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How Can You Suggest Someone Talk to 
Parents About Finances?
If a friend has dealt with a tough situation like a 
parent dying or becoming incapacitated, that can 
provide you with a reason. Another option is to 
explain that you read an article that suggested 
it’s important to talk to your parents about these 
decisions while they are mentally sharp.

What Are the Three Most Important 
Things You Need to Have in Place for 
Your Parents?
You need to have them create a living will concerning 
life support decisions, a health care proxy to manage 
health care decisions if needed. It’s also important to 
have a durable power of attorney in which you are 
named so that you can make financial decisions on 
their behalf if they become incapacitated.

What if You Find Out That Your Parents 
Will Need Help?
Open communication is important. Sometimes the 
options your parents want are disproportionate 
to their financial means and the siblings’ time 
availability. It’s also helpful to get a third-party 
assessment; having a qualified outside person 
involved can provide a neutral unemotional facilitator.

Switching to Children, How Can You 
Prepare the Next Generation for 
Inheriting Money so They Don’t Become 
“Trust Fund Darlings?”
Consult both your wealth advisor and your tax 
professional very early in the process. Planning 
can be crucial during this transition. You’ll need to 
determine how much of the proceeds you’ll receive 
and how much you’ll owe in taxes, especially if 
you have reached a higher tax bracket. Having an 
estimate of what proceeds are yours to keep can 
eliminate emotions and an unexpected tax problem.

How Can Parents Prepare Children for 
the Responsibilities That Go Along With 
Managing Wealth or a Family Business?
One of the best ways to introduce children to a family 
business is to enlist him or her to serve as an intern 
in the business or in another family’s business. It’s 
also beneficial to help children secure a shorter, job-
shadowing experience with a trusted adviser of the 
family business. Sometimes a child’s greatest learning 
comes from failing. As parents, we just have to avoid 
enabling or rescuing our children when that happens.

Boomers Often 
Manage Family 
Finances

Baby boomers often have frequent financial worries, including how to manage their 
parents’ financial affairs while also gifting money to their children. Here are some 
answers to common questions on the topic.
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This piece is limited to the dissemination of general information pertaining to Mariner Wealth Advisors’ investment advisory services. The 
views expressed are for commentary purposes only and do not take into account any individual personal, financial, or tax considerations. 
As such, the information contained herein is not intended to be personal legal, investment or tax advice or a solicitation to buy or sell any 
security or engage in a particular investment strategy. Nothing herein should be relied upon as such, and there is no guarantee that any 
claims made will come to pass.
Some services listed in this piece are provided by affiliates of MWA and are subject to additional fees. Additional fees may also apply for 
tax planning and preparation services.
Mariner Wealth Advisors (“MWA”) is an SEC registered investment adviser. Registration of an investment adviser does not imply a certain 
level of skill or training. MWA is in compliance with the current notice filing requirements imposed upon registered investment advisers 
by those states in which MWA maintains clients. MWA may only transact business in those states in which it is notice filed, or qualifies for 
an exemption or exclusion from notice filing requirements. Any subsequent, direct communication by MWA with a prospective client shall 
be conducted by a representative that is either registered or qualifies for an exemption or exclusion from registration in the state where 
the prospective client resides. For additional information about MWA, including fees and services, please contact MWA or refer to the 
Investment Adviser Public Disclosure website (www.adviserinfo.sec.gov). Please read the disclosure statement carefully before you invest 
or send money.
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