
inform their clients that the current law provides a way 
to improve income notwithstanding that funds coming 
from the IRA will be fully taxable. Remember the con-
tribution funding the CGA not only will be tax deduct-
ible, but also, its income will be partially tax-exempt. 

Response of Donor Marketplace
If passed, the Legacy IRA Act understandably will 
generate considerable interest among charities, advi-
sors and donors. For the middle market donor, the 
legislation may well be a solution to the need for more 
spendable cash. But, a donor’s advisor should also ana-
lyze funding a CGA from an IRA as already permitted 
under existing law. For a donor seeking to control the 
timing of commencement and the tax character of 
distributions, the Legacy IRA won’t be a viable option. 

Endnotes
1.	 See	Joint	Committee	on	Taxation,	Appendix:	Estimated	Budget	Effects	of	Tax	

Legislation	Enacted	in	2015.
2.	 Distributions	from	charitable	trusts	also	would	be	taxed	as	ordinary	income.	

See	408(d)(8)(G)(i)	of	H.R.	5171.

T I P S  F R O M  T H E  P R O S

Opening Pandora’s 
Inbox
By Louis S. Harrison, partner at Harrison & 
Held LLP in Chicago

Today, the estate planner needs to master two new 
protocols that didn’t exist three decades ago, when 
I started my law practice. In 1984, even with a Jules 
Verne-like imagination, it would have been hard to 
conjecture about these two new items. But, both are 
critical to managing client expectations and avoiding 
mistakes.

They are:

1. Effectively dealing with the Inbox; and 
2. A workable electronic calendaring system for 

Legacy IRA Act. Specifically under the Legacy IRA Act, 
the annuity payment of $6,600 would be reduced by 
income taxes of $1,650 for a taxpayer in the 28 percent 
bracket as no recovery of basis is permitted. By funding 
the CGA with taxable distributions from the IRA under 
current law, only when the donor reaches his life expec-
tancy will the payments be fully taxed.

For those charitably inclined, having less spend-
able income under a CGA funded through a rollover 
IRA might be acceptable. But, advisors have a duty to 
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Love at First Sight
“Deux	Têtes	À	La	Fenêtre”	by	Marc	Chagall,	
sold	for	$872,066	at	Sotheby’s	recent	
Impressionist	&	Modern	Art	Evening	Sale	in	
London	on	June	21,	2016.	Thought	to	be	the	
world’s	“preeminent	Jewish	artist,”	Chagall	
produced	many	large	scale	works	such	as	
painting	part	of	the	ceiling	at	the	Paris	
Opéra.



clients via email (and texts, unfortunately), and to do 
so properly, we have to manage the Inbox correctly.

Seven Rules to Follow
The Inbox is, to use the government security reference, 
a “TSA.” But in this case, it’s not a device to protect 
your professional security, rather one that interferes 
with your time management (“TSA” in this case refers 
to a “time sucking abyss”). If the practitioner receives 
100 emails a day or more, how is it possible to get 
through all these?

 Here are seven rules to live by that will minimize 
the TSA aspects of the Inbox. Iterations to these rules 
are fine, as long as each concept is followed:

1. Empty Inbox rule. This is the most difficult to 
follow. You can’t carry 300 to 400 messages on your 
Inbox and expect nothing to fall through the cracks. 
Emails need to be read and responded to; then stored 
and removed. Each day, your Inbox won’t be zero, 
but no more than 50 to 100 emails should ever be in 
your Inbox.

2. Read an email only once and react to it. If it’s 
an easy question, such as “Let’s schedule a meeting,” 
then do so. Don’t open and close the message and say, 
“I’ll do it later.”  

If the email requires time to respond to, for 
example, a substantive question of law that requires 
thought and patience or a request to find a docu-
ment, put the matter in motion. Send it to an assis-
tant to handle, or think about when you’ll do it and 
move it to that time. You can’t let the question sit 
because it will get buried, possibly unanswered, and 
will require a second bite of the mental apple. 

For example, say you get a question dealing with 
the income tax status of a credit shelter trust that 
needs a bit more thought. When are you going to 
work on it? If two days from now, then you need to 
take two actions: (1) let the client know the question 
was received and will be answered in a couple of days, 
and (2) calendar the question to be reviewed by you 
in two days, at a certain time. (Various strategies exist 
to calendar, but that’s for the next article.)

3. Calendar and store. Move email out of Inbox 
after it’s acted on (that is, the first time it’s opened).  
If you or a third party will act on the email, calendar 

filing and follow-up dates. 

This month, I’ll focus on the Inbox.
The practitioner can scour the literature for advice 

on how to deal with the Inbox, but for the estate 
planner, there’s been no effective article or written 
advice. Because more than other practice areas, estate 
planners are family advisors, confidantes and prob-
lem solvers, the Inbox tends to accumulate quite the 
volume of incoming traffic.

The volume of emails and expectation on respon-
siveness is far greater than in any other practice area, 
and discipline is critical to managing the Inbox and 
the clients’ expectation.

Here to Stay
Email is critical to effective handling of matters and 
clients. It can’t be ignored, dealt with by an assistant or 
considered secondary to one’s clients’ communication. 

The volume of emails is and will increase. 
It’s critical in the world of client maintenance and 

allows for effective, efficient and important client 
communications. 

For every phone call to a client, 10 emails can be 
sent (that’s a made-up number, of course, but emails 
to phone communication is at least 10:1 in terms of 
speed). 

For every verbal malaprop during a phone call, a 
carefully reviewed and edited email can help plan-
ners avoid embarrassment.

For every phone call that should be made and isn’t 
because of time interference, an email can be sent in 
its place.

Emails can easily provide status follow up to cli-
ents and client advice.

And, often clients would prefer emails versus calls 
because, like you, they often don’t want to waste their 
time on the phone.

One of the most interesting aspects of phone calls 
is that “you want to talk to someone when you want 
to talk to someone.” Meaning, when you receive a call 
(or your client receives a call from you), do you or 
that individual really want to talk at that time? Often, 
the answer is “no.”

It’s a given, then, that we’ll be communicating with 
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100, but the goal is to have as few emails when you 
leave the office as possible.

And if you’re still unconvinced, try the following 
mental inquiry: Tell me the substance of 10 emails 
you sent last week. I bet most of us can’t even think 
of two without a lot of concentration.            

a follow up and then store the email.
Store Inbox emails by client. That may require a man-

ual movement of the email to the client file. Consult with 
your firm or technology group to determine how to store 
Inbox emails by client. It’s critical to move emails out of 
the Inbox and preserve them for future reference. By cal-
endaring the project, the email won’t be lost.

4. No matter how fatigued you are, once you 
open an email, you have to act on it. One action that 
isn’t used enough is hitting the delete button. 

5. Hit the delete button when necessary. Any 
time that you read an email that’s not particular to a 
client or doesn’t require a substantive response, but 
seems interesting to you or something “you want to 
read later,” hit the delete button. There’s too much 
volume of interesting material now, and the reality is 
that an email being interesting is no longer a variable 
to be used in saving it. 

Repeat the following mantra—“Emails are our 
nemesis, they must be dealt with and dismissed.” In 
looking in on people, rarely do I see them laughing 
or smiling when dealing with their emails. Emails are 
business and should be treated as such.

6. Reduce the amount of email traffic you 
receive. Discuss with colleagues and friends when to 
copy you on emails or send you emails. Friends that 
send you “jokes” by email, well, do we really need 
that to detract our attention during the day and to 
clutter our already cluttered Inbox?

7. Delegate. In terms of acting on an email on 
opening, always keep in mind that delegation is 
our goal. We can do so with an effective calendar 
system. As we think about who can act on an email, 
we are back to the importance of calendaring follow 
up. Back in the old days, we would have our list of 
actions on a yellow pad and follow up that way. But 
that list has now been expanded 10 times, so follow 
up is no longer the stuff of Yellow Pads. We need 
technology storage and answers to follow up, and 
follow up tasks should be calendared.

Don’t Let the Inbox Steal Your Joy
Our next discussion of this technology area will focus 
on effective storage techniques, but for this month, we 
want to use these techniques to help reduce the Inbox 
to a trend towards zero emails being collected. In this 
Lexicon, of course, zero means any amount less than 
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Lady in Red
“Jeanne	Hébuterne	(Au	Foulard)”	by	
Amedeo	Modigliani,	sold	for	$56,600,000	
at	Sotheby’s	recent	Impressionist	&	Modern	
Art	Evening	Sale	in	London	on	June	21,	2016.	
The	pictured	art	work	is	an	example	of	the	
portraits	featuring	elongated	faces	and	
figures	which	Modigliani	is	best	known	for.	


