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Estate Planning: The Importance of Planning Ahead 
By Sheryl Leonard  

Splitting up a family farm or family busi-

ness is hardly a simple process. 

Families must not only determine how to 

sustain farm or business operations in 

later generations but also how to divide 

the estate equitably among children. This 

gets particularly tricky when some kids 

are working the farm or business and oth-

ers are not. 

However, building out a detailed succes-

sion and estate plan for the family busi-

ness is essential. Families that fail to do so 

put both family harmony and their most 

valuable asset at risk.  

Many people mistakenly believe that es-

tate planning is only necessary for the 

wealthy. In reality, a basic estate plan is 

essential for everyone, regardless of in-

come or net worth, because we all want to 

minimize confusion, unnecessary costs, 

and stress for loved ones after a death. 

And we want to transfer assets in the 

most equitable way possible. 

Without proper preparation and docu-

mentation, assets—like houses, farms, 

retirement plans and savings accounts—

can end up in limbo for years, sometimes 

requiring expensive legal assistance to 

straighten matters out. 

At a minimum, everyone should have an 

up-to-date will or trust.  

Wills are easy to create, but they require 

the distribution of assets to go through 

probate. The probate process often re-

quires a lot of technical paperwork and 

court appearances, and the resulting legal 

and court fees are paid from estate prop-

erty—reducing the amount that’s passed 

on to heirs. 

Trusts usually avoid probate, which helps 

beneficiaries gain access to assets more 

quickly as well as save time and court 

fees. Depending on how it’s structured, a 

trust may also reduce estate taxes owed 

and can protect an estate from heirs’ cred-

itors. 

Estates consist primarily of non-liquid 

assets rather than cash. This is not a prob-

lem unless there is a financial emergency. 

Death equals urgency to our economic 

state! Proper planning should ensure that 

your estate will have enough cash availa-

ble to meet all estate planning needs and 

provide adequate estate liquidity.  

There are a few options to cover 

liquidity deficiency. You can 

establish a specific savings 

fund, perhaps to fund a buy-sell 

agreement, but that takes many 

years to fund. 

You can sell off assets but we all know 

that estate sales equal “bargains”! And 

our goal is transfer assets, not liquefy 

them! 

You can always borrow money or mort-

gage your property. However, this may be 

difficult since the person with the greatest 

expertise to make money and repay the 

debt is gone and taking on more debt may 

be the last thing survivors want to do. 

Life insurance is, hands down, the very 

best way to fund estate liquidity! The pro-

ceeds are there when they are needed, 

regardless of how much time has lapsed. 

And life insurance typically costs less to 

fund than any other method of ensuring 

liquidity.  

Bottom line – With careful planning to 

reduce estate taxes and probate expenses, 

and a life insurance policy to cover your 

estate liquidity need, you can pass your 

estate intact to your heirs.  

Please take time to visit with us here at 

AgCom Insurance Agency. We can help 

you begin to develop your estate or suc-

cession plan. We can’t do it all for you. It 

will require a team of professionals to ful-

ly develop a plan but we can get the ball 

rolling for you. It is our mission to make a 

difference in individual lives by securing 

protection from financial hardship for 

your families, businesses, and property 

due to catastrophic events while providing 

exceptional service. 

Sheryl sheds light on crop & farm 

concerns from a farmer’s 

perspective. AgCom is also a Farm 

Certified Agency for Nationwide Ag.  

Sheryl Leonard sheryl@agcomfinancial.com 

Crop & Farm Expertise 
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I don't know about you, but it seems like 
funerals come in batches... seasons in life 
where my trusty "funeral dress" gets far 
too much wear.  This is one of those times 
for my family.  We have had many occa-
sions to gather to remember the life of 
someone close to us recently.  What an 
incredible time to be together.  What a 
beautiful tradition that our society gathers 
around those missing a loved one.  What a 
gift to celebrate life. 

What an expense!  According to the Na-
tional Funeral Directors Association, the 
median funeral cost $8,508 in 2014.  That's 

just the amount you pay the funeral 
home.  There can also be floral expenses, 
transportation and hotels for traveling fam-
ily, and a whole host of other costs.  Are 
you covered for... Funeral Expenses? 

If you have any type of life insurance in 
place, the answer is yes.  Most funeral 
homes will work with the family to post-
pone payment for their services until life 
insurance proceeds are received.  This is a 
huge relief when you are in the middle of 
making so many decisions in a difficult situ-
ation.  It really takes the pressure off decid-
ing whether to get the casket you know 
Grandma would've chosen over the 

"cheap" option.  It also helps a grieving 
family decide honestly when the 
time is right to return to work.   

If you watch classic re-runs of I Love 
Lucy like I do, you have certainly 
seen a million ads for national life 
insurance companies who insure just 
that:  your funeral expenses.  These 

tiny policies (usually $5,000 or 
$10,000) are designed to get you 

through a tough time for "pennies a 
day".   For some, this is the best option as 
they have been deemed uninsurable due to 
a medical diagnosis.  For most, there are 
better plans.  Even if you are "seasoned", 
there are products that can provide more 
comprehensive protection for an afforda-
ble cost.  If you are younger, getting a poli-
cy in place now can save valuable premium 
dollars and protect your ability to purchase 
life insurance in the future.   

As you gather to celebrate this holiday sea-
son, take time to ask the tough questions 
of yourself and your family to be sure you 
are covered in case of sudden tragedy or a 
peaceful ending.  Although it may seem an 
odd statement, life insurance is a gift.  You 
truly are buying it for those you love.  You 
can even purchase a policy for someone 
else to remove the worry they may leave 
behind. 

May you find peace this season treasuring 

the moments you have with those you 

love. 

Am I Covered for… 

funeral expenses? 
by Cheryl Ellis 

A lifelong learner and insurance 

professional, Cheryl loves to 

research and answer your insurance 

questions. Submit yours anytime. 

Am I Covered For…? 

Cheryl Ellis cheryl@agcomfinancial.com 

Serving Above 

the Rest  

~AgCom   

Insurance 

Ingredients: 
7 Butterfinger candy bars (2.1 ounces each), coarsely chopped 
1 cup butter, softened 
2 large eggs 
3 cups all-purpose flour 
1 teaspoon baking powder 
1/2 teaspoon salt 
27 Reese's mini peanut butter cups 
27 miniature Snickers candy bars 
 
Preheat oven to 375°. Place Butterfinger candy bars in a food pro-
cessor; process until ground. In a large bowl, cream butter and 2 
cups ground candy bars until blended. Beat in eggs. In another 
bowl, whisk flour, baking powder and salt; gradually beat into 
creamed mixture. 

Shape into 1-in. balls; roll in remaining ground candy bars. Place 2 
in. apart on parchment paper-lined baking sheets. Bake 8-10 
minutes or until tops are cracked. 
 
Immediately press a piece of candy into the center of each cookie. 
Cool on pans 2 minutes. Remove to wire racks to cool. Freeze op-
tion: Freeze cookies, layered between waxed paper, in freezer con-
tainers. To use, thaw before serving. Yield: 4-1/2 dozen. 
  
Who can pass up a candy bar? Not my grandchildren! And when 
you are baking cookies with your grandchildren you make what 
they want. Three candy bars, one cookie.  
Enough said! 
 
- Sheryl  

Ultimate Candy Bar Cookies 
Original recipe from tasteofhome.com  

http://www.clipartbest.com/clipart-4TbK8xA7c


GROWING ABOVE THE REST  

Page 4 

Issue #25 

Too often I speak to the challenges facing 

agricultural commodity producers.  I know 

this to be true because my wife tells me.  The 

fact is we have faced significant challenges in 

the Ag world the last three or four years.  

Certainly, operations with a solid land base 

owned and paid for get through these times 

with little stress.  Grain operations on primar-

ily rented ground and carrying substantial 

debt on late model equipment have a differ-

ent outlook.  But there are some operations 

getting through this time frame successfully. 

Livestock oriented operations are showing 

fewer signs of stress than straight grain oper-

ations. With livestock in the operation, there 

is also a notable savings in fertilizer cost.  

Even though 2016 was a price cycle low in 

the cattle markets, most cattle outfits had 

built some wealth in prior years and were 

able to weather some serious losses in 2016 

(assuming they didn’t spend all their previous 

profits).  As is typical, profits return in the 

years following price cycle lows and 2017 has 

been no exception.  Irrational exuberance 

gives way to solid financial management and 

decision making. 

We are seeing steady expansion in the hog 

industry and our part of NW Iowa is a benefi-

ciary of that.  Contract feeding hogs for an 

integrator shows real promise for many folks 

who are capable of providing good husband-

ry for the animals.  We’re seeing some 12 

year feeding contracts being offered that 

provide for solid, stable income streams to 

the producer.  You won’t get rich quick, but 

will have a good revenue source to supple-

ment other income sources. 

Alternative income generating opportunities 

also exist.  Help wanted signs are posted eve-

rywhere I go.  Perhaps some non-farm in-

come for one or both spouses is an option 

and certainly adds to the bottom line.  An 

added advantage is 

merely practical – if 

someone is working 

they aren’t spending 

money or looking for 

things to purchase.   

We generally had good 

yields in Iowa this year; 

some had their best 

yields ever.  Had some 

of those bushels been 

priced last summer for delivery at harvest 

time, profits were achieved.  This is a re-

minder that we get every year, but too few 

listen.  There is always a time frame when 

profitable pricing of commodities is availa-

ble.  Be alert and take advantage of those 

short, positive marketing windows of time. 

Plan your success or you will be assuring 

your failure. 

History does repeat itself.  Profitable times 

will return either because grain prices im-

prove, or costs decline.  When profits do get 

better, many folks will become carefree with 

their spending habits and then will not be 

able to withstand the downturn that inevita-

bly comes.  But, my belief is that as long as 

supply meets or exceeds demand, corn price 

will typically hang in the $3 area.  Other com-

modities will be in comparable price range.   

Currency valuations make a real difference 

also and can dramatically change all com-

modity values in dollars.  As the general US 

economy grows and improves, interest rates 

will rise, and the value of the dollar will in-

crease.  Historically, there seems to be an 

antagonistic relationship between the ag 

economy and the manufacturing-service-

consumer economy.  Seldom do both have 

great times at the same time.  We seem to 

be in an improving economic time for all sec-

tors (except agriculture). The most successful 

ag operations will be cost efficient & diversi-

fied as well as solid marketers.  

The real silver lining in rural America is that 

opportunities exist to diversify and create 

supplemental income streams.  That is an-

other part of history previous generations 

understood.  I’m not suggesting everybody 

should milk some cows, sell some eggs, have 

a few sows and sell fishing worms.  But, op-

portunities to diversify exist and can be 

profitable.   

A leader in agricultural and 

commercial lending, Mark 

shares his perspective on the 

current markets and trends. 

Banking News 

Mark Leonard mark@agcomfinancial.com 

Silver Linings 
by Mark Leonard 

take advantage 

of those short, 

positive 

marketing 

windows  


