised hearing. The PR gives notice to the beneficiaries that some actions will be

taken and to either agree and consent to it, or give their written objections. This allows for any objections to be made
known before the sale, which can be addressed. If the PR doesn't issue a NOPA and sells a home, a beneficiary can later
file a lawsuit.

If the decedent’s will states that the PR has limited or specific authority, court approval is required before the PR can take
action. The PR may decide that they want a court-supervised process due to contentious beneficiaries or heirs or other
reasons, and Probate Code 10404 allows for that. PRs who have limited authority may not sell or exchange real property
without first obtaining the court’s approval.

Other Considerations

Aside from the probate process, the PPF handling the sale of real estate should consider a wide range of topics that will
result in the highest possible return while mitigating risk. They include setting proper expectations with your probate
agent, pre-marketing strategies, getting the property vacant either via CFK/voluntary buyout agreement or eviction
process, getting the probate property ready for market, valuations, real estate disclosures, marketing, probate specific

terms in purchase agreements, offer management, as well as insurance and tax implications.

*This article is an excerpt from Orit’s recently published book, titled “The Practitioner’s Handbook for Probate Real Estate”.
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PLANNING FORTHE RISING COSTS OF
HEALTH CARE

Health care costs are rising—especially for retirees, and many will need long-term care.
Learn the moves you can make to help prepare yourself.

Longer lifespans and rising health care costs are driving investors to control their
financial exposure to uncovered bouts of care—particularly in retirement.

According to the U.S. Centers for Medicare and Medicaid Services, the U.S. spends
approximately $3.6 trillion a year on health care, or nearly $11,172 per person. Overall
spending rose 4.6% in 2018,1 faster than the pace of inflation or wage growth. As
spending rises, patients are also shouldering a larger share of treatment costs—driving
up out-of-pocket expenses. The elderly, who require the most care, often bear the brunt
of the costs.

Meredith Prichard Jensen
Wealth Management
at Morgan Stanley

Itisimportant to take steps to minimize your financial exposure to uncovered medical costs. But whereas your incentives
for saving for retirement are easy to digest—to be able to afford a desired lifestyle after your working years—planning
for the less palatable aspects of old age can be more challenging.

Health Care Costs Planning

A report from the U.S. Department of Health and Human Services estimates that 70% of people turning 65 will need
some type of long-term care services in their remaining years.2

One year in a private room in a nursing home costs $105,266 today and is projected to reach $190,122 in 20 years.3 Even
with a robust portfolio, you may have trouble handling such large costs with savings on hand.

Many adults nearing retirement age are concerned about health-care costs but unsure how to budget for them. More
than half of affluent, older Americans are unsure or can't estimate what their annual health care (53%) or long-term care
costs (67%) in retirement will be.4

Those fears are warranted. An average retired couple age 65 in 2020 may need approximately $295,000 in after-tax
savings to cover health care expenses in retirement. Their actual cost will depend on when they retire, lifespan, and
health situation.5

Should they encounter serious medical trouble, the costs will be even higher. Many Americans aren’t even aware of the
uninsured costs they may face in these cases. A stroke, for example, may cause paralysis, warranting expensive 24-hour
assistance.

Medicare Part A covers nursing facility care for a limited time, but only after a qualified hospitalization. However, Medicare
will not pay for nursing homes when custodial care is the only care needed; nor will it pay for care for conditions such as
Alzheimer’s disease. Patients suffering from Alzheimer’s or other cognitive ailments may live for many years, all the while
requiring assistance and, as the disease worsens, expensive hands-on assistance.

Protection for Retirement Savings

By the time people reach their 30s, they tend to have a pretty good idea of the lifestyle they want to pursue, including
in retirement, says Kristi Rodriguez, the National Sales Manager for insurance provider Nationwide. There are a number
of ways to save for retirement with your future health care needs in mind.

Investors in their 30s or early 40s, Rodriguez says, may weight their retirement-funding strategies toward a portfolio
of mutual funds or a managed-account solution, to provide upside exposure to the market. Given lower premiums for
younger policyholders, long-term care insurance should also be a consideration, she says.

These days, only a handful of insurers offer long-term care insurance, so another option may be life insurance with a
long-term care rider, which allows families to tap into the benefits they would receive upon the policyholder’s death,
while he or she is alive and requires care.

Another option for funding long-term care expenses is to withdraw or borrow money from life insurance policies, or
generate income from annuities. Note that either of these options would probably fall short of covering costs if someone
needs care for many years.

Paying for Unexpected Health Care Costs

A final consideration is what to do when you're faced with a large unexpected medical bill today. One answer may be
a securities-based loan, which allows qualified clients to use the eligible securities in a brokerage account as collateral
for a loan or line of credit, often at a competitive rate. When faced with a large health-care expense, investors often
liquidate financial assets to pay for immediate needs. However, this strategy may have unintended costs, such as tax
consequences, potential loss of future growth or an imbalance in your portfolio’s asset allocation.

Once approved, a securities-based loan can provide quick access to funds for a variety of needs with the potential to
maintain your long-term investment strategy. Your Morgan Stanley Financial Advisor can provide you with additional
information and help determine if this is the right strategy for you.

Protect Your Finances and Your Health

As health care costs continue to rise, it's important to understand the options you have to help protect the assets you've
spent a lifetime accumulating. Your Morgan Stanley Financial Advisor has access to multiple long-term-care products
from a wide variety of respected insurers and can help you choose the one that offers the optimal combination of cost
and benefits.

Health care costs are rising—especially for retirees, and many will need long-term care. Learn the moves you can make
to help prepare yourself.

Longer lifespans and rising health care costs are driving investors to control their financial exposure to uncovered bouts
of care—particularly in retirement.

According to the U.S. Centers for Medicare and Medicaid Services, the U.S. spends approximately $3.6 trillion a year on
health care, or nearly $11,172 per person. Overall spending rose 4.6% in 2018,1 faster than the pace of inflation or wage
growth. As spending rises, patients are also shouldering a larger share of treatment costs—driving up out-of-pocket
expenses. The elderly, who require the most care, often bear the brunt of the costs.

Itisimportant to take steps to minimize your financial exposure to uncovered medical costs. But whereas your incentives
for saving for retirement are easy to digest—to be able to afford a desired lifestyle after your working years—planning
for the less palatable aspects of old age can be more challenging.

Health Care Costs Planning

A report from the U.S. Department of Health and Human Services estimates that 70% of people turning 65 will need
some type of long-term care services in their remaining years.2

One year in a private room in a nursing home costs $105,266 today and is projected to reach $190,122 in 20 years.3 Even
with a robust portfolio, you may have trouble handling such large costs with savings on hand.
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Many adults nearing retirement age are concerned about health-care costs but unsure how to budget for them. More
than half of affluent, older Americans are unsure or can’t estimate what their annual health care (53%) or long-term care
costs (67%) in retirement will be.4

Those fears are warranted. An average retired couple age 65 in 2020 may need approximately $295,000 in after-tax
savings to cover health care expenses in retirement. Their actual cost will depend on when they retire, lifespan, and
health situation.5

Should they encounter serious medical trouble, the costs will be even higher. Many Americans aren’t even aware of the
uninsured costs they may face in these cases. A stroke, for example, may cause paralysis, warranting expensive 24-hour
assistance.

Medicare Part A covers nursing facility care for a limited time, but only after a qualified hospitalization. However, Medicare
will not pay for nursing homes when custodial care is the only care needed; nor will it pay for care for conditions such as
Alzheimer’s disease. Patients suffering from Alzheimer’s or other cognitive ailments may live for many years, all the while
requiring assistance and, as the disease worsens, expensive hands-on assistance.

Protection for Retirement Savings

By the time people reach their 30s, they tend to have a pretty good idea of the lifestyle they want to pursue, including
in retirement, says Kristi Rodriguez, the National Sales Manager for insurance provider Nationwide. There are a number
of ways to save for retirement with your future health care needs in mind.

Investors in their 30s or early 40s, Rodriguez says, may weight their retirement-funding strategies toward a portfolio
of mutual funds or a managed-account solution, to provide upside exposure to the market. Given lower premiums for
younger policyholders, long-term care insurance should also be a consideration, she says.

These days, only a handful of insurers offer long-term care insurance, so another option may be life insurance with a
long-term care rider, which allows families to tap into the benefits they would receive upon the policyholder’s death,
while he or she is alive and requires care.

Another option for funding long-term care expenses is to withdraw or borrow money from life insurance policies, or
generate income from annuities. Note that either of these options would probably fall short of covering costs if someone
needs care for many years.

Paying for Unexpected Health Care Costs

A final consideration is what to do when you're faced with a large unexpected medical bill today. One answer may be
a securities-based loan, which allows qualified clients to use the eligible securities in a brokerage account as collateral
for a loan or line of credit, often at a competitive rate. When faced with a large health-care expense, investors often
liquidate financial assets to pay for immediate needs. However, this strategy may have unintended costs, such as tax
consequences, potential loss of future growth or an imbalance in your portfolio’s asset allocation.

Once approved, a securities-based loan can provide quick access to funds for a variety of needs with the potential to
maintain your long-term investment strategy. Your Morgan Stanley Financial Advisor can provide you with additional
information and help determine if this is the right strategy for you.

Protect Your Finances and Your Health

As health care costs continue torise, it's important to understand the options you have to help protect the assets you've
spent a lifetime accumulating. Your Morgan Stanley Financial Advisor has access to multiple long-term-care products
from a wide variety of respected insurers and can help you choose the one that offers the optimal combination of cost
and benefits.

1Source: U.S. healthcare spending to climb 5.3% in 2018 Agency: https.//www.reuters.com/article/us-usa-healthcare-spending/us-healthcare-
spending-to-climb-53-percent-in-2018-agency-idUSKCN1FY2ZD

2 LongTermCare.gov, “How Much Care Will You Need?” October 2020, https://longtermcare.acl.gov/the-basics/how-much-care-will-you-need.html
3 Genworth 2017 Cost of Care Survey, conducted by CareScout®, June 2017

Cost estimate based on 365 days of care. Estimates how much care might cost in future years based on 3% annual inflation. https://www.genworth.
com/aging-and-you/finances/cost-of-care.html

4 Source: Retirement Healthcare Cost: https://www.nationwide.com/personal/about-us/newsroom/press-release?title=062618-nf-healthcare-survey

5 Source: How to plan for rising health-care costs: https.//www.fidelity.com/viewpoints/personal-finance/plan-for-rising-health-care-costs

Disclosure: Meredith Prichard Jensen is a Wealth Advisor at Morgan Stanley Smith Barney LLC (“Morgan Stanley”). She can be reached by email at
Meredith.jensen@ms.com or by telephone at 415-482-2707. This is article has been prepared for informational purposes only. The information and data
in the article has been obtained from sources outside of Morgan Stanley. Morgan Stanley makes no representations or guarantees as to the accuracy

or completeness of the information or data from sources outside of Morgan Stanley. It does not provide individually tailored investment advice and

has been prepared without regard to the individual financial circumstances and objectives of persons who receive it. The strategies and/or investments
discussed in this article may not be appropriate for all investors. Morgan Stanley recommends that investors independently evaluate particular
investments and strategies, and encourages investors to seek the advice of a Financial Advisor. The appropriateness of a particular investment or
strategy will depend on an investor’s individual circumstances and objectives. Morgan Stanley Smith Barney LLC (“Morgan Stanley”), its affiliates and
Morgan Stanley Financial Advisors and Private Wealth Advisors do not provide tax or legal advice. Clients should consult their tax advisor for matters
involving taxation and tax planning and their attorney for matters involving trust and estate planning and other legal matters. Morgan Stanley Smith
Barney LLC is not implying an affiliation, sponsorship, endorsement with/of the third party or that any monitoring is being done by Morgan Stanley
Smith Barney LLC (“Morgan Stanley”) of any information contained within the website. Morgan Stanley is not responsible for the information contained
on the third party website or the use of or inability to use such site. Nor do we guarantee their accuracy or completeness. Morgan Stanley Smith Barney
LLC s a registered Broker/Dealer, Member SIPC, and not a bank. Where appropriate, Morgan Stanley Smith Barney LLC has entered into arrangements
with banks and other third parties to assist in offering certain banking-related

© 2020 Morgan Stanley Smith Barney LLC. Member SIPC. All rights reserved.
CRC 3296278 11/2020
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Louise Lovewell, M.B.A

YOUR REAL ESTATE EXPERTS

- Over 50 years of combined
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‘I have been working with the Lovewell Team for 9 years. | can’t recommend them Y
highly enough!” - Mia Ousley, fiduciary

510-351-5555 | lovewellteam@gmail.com | www.lovewellteam.com | https://www.facebook.com/LovewellTeam
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ADVOCATING TO PROTECT
PROFESSIONAL FIDUCIARIES SERVING
IN THE ROLE OF CONSERVATORS/
GUARDIANS

Your Leadership and Legislative Committee, together with PFAC's legislative
advocate, continue advocacy efforts to ensure that the policy makers understand
the vital role of licensed professional fiduciaries. A key measure we continue to work
on is AB 1194 which is authored by Assembly Business and Professions Committee
Chair Evan Low. The measure is described as follows:

Jerry Desmond

PFAC Legislative Advocate,
Desmond & Desmond, LLC

“This bill, with respect to guardians and conservators, enhances oversight and

investigations, augments remedies and penalties for misconduct, and imposes
certain restrictions on fees and compensation. The bill also requires the Judicial Council, by January 1, 2023, to conduct
a study regarding conservatorship cases.”

AB 1194 continues to be revised as it moves forward through the legislative process, and our efforts continue. PFAC
continues to advocate that specificamendments, relevant to professional fiduciaries, be included in AB 1194. Specifically
PFAC’s efforts are focused on:

e The provision of AB 1194 that would require fiduciaries with an internet presence to include their fee schedules on
their websites;

e The provision of AB 1194 that would require the Fiduciary Bureau to revoke a fiduciary license upon notification by
the court that the court had removed a fiduciary for cause or been found to have breached a fiduciary duty; and

*  The provision of AB 1194 that eliminates the court’s discretion to award fees and costs to a fiduciary who
unsuccessfully defends a fee request resulting in the fee request being either reduced or denied.

Other Legislation PFAC’s leadership and legislative committee continue to be engaged and to lobby on PFAC’s behalf.

1. Additions to Title 16 of the California Code of Regulations proposed by the Fiduciary Bureau which would require
licensed fiduciaries to give notice that the licensee is licensed by the Bureau at the inception of a matter and as part
of any and all communications with “interested persons”. As currently drafted, the Bureau has defined “interested
persons” quite broadly to include not only interested persons as defined by the probate code, any person who is
interested in a fiduciary’s performance in a particular matter. For purposes of potential inspection by the Bureau,
licensed Fiduciaries would be required to maintain copies of or maintain a record of any and all notices given in
compliance with this requirement

2. AB 1062 (Mathis) which would (a) amend Probate Code Section 2465 to require a guardian or conservator to give
15-days written notice of their intention to dispose of or abandon valueless property and allows those who receive
such notice to file a petition with the court to resolve any dispute concerning such property; and would (b) add
Section 2465.5 to the Probate Code which would require that where a guardian or conservator become successor
trustee of the minor’s or conservatee’s trust, such trust would be under the continuing jurisdiction and supervision
of the court.
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face meetings may be a quaint memory, business
banking needs are more significant than ever. In
times like these, it’s comforting to share a close
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3. AB 465 (Nazarian) which would amend Section
64538 of the Business and Professions Code
(fiduciary act) to (a) require that pre-licensing
education include one-hour of instruction
in cultural competency; and (b) as part of
continuing education requirements, would
require licensees to complete one-hour of
instruction in cultural competency each year.

We will continue to provide updates as information
becomes available.

TheOrganizedOne
Estate Organizing

Meg@TheOrganizedOne.com

510-482-5892
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CONFERENCE UPDATES

REUNITED AND IT FEELS SO GOOD!

It's been 15 long months since PFAC's last in-person conference and what better place to celebrate coming back together
than the beautiful Hotel Del Coronado! The 2021 program is full of education for new and seasoned fiduciaries and
features fun networking opportunities as well.

COVID-19

PFAC has structured the 2021 conference as a hybrid event. We welcome those who feel comfortable meeting in person
and for those who don’t want to gather, you can take advantage of pre-conference intensives and all General Sessions
through a livestream experience. Members who attend the full conference receive an additional benefit of up to five CEs
of recorded breakout sessions from the conference accessible through April 30, 2022 - for FREE!

If you attend in person, rest assured that PFAC is taking all necessary precautions regarding COVID-19. Masks will be
required in all meeting rooms and sanitation stations will be set up at meeting room entrances. Pick up your wristband
at registration that will let people know your greeting preference. Green means HANDSHAKES/HIGH 5’s; Yellow means
OKAY WITH TALKING, NO TOUCHING; Red means KEEPING MY DISTANCE.

Program Highlights

The 2021 Conference Program includes over 15 CEs, 10.5 MCLE, and new this year, 9.5 LSW CEs. The program includes
a host of expert speakers including sitting and retired judges, estate and probate attorneys, probate referees, and
experienced professional fiduciaries. This is one of the most content-rich conferences to date. You won’'t want to miss it!

Networking Highlights

Thisis the time to reconnect with your fiduciary colleagues after along COVID-19 inspired hiatus. The networking begins
at the Wednesday evening Welcome Reception. Enjoy some appetizers and beverages while you chat with friends new
and established. On Thursday, stroll through the Exhibit Hall, participate in the raffle, and enjoy California wines at the
afternoon tasting. You'll even get to take home a souvenir glass. On Friday, enjoy dinner on the beautiful ocean-front
Windsor Lawn and then dance in the sand to Radio Thieves while you play beach games and enjoy dessert.

There are so many places to be outdoors, COVID-safe, while you chat and network with colleagues. The Hotel Del
Coronado is the perfect place to experience the conference on your own terms.

Games and Prizes

Make sure to download the app when you're at the conference to participate in all of the virtual fun. We'll be running
lots of fun games with wonderful prizes that will help you experience all of our world-class sponsors and exhibitors
offers. Please visit the conference page and check out our sponsors and exhibitors. They help make it possible to hold
the conference at a destination like the Hotel Del Coronado and we are so appreciative of their support.

Visit PFACmeeting.org for further information and to register.
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“Summertime is always the best of what might be.”

—Charles Bowden
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