
 

M ARVIN BLUM, a lawyer from Fort 
Worth, flew to New York last week to 
visit his daughter, son-in-law and 
young granddaughter. Staying close 

to his family is crucial to him. The same goes for 
seeing his son, who lives in Austin.  

“I’m at a point in my life where the things I want I 
can’t buy with money,” said Mr. Blum, 59. “I want 
relationships and memorable moments.” 

 As hokey as this might sound, like a sentiment 
scribbled on a Hallmark card, Mr. Blum takes it 
seriously. He has worked with his son, 31, and 
daughter, 28, on the family’s threefold mission: “We 
value relationships. We value productive work. We 
value meaning in our life, from spirituality or what-
ever else can offer you something in terms of mean-
ing.” 

In New York, Mr. Blum, who runs a large trusts 
and estates law practice in four cities in Texas, at-
tended a symposium called “Successful Multigen-
erational Families,” hosted by Tiger 21, an invest-
ment club for people with more than $10 million to 

Business  leaders  talk after a  symposium called “Successful Multigenerational Families”  in New York. The 
event drew dozens of wealthy people focused on handling their money in a way that would not divide their 
families. 
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To our clients and friends, 

 Marvin Blum was interviewed by The New York Times while at a symposium hosted by   
TIGER 21 called “Successful Multigenerational Families.”  The discussion was centered around 
dealing with family wealth (small or large amounts) in such a way that would not divide families.   

 We have included a copy of the article in this letter, along with a checklist of considerations 
for you when planning and reviewing your estate plan.  We hope you have a great summer! 

        The Blum Firm, P.C.    

 

The Blum Firm, P.C. 
777 Main Street, Suite 700 
Fort Worth, Texas  76102 

Phone: 817‐334‐0066 
Fax: 817‐334‐0078 

Check Out Our New and Improved Website! 

www.theblumfirm.com 

  The Blum Firm was recently named the 2014 Pro‐
fessional  Advisor  of  the  Year  by  the  Community 
Foundation of North Texas.   This is the first time the 
award was presented to an entire firm. 

  This  award was  granted  to  the  Firm  during  the 
Foundation's  annual  luncheon.  The  luncheon's 
theme, "Inspiring Legacy," is consistent with the way 
we practice estate planning, with a strong emphasis 
on helping clients pass a meaningful legacy to future 
generations. Blum encouraged everyone to make life 
"sweet"  by  including  charitable  giving  as  the 
"dessert" in an estate plan. 

  Community Foundation Chair Phil McCrury  said, 
"The Blum Firm has been a  long‐standing supporter 
of  the  Community  Foundation;  all  of  their  lawyers 
have  utilized  the  Foundation  in  some  way  or  an‐
other    in order to help their clients accomplish their 
charitable goals. We couldn't pick just one person at 
the Firm ‐ the entire organization supports what we 
do."  

The Blum Firm, P.C.  
2014 Professional Advisor of the Year Award  
Community Foundation of North Texas    

The comments compiled for this newsletter are general in nature and are not tailored to any particular situation.  As in the case with 
any estate, tax or financial planning recommendation, the planning tips suggested in this summary should not be implemented 
without carefully considering the total economic impact and obtaining the advice of counsel.  The advice of an attorney, accountant, 
or other financial planning professional will provide valuable aid in analyzing the suitability of the particular estate, tax, or financial 
planning tip for you.  By providing this information, The Blum Firm, P.C. does not assume any obligation to provide notification of 
future changes in laws.  Please contact us if the information we have provided affects you and you would like to discuss. 

Unless otherwise set forth herein, to ensure compliance with requirements imposed by the Internal Revenue Service 
under Circular 230 for tax practitioners, The Blum Firm, P.C. must inform you that any U.S. federal tax advice contained in 
this communication (including any attachments) is not intended or written to be used, and cannot be used, for the 
purpose of (i) avoiding penalties under the Internal Revenue Code or (ii) promoting, marketing or recommending to 
another party any transaction or matter addressed herein. 

Marvin Blum, pictured on left, discusses issues with business leaders after a symposium called 

“Successful Multigenerational Families” in New York.
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invest. The room was packed with dozens 
of very wealthy men and women, all fo-
cused on how to deal with wealth from tens 
of millions to hundreds of millions of dol-
lars so it would not divide their families. 

One Tiger 21 member in the closed-door 
session asked how to explain to his children 
that the family flies on a private plane for 
vacations while their friends fly commer-
cial. This may seem like a high-class prob-
lem, but substitute “new Toyota” for pri-
vate plane and “old Toyota” for commer-
cial and the thrust of the question is the 
same: Why can we afford something my 
friends cannot? 

(For the curious, James Grubman, a psy-
chologist and founder of FamilyWealth 
Consulting, said that the question provided 
an opportunity to discuss how the family 
makes money, chooses to spend it and ra-
tionalizes why it is important, for security 
or convenience.) 

Keeping families together is the goal of 
every parent, rich or not. And while most 
people do not have the wealth of Tiger 21 
members, they face similarly complicated 
issues when it comes to planning and talk-
ing to their children. 

 
RELYING ON PLANNING Putting to-
gether a will is important for someone of 
modest means, just as creating a detailed 
estate plan is essential for a wealthier fam-
ily. The focus is often on the planning and 
by extension, the tax savings and invest-
ment choices. 

James H. Lowell, 2nd, a principal at 
Lowell Blake & Associates, which works 
with 100 families with up to $25 million to 
$30 million in wealth, said that too many 
families fixate on taxes and planning, to the 
detriment of future generations. Mr. 
Lowell, who was not at the Tiger 21 event, 
has been an adviser to the Bancroft family, 
which once owned Dow Jones & Company. 

“People make it more complicated,” he 
said. “I’ve seen 120-page trusts that are 
unintelligible to me and can be challenged 
by anyone. There is not enough emphasis 
on, ‘you’ve got to make it on your own.’”  

Mr. Blum said he had seen clients wait 
too long to give their children anything. “I 
think it’s important to build into a plan a 
way to prefund your children’s inheritance 
so they don’t have to wait until you die to 
inherit,” he said. “I think it’s wrong for a 
child to wait until their 60s to inherit. By 
that point they don’t need it.” 

As for what is left over when the mother 
and father die, it should always be split 50-
50, he said, even if one child is a school-
teacher and the other a hedge fund man-
ager. 

“If you were going to do something other 
than equal, you want to have a clear under-
standing up front and you want to get buy-
in from your children,” he said. “If you 

don’t, you’re going to tear a family apart. 
No matter how much a family has, if it’s 
not equal there is resentment.” 
 
THE RISK OF PATERNALISM Dennis 
T. Jaffe, a consultant to large, wealthy 
families, said that patriarchs and matriarchs 
who try to control their children, perhaps 
by telling them what to do with their ca-
reers or bailing them out of trouble, cause 
family discord by not allowing the younger 
generation to have a say in their lives. 

He said the challenge for the older gen-
eration was to allow their children and 
grandchildren to have a voice at family 
meetings, if not a vote. 

Moreover, he said that the savviest fami-
lies start including children as young as 15 
in family meetings so they can understand 
how decisions are made while they’re still 
living at home. 

“If you start at 18, that’s when they’re 
gone and on their journey,” he said. 

 
DISABLING ENTITLEMENT Rich or 
not, no parent wants a child to grow up 
spoiled. Mr. Grubman said he stressed two 
antidotes to entitlement for every family. 
First, parents need to show appreciation 
and gratitude for what they have in life, so 
their children appreciate it, too. Second, 
parents need to show their children how 
they make a decision, be it to buy a second 
home or to fly on a private plane. They 
need to show their children the process. 

Mr. Grubman said he was a car buff and 
often talked to his children about the value 
of buying a sports car. “Do I buy a new 
one?” he said. “Or do I buy a two-year-old 
car for half the list price? They can see you 
saw the value in your decision.” 
 
THE CHALLENGE OF EXAMPLES 
Gregory T. Rogers, whose father founded 
the investment consultancy RogersCasey, 
was chief operating officer of John A. 
Levin & Company, an asset manager, be-
fore founding Raylor Investments, which 
manages $15 billion, and RayLign Advi-
sory, which offers consulting services for 
large families. 

While he has been financially successful, 
Mr. Rogers grew up in the middle class. He 
and his wife have focused on the examples 
they set for their children. “They watch you 
and they see every move you make,” he 
said. “That opens up conversations. Why 
have you decided to take a car into the city? 
Why are we taking this vacation? You have 
to justify the decisions you’re making.” 

Mr. Grubman said that one of his tests to 
see what kind of example people are setting 
is to ask them if they have taught their chil-
dren how to tip. “They all say, ‘Yes, of 
course,’ ” he said. “I then say ‘Show me 
how you tip someone.’ There is a big dif-
ference between ‘Here’s your tip’ and 

‘Thank you very much.’ Kids know the 
difference.” 
 
REPAIRING BAD EXAMPLES Mr. 
Blum said he had always put an emphasis 
on keeping his family close from an early 
age and working hard to incorporate his in-
laws into the family. “You have to be inten-
tional about it,” he said. 

But most people who are going to be-
come wealthy do not begin acquiring much 
money until their 50s, after what may have 
been decades of devoting themselves al-
most entirely to their work. Often their 
children have borne the brunt of this. 

Coventry Edwards-Pitt, chief wealth 
advisory officer at Ballentine Partners, said 
many of the problems that could tear a fam-
ily apart began manifesting themselves in 
children in their 20s. “This is when they 
leave the home, start their careers and make 
it on their own,” said Ms. Edwards-Pitt, 
who was not at the Tiger 21 symposium. 
“The kids who are derailed, this is when 
they start to fail.” 

The longer parents go without addressing 
this, the more they have to be content with 
redirecting them into something productive 
or keep them from blowing through their 
inheritance, Ms. Edwards-Pitt said. 

Mr. Grubman said that one father he 
worked with decided he was going to 
change how he talked to his children about 
the family’s values and responsibilities. 
The father’s goal was to change his chil-
dren’s view of the meaning of the money 
their father made and broaden their identity 
beyond their inheritance. 

“The first reaction was skepticism,” he 
said. “But he kept it up and they saw that it 
was genuine. He shared his values. He 
talked about turning the ship around. They 
were grateful for it afterwards.” 
 
THE RULES OF COMMUNICATION 
For the wealthiest families, the goal is to 
keep the family together as an economic 
entity for generations. 

Robert Wiener, whose company owns 92 
buildings in seven states, said he had al-
ways wanted the real estate company 
started by his grandfather and father to stay 
in his family. His three sons went into the 
business; his two daughters did not. 

“I had this fear that wealth could dissolve 
the family and the business would disinte-
grate,” Mr. Wiener, 68, said. So he hired 
coaches and consultants, had family meet-
ings and set up a family foundation — all 
with the goal of keeping his family together 
after he died. “It’s not perfect; it’s an 
evolving process.” 

“I worry about everything,” he said. That 
is something any family can identify with. 
 

Ensure your family is well‐informed of the location of your Will, the names of your executors and other 
fiduciaries, and the nature and extent of your assets.  Because serving as an executor or trustee is bur‐
densome  and  time‐consuming,  you want  to make  the  process  as  easy  as  possible  for  the  one who 
serves. 

Ensure beneficiary designations on  life  insurance,  retirement plans, bank  accounts,  and  the  like have 
been updated to coordinate with your estate plan. 

Consider whether  it’s  time  to  update  your  estate  plan  due  to  a  change  in  circumstance  for  persons 
named as Executor, Trustee, or Guardian (death, disability, relocation, divorce, etc.). 

Consider an estate plan  for your digital assets  (email accounts, picture and video  storage  sites,  social 
networking sites, domain names, games and related sites, professional sites, and backups). 

Encourage your children aged 18 and over to execute Wills and Durable Powers of Attorney to ensure a 
smooth transition of their assets upon death or incapacity. 

Update powers of attorney every  five years  to ensure  their acceptance by your banks and brokerage 
firms. 

Don’t underestimate the power of lifetime gifts ($14,000 per donee and $28,000 if married and electing 
to gift split or gifting community property) and the unlimited gift tax exclusion for qualifying tuition and 
medical expenses if paid directly to the educational institution or medical service provider. 

Under the “basis adjustment” rules, an asset passing as part of your estate upon death  is given a new 
basis equal to the fair market value of the asset at that time.  In contrast, assets that pass by gift receive 
a carryover basis,  i.e., the asset  in the donee’s hands has the same basis as  in the donor’s hands.   Ac‐
cordingly, it is most advantageous for low‐basis assets to pass upon death.  If there are low‐basis assets 
held  in  irrevocable  grantor  trusts,  consider  trading  them  for high basis  assets held  in  your  individual 
name so that the low basis assets receive a “step up” in basis.  When your heirs later decide to sell the 
asset, they will avoid capital gains tax. 

Consider making charitable gifts during your  lifetime rather than at death.   Charitable contributions at 
death qualify for an estate tax deduction.  Charitable contributions during your lifetime, however, both 
reduce your taxable estate and allow you to receive an income tax deduction (subject to certain limita‐
tions).  

Consider converting your traditional  IRA to a Roth  IRA.   You will pay  income tax at the time of conver‐
sion, but it avoids the risk of being subject to higher tax rates in the future.  Under current law, a Roth 
IRA (unlike the traditional  IRA) has no required minimum distributions so you can defer  income tax on 
the growth of the Roth IRA until you withdraw  it.   Furthermore, converting to a Roth IRA saves the es‐
tate tax on the dollars used to pay the income tax. 

Consider making charitable donations using your IRA or retirement plan, which allows you to avoid both 
estate tax and income tax on the retirement assets.  For example, you can name a charity as a benefici‐
ary on the beneficiary designation form.   Whereas heirs may end up with only 20 cents of each dollar 
from an IRA, a charity will receive the full 100 cents of each dollar. 

CONSIDERATIONS WHEN PLANNING  
AND REVIEWING YOUR ESTATE PLAN 
Considerations When Planning
and Reviewing Your Estate Plan
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name so that the low basis assets receive a “step up” in basis.  When your heirs later decide to sell the 
asset, they will avoid capital gains tax. 

Consider making charitable gifts during your  lifetime rather than at death.   Charitable contributions at 
death qualify for an estate tax deduction.  Charitable contributions during your lifetime, however, both 
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sion, but it avoids the risk of being subject to higher tax rates in the future.  Under current law, a Roth 
IRA (unlike the traditional  IRA) has no required minimum distributions so you can defer  income tax on 
the growth of the Roth IRA until you withdraw  it.   Furthermore, converting to a Roth IRA saves the es‐
tate tax on the dollars used to pay the income tax. 

Consider making charitable donations using your IRA or retirement plan, which allows you to avoid both 
estate tax and income tax on the retirement assets.  For example, you can name a charity as a benefici‐
ary on the beneficiary designation form.   Whereas heirs may end up with only 20 cents of each dollar 
from an IRA, a charity will receive the full 100 cents of each dollar. 

CONSIDERATIONS WHEN PLANNING  
AND REVIEWING YOUR ESTATE PLAN 
Considerations When Planning
and Reviewing Your Estate Plan



 

M ARVIN BLUM, a lawyer from Fort 
Worth, flew to New York last week to 
visit his daughter, son-in-law and 
young granddaughter. Staying close 

to his family is crucial to him. The same goes for 
seeing his son, who lives in Austin.  

“I’m at a point in my life where the things I want I 
can’t buy with money,” said Mr. Blum, 59. “I want 
relationships and memorable moments.” 

 As hokey as this might sound, like a sentiment 
scribbled on a Hallmark card, Mr. Blum takes it 
seriously. He has worked with his son, 31, and 
daughter, 28, on the family’s threefold mission: “We 
value relationships. We value productive work. We 
value meaning in our life, from spirituality or what-
ever else can offer you something in terms of mean-
ing.” 

In New York, Mr. Blum, who runs a large trusts 
and estates law practice in four cities in Texas, at-
tended a symposium called “Successful Multigen-
erational Families,” hosted by Tiger 21, an invest-
ment club for people with more than $10 million to 

Business  leaders  talk after a  symposium called “Successful Multigenerational Families”  in New York. The 
event drew dozens of wealthy people focused on handling their money in a way that would not divide their 
families. 

HIROKO MASUIKE/THE NEW YORK TIMES 

To our clients and friends, 

 Marvin Blum was interviewed by The New York Times while at a symposium hosted by   
TIGER 21 called “Successful Multigenerational Families.”  The discussion was centered around 
dealing with family wealth (small or large amounts) in such a way that would not divide families.   

 We have included a copy of the article in this letter, along with a checklist of considerations 
for you when planning and reviewing your estate plan.  We hope you have a great summer! 

        The Blum Firm, P.C.    

 

The Blum Firm, P.C. 
777 Main Street, Suite 700 
Fort Worth, Texas  76102 

Phone: 817‐334‐0066 
Fax: 817‐334‐0078 

Check Out Our New and Improved Website! 

www.theblumfirm.com 

  The Blum Firm was recently named the 2014 Pro‐
fessional  Advisor  of  the  Year  by  the  Community 
Foundation of North Texas.   This is the first time the 
award was presented to an entire firm. 

  This  award was  granted  to  the  Firm  during  the 
Foundation's  annual  luncheon.  The  luncheon's 
theme, "Inspiring Legacy," is consistent with the way 
we practice estate planning, with a strong emphasis 
on helping clients pass a meaningful legacy to future 
generations. Blum encouraged everyone to make life 
"sweet"  by  including  charitable  giving  as  the 
"dessert" in an estate plan. 

  Community Foundation Chair Phil McCrury  said, 
"The Blum Firm has been a  long‐standing supporter 
of  the  Community  Foundation;  all  of  their  lawyers 
have  utilized  the  Foundation  in  some  way  or  an‐
other    in order to help their clients accomplish their 
charitable goals. We couldn't pick just one person at 
the Firm ‐ the entire organization supports what we 
do."  

The Blum Firm, P.C.  
2014 Professional Advisor of the Year Award  
Community Foundation of North Texas    

The comments compiled for this newsletter are general in nature and are not tailored to any particular situation.  As in the case with 
any estate, tax or financial planning recommendation, the planning tips suggested in this summary should not be implemented 
without carefully considering the total economic impact and obtaining the advice of counsel.  The advice of an attorney, accountant, 
or other financial planning professional will provide valuable aid in analyzing the suitability of the particular estate, tax, or financial 
planning tip for you.  By providing this information, The Blum Firm, P.C. does not assume any obligation to provide notification of 
future changes in laws.  Please contact us if the information we have provided affects you and you would like to discuss. 

Unless otherwise set forth herein, to ensure compliance with requirements imposed by the Internal Revenue Service 
under Circular 230 for tax practitioners, The Blum Firm, P.C. must inform you that any U.S. federal tax advice contained in 
this communication (including any attachments) is not intended or written to be used, and cannot be used, for the 
purpose of (i) avoiding penalties under the Internal Revenue Code or (ii) promoting, marketing or recommending to 
another party any transaction or matter addressed herein. 

Marvin Blum, pictured on left, discusses issues with business leaders after a symposium called 

“Successful Multigenerational Families” in New York.
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