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Famous Families Who Failed to Plan

There have been numerous surveys and studies
done on the number of people in this country
who have not done any estate planning and in
many situations, don't even have a will. While
the survey results varp the one consistency is

that the number is well over 5070 of adults.
With respect to family orvned businesses, the
failure to plan fot its succession is equally
disappointing. Hence, statistics show that only
307o survive into the next generaion;12o/o
make it to the third generation; and only 3o/o

make it to the fourth generation and beyond.

The following is a sampling of things that have
gone wrong for famous people, their families,
and their businesses, because of the failure to
plan or the failure to update and maintain a

plan. It is also offers an interesting look at how
to potentially help clients plan and avoid some
of the same traps that many celebrities and
icons have fallen into.

. Heath Ledger: He had a simple will filed
in his native Australia that was drafted
in April, 2003.He subsequendyhad a

daughter, Matilda Rose, in 2005 with the
actress Michelle Williams. Unfortunatell',
the will was never updated. Obviousiy,
there were no provisions made for Matilda
Rose or for Michelle.

. Philip and HelenWrigley: Philip
and Helen died in 1977 within three
months of each other. They are best
known for two things: the Chicago Cubs
baseball team, and owners of the W.rgl.y
Company, maker of the famous $7ngl.y
chewing gum. After years of negotiating
with the IRS and several states'taxing
authorities, the Wrigley family setded on
valuation issues and the amount of estare

taxes owed, over $40 million. After selling
off the family portfolio of srocks, in the

end, the family had to sell the Chicago
Cubs. All of the proceeds from that sale

v/ent to the government to pay off estate

taxes. Philip and Helen did not have life
insurance to ptovide the liquidity needed

to pay the taxes on their illiquid estate.

. Joseph "Jo." Robbie: Joe Robbie was
raised in a modest family that survived the
Gteat Depression. Joe went on to serve
his countrf in the U.S. Narry and then
became a successful trial lawy'er in South
Dakota. Later on, his entrepreneurial
spirit kicked in and he became a co-
founder of the Miami Dolphins. Joe
died in 1990. His wife passed away soon
theteafter, and due to a lack of planning,
the estate tax bill was an estimated $47
million. Although the Robbie estate was

estimated to be a litde less than $100
million, there was insufficient liquidity to
pay the estate taxes. They did not have

the life insurance to ptovide the liquidity
needed to pay the taxes on the illiquid
estate. As a result, the Miami Dolphins
team was required to be sold for a flo'clJ.on

of its value.

The list of rich and famous includes the
names of many well known celebrities who
either didn't plan their estates or insufficiently
planned their estates, or failed to regulady
update their plans to reflect ad,ustments
due to life events. Celebrities such as Elvis
Presley, Marilyn Montoe and Rock Hudson
experienced significant estate shrinkages, as

high as 550/o to 73o/o after their deaths. Even
the "robberbarons" of the industrial age wefe
shottsighted in planning. J.P. Morgan: 690/o

estate shrinkage; John D. Rockefeller, Sr.: 64oh

estate shrinkage; and CPA and Ernst & Young
founder Alwin C. Ernst: 56oh estate shrinkage.
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In stark contrast to all of the celebdty
failures to plan, there is the success story
of Jacqueline Kennedy Onassis. She had
avety comprehensive estate plan that was
updated reguiady. Less than 3o/o of her
estate which exceeded over $200 million
was lost to estate taxes.

If clients properly plan for the succession
of their business and/or for the estate
taxes that may be due when they pass away
they can leave a lasting frnancial legacy and
ensure that their heits receive what they
worked so hard to 2ccomprlisfi. :::..:,,

,. . i j .i

"LastWill &Testament" of a Closely Held
Business OwnerWho Didnt Plan Properly

What follows is not a real will. It merely suggests what could happen if a business owner
client does not have a propedy structured and funded succession plan for his or her company.
All names referenced are fictitious and any similadty to any rcalparty or business is merely
coincidental.

I, John Smith, presentfi residing in the State of l\{ew York, and part owner of Acne lYidget
Conpanl, kingof soand mind and memory, do berebl declare thefollowing

I berebl leaue m-y interest in n1 comparyt to ryt fani! to be diaided among tltem as thel see ft euen

tbough m1 spouse or children ltaue no experience in operating and rwnning a widget companl. I baue

the utmost confdence that aftur nlt death, eueryone uzllget along with each otber, and that Jack Jonu,
nry partner wbl zwn.r a portion of the conpanl, will haue no problems working with ryt .rpouse or
cbildren.

I hereblt leaue the responsibility 0J' lperating the companl ta m1 saruiuingpartnery Jack, whom I am

sure, will not mind workinghvice as hard and shaingallof theprofts oJ' the basiness with thefani!.

In the euent m1 frrib wants to sell n1 nnpanl to Jack, I herebl leaue it up to then to work it out

wtb Jack as to the price and terms of the sale.

In the euent such a sak taku place and tbe sa/es price is paid oat ouer a period of time, I ltaae tbe

utmost confdence tltatJack or bi.r estate shallpa1 ryfamily the terms of the sales contract euen tf Jotk
dies or becomes disahled' 

[continued on page 4 |

www.J60ProfessionalAlliance.com I Winter 2009 | Page 3 '"tn'@



l

I continued from page 3 ]

In the euent nlfani! aanft t0 sell n1 sltare of the business to an oatside pa@, I herefu direct tbat thglt

, negztiate an1 terns thel want witbout nnsultingJack, and request, bat do not demand, thatJackget
: akng with aryy other new owner of the companl.

: Y I haue a btE-out agreement with mlt companl or Jack that has not been recent! tpclatetl, I direct that

1 rytfanilt sell ryy interut in the conrpanl at whateuerprice the old agreement kus, eaen tbough it won't

' reflect carrent fair rzarktt ua/ue.

' In the euent Jack or the companl ha: no ffi insurance on m1 ltfe, I rea$t don't care f Jack or tbe

, business becomes inso/uent and cannot ffird to pEt rytfani! the bryy-out pice.
l

I berebl dirert the IRS to ascertain tbe ualue of n1 interestfor estate taxpurposes. I am sare tbe IRS,
: as a diuision of the gouernment, wi// consider the needs ( ry.fanilt when determining an-1 estate tax
' attibated to n1 business holdings.

I direct that a// lines of nedit that n1 business ltas at the tine oJ' n1 death be paid (J at n1 deatb 
:

l. because I think the interests of rg lenders are mnre important ihoi tbon o1 i11"*i4 and m1

basiness partnen

If I leaue mi basiness interest to ryfanifi andfederal estate tax is due,I know ryfani.! will work
: hvice as hard to palt the taxes due to the IP(l and an1 state laxing autboi4t.

, If all or part of m1 businus interest passes to n1 ninor cbildren lpln m1 death, I dirut m1 childrenI I

gumdian or trustee to se// the business as quick! as possible, regmdless of prin, buause I do not want to ,

: burdm n1 children's guardian or trustee with the fduciary retponsibiliry of running a widget companl. 
l

, IN IYT|NESS'WIfEREO\ I, Jobn Smitb, do bereblt qflirn tbis to be m1 wisbes witb respect to tbe ,

', business I spent m1 ltfetine bwi/ding.

' Iohn Snith.
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!
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