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Financial markets appear to be focusing
on inflation prospects – at least for the
near term.
Official Consumer Price Index (CPI)
reports suggest inflation is not a risk,
but we believe consumers experience
higher inflation levels on a day-to-day
basis than reported. That inflation might
not come as direct price increases but
as “rationing,” with consumers unable
to take immediate delivery of products
they purchase and waiting weeks or even
months before final delivery. This form of
inflation is not captured by CPI or personal
consumption expenditures.

In the past, economic slowdowns typically
presented themselves as some sort of
financial or liquidity crisis. This time, the
slowdown was the result of lockdowns and
social distancing to combat the pandemic
– so expect some differences, compared
to past expansions.
While growth accelerates, its direction and
magnitude could be choppy. Economic
scarring has been more evident in some
areas of the economy than others. One
area that surprised many forecasters is
that state tax collections remained more
stable than initially anticipated.

“

Expectations for the direction and magnitude of inflation may be different in the short
term from those down the road – showing more upward emphasis in the near term,
but calming after that. Inflation may be held in check longer term by accelerating
automation and digitization across corporate America, as minimum wage pressure
and lack of skilled labor drive corporations to pursue investments in technology.
Economic growth is expected to be robust
this year. It has been taking hold for the
last couple of months and will become
more evident moving forward.

Despite expected growth, maximum
employment may be a bit elusive this year.
Infrastructure spending may require
workers with a different skill set than those
of workers who remain displaced. This
situation could lead to some degree of
wage inflation.
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Retirement
Retirement is a journey. You set your destination
through goals that are important to you. We are
beside you to provide guidance along the way. Is your
retirement plan right for you? Are you leveraging
strategies to help you maximize Social Security and
other benefits after you retire? Will you have enough
income to do the things you want to do in retirement?
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Our mission is to help you navigate a complex
financial world so you feel comfortable when you
look ahead to your golden years.
Need help with your retirement plan administered by
Bell Bank Wealth Management? Call the retirement
participant service center at 855.225.2355 Monday
through Friday, 7 a.m. - 7 p.m. CT.

As a child in Winona,
Minn., Matt used
to work on his
math homework
after school with
his grandpa –
a successful
businessman.

“Numbers can open
up another world,”
Matt explains. “When
you’re visiting with
clients, and they
tell you about their
financial philosophy,
the truth is always in
the numbers.”
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What’s New at Bell

Carson Miller has been
promoted from client service
associate to wealth and
fiduciary advisor. In his new role,
Carson works with clients on
investment accounts, IRAs, trust
administration and other
fiduciary services.
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When Matt Bushard
looks at a number,
it’s not just a figure
on a page. He sees
the start of a story
– a mystery to solve
and a truth to be
revealed the more he
continues to dig.

Not FDIC insured | May lose value | Not financial institution guaranteed   | Not a deposit | Not insured by any federal government agency

Source: Bloomberg
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“Those are memories I’ll never forget,”
Matt affirms.
While his grandpa passed away when Matt
was in middle school, their time together
motivated Matt to pursue a career working
with numbers.
“I’ve always been a numbers person and
very detail-oriented,” Matt remarks. “For a
while I was planning to be a math teacher,
because I do like educating people,
but then I started exploring other fields
related to math and considered becoming
an accountant.”
During spring semester of his senior year
at Concordia College in Moorhead, Minn.,
where Matt majored in accounting and
minored in economics, he started working
as a part-time Bell Bank teller. That job
would take Matt down an unexpected, yet

“

It seemed Matt had found his calling, so
when the opportunity arose for him to
grow and challenge himself by earning
his Certified Financial Planner™ (CFP®)
designation, he pursued it. Dividing his
work between assisting advisors and
helping with financial planning, Matt
honed his expertise in analyzing data and
compiling reports and presentations for
advisors and clients.

“

I truly love helping people with their
finances by giving them a roadmap
of where they’re at, where they’re
trying to go and how we can help
them get there,” Matt says. “I still
love working with numbers, but
as my career has progressed,
I’ve found it’s the people and
relationships that have really
made this a meaningful career.”

plan. When you’re young, you might not
be thinking about retirement, but your
decisions do impact it. Even once you’ve
retired, a financial plan can help you with
spending decisions as well as how to leave
a legacy for your loved ones.”
This year, he’s also taken on a new role –
leading the financial planning team. While
he continues to work on building financial
plans, meeting with clients, reviewing their
results and making recommendations,
Matt is taking his passion for financial
planning and teaching his team members
the ropes.
To further affirm that Matt is on the right
career path, the American Bankers
Association honored him with a
national “40 Under 40” award in wealth
management for being “committed to
the highest standards of achievement”

I am a firm believer that we don’t have as much control of our path in life as we might like to think.

incredibly fulfilling, path toward a career
that enables him to put his math and
teaching skills to work helping people map
out their financial futures.

In May of 2016, he received his CFP
certification, changed titles, moved offices
and never looked back.

“I am a firm believer that we don’t have as
much control of our path in life as we might
like to think,” Matt comments.

“It was exciting to earn that designation,
confirming my commitment to financial
planning and giving advice to clients that is
in their best interest,” Matt remarks.

After graduation, Matt worked as a fulltime teller for a bit before becoming a
customer service representative. As he
continued to climb the banking ladder,
he learned how much he appreciated the
relationship-building aspect of working
in finance. He especially enjoyed helping
people solve difficult financial problems.

Matt often works with clients who
are starting to seriously think about
retirement and want to make sure they’re
on track and have saved enough – as
well as younger professionals with high
incomes who might need some help with
their investments.

As more and more wealth management
advisors started referring clients to
Matt for their banking matters, he
became increasingly interested in wealth
management. When a position as a trust
specialist opened up in December of
2013, he took it, diving head-first into the
operational and administrative side of
supporting clients and advisors.
“What I had learned in customer service
really helped me in working with wealth
management clients,” Matt notes.
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“We offer that added level of assistance,
advice and service to help clients reach
the next level in the best possible way,”
Matt explains.
Matt likens the importance of financial
planning to using a map when you’re out
on the road.
“A financial plan shows you where you are,
where you want to go, and everything you
can do to make sure you ultimately reach
your destination,” Matt explains. “It’s never
too early – or too late – to form a financial

at work and in his community. Judging
criteria included academic training, client
relationship management and community
and professional service.

“		

I never imagined my work
would be something I would be
recognized for. It’s pretty surreal,”
Matt remarks. “My peers at Bell
nominated me, and it means a lot
that they see the good, honest,
hard work I do on behalf of the
bank and our clients.”

To discuss financial planning and
the types of planning services Bell
Bank Wealth Management offers,
contact Matt at 701.451.3059 or
mbushard@bell.bank.

MATT BUSHARD, CFP® VP | SENIOR WEALTH MANAGEMENT ADVISOR

How, When &
Why to Roll Over

YOUR
401(K)
PLAN

Employer-sponsored with tax incentives, a
401(k) plan can be a great tool to help you
save money for retirement.
When you change jobs, whether you’re
laid off or leave voluntarily, it’s important to
devise a strategy for your 401(k) plan. It’s
not uncommon for people to have multiple
401(k) plans, but from an investment
management standpoint, it can be easier
to keep track of your plan and make sure
your investment allocation is appropriate
for your situation if you simplify and
consolidate your 401(k) plans into one.
Most retirement plans allow you to roll
over dollars from past employers. A 401(k)
rollover is a great way to keep your plan
simplified and uniform. It could also help
cut down on possible fees, and it gives you
one point of contact for any questions you
may have.

To help streamline the process, we’ve
answered three of the most commonly
asked 401(k) questions:

1.

How Do I Roll Over My 401(k) Plan?

When you start the onboarding process
with a new employer, your human
resources team or new retirement plan
provider can walk you through the steps –
including filling out the proper paperwork –
to roll your old plan into your new one.

2.

When Should I Roll Over
My 401(k) Plan?

As soon as your start, your new employer
generally allows you to roll your former
plan into your new one.

3.

How Do I Avoid Paying Taxes
on a 401(k) Rollover?

There could be potential tax consequences
if you try to move your 401(k) plan yourself.
A plan provider can help ensure you don’t
have to pay taxes or penalties on a rollover.
Keeping multiple 401(k) plans in too many
locations can make it easy to forget about
one – and it makes it harder to see whether
you’re on the right track toward
accomplishing your retirement goals.
Contact us for answers to your 401(k)
questions or any other financial planning
help you need!

JASON SCHULLER, JD, AIF® SVP | WEALTH & FIDUCIARY DIVISION MANAGER AND ASSOCIATE FIDUCIARY LEGAL COUNSEL

HOW TO AVOID
FAMILY CONFLICT
WHEN PASSING
DOWN YOUR

Vacation Home

It might be difficult to imagine that a lake or
vacation home – so often places of family
closeness and magical memories – could
cause a rift in the family. Unfortunately,
we’ve seen that scenario play out time and
time again when families fail to implement
a succession plan for the home – or
communicate that plan to their children
and grandchildren.

LLC

An LLC can offer some creditor protection
and is a better option when there is a
chance property management might be
involved (if you plan to rent out the home).
However, LLC membership units are
probate assets, unless they are owned in
the name of a trust.

Trust

With a trust, you avoid probate, and
your estate planning lawyer can draft
specific terms in the trust pertaining to the
property, including its management and
succession, based on the family’s wishes.
This can be a good option when there are
no plans to rent out the home.

In fact, the asset that creates the
most consternation for a family to
pass along to the next generation
is often the family vacation home –
whether it's a cabin, beach condo or
winter vacation home.

Some families opt to fund the LLC or trust
with an endowment, so that money can
help pay for repairs. If you want to make
sure your kids have “skin in the game,” you
can have them contribute financially toward
that fund. You can also do both.

Consider, for example, if you have one
child who always takes care of the repairs
and upkeep, but doesn’t have enough
money to buy the property from your
estate. What happens when children –
or even adult grandchildren – start arguing
over scheduling, regular upkeep and
major repairs?

Another option is to purchase a
survivorship life insurance policy, which
provides money to fund an endowment, so
those dollars can be invested and generate
income to pay for repairs and upkeep.
The funds could even be used to buy
out a family member who does not want
ownership in the property.

A succession plan allows you to answer
those questions before they become
problems your family has to figure out
when you’re no longer around. There are
two main methods families typically use
to craft a successful succession plan for
a vacation home: a limited liability company
(LLC) or a trust.

The most important part of these
agreements – before they’re even
written – is that there is frequent, clear
communication among all involved adult
family members (including in-laws) and
that the details are well-defined while the
current property owner is still living.

A good first step is to hold a family meeting
– possibly with your lawyer and financial
advisor – to find out who is even interested
in the property. If everyone wants it, the
next step is to build a succession plan,
making sure to answer questions such as:

•
•

How will scheduling be handled?

•

Who will check on the property in
the off-season?

•

Which tasks do you hire someone
to do?

•

How will rentals be managed
(if applicable)?

•

What are the rules regarding
visitors (think: young adult
grandchildren and their friends or
non-family member use)?

•

How are maintenance and repairs
paid and by whom?

•

What happens when one family
member no longer wants to use
or have ownership interest in
the property?

•

How will the property be sold and
proceeds distributed?

•

Can the LLC members or
trust beneficiaries purchase
adjacent property?

Who will open and close the
property (if it’s a seasonal home)?

If you want to keep the home in the
family, it’s important to make sure
there’s enough liquidity to maintain
the property and pay estate taxes, if
applicable. Otherwise, it may have to
be sold, and it’s not always possible to
sell before the taxes have to be paid.

When families delay these
conversations or do nothing,
what ultimately can happen is the
property needs to be sold or a rift
develops between family members
because they can’t figure out
how to amicably share the home.
People often have different earning
capacity and different ideas of how
the home should be managed.
One of the biggest challenges happens
when parents die and leave a vacation
property split evenly between their
children. Common ownership without
structure or rules can be a complicated
issue to solve without an agreement in
place ahead of time.
Involving lawyers and financial
advisors at some point in the process
is crucial, so lawyers can draft a plan
that makes sense for all of the heirs,
and a financial advisor can handle any
endowment that might be created.
Passing down a family vacation home
can be complicated, but we’re here
to help. Contact Bell Bank Wealth
Management to make sure you have
a solid succession plan in place.

The more communication that can take
place, the more successful a succession
plan is likely to be.
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I’ve found it’s the people and
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made this a meaningful career.”
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planning and teaching his team members
the ropes.
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like to think,” Matt comments.

“It was exciting to earn that designation,
confirming my commitment to financial
planning and giving advice to clients that is
in their best interest,” Matt remarks.

After graduation, Matt worked as a fulltime teller for a bit before becoming a
customer service representative. As he
continued to climb the banking ladder,
he learned how much he appreciated the
relationship-building aspect of working
in finance. He especially enjoyed helping
people solve difficult financial problems.

Matt often works with clients who
are starting to seriously think about
retirement and want to make sure they’re
on track and have saved enough – as
well as younger professionals with high
incomes who might need some help with
their investments.

As more and more wealth management
advisors started referring clients to
Matt for their banking matters, he
became increasingly interested in wealth
management. When a position as a trust
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2013, he took it, diving head-first into the
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“We offer that added level of assistance,
advice and service to help clients reach
the next level in the best possible way,”
Matt explains.
Matt likens the importance of financial
planning to using a map when you’re out
on the road.
“A financial plan shows you where you are,
where you want to go, and everything you
can do to make sure you ultimately reach
your destination,” Matt explains. “It’s never
too early – or too late – to form a financial
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recognized for. It’s pretty surreal,”
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nominated me, and it means a lot
that they see the good, honest,
hard work I do on behalf of the
bank and our clients.”
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the types of planning services Bell
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How, When &
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YOUR
401(K)
PLAN

Employer-sponsored with tax incentives, a
401(k) plan can be a great tool to help you
save money for retirement.
When you change jobs, whether you’re
laid off or leave voluntarily, it’s important to
devise a strategy for your 401(k) plan. It’s
not uncommon for people to have multiple
401(k) plans, but from an investment
management standpoint, it can be easier
to keep track of your plan and make sure
your investment allocation is appropriate
for your situation if you simplify and
consolidate your 401(k) plans into one.
Most retirement plans allow you to roll
over dollars from past employers. A 401(k)
rollover is a great way to keep your plan
simplified and uniform. It could also help
cut down on possible fees, and it gives you
one point of contact for any questions you
may have.

To help streamline the process, we’ve
answered three of the most commonly
asked 401(k) questions:

1.

How Do I Roll Over My 401(k) Plan?

When you start the onboarding process
with a new employer, your human
resources team or new retirement plan
provider can walk you through the steps –
including filling out the proper paperwork –
to roll your old plan into your new one.

2.

When Should I Roll Over
My 401(k) Plan?

As soon as your start, your new employer
generally allows you to roll your former
plan into your new one.

3.

How Do I Avoid Paying Taxes
on a 401(k) Rollover?

There could be potential tax consequences
if you try to move your 401(k) plan yourself.
A plan provider can help ensure you don’t
have to pay taxes or penalties on a rollover.
Keeping multiple 401(k) plans in too many
locations can make it easy to forget about
one – and it makes it harder to see whether
you’re on the right track toward
accomplishing your retirement goals.
Contact us for answers to your 401(k)
questions or any other financial planning
help you need!
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Vacation Home

It might be difficult to imagine that a lake or
vacation home – so often places of family
closeness and magical memories – could
cause a rift in the family. Unfortunately,
we’ve seen that scenario play out time and
time again when families fail to implement
a succession plan for the home – or
communicate that plan to their children
and grandchildren.

LLC

An LLC can offer some creditor protection
and is a better option when there is a
chance property management might be
involved (if you plan to rent out the home).
However, LLC membership units are
probate assets, unless they are owned in
the name of a trust.

Trust

With a trust, you avoid probate, and
your estate planning lawyer can draft
specific terms in the trust pertaining to the
property, including its management and
succession, based on the family’s wishes.
This can be a good option when there are
no plans to rent out the home.

In fact, the asset that creates the
most consternation for a family to
pass along to the next generation
is often the family vacation home –
whether it's a cabin, beach condo or
winter vacation home.

Some families opt to fund the LLC or trust
with an endowment, so that money can
help pay for repairs. If you want to make
sure your kids have “skin in the game,” you
can have them contribute financially toward
that fund. You can also do both.

Consider, for example, if you have one
child who always takes care of the repairs
and upkeep, but doesn’t have enough
money to buy the property from your
estate. What happens when children –
or even adult grandchildren – start arguing
over scheduling, regular upkeep and
major repairs?

Another option is to purchase a
survivorship life insurance policy, which
provides money to fund an endowment, so
those dollars can be invested and generate
income to pay for repairs and upkeep.
The funds could even be used to buy
out a family member who does not want
ownership in the property.
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those questions before they become
problems your family has to figure out
when you’re no longer around. There are
two main methods families typically use
to craft a successful succession plan for
a vacation home: a limited liability company
(LLC) or a trust.

The most important part of these
agreements – before they’re even
written – is that there is frequent, clear
communication among all involved adult
family members (including in-laws) and
that the details are well-defined while the
current property owner is still living.

A good first step is to hold a family meeting
– possibly with your lawyer and financial
advisor – to find out who is even interested
in the property. If everyone wants it, the
next step is to build a succession plan,
making sure to answer questions such as:

•
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How will scheduling be handled?

•

Who will check on the property in
the off-season?

•

Which tasks do you hire someone
to do?
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How will rentals be managed
(if applicable)?
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What are the rules regarding
visitors (think: young adult
grandchildren and their friends or
non-family member use)?

•

How are maintenance and repairs
paid and by whom?

•

What happens when one family
member no longer wants to use
or have ownership interest in
the property?

•

How will the property be sold and
proceeds distributed?

•

Can the LLC members or
trust beneficiaries purchase
adjacent property?

Who will open and close the
property (if it’s a seasonal home)?

If you want to keep the home in the
family, it’s important to make sure
there’s enough liquidity to maintain
the property and pay estate taxes, if
applicable. Otherwise, it may have to
be sold, and it’s not always possible to
sell before the taxes have to be paid.

When families delay these
conversations or do nothing,
what ultimately can happen is the
property needs to be sold or a rift
develops between family members
because they can’t figure out
how to amicably share the home.
People often have different earning
capacity and different ideas of how
the home should be managed.
One of the biggest challenges happens
when parents die and leave a vacation
property split evenly between their
children. Common ownership without
structure or rules can be a complicated
issue to solve without an agreement in
place ahead of time.
Involving lawyers and financial
advisors at some point in the process
is crucial, so lawyers can draft a plan
that makes sense for all of the heirs,
and a financial advisor can handle any
endowment that might be created.
Passing down a family vacation home
can be complicated, but we’re here
to help. Contact Bell Bank Wealth
Management to make sure you have
a solid succession plan in place.

The more communication that can take
place, the more successful a succession
plan is likely to be.
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where Matt majored in accounting and
minored in economics, he started working
as a part-time Bell Bank teller. That job
would take Matt down an unexpected, yet

“

It seemed Matt had found his calling, so
when the opportunity arose for him to
grow and challenge himself by earning
his Certified Financial Planner™ (CFP®)
designation, he pursued it. Dividing his
work between assisting advisors and
helping with financial planning, Matt
honed his expertise in analyzing data and
compiling reports and presentations for
advisors and clients.

“

I truly love helping people with their
finances by giving them a roadmap
of where they’re at, where they’re
trying to go and how we can help
them get there,” Matt says. “I still
love working with numbers, but
as my career has progressed,
I’ve found it’s the people and
relationships that have really
made this a meaningful career.”

plan. When you’re young, you might not
be thinking about retirement, but your
decisions do impact it. Even once you’ve
retired, a financial plan can help you with
spending decisions as well as how to leave
a legacy for your loved ones.”
This year, he’s also taken on a new role –
leading the financial planning team. While
he continues to work on building financial
plans, meeting with clients, reviewing their
results and making recommendations,
Matt is taking his passion for financial
planning and teaching his team members
the ropes.
To further affirm that Matt is on the right
career path, the American Bankers
Association honored him with a
national “40 Under 40” award in wealth
management for being “committed to
the highest standards of achievement”

I am a firm believer that we don’t have as much control of our path in life as we might like to think.

incredibly fulfilling, path toward a career
that enables him to put his math and
teaching skills to work helping people map
out their financial futures.

In May of 2016, he received his CFP
certification, changed titles, moved offices
and never looked back.

“I am a firm believer that we don’t have as
much control of our path in life as we might
like to think,” Matt comments.

“It was exciting to earn that designation,
confirming my commitment to financial
planning and giving advice to clients that is
in their best interest,” Matt remarks.

After graduation, Matt worked as a fulltime teller for a bit before becoming a
customer service representative. As he
continued to climb the banking ladder,
he learned how much he appreciated the
relationship-building aspect of working
in finance. He especially enjoyed helping
people solve difficult financial problems.

Matt often works with clients who
are starting to seriously think about
retirement and want to make sure they’re
on track and have saved enough – as
well as younger professionals with high
incomes who might need some help with
their investments.

As more and more wealth management
advisors started referring clients to
Matt for their banking matters, he
became increasingly interested in wealth
management. When a position as a trust
specialist opened up in December of
2013, he took it, diving head-first into the
operational and administrative side of
supporting clients and advisors.
“What I had learned in customer service
really helped me in working with wealth
management clients,” Matt notes.
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“We offer that added level of assistance,
advice and service to help clients reach
the next level in the best possible way,”
Matt explains.
Matt likens the importance of financial
planning to using a map when you’re out
on the road.
“A financial plan shows you where you are,
where you want to go, and everything you
can do to make sure you ultimately reach
your destination,” Matt explains. “It’s never
too early – or too late – to form a financial

at work and in his community. Judging
criteria included academic training, client
relationship management and community
and professional service.

“		

I never imagined my work
would be something I would be
recognized for. It’s pretty surreal,”
Matt remarks. “My peers at Bell
nominated me, and it means a lot
that they see the good, honest,
hard work I do on behalf of the
bank and our clients.”

To discuss financial planning and
the types of planning services Bell
Bank Wealth Management offers,
contact Matt at 701.451.3059 or
mbushard@bell.bank.

MATT BUSHARD, CFP® VP | SENIOR WEALTH MANAGEMENT ADVISOR

How, When &
Why to Roll Over

YOUR
401(K)
PLAN

Employer-sponsored with tax incentives, a
401(k) plan can be a great tool to help you
save money for retirement.
When you change jobs, whether you’re
laid off or leave voluntarily, it’s important to
devise a strategy for your 401(k) plan. It’s
not uncommon for people to have multiple
401(k) plans, but from an investment
management standpoint, it can be easier
to keep track of your plan and make sure
your investment allocation is appropriate
for your situation if you simplify and
consolidate your 401(k) plans into one.
Most retirement plans allow you to roll
over dollars from past employers. A 401(k)
rollover is a great way to keep your plan
simplified and uniform. It could also help
cut down on possible fees, and it gives you
one point of contact for any questions you
may have.

To help streamline the process, we’ve
answered three of the most commonly
asked 401(k) questions:

1.

How Do I Roll Over My 401(k) Plan?

When you start the onboarding process
with a new employer, your human
resources team or new retirement plan
provider can walk you through the steps –
including filling out the proper paperwork –
to roll your old plan into your new one.

2.

When Should I Roll Over
My 401(k) Plan?

As soon as your start, your new employer
generally allows you to roll your former
plan into your new one.

3.

How Do I Avoid Paying Taxes
on a 401(k) Rollover?

There could be potential tax consequences
if you try to move your 401(k) plan yourself.
A plan provider can help ensure you don’t
have to pay taxes or penalties on a rollover.
Keeping multiple 401(k) plans in too many
locations can make it easy to forget about
one – and it makes it harder to see whether
you’re on the right track toward
accomplishing your retirement goals.
Contact us for answers to your 401(k)
questions or any other financial planning
help you need!

JASON SCHULLER, JD, AIF® SVP | WEALTH & FIDUCIARY DIVISION MANAGER AND ASSOCIATE FIDUCIARY LEGAL COUNSEL

HOW TO AVOID
FAMILY CONFLICT
WHEN PASSING
DOWN YOUR

Vacation Home

It might be difficult to imagine that a lake or
vacation home – so often places of family
closeness and magical memories – could
cause a rift in the family. Unfortunately,
we’ve seen that scenario play out time and
time again when families fail to implement
a succession plan for the home – or
communicate that plan to their children
and grandchildren.

LLC

An LLC can offer some creditor protection
and is a better option when there is a
chance property management might be
involved (if you plan to rent out the home).
However, LLC membership units are
probate assets, unless they are owned in
the name of a trust.

Trust

With a trust, you avoid probate, and
your estate planning lawyer can draft
specific terms in the trust pertaining to the
property, including its management and
succession, based on the family’s wishes.
This can be a good option when there are
no plans to rent out the home.

In fact, the asset that creates the
most consternation for a family to
pass along to the next generation
is often the family vacation home –
whether it's a cabin, beach condo or
winter vacation home.

Some families opt to fund the LLC or trust
with an endowment, so that money can
help pay for repairs. If you want to make
sure your kids have “skin in the game,” you
can have them contribute financially toward
that fund. You can also do both.

Consider, for example, if you have one
child who always takes care of the repairs
and upkeep, but doesn’t have enough
money to buy the property from your
estate. What happens when children –
or even adult grandchildren – start arguing
over scheduling, regular upkeep and
major repairs?

Another option is to purchase a
survivorship life insurance policy, which
provides money to fund an endowment, so
those dollars can be invested and generate
income to pay for repairs and upkeep.
The funds could even be used to buy
out a family member who does not want
ownership in the property.

A succession plan allows you to answer
those questions before they become
problems your family has to figure out
when you’re no longer around. There are
two main methods families typically use
to craft a successful succession plan for
a vacation home: a limited liability company
(LLC) or a trust.

The most important part of these
agreements – before they’re even
written – is that there is frequent, clear
communication among all involved adult
family members (including in-laws) and
that the details are well-defined while the
current property owner is still living.

A good first step is to hold a family meeting
– possibly with your lawyer and financial
advisor – to find out who is even interested
in the property. If everyone wants it, the
next step is to build a succession plan,
making sure to answer questions such as:

•
•

How will scheduling be handled?

•

Who will check on the property in
the off-season?

•

Which tasks do you hire someone
to do?

•

How will rentals be managed
(if applicable)?

•

What are the rules regarding
visitors (think: young adult
grandchildren and their friends or
non-family member use)?

•

How are maintenance and repairs
paid and by whom?

•

What happens when one family
member no longer wants to use
or have ownership interest in
the property?

•

How will the property be sold and
proceeds distributed?

•

Can the LLC members or
trust beneficiaries purchase
adjacent property?

Who will open and close the
property (if it’s a seasonal home)?

If you want to keep the home in the
family, it’s important to make sure
there’s enough liquidity to maintain
the property and pay estate taxes, if
applicable. Otherwise, it may have to
be sold, and it’s not always possible to
sell before the taxes have to be paid.

When families delay these
conversations or do nothing,
what ultimately can happen is the
property needs to be sold or a rift
develops between family members
because they can’t figure out
how to amicably share the home.
People often have different earning
capacity and different ideas of how
the home should be managed.
One of the biggest challenges happens
when parents die and leave a vacation
property split evenly between their
children. Common ownership without
structure or rules can be a complicated
issue to solve without an agreement in
place ahead of time.
Involving lawyers and financial
advisors at some point in the process
is crucial, so lawyers can draft a plan
that makes sense for all of the heirs,
and a financial advisor can handle any
endowment that might be created.
Passing down a family vacation home
can be complicated, but we’re here
to help. Contact Bell Bank Wealth
Management to make sure you have
a solid succession plan in place.

The more communication that can take
place, the more successful a succession
plan is likely to be.
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Market Performance

INFLATION &
ECONOMIC
GROWTH
PROSPECTS

Explained

Financial markets appear to be focusing
on inflation prospects – at least for the
near term.
Official Consumer Price Index (CPI)
reports suggest inflation is not a risk,
but we believe consumers experience
higher inflation levels on a day-to-day
basis than reported. That inflation might
not come as direct price increases but
as “rationing,” with consumers unable
to take immediate delivery of products
they purchase and waiting weeks or even
months before final delivery. This form of
inflation is not captured by CPI or personal
consumption expenditures.

In the past, economic slowdowns typically
presented themselves as some sort of
financial or liquidity crisis. This time, the
slowdown was the result of lockdowns and
social distancing to combat the pandemic
– so expect some differences, compared
to past expansions.
While growth accelerates, its direction and
magnitude could be choppy. Economic
scarring has been more evident in some
areas of the economy than others. One
area that surprised many forecasters is
that state tax collections remained more
stable than initially anticipated.

“

Expectations for the direction and magnitude of inflation may be different in the short
term from those down the road – showing more upward emphasis in the near term,
but calming after that. Inflation may be held in check longer term by accelerating
automation and digitization across corporate America, as minimum wage pressure
and lack of skilled labor drive corporations to pursue investments in technology.
Economic growth is expected to be robust
this year. It has been taking hold for the
last couple of months and will become
more evident moving forward.

Despite expected growth, maximum
employment may be a bit elusive this year.
Infrastructure spending may require
workers with a different skill set than those
of workers who remain displaced. This
situation could lead to some degree of
wage inflation.
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Retirement
Retirement is a journey. You set your destination
through goals that are important to you. We are
beside you to provide guidance along the way. Is your
retirement plan right for you? Are you leveraging
strategies to help you maximize Social Security and
other benefits after you retire? Will you have enough
income to do the things you want to do in retirement?
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VP/Senior Retirement
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®

701.451.3033

701.451.3401

701.451.3052

701.451.3083

Our mission is to help you navigate a complex
financial world so you feel comfortable when you
look ahead to your golden years.
Need help with your retirement plan administered by
Bell Bank Wealth Management? Call the retirement
participant service center at 855.225.2355 Monday
through Friday, 7 a.m. - 7 p.m. CT.

As a child in Winona,
Minn., Matt used
to work on his
math homework
after school with
his grandpa –
a successful
businessman.

“Numbers can open
up another world,”
Matt explains. “When
you’re visiting with
clients, and they
tell you about their
financial philosophy,
the truth is always in
the numbers.”

®

2021

701.451.3408

701.451.3086

952.905.5061

VP/Retirement Plan
Consultant

701.451.3410

VP/Retirement
Plan Consultant

701.451.3061

What’s New at Bell

Carson Miller has been
promoted from client service
associate to wealth and
fiduciary advisor. In his new role,
Carson works with clients on
investment accounts, IRAs, trust
administration and other
fiduciary services.
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When Matt Bushard
looks at a number,
it’s not just a figure
on a page. He sees
the start of a story
– a mystery to solve
and a truth to be
revealed the more he
continues to dig.

Not FDIC insured | May lose value | Not financial institution guaranteed   | Not a deposit | Not insured by any federal government agency

Source: Bloomberg
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