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How can you and your family prepare 
for the future? 
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Fairfield County, CT     Leading Wealth Advisor

By Michael Kazakewich 

Conversations around end-of-life      
decisions and care are not easy for 
any family. Often, the subject is so 
uncomfortable that it is avoided 
altogether. However, these conversa-
tions are necessary, and if thought-
fully framed, can provide peace of 
mind to all members of the family, 
and reassurance that the last wishes 
of their parents and grandparents 
will be observed. 

To make these conversations mean-
ingful, all members of the family 
should feel comfortable discussing 
the future. Having such an open, com-
fortable dialogue is central to any 
productive family meeting. To help 
frame such an event, we have created 
a checklist of items to discuss. While 
not exhaustive, this outline gives a 
great starting for these conversations:

Trust and Estate 
• Do you have a plan, and where is it?
• Has it been reviewed/updated recent-
ly to reflect what you would want to 
happen today? 
• Does it include a living will, health-
care proxy and durable power of attor-
ney document?

Personal Financial Statement (PFS)
Do you have one, and does it include:
• Numbers of all accounts and their 
locations?
• Valuations as of a specific date?

• Real estate property locations and 
their value?
• Up-to-date IRA beneficiary specifica-
tions? 

 Life Insurance Policy
• What kind/amount is it? Term/fixed?
• Where are these policies held? 
• Are you still paying premiums or are 
they fully paid?
• Who are your beneficiaries, and does 
this list still reflect your choice?

Assets
• What are your personal assets in terms 
of jewelry, antiques, collections, etc?
• Are they inventoried? 
• Have you thought about their disposi-
tion; are those choices documented?
• Do you plan on equalizing the mon-
etary assets among your family?
• Do you want to have a signed docu-
ment so everyone is on the same page?

Long-Term Care Insurance
• Do you have long-term care insur-
ance (activities of daily living/ADLs)?
• What are the benefits?
• What is the daily limit/lifetime maxi-
mum? Have you specified a home care 
or long-term care (LTC) facility?
• If you do not have an LTC, will the 
responsibilities for the care you 
receive be distributed evenly among 
family members?
• How will home care be paid for?

• In the event a parent becomes inca-
pacitated, as defined by a doctor, who 
has power of attorney?

Funeral Arrangements 
(Elder’s Preferences) 
• Have you discussed your wants         
and needs?
• Do you want a cremation or burial?

Funeral Arrangements                                
(Family’s Preferences)
• What will calling hours be?
• Do you want a big dinner? 
• Who will pay for the arrangements? 
• Will payment come out of the estate?
• Which family members will be 
assigned which responsibilities?
• Who will coordinate and execute the 
back-end estate issues? 

Although these topics are not the 
most enjoyable, discussing them as a 
family and making sure everyone is 
on the same page will help to make 
sure the wishes of your loved ones 
are carried out. Additionally, there is 
likely to be less friction among sur-
viving family members if a plan is 
put into place. Regardless of your 
individual role in the family, having 
a strong financial advisor to help you 
begin these conversations is crucial. 
With open communication and plan-
ning, your family will be prepared 
for the future.   

Past performance is no guarantee of future results. There is no guarantee the views and opinions expressed in this article will come to pass. LLBH Private Wealth 
Management, LLC (LLBH) is an SEC registered investment advisor located in Westport, Conn. For additional information about LLBH, send for our disclosure brochure 
using the contact information herein.
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“Conversations around end-
of-life decisions and care are 
not easy for any family.”
—Michael Kazakewich 
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LLBH Private Wealth Management LLC       33 Riverside Avenue, 5th Floor, Westport, CT 06880       800.700.5524

assets under Management 
$1.1 billion

Minimum Fee for initial Meeting  
None required

Minimum net Worth requirement  
$10 million (investment services)   

largest client net Worth  
$500 million   

Financial services Experience  
120 years (combined)

compensation Method   
Asset-based   

Primary custodian for investor assets  Pershing, A BNY Mellon Company

Professional services Provided  
Planning, investment advisory, money management, advanced wealth transfer 
planning and corporate services

association Membership 
Investment Management Consultants Association

Website Email  
llbhpwm.com mkazakewich@llbhpwm.com

Who Are Our Clients? 
LLBH Private Wealth Management is a Registered Investment Advisory (RIA) firm, created to work with 
entrepreneurs and senior executives who  became wealthy because they made great decisions. Our disciplined 
process ensures that we see the complete picture of your financial situation so that we can make informed and 
suitable recommendations to help you accomplish your goals and objectives. Our process also works for those 
who have been thrust into decision-making roles due to life-changing events such as retirement, the sale of a 
business, a divorce or a death in the family. Just as they do in their professional lives, our clients want a thorough 
and candid process in order to make smart decisions about their financial lives. Simply put, LLBH clients respect 
our ability to get things done. 

Left to right: Jim Pratt-Heaney, 
Bill Lomas, Kevin Burns,  
Bill Loftus

l
iv

e
g

r
o

w
m

a
k

e

097W o r t H . C o M       j u n e - j u Ly  2 0 1 3

How to reach Michael Kazakewich

I look forward to discussing how I can help you 
reach your financial goals. I can be reached 
directly at 203.683.1529.
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LLBH Private Wealth Management LLC is featured in Worth® 2013 Leading Wealth Advisors™, a special section in every edition of Worth® magazine. All persons and firms appearing in this  
section have completed questionnaires, have been vetted by an advisory group following submission by Worth®, and thereafter paid the standard fees to Worth® to be featured in this section.  
The information contained herein is for informational purposes, and although the list of advisors presented in this section is drawn from sources believed to be reliable and independently 
reviewed, the accuracy or completeness of this information is not guaranteed. No person or firm listed in this section should be construed as an endorsement by Worth®, and Worth® will not  
be responsible for the performance, acts or omissions of any such advisor. It should not be assumed that the past performance of any advisors featured in this special section will equal or be  
an indicator of future performance. Worth®, a Sandow Media publication, is a financial publisher and does not recommend or endorse investment, legal or tax advisors, investment strategies  
or particular investments. Those seeking specific investment advice should consider a qualified and licensed investment professional. Worth® is a registered trademark of Sandow Media LLC.  
See “About Us” for additional program details at http://www.worth.com/index.php/about-worth.
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