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The software program is online at estateview.link and you can login with a password. 

Link: estateview.link 

 

https://estateview.link/
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Alan:  Okay, all right. Well, Joey, since you have not seen it, I will tell you that what we have done. I have always used other 
tools, and I have always thought they were really good as far as running numbers. For EstateView, we put on all the calculators 
that we use from other software tools, and then a few calculators that we thought were above and beyond what is available on 
those tools, and then I put some enhancements on them. Have you used these tools or what have you used historically? 

Joey:  I have used another software, and then I also built my own models, you know, for the growth and all that sort of stuff. 

Alan:  Yeah. Okay, so just for example, I will take you to our SCIN calculator. So, I have got a standard edition, which does 
everything that other tools do, and then I have a Pro and a Pro Plus version with more inputs. 

 



3 
 

Alan: One of the reasons I have standard is because Jerry Hesch said, “You got to have something simple.” So, the inputs are 
the 7520 rate, which it knows, and then it tells you the 7520 rate. 

Alan: It tells you the three AFRs and which one is the best for you to use with that technique and plugs it in there.  
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Alan: You can pick one life or two lives for a SCIN or a conventional note.  
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Alan: Then it tells you that you don’t use the last birthday, but instead, use the age at the nearest birthday. It allows you to put 
the date using the calendar in there.  

Alan: It also tells me for my 70-year old that the life expectancy under the standard table is 15.4 years. 
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Alan: And if I toggle down this age input to 68, it automatically updates that information. 
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 Alan: It allows me to do a principal increase or an interest increase. And it is “interest only” for the payment type, which you 
can change to “Amortized” if you prefer.  
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Alan: Then the calculator allows for a sale amount, so let’s use $2 million for the sale amount.  
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Alan: Then, “click to see results.”  
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Alan: When I click to see the results, my inputs just go over to the left. These are the same inputs I just did. They just went 
over to the left. 

And then across the top, in blue, I have my inputs again. And in green, I have my results, which is for a $2 million note. The 
risk premium interest rate, 3.9292%. The interest rate with the premium, 8.0692%. Annual payment on a $2 million note, $161,384. 
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Alan: So, that is pretty much what other tools give you.  

And then we added something, which is that I can click up here on duplicate. When I click here on duplicate, I now have Sale 
One and Sale Two, and they are identical. 
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Alan: But if I want to change something, such as what if it was a $3 million note? Now I can compare that situation to my 
original inputs and see the differences side-by-side. 
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Alan: More interesting is what if I want to go with a longer term? What if I want to go with an 18-year term? Now, when I go 
to 18 years, I get a warning that says you are going past the life expectancy. That may be okay. Jerry Hesch says it is okay, but some 
people do not think it is okay. 

There is your warning in red under the inputs. And then there you see that I can color the columns (green) to highlight that 
going from 15 years to 18 years increases the payment amount from $161,384 a year to $168,672 a year.  
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Alan: And then I could run a third one. All I have to do is click duplicate again. Then I have got number three. And number 
three, maybe I will say that is for one spouse. The other spouse is age 60. How would this work for a 60-year-old? So, now I have got 
a 60-year-old as compared to both at 18 years. Using this comparison I can decide, do I put this note on the husband or the wife?  
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Alan: Then I can go back and say, “Wait a minute, what if I put this on both spouses, joint and survivor, SCIN? 

So, I click Number of Lives to “two.” One spouse is 60. The other is 68. And now my third item is now a two life SCIN based 
on a 68-year-old and a 60-year-old. Now my payment is around $115k. So, that is how the standard version can help you explain this 
to your clients. 
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Alan:  Any questions yet?  

Joey: I do not know if it is relevant, but the AFR that is being used, that is long-term?  

Alan: Yes.  

Joey:  Right. So, if we ran into a situation where it would go from long to mid-term, would that automatically change? I do not 
know if that is possible.  

Alan: Yeah, it does.  

Joey:   It does! Okay, that is interesting. Very cool.  

Alan: Yeah, it did. That is my standard mode but one last thing is that I can always click the inputs and scroll them over.  
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Alan: This button makes them more spacious. So, you might prefer this mode for the inputs, but the information is the same.  
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Alan: If I want to move my inputs back to the center, I click here on the center button, and now they are on the center again. 

 



19 
 

Alan: If I want to move them back over, I click on “click to see results” or “Move to Left.” 

 

 

  

 



20 
 

Alan: And then if I want to do a screenshot of my inputs, I click on the camera, and a screenshot is now taken, so I can 
remember my inputs.  
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Alan: Or if I want to do a screenshot on my columns, on my data here, I can just click that camera, and then I have got a 
screenshot of that, which is easy to make into a PowerPoint.  
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Alan: And if I want to save this to my computer, I click save as, and then put a filename and click save.  
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Alan: Now, next time I want to come to all these exact settings, I come back and it is saved as that.  

If I want to start a new one, I just click on file new. If I want to save the whole screen, because I want to make it into a 
PowerPoint, I just click on save screenshot, and then the whole screen is saved.  
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Alan: And now I am going to take you to the Pro mode. 
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Alan: When I go from standard there to pro, two things happen. One, my inputs have some new items, and these are marked by 
blue (Pro) or purple (Pro-Plus) vertical lines. One item, the first vertical line is I can give the exact transfer date, which is going to 
show up in various places.  
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Alan: And then second, now I can set the client's date of death, which is going to change the numbers, and you see the numbers 
up here on the right as I scroll as I move the date of death, the numbers change for I am on number one here. 

So, a lot of this is nice because when you can toggle up and down the numbers and see the result as you toggle, you can get to 
where you think you want to be with the client. So, then I can show the client's date of death, if it is two lives, I can show both dates of 
death. 
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Alan: And I can illustrate past their death, because if I am comparing two different techniques, I may want to see 30 years.  

For example, I may illustrate an eight-year QPRT, and still want to see what is going on 30 years later.  

And then I can go from self-canceling to conventional. So, I could also show them a conventional note, and then when I click 
conventional, you saw it automatically just reset to the AFR.  
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Alan: If I click up the term of the note, it will reset the AFR when I get up past the ninth year and then when I get down below 
the third year. 
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Alan: So, then I have got a year one gift ability, because it was turning red until I got to 10% of my SCIN amount to remind the 
user that you may want to do at least a 10% gift into this arrangement. So, at this point, it has gone from just being a SCIN or 
conventional note calculator to being a sale to a Grantor Trust. Which poses the questions, “Is it a Grantor Trust? And if it is Grantor 
Trust, what percentage of the value of the Trust is the income tax every year?” 

So, if it is a million-dollar Trust, is the income tax 2% that would be 20,000 a year? That is how we are doing it. 
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Alan: Then what is the client's income tax rate? Across the top, my scenarios are more robust. And for each of these three 
alternatives, I now have three spreadsheets. 
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Alan: So, I have spreadsheet number one for the first alternative, spreadsheet number two for the second alternative, 
spreadsheet number three for the third alternative. 

And my spreadsheets are every year, but I can make them every other year or every third year. 
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Alan: And you see that in pink, we have a note term, but then the calculations continue as to what the family's going to have. 
We have the note, we have the interest being paid. Then we are showing the estate tax from the point of view of what is in the Trust 
multiplied by 40%, but then we also are showing the reduction of the client's estate by the burn and the estate tax savings from the 
burn. 

So, the total estate tax savings are coming from what is in the Trust and what the client spent on income taxes that the Trust 
would have otherwise spent. So, this is the way Jerry Hesch likes to show the burn. 
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Alan: Then of course, we have ability to toggle off the Grantor Trust status, in which case now there is no burn. It is easy as 
you can imagine just to show one with the burn and one without the burn across the top.  
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Alan: At the end of the inputs for pro we show that Pro Plus includes. Pro Plus also allows us to contribute assets at a discount. 
And what has been really important for us is when a client puts an S corporation or a partnership into one of these, we can say “Yes, it 
is going up by 7% a year in value, but it is also shooting off dividends of $140,000 a year”. 
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Alan: So, I can go to Pro Plus, come down there and say not only am I going to have my growth rate and by the way, I can still 
go back to Grantor Trust, but also what is the impact of the discounts and what is the discount rate? So, then all I have to do is click up 
and down on the discount rate and I stay with 2 million of assets, but if I am able to take a 30% discount, that is only a 1,000,000 for 
note, how much in non-discountable assets am I giving, if I am giving non-discountable assets and then how much income now am I 
shifting from the client's net worth into this Trust because it factors in the estimated dividends and how much of the dividends going 
up a year as a percentage. 
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Alan: So, now I use my financial model here to show someone an installment sale with or without self-canceling can cover all 
the actual facts that we are typically encountering. I can export the data as a spreadsheet but before I do that, I will mention one other 
feature here. When I click on alter summary columns, I can pick what I want to show across the top.  
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Alan: Right now, I am only showing what you see in yellow and what in yellow is what I normally show, but I can show many 
more things or I can show fewer things.  
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Alan: For the CPA and financial advisor, I may want to show all this stuff that you see across the top. But for the client, I may 
want to show less and then the same thing with the spreadsheet, including showing the probability of death for each year, the 
probability of surviving that long, which of course as you know is important with a SCIN. 

 Then I can export it to Excel and then I can add more information once it’s exported. 
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Alan: But wait, there is more! I can go to general explanation and I can click on all three of these SCINs and I can click on 
give me a general explanation of how SCINs work, give me a checklist, and give me a PowerPoint. I can put the client's name in here, 
click submit, and now I have a general checklist, a general explanation and three PowerPoints.  
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Alan: So, the PowerPoint comes up and it gives the exact numbers from the arrangement. It would show an LLC with 
discounts if we are taking discounts. 
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Alan: It explains the SCIN, explains the arrangement. It gives the PowerPoint and then it adapts to my inputs.  
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Alan: Another thing I can do is I can click on share with client and it generates a code. I can change the code. You know, it 
could be whatever I want it to be, but it generates a code. I click on generate URL.  
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Alan: Click on copy to clipboard. And now I can start an email and say, “Hi Mr. Smith, I just ran this scenario. Go to this 
address by clicking here, put in code 222371 and Mr. Smith will then have two weeks to run this software with it beginning with these 
inputs.”   
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Alan: We just do a quick Zoom video. We put this on Zoom and do it live with the client. Show them how it works right on the 
video screen, and then I say, now try it yourself. I am sending it to you. 

And the clients who are mathematically oriented or MBAs, accountants, engineers can go ahead and play with it. 
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Joey: Alan, another question, sometimes we will just do estate tax calculation for a client or just looking at where are you 
now with your estate and what would the estate tax be? Do you have some way of doing that with the program? 

Alan: Absolutely. I go to the married couple module or the single module and it allows me to see a lot of things, including the 
estate tax. So, I am going to be able to just input the client's name and two tiers of income, what they are adding or subtracting 
from their portfolio each year until a certain age and then what they add or subtract from that portfolio at the second age.  
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Alan: If there is going to be a surviving spouse, what are they going to add or subtract to the portfolio each year after the first 
spouse dies? How long are they going to live? 
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Alan: If there is portability, will they keep the portability or lose the portability? Will the exemption go down to half in 2026?  
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Alan: What is your estate tax rate? What is your chained CPI going to be? 

What is your real inflation going to be? What are your assets today? We only have two classes of assets: One is we call it your 
investment assets. What is the rate of return? What is the investment advisory cost? What is the tax cost as a percentage of the 
portfolio?  
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Alan: And then we allow for an explosive asset. Like a client might say, well, I have got a $5 million company, but in five years I fully 
intend to sell it for $12 million and I think the tax is going to be $2.5 million.  
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Alan: And then would part of that go into an installment sale, which you can decide later. Then, what is their house worth? 
What is the growth rate? We only allow for one house, but it can be all their houses together with an average growth rate. And then we 
get into the various planning techniques, including what their life insurance situation is. So those are my inputs. 
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Alan: Then I simply go to, if you die this year, no planning on the right-hand side, I click on that and it tells me there is a 
$2,451,036 estate tax says, here is what you have now. Here is what you are going to have after the first death, and here is what you 
are going to have after the second death this year.  
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Alan: And if you do all our fancy planning, you will have no tax. 
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Alan: If you do no planning and you live for 20 years, then here is your situation today, here are the values on death of spouse 
one in year 10, and here are your values on the second death in year 20. And here is your portability allowance with no, if you did not 
use a credit shelter Trust, there is your estate tax, $31 million.  
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Alan: So then if the client says, well, I think I will live longer. All right, let us go 27 years with the surviving spouse, 13 years 
with the first dying spouse. 

“I think my investments will grow more”. 

 Okay, that is fine. “I think my explosive asset will be worth more”. 

 Okay, we will increase that. Now your estate tax is $77 million.  
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Alan: Okay, but I am going to do a credit shelter Trust on the first death. How much will that save me?  

On the right-hand side, I click on Bypass Trust. It tells me that it will be funded in year 15. When I click on it, the Bypass Trust 
comes on, and then on the left-hand side is my Bypass Trust input. I can click up and down what is going to be in that Bypass Trust. 

Or I could have it be just half the assets or the most possible and now here is where I am with the Bypass Trust. 
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Alan: And what if we do the QPRTs? 

Now on the QPRTs, we do not do all of the calculations on this side, but we do a simplified QPRT here, and the whole house or 
half the house, let us say 50% of the house worth a million five, and we do an eight-year QPRT.  

We are going to have an $812,000 gift, we do a nine-year QPRT, $741,000 gift, etc.  

And then what is the rent going to be after the tenth year 

7% of the value or 8% of the value.  

So now that QPRT, we see the house go half the house go into the QPRT, half the house is still there in their estate. 
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Alan: The QPRT in 15 years is going to have $1,145,225 from the rent, and then at a death, almost four million escapes the 
estate tax from the house value plus the income from the rent plus the rent reinvested is going to be $2,530,519.  

 

 

 



58 
 

Alan: We could show two QPRTs, just go up to a QPRT and click two QPRTs, and now you have got twice as much savings.  

One is a little different than the other because one had a shorter period of time or one was a SLAT QPRT.  
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Alan: Or I do not want to use QPRTs at all. Click the “Will Show If Checked” box and the QPRT disappears. 
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Alan: So then next annual gifting. My annual gifting settings are on the left. How many Crummey powers for the first 10 
years? How many after that? Here is what is in that gift Trust after the 27th year, if they actually do the gifting. 
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Alan: What if I give discounted LLC interests? This is where I give more in that gift Trust, depending upon the discount rate I 
use and what percentage of their gifting goes into that Trust, what percentage goes into the hands of the kids. 
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Alan: Or if I am going to do life insurance Trust, it will take into account that the Crummey powers are being used for the life 
insurance.  

I can do life insurance policies on both spouses. I can do life insurance policies a second to die, and then I can do before and 
after, so I can say what the now it is in an ILIT, now it is not. What are the differences? 
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Alan: Then I can make a large gift in year one by how much the gift is as I click up the gift. You see the estate tax click down.  
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Alan: I can do an installment sale, which will usually zero it out, but that there is the installment sale and the impact of that, 
and I can reduce the installment sale to leave some tax, so there is a little bit of tax left there if I do a smaller installment sale.  
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Alan: And then I can show them how about charity, so I can click on testimony charity.  

I can have direct to charity and say that I want to cover 100% of what it needs to zero out the estate tax. Charity is going to get 
$7,348,432. The estate tax zero beneficiaries get $220,184,360, but they have sacrificed $4.4 million by giving us what it takes to zero 
out of estate tax. 

 

 

 



66 
 

Alan: Finally, I can show a CLAT just saying, well, I think that maybe a 20-year CLAT, 60% goes to charity. Now your 
children in 20 years will get another 3 million, and they are out of 1.4 million.  

So that is how that works.  
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Alan: And then, when I click on generate client letter, it is now preparing a letter, it will take about a minute.  
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Alan: The letter then generates, and it will also do PowerPoints, but the letter explains the estate tax system gives you all the 
inputs and then gives you all those charts you just saw.  
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Alan: The other thing I want to show you though, which I use a lot for my planning, is right now you see what we call the 
logistics. I click timeline, and this shows me each class of action of asset and what it does over time.  
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Alan: For example, it looked like I really had the estate tax tamed for the installment sale, so this shows you depending on the 
year the second spouse dies, what portion of their estate which is in red is going to go to the estate tax, and if one spouse dies sooner 
or later, it shows the impact very quickly, which can help you decide how much life insurance you might recommend. 

This is just another way to see it. Many times, I find I am looking at year 23 getting the estate tax down to zero, but actually if 
they died before year 23, they are still taxable, so the planning becomes a little bit different.  
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Alan: So, while I am scrolling up and down with things, I can show the client, well, if you would increase your installment 
sale, then we will decrease the tax, but we will increase this installment sale Trust, which, you know, will typically be a SLAT. 
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 Alan: And then for single, it works the same way, except I am able to put in how much is in a Credit Shelter Trust and how 
much portability allowance does this individual have.  

We do not yet have state estate taxes entered, but you could guess at that by just increasing the rate above 40%. It certainly 
explains the technique to the client. 

 

 


