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Have you heard the tale of the two Brocks? One was an NFL quarterback, the other a financial professional. 
Both reached MVP status by stepping up in unexpected situations.

Brock Purdy is probably a name you’re familiar with. He was the very last pick in the NFL’s 2022 draft, but 
unexpected injuries vaulted him into the starting quarterback position for the San Francisco 49ers. He 
stepped up for his team and quickly went from “irrelevant” to MVP-level status.1

Coincidentally, another Brock, this time a financial professional, also stepped up into MVP status. His 
client’s family unexpectedly found themselves in a situation where their father had suffered a stroke and 
was unable to speak at the time. The family had no idea what financial prep work had already been done 
or where to start, but Brock was ready to help. 

You can “be like Brock” too. We’re offering a toolkit packed full of resources to help you and your clients 
proactively prepare for unexpected life events. The Preparing Clients and Families for the Future Toolkit 
includes 10 valuable guides addressing many of the most common issues facing clients as they grow older.

BEST OF ALL: It’s all FREE … compliments of Sammons Retirement Solutions.

Step into your MVP status
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Preparing Client Families 
for the Future
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MELISSA SCHEUERMAN, VP  |  Midland Retirement Distributors

I’m leaning into being “more like Brock,”

 
Unfortunately—when everything happened—Molly’s dad wasn’t able to speak up for himself and his kids 

Brock based on a note sent in a card.
“I’m so sorry to hear about what happened to your dad. If you need help with anything or 

 
Molly reached out to Brock and he helped the family get out of the maze. He showed them where their 

dad’s accounts were. He helped them track down his insurance so they knew what would—and wouldn’t—be 

covered. He shared contacts to help them understand what they needed to do to make the most of his savings in 

that situation.

 
and understand the various accounts their parents had set up like pensions, bank accounts, and annuities. Then 

he connected Molly’s family with experts like an accountant and an estate attorney who could give them answers 

to help them sort out their next steps. He didn’t need to do all this. But he did it because it was the right thing to 

do. And Molly hasn’t stopped raving about how amazing Brock was when her family needed him.

 
It just makes sense for us all to be “more like brock” and to do the right thing by our clients by helping 

them make plans for life’s curveballs. And at the same time build a network of accountants, legal experts, and 

other professionals that we can send clients to if they’re facing challenging situations.

Melissa

As independent financial professionals, it is up to you to choose whether any of the sales concepts contained in these materials might be appropriate 

for use with your particular sales strategy and clients. Please note that Midland Retirement Distributors® does not require you to use any of these 

sales concepts; they are resources that can be used at your option for your own individualized sales presentations if appropriate for the particular 

client and circumstances.
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 Sometimes it’s easy to get caught up in selling financial products … but forget why we got into the 

business in the first place. The story of “Brock” clearly illustrates how important it is to get back to the basics 

when it comes to taking care of our clients.

 It means focusing on what your clients need when they’re in heart-wrenching situations, but also, helping 

them organize their financial documents now, so that their loved ones have peace of mind for the future. And 

also, making sure you’re set up to deliver a higher level of service—whether it’s from you or a network that you 

trust to help your clients through troubling times. 

All the best,

THE CASE FOR “BEING LIKE BROCK”

Military 

service

Married

Divorced

Widowed

Born 
outside 

U.S.

Federal 

government 

employee

Service #:                 Date of entry into active duty:     /   /    

Date of separation:     /   /      Place of separation:   

Location of certified discharge papers:   

The answer may be “yes” if you fall into one of the categories below. Once you’ve located your additional documents, fill in 

the information below and check the box next to the applicable category to confirm it’s complete. Then place any applicable 

documents with your other important papers to help your loved ones know where to find everything.

Verify your Electronic Official Personnel Folder (eOPF)2 is up to date and includes all service 

times from all jobs.

Date verified:     /   /    

Date of marriage:     /   /    

Location of marriage certificate:   

Date of spouse’s death:     /   /    

Location of certified death certificate:   

Date became U.S. citizen:     /   /    

Location of naturalization certificate 

or proof of U.S. citizenship:   

Date divorce finalized:     /   /    

Location of divorce decree:   

If your separation date was after 1/1/1950, this information can be found in DD Form 214 (Certificate of 

Release or Discharge from Active Duty).1

Upon verification, consider saving a copy of your eOPF to your computer or print a copy for your files.

NOTE: If married more than once, include information for all marriages.

NOTE: If widowed more than once, include information for each spouse.

IMPORTANT: Keep a copy of your marriage certificate AND your divorce decree. It’s also important to update 

beneficiary information for insurance and financial accounts. If you’ve been married/divorced more than once, 

include information for each one.

Documents to prove naturalization or U.S. citizenship include: Form N-550 – Certificate of Naturalization,3 

Form N-560 – Certificate of Citizenship,4 or Form FS-240 – Report of Birth Abroad of United States Citizen.5

Does your personal situation require keeping track of 

additional information?

CO
M

PLETED
  ADDITIONAL 

DOCUMENT 

REQUIREMENTS IF YOU:

Why should you organize 

this additional information?

If anything happens to you and you’re unable to 

speak for yourself, these additional documents 

might be needed for your loved ones to help 

you access the benefits you’ve earned.

Plus, depending on your family circumstances, 

this additional documentation can also help 

provide clarity regarding your final wishes.

Served in the 

military

Have been married

Have ever been 

divorced

Were widowed

Were born outside 

of the U.S.

Worked for the 

federal government

1   “DD Form 214, Discharge Papers and Separation Document,” archives.gov. Viewed April 

12, 2023, at https://www.archives.gov/personnel-records-center/dd-214

2  “Electronic Official Personnel Folder (eOPF) Information,” commerce.gov. Viewed April 

12, 2023, at https://www.commerce.gov/hr/hccs/services/eopf

3  “USCIS Redesigns Citizenship and Naturalization Certificates,” uscis.gov. Viewed April 12, 

2023, at https://www.uscis.gov/archive/uscis-redesigns-citizenship-and-naturalization-

certificates

4  “Certificate of Citizenship,” law.cornell.edu. Viewed April 12, 2023, at https://www.law.

cornell.edu/wex/certificate_of_citizenship

5  “How to Replace or Amend a Consular Report of Birth Abroad (CRBA),” travel.state.

gov. Viewed April 12, 2023, at https://travel.state.gov/content/travel/en/records-and-

authentications/requesting-a-vital-record-as-a-u-s--citizen/replace-amend-CRBA.html
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Questions to Start Your 

Family Conversation

Questions to Start a 

Family Conversation

Dealing with decisions on aging can be a difficult topic. These questions 

can form a helpful framework to give you a better picture of areas 

where additional planning might be beneficial.

Once you’ve written down your answers, they can help you focus 

on additional conversations you might need to have with family 

members or financial professionals.

Making decisions for the future is complex. Ask yourself these 

questions to help identify critical topics as you age. Use your 

answers as a guideline to help frame conversations with your 

family and financial professionals.
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Questions 

to Ask Yourself 

As You AgeBrought to you by:
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Brought to you by:

Why It’s So Important to Create 

Your Key Documents Right Away

Planning for your future care can be a big 

job. Financial considerations and your 

health situation can bring many nuances 

into your family conversation.

But for many people, three documents 

form the foundation of their plans:

•  a will

•  Power of Attorney designations

•  a living will/advance health care 

directive

If you haven’t set up these documents, make 

it a priority to finalize them right away.

Your will, Power of Attorney designations, and living will/health care directives 

can be critical to helping the ones you love during times when you suddenly can’t 

speak for yourself. That’s why creating these key documents is such a priority.

Even if it’s not practical to finish all three today, it makes sense to map out a game 

plan to finalize each document in the coming weeks and months.

Of course, any decisions you make today can always be updated later. But many 

families would agree that having the foundation created by these important 

documents has made a world of difference during times of crisis.

3 Key Documents

to Anchor Your Future Plans

DDIIDD  YYOOUU  KKNNOOWW??
DID YOU KNOW?

Important topics to discuss with your family

It’s never too early to start talking to your family. 

Conversations covering topics like organ donation, your 

preferences when it comes to burial or cremation, how you’d 

like to handle certain assets, and whether you’ve set up 

specific documents can be a smart way to let your loved ones 

know how you’re thinking about certain situations—so they’re 

not caught off guard if something suddenly happens to you.

State regulations can vary widely when 

it comes to wills, Power of Attorney 

documents, and living wills and 

advance care directives. Work with a 

local attorney or follow the state directions 

contained in online forms to be sure you’re 

meeting requirements for your state. Making 

assumptions on these key documents can 

lead to significant confusion if your family 

discovers that your state doesn’t recognize the 

forms you set up as valid.

The person named as executor 

of your estate in your will is not 

necessarily the person with your 

Financial Power of Attorney (for 

decisions while you’re living)—unless 

you specifically designate them in 

that way. It’s a smart plan to detail who 

you want handling your financial, medical 

and estate decisions in writing to help 

avoid confusion for your loved ones during 

a stressful and emotional time.

In some states, the person designated as your 

Medical Power of Attorney cannot begin making 

decisions on your behalf without a letter from 

your doctor stating that you’re unable to make 

those decisions. One way to help smooth that 

transition is to share your Medical Power of Attorney 

and living will/advance health care directive documents 

with your personal physician so they’re aware of your 

intentions. Then, if something happened to you, they 

would already be up to speed on the medical care you’d 

want … and what you would not want.

Many people approach long-term care planning like an ostrich ... 

ignoring the issues with their head placed firmly in the ground.  

But a better approach is to think like an owl ... looking at long-term 

care from all the angles so you can make wise decisions based on 

knowledge of your own personal and financial situation. 

The first step is understanding what long-term care is—and isn’t. 

Too many people picture only the worst-case scenario: sitting alone 

in an underwhelming nursing home. As a result, they often switch to 

ostrich mode.

Does thinking about 
long-term care leave 

you a little freaked out?

PLEASE DON’T BURY YOUR HEAD IN THE GROUND.

D
o you w

ant to be the O
strich? O

r the O
w

l?

  Home equity line of credit (HELOC) – For many Americans, their home 

is their largest asset. That makes HELOCs an attractive option to pay for 

long-term care because they’re an easy way to access money for that care. 

In general, you can access as much as 80% of the equity in your home—to 

spend however you want. Plus, HELOCs give you more flexibility in terms 

of withdrawing money and when you need to pay them off. As an added 

bonus, interest paid on a HELOC can be tax deductible. 2

THIS IS IMPORTANT: The homeowner does not need to reside in the 

home during the HELOC. This can bring significant flexibility. Plus, if you 

need to sell your home to move into a care facility, a HELOC can be an easy-

to-use tool to help bridge the time between selling the home and any closing 

costs you may have.  Reverse mortgages – This is another way to take advantage of the 

financial capital you’ve built up in your home. When you set up a reverse 

mortgage, you’re essentially getting a loan that can help you pay for updates 

to your home, home care, or premiums for long-term care coverage.

However, there are important considerations to keep in mind. While the 

homeowner cannot be forced out of their home, if the homeowner lives 

outside the home (perhaps in a nursing home) for 12 months, the loan 

would be due. Imagine a scenario where the house was in both spouses’ 

names. If one spouse was in a nursing home and the other spouse passed 

away, the loan would be due within one year.  

Also, closing costs on reverse mortgages can be much higher than those for 

HELOCs.
  Life insurance or annuities – Many companies have developed life 

insurance or annuity products that feature options to help pay for long-term 

care expenses. These products could be a good way to help you continue 

saving for the future with the flexibility of accessing your money if it’s 

needed later for long-term care costs.

If you have existing life insurance policies, another option might be selling 

that policy to a settlement company. The amount of money you would 

receive depends on your age and health status.  

  Long-term care insurance – Approximately 30 years ago, long-term care 

insurance was popular. But unfortunately, many companies underestimated 

the cost of claims which led to significant rate increases. Many companies, 

in fact, stopped selling this type of coverage. However, regulators 

implemented a wide range of consumer protections in 1993 to help protect 

Americans against these situations.

Taking the Fear Out Of Long-Term Care Planning

OSTRICH vs OWL:

Don’t be the ostrich when you’re 

planning for long-term care

Smart Strategies to 
Help You Take the 

Fear Out of Planning 
for Long-Term Care 

Expenses

1 “Getting Long-Term Care Planning Right: Smart Approaches for People at All Stages.” Horsesmouth, LLC., copyright 2022.

2 “How to Pay for Long-Term Care: 8 Strategies.” Authors: Tammy Ward and Ed Friderici. Horsesmouth, LLC., copyright 2022. 
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Even the savviest investors worry about the cost of long-term care. But 

putting your head in the sand won’t help you—or your family.

That’s why it’s important to be the owl in the situation … so you and your 

loved ones have a smart strategy for facing whatever life brings.

While not all options may be right for you, it’s important to talk 

with your team of professionals about strategies that could best 

fit your future needs.

Brought to you by:

7 Steps to Build a 

Successful Estate Plan

Smart Planning Today Can Help You Focus More on Your Family Tomorrow

Setting up a successful estate plan can seem 

challenging. It can be hard to sort out who gets what 

and decide which types of care you might want in 

the future. 

But these seven steps can help you confidently put 

together an estate plan that’s a solid reflection of 

everything you’ve worked so hard to build for your 

loved ones.

And then you can relax … knowing you’ve got a 

roadmap to help guide your family through whatever 

tomorrow may bring.

STEP 7: Set up a schedule to continue monitoring and updating

Have questions about getting started on your estate plan?

Your financial professional can be a good starting point and can often recommend 

local legal or accounting professionals to help you handle more challenging situations.

The term financial professional is not intended to imply engagement in an advisory business in which compensation is not related to sales. Financial professionals that are insurance licensed will be paid a commission on the sale of 

an insurance product.
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Once you’ve accomplished the heavy lifting of setting up a comprehensive estate plan, you can relax and 

focus on spending time with the people you love.  

Just make sure you’ve also scheduled regular review meetings with your financial and legal professionals—

many recommend doing this every few years—to stay on top of any changes to your family or estate situation.

7 Steps to Build a 

Successful Estate Plan

Smart Planning Today Can Help You Focus More on Your Family Tomorrow

Setting up a successful estate plan can seem 

challenging. It can be hard to sort out who gets what 

and decide which types of care you might want in 

the future. 

But these seven steps can help you confidently put 

together an estate plan that’s a solid reflection of 

everything you’ve worked so hard to build for your 

loved ones.

And then you can relax … knowing you’ve got a 

roadmap to help guide your family through whatever 

tomorrow may bring.

STEP 7: Set up a schedule to continue monitoring and updating

Have questions about getting started on your estate plan?

Your financial professional can be a good starting point and can often recommend 

local legal or accounting professionals to help you handle more challenging situations.
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Once you’ve accomplished the heavy lifting of setting up a comprehensive estate plan, you can relax and 

focus on spending time with the people you love.  

Just make sure you’ve also scheduled regular review meetings with your financial and legal professionals—

many recommend doing this every few years—to stay on top of any changes to your family or estate situation.

FAMILY MONEY MEETINGS:3 Steps to Bring Generations Together
You’ve worked hard to build a solid relationship with your client—and their spouse.

But taking it to the next level can be one of the most commonly overlooked areas in financial planning. 

Setting up family money meetings to help bring the next generation up to speed on family finances 

is an important way to enhance the service you provide. 

Most families have texting or email groups or they might get together over Zoom to decide 

vacation plans. If a family member has a problem, there might be a family meeting to 

see how everyone can help out. But when it comes to money—perhaps the most sensitive topic of all—too 

many families go silent. And as their financial professional, it can be 

critically important for you to help them break that silence.

How Often Should You Host Family Money Meetings?

How Family Money Meetings Help 
Your Clients and the Rest of Their Family:

Many financial professionals set up two approaches for family money meetings. For mid-tier clients, annual or bi-annual 

family meetings can help bring family members together and allow you to introduce yourself to extended family members 

so they know who to call with questions.
For higher-tier clients, quarterly family meetings can help secure alignment on goals and help family members understand 

their roles within the evolving family money dynamic.

Regardless of how often you host family money meetings, they’re a smart way to help deliver service that goes the extra 

mile for your valued clients … and helps them prepare the next generation for their financial future.

• These meetings can help each generation understand how their family plans to create 

legacies and set up financial plans. 
• They can help family members understand exactly what retirement funds are projected to 

cover and what plans have been made for possible long-term care needs.

• They’re a smart way to teach younger generations about money.  

• And they can be critical in times of personal crisis—because they show family members 

where to go for help when things go wrong.
At the end of the day, family money meetings are focused on making sure families proactively face their money 

situation. They can also be an ideal setting to help the next generation understand what’s happening to their parents’ 

money … and get adult children focused on strategies they should be implementing for their own savings.

Looking for more ways to build lasting relationships with your clients and their family?

Give us a call at 833-451-7692 to discuss new ideas. As independent financial professionals, it is up to you to choose whether any of the sales concepts contained in these materials might be appropriate for use with your 

particular sales strategy and clients. Please note that Midland Retirement Distributors® does not require you to use any of these sales concepts; they are resources that 

can be used at your option for your own individualized sales presentations if appropriate for the particular client and circumstances.

You must be a Registered Representative and your Broker/Dealer must have an agreement with Sammons Institutional Group®, Inc. in order to receive materials.
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vacation plans. If a family member has a problem, there might be a family meeting to 

see how everyone can help out. But when it comes to money—perhaps the most sensitive topic of all—too 

many families go silent. And as their financial professional, it can be 

critically important for you to help them break that silence.

How Often Should You Host Family Money Meetings?

How Family Money Meetings Help 
Your Clients and the Rest of Their Family:

Many financial professionals set up two approaches for family money meetings. For mid-tier clients, annual or bi-annual 

family meetings can help bring family members together and allow you to introduce yourself to extended family members 

so they know who to call with questions.
For higher-tier clients, quarterly family meetings can help secure alignment on goals and help family members understand 

their roles within the evolving family money dynamic.

Regardless of how often you host family money meetings, they’re a smart way to help deliver service that goes the extra 

mile for your valued clients … and helps them prepare the next generation for their financial future.

• These meetings can help each generation understand how their family plans to create 

legacies and set up financial plans. 
• They can help family members understand exactly what retirement funds are projected to 

cover and what plans have been made for possible long-term care needs.

• They’re a smart way to teach younger generations about money.  

• And they can be critical in times of personal crisis—because they show family members 

where to go for help when things go wrong.
At the end of the day, family money meetings are focused on making sure families proactively face their money 

situation. They can also be an ideal setting to help the next generation understand what’s happening to their parents’ 

money … and get adult children focused on strategies they should be implementing for their own savings.

Looking for more ways to build lasting relationships with your clients and their family?

Give us a call at 833-451-7692 to discuss new ideas. As independent financial professionals, it is up to you to choose whether any of the sales concepts contained in these materials might be appropriate for use with your 
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TIPS FOR SHARING YOUR STORY WITH FUTURE GENERATIONS

Build Your Legacy by Sharing Family Memories

Everyone has a story. Sharing that story with future generations can be one of your greatest legacies.  

While setting up documents like wills and powers of attorney is an important part of planning for the future, making a plan to share 

your experiences and your own story with the next generations in your family might be one of the most meaningful things you can do.

Plus, it doesn’t have to be hard. Pick a memory-sharing idea and think about members of your family who might like to work 

with you. Then get started sharing your story.

Your Legacy is More Than Money or Possessions

Take a moment to think about how you’d like your children or grandchildren to 

remember you. For most of us, the focus isn’t on the size of our bank account or the 

things we owned. Instead, many want to leave a legacy focused on times shared or memories created.  

But documenting those memories too often falls to the wayside as the day-to-day 

busyness of life takes over. However, passing along your story can be a fun way to 

connect with future generations. Take a look at these five ideas to get you started.
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Everyone has a story. Sharing that story with future generations can be one of your greatest legacies.  

While setting up documents like wills and powers of attorney is an important part of planning for the future, making a plan to share 

your experiences and your own story with the next generations in your family might be one of the most meaningful things you can do.

Plus, it doesn’t have to be hard. Pick a memory-sharing idea and think about members of your family who might like to work 

with you. Then get started sharing your story.

Your Legacy is More Than Money or Possessions

Take a moment to think about how you’d like your children or grandchildren to 

remember you. For most of us, the focus isn’t on the size of our bank account or the 

things we owned. Instead, many want to leave a legacy focused on times shared or memories created.  

But documenting those memories too often falls to the wayside as the day-to-day 

busyness of life takes over. However, passing along your story can be a fun way to 

connect with future generations. Take a look at these five ideas to get you started.
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help eliminate stress for 
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Getting organized can 
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you move through the process to help 
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But knowing exactly WHERE this 

important information is and HOW LONG 

to keep it can be critical—especially if 
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or your family may be facing. 
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Want to discuss these materials with our sales team? Call 833-624-0201.
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