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From the Attorney’s Pen... 
by Kanani Makaimoku, JD

In recent months, we have observed an increase 
in calls from clients inquiring about letters, notices 
and emails they have received, requesting they sign 
documents or send money, or risk the consequences 
of prosecution or �ne.  Scams targeting vulnerable 
populations are nothing new, but given Hawaii’s ever-
growing elderly population, these scams are causing 
us increasing concern and alarm.  We touched upon 
this very topic in our last newsletter, with regard to an 
email claiming to be from the IRS.  We also made you 

aware of targeted mailings from a California company that while not a scam, aim to encourage individuals to 
pay for information that is readily available in the public record.  

Recently, another matter has come to our attention with regard to a company called Island Estate Solutions.  
They were aggressively active in seeking out not only Sterling & Tucker clients, but clients of other law �rms 
who have created trusts for Hawaii residents a few years ago.  These insurance agents seemingly disappeared 
for awhile but have resurfaced and are making all e�orts to fool you into thinking they are with Sterling 
& Tucker.  Please be aware, we are NOT in any way a�liated with this company.  The caller may reference 
the fact that you have a trust with Sterling & Tucker, which we can only speculate they have gleaned from 
reviewing publicly available real property records.  If you ask them if they are with Sterling & Tucker, they will 
not answer your question with a simple “yes” or “no”.  Instead, you will get an answer similar to, “We do this for 
everyone”.  This is your �rst red �ag.  

Another red �ag is their attempt to make an appointment with you at your home.  DO NOT LET THESE PEOPLE 
INTO YOUR HOME.  Sterling & Tucker does not solicit services of this sort to anyone, much less our clients.  We 
do not call our clients out of the blue to set up an appointment at their residence.  Unless requested by you, 
we do not meet our clients in their homes.  

The insurance agents of this company are contacting you to generate business solely for themselves and not 
due to your relationship, or an a�liation with Sterling & Tucker.  As we make clear to our clients, your estate 
planning documents and all information you provide us are held in strict con�dence.  We caution you not to 
fall prey to inquiries that request sensitive information via telephone.  

Please read the short article in this newsletter on page 3 to learn more about scams and not falling prey to 
the many scam artists who are targeting you. 
                          

We plan to address this topic in more detail at our upcoming Client Appreciation Seminar, scheduled for 
Saturday, January 24, 2015.  We look forward to seeing you there!

With Much Aloha,
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Supporting Non-Profit Organizations
Many of you may not know, our attorneys, as well as many of our sta�, volunteer their personal time 
serving various organizations.  We don’t simply preach a culture of caring, we embrace and live it.  

Occasionally, we feature a non-pro�t organization to remind everyone of the impact these people have 
on our community and our economy.   Richard J. Sakoda is on the Board of Directors of Hale Kipa, and 
has chosen to serve them due to their low pro�le and extraordinary work, deserving of support in help-
ing Hawaii’s at-risk, forgotten youths.  His compassion for those less fortunate, and his appreciation and 
love for his own family has compelled him to use his legal talents to help others.  

Gerald (not his real name) grew up in a highly troubled family, with his father in prison and his mother 
unable to maintain a stable residence. In trouble much of the time – breaking into stores, selling mari-
juana, skipping high school – he came to Hale Kipa’s shelter exhausted and with no direction for the 
future.  While at the shelter, he enrolled in school, did well and after two months moved into foster care.  
He is still in school.

Abused, abandoned, troubled or in trouble like Gerald, the young people Hale Kipa serves lack the 
security of home and parental guidance, of schools and peer groups, of employment and stability.  They 
often fall in with an older crowd that leads them in wrong directions with no other end in sight.  Hale 
Kipa refuses to give up on these kids and works day and night to �nd them, listen to them, guide them 
and rebuild their self-esteem and their lives.  Since its founding more than 40 years ago, Hale Kipa has 
helped thousands of Hawaii’s children and young adults turn their lives around.

Though largely behind the scenes, Hale Kipa gives youth at-risk the chance to overcome the dire cir-
cumstances that have dominated their lives, and to gain the skills and con�dence they need to suc-
ceed as positive, productive adults in our communities.  The sta� works with other agencies to provide 
a continuum of services – family intervention, foster care, shelter, therapeutic counseling, education, 
vocational training and more. 
  
Government grants cover only part of the cost and private philanthropic support is needed to �ll in 
the gaps.  In fact, charitable contributions can leverage larger public grants to fully fund programs that 
meet a wide spectrum of needs. 

As with all 501(c)(3) non-pro�t organizations, contributions to Hale Kipa are 
tax-deductible, but a gift to Hale Kipa is much more than a donation – it 
is an investment in the future of Hawaii’s disadvantaged youth, and in the 
overall quality of life we all want for our islands.

If you would like to join others who are making a philanthropic investment 
in our community, or learn more about Hale Kipa and the work they do, 
please go online to www.halekipa.org   For information on giving securi-
ties or real property, or making a provision in a will or trust, contact Punky 
Pletan-Cross, Executive Director at (808) 589-1829.

by Terri Owada
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Don’t Fall Prey To Scammers 

The widespread nature of scams targeting seniors is enormous, and 
scammers’ increasing sophistication and use of technology is as-
tounding and frightening.  Hawaii is de�nitely not immune to these 
fraudulent schemes.  According to the Hawaii Better Business Bureau, 
sweepstakes scams are perhaps the most common schemes target-
ing the elderly, with more than 2,700 such cases reported in the last 
year.

Several months ago, the Hawaii Department of the Attorney General’s Investigations Division opened a 
criminal investigation into an email fraud scheme involving false claims of compensation from the govern-
ment of Ghana.  The scammers in the scheme went so far as to claim that Attorney General David Louie had 
veri�ed the authenticity of their claims.  Scammers attach themselves to government o�cials or govern-
mental agencies in an e�ort to legitimize their schemes. 

Other common schemes involve phone calls from the “876” Jamaica area code or emails from Nigeria, 
requesting money be paid or urgent action be taken.  What the Honolulu Police Department refers to as 
the “Grandma Scam” is also readily utilized by scammers.  An elderly person receives a phone call inform-
ing them that their grandchild is in trouble and in need of �nancial assistance.  Perhaps the grandchild lives 
across the country, is on a trip or away at college.  The victim is asked to wire money quickly in order to assist 
their grandchild.  This scam has worked time and time again, which is why it has become a popular ploy for 
scammers.  

The best defense for people who are at risk of being defrauded is to educate themselves about the strate-
gies being employed by scammers.  Scammers do not discriminate when searching for targets and often 
cast a wide net, hoping they will hook a few individuals.  Most vulnerable to scammers are seniors, who are 
apt to be more trusting.  It is assumed that seniors have more disposable income, are lonely or live alone, 
and are less likely to report being deceived due to a sense of shame they feel for having been conned.  With 
a little information, you and your loved ones may avoid being taken advantage of and losing your hard-
earned assets to swindlers.

The Federal Trade Commission recommends several tips to avoid scams.  Never send money or provide 
sensitive con�dential information to third parties via telephone, text or email.  Legitimate businesses will 
never conduct business in that manner.  You should understand that a request to wire money is equivalent 
to a request for cash.  Never agree to an arrangement that involves you sending money in order to receive 
money.  Review your monthly statements for all charge cards and accounts and report any suspicious activ-
ity.  Remember that you should never respond to unsolicited emails or click on links contained within unso-
licited emails.  If you feel compelled to donate money following a disaster, be sure to make your donations 
to established charities only.  Other useful tips are available on the Federal Bureau of Investigations E-Scams 
& Warnings webpage at http://www.fbi.gov/scams-safety/e-scams

If you suspect that you or a family member has been the victim of a scam, you are urged to contact the po-
lice to �le a report.  You are also encouraged to contact the Department of the Attorney General’s Investiga-
tions Division of (808) 586-1240 or email hawaiiag@hawaii.gov  
               

by Kanani Makaimoku, JD



A Seminar for Trustees, Executors and Personal Representatives

Preserving Your Legacy, Protecting     
Your Wealth Since 1991

If you are a Successor Trustee of a trust for a decedent or anticipate �lling these shoes in the very near 
future, this upcoming seminar is for you. Rich or poor, when someone dies, they leave behind an estate.

Light refreshments and free parking available 
at all seminar locations.

AIEA
Trust Administration

Thursday, Sept. 4
7:00 PM

Pearl Country Club
Pearl II Room

98-535 Kaonohi Street

What To Do When A Loved One Passes...

At This FREE Seminar Learn: 
w How to make sure different types of property pass to heirs completely.
w When and how estate taxes need to be paid.
w If you can sell the residence and how soon. Must you go through Probate?
w Who is in charge - who has the authority to cash checks, pay bills, make
    decisions and transfer assets.
w Your responsibility as Trustee or Personal Representative in someone
    else’s Living Trust or Will.

SEATS ARE LIMITED. CALL TODAY (808)531-5391 ext. 330
or REGISTER ONLINE www.sterlingandtucker.com

HONOLULU
Trust Administration
Wednesday, Sept. 3

10:00 AM
Ala Moana Hotel
Carnation Room

410 Atkinson Drive

Protect Your Wealth From Catastrophic Nursing Home Costs Protect Your Wealth From Catastrophic Nursing Home Costs
At this FREE MEDICAID & VA Long-Term Care Benefits seminar, learn:
w How you can be impoverished by nursing home costs.
w How to access your veterans benefits you have earned and deserve.
w How proper planning can protect your hard earned assets for your loved ones.
w If you qualify for Aid and Attendance or Housebound veterans benefits.
w What documents you need to plan for the future.
w Why “traditional” estate planning won’t help with nursing home costs.

AIEA
MEDICAID/VA

Thursday, Sept. 4
10:00 AM

Pearl Country Club
Pearl II Room

98-535 Kaonohi Street

Attend 

either one of th
ese 

FREE 

Seminars and Receive a  

Complim
entary One-Hour 

 Consultation

Protect Your Assets For Your Loved Ones By Preparing For 
Long-Term Care With Medicaid Planning

HONOLULU
MEDICAID/VA

Saturday, Sept. 6
10:00 AM

Ala Moana Hotel
Carnation Room

410 Atkinson Drive



Life Changes and Laws Change. Is your trust keeping up with the times?

Facebook “f ” Logo CMYK / .ai Facebook “f ” Logo CMYK / .ai

Have You Had Your Trust Reviewed Lately?
Is your trust keeping up with the times?

In This Seminar Learn How To: 
w Protect your assets from nursing home costs.
w Protect your assets for your loved ones from creditors,or in the event of a divorce or lawsuit.
w Have the flexibility you need with changing tax laws.
w Avoid the frustration and unnecessary expenses that come with probate.

Reasons To Review Your Trust
- Death or marriage of a beneficiary
- Birth or adoption of a child
- Child with special needs
- A desire to provide creditor or divorce protection for
  beneficiaries
- Change in your marital status
- Inherited substantial assets
- Death, incapacity, or change of intentions, successor trustee
  or decision-maker
- About to undergo a major operation or life-threatening 
  medical treatment

HONOLULU
TRUST REVIEW

Wednesday, October 1
Saturday, October 4

10:00-11:30 AM
Ala Moana Hotel
Carnation Room

410 Atkinson Drive

MILILANI
TRUST REVIEW

Thursday, September 25
10:00-11:30 AM

7:00-8:30 PM
Wayland Baptist University

Mililani Mauka
95-1091 Ainamakua Drive

SEATS ARE LIMITED. CALL TODAY (808) 531-5391
or REGISTER ONLINE www.sterlingandtucker.comSEATS ARE LIMITED. CALL TODAY (808)531-5391 ext. 330

or REGISTER ONLINE www.sterlingandtucker.com

Attend 
one of these 
FREE 

Seminars and Receive a  

Complimentary One-Hour 

 Consultation

www.sterlingandtucker.com


Compliments of: 
Michelle H. Tucker
CFP®, JD, CPA/PFS 

Tucker Wealth Management, Inc. 
820 Mililani Street  Suite 401
Honolulu, HI  96813

(808) 791-1444

Greatest 

of the Great Recession

LESSON TWO  
Don’t Try to Time the Markets 
Successful market timing requires overcoming two hurdles — knowing when to sell and when to buy. 
To illustrate the di�culty of getting the timing decision right, let’s take a look at the best and worst days in the S&P 500 
over the last four decades.
Remarkably, 2008 will go down as the year that produced �ve of the 10 worst daily declines but also the top six best daily 
returns (both in percentage terms). �is is a powerful example of how di�cult it would be to successfully time the market 
to miss the worst days, yet participate in the all-important best days. 

Getting the timing decision wrong can have a serious impact on your future returns. As the chart shows below, missing 
even a few of the best days of the market may defeat a market timing strategy. 
If you had invested $100,000 in 1970 in the S&P 500 Index, it would be worth $5,884,323 in 2012. Missing just �ve of 
the best days would have cut your returns by $2 million to $3,818,624. 
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Financial Matters

Best and Worst 
Days in the U.S. 
Stock Market    
S&P 500 Index, 
January 1, 1970 
through 
December 30, 2012

Date      One-Day Return% Date       One-Day Return%
Oct. 13, 2008 11.58% Oct.19, 1987 -20.47%
Oct. 28, 2008 10.79% Oct. 15, 2008 -9.03%
Oct. 21, 1987 9.10% Dec. 1, 2008 -8.93%
Mar. 23, 2009 7.08% Sept. 29, 2008 -8.81%
Nov. 13, 2008 6.92% Oct. 26, 1987 -8.28%
Nov. 24, 2008 6.47% Oct. 9, 2008 -7.62%
Mar. 10, 2009 6.37% Oct. 27, 1997 -6.87%
Nov. 21, 2008 6.32% Aug. 31, 1998 -6.80%
Jul. 24, 2002 5.73% Jan. 8 1988 -6.77%
Sept. 30, 2008 5.42% Nov. 20, 2008 -6.71%

BEST TEN DAYS        WORST TEN DAYS

Source: Yahoo Finance 
(January 2013)

Past performance does 
not guarantee future 
results.

“Time In” vs. 
“Timing” the 
Market      
Performance of the 
S&P 500 Index Daily: 
Jan. 1, 1970 -  
Dec. 31, 2012  

Source: The S&P data are provided by 
Standard & Poor’s Index Services Group. 
US bonds and bills data ©2013 Stocks, 
Bonds, Bills, and Inflation Yearbook™, 
Ibbotson Associates, Chicago (annually 
updated work by Roger G. Ibbotson 
and Rex A. Sinquefield). Indexes are 
not available for direct investment. 
Their performance does not reflect 
the expenses associated with the 
management of an actual portfolio. 
S&P 500® is a registered trademark of 
Standard & Poor’s Financial Services 
LLC. 

Past performance does not guarantee 
future results.

�is is the second in my series of Lessons from the Great Recession, 
and very timely lesson considering recent market activity.

Greatest Lessons of the Great Recession — 3

BEST TEN DAYS                     WORST TEN DAYS

LESSON TWO  
Don’t Try to Time the Markets 

Successful market timing requires overcoming two hurdles — knowing when to sell and when to buy. 

To illustrate the di�culty of getting the timing decision right, let’s take a look at the best and worst days in 
the S&P 500 over the last four decades.

Remarkably, 2008 will go down as the year that produced �ve of the 10 worst daily declines but also the top 
six best daily returns (both in percentage terms). �is is a powerful example of how di�cult it would be to 
successfully time the market to miss the worst days, yet participate in the all-important best days. 

Getting the timing decision wrong can have a serious impact on your future returns. As the chart shows 
below, missing even a few of the best days of the market may defeat a market timing strategy. 

If you had invested $100,000 in 1970 in the S&P 500 Index, it would be worth $5,884,323 in 2012. 
Missing just �ve of the best days would have cut your returns by $2 million to $3,818,624. 

Source: The S&P data are provided by Standard & Poor’s Index Services Group. US bonds and bills data ©2013 Stocks, Bonds, 
Bills, and In�ation Yearbook™, Ibbotson Associates, Chicago (annually updated work by Roger G. Ibbotson and Rex A. Sinque�eld). 
Indexes are not available for direct investment. Their performance does not re�ect the expenses associated with the management 
of an actual portfolio. S&P 500® is a registered trademark of Standard & Poor’s Financial Services LLC. 

Past performance does not guarantee future results.

Best and Worst 
Days in the U.S. 
Stock Market    
S&P 500 Index, January 
1, 1970 through 
December 30, 2012

Date      One-Day Return% Date       One-Day Return%
Oct. 13, 2008 11.58% Oct.19, 1987 -20.47%
Oct. 28, 2008 10.79% Oct. 15, 2008 -9.03%
Oct. 21, 1987 9.10% Dec. 1, 2008 -8.93%
Mar. 23, 2009 7.08% Sept. 29, 2008 -8.81%
Nov. 13, 2008 6.92% Oct. 26, 1987 -8.28%
Nov. 24, 2008 6.47% Oct. 9, 2008 -7.62%
Mar. 10, 2009 6.37% Oct. 27, 1997 -6.87%
Nov. 21, 2008 6.32% Aug. 31, 1998 -6.80%
Jul. 24, 2002 5.73% Jan. 8 1988 -6.77%
Sept. 30, 2008 5.42% Nov. 20, 2008 -6.71%

Source: Yahoo Finance 
(January 2013)

Past performance does 
not guarantee future 
results.

  
 9.94% 9.66% 8.84% 7.47% 6.33% 5.30%

Total
Period

Missed 1
Best Day

Missed 5
Best Days

Missed 15
Best Days

Missed 25
Best Days

$5,884,323$6,000,000 

$5,500,000 

$5,000,000

$4,500,000

$4,000,000

$3,500,000

$3,000,000

$2,500,000

$2,000,000

$1,500,000

$1,000,000

$500,000

$0

$1,400,232 

$2,214,888

$3,818,624

$5,273,202 Growth of $100,000

One-Month 
U.S. T-Bills

$921,340

Annualized  
Compound Return

“Time In” vs. 
“Timing” the 
Market      
Performance of the 
S&P 500 Index Daily: 
Jan. 1, 1970 -  
Dec. 31, 2012  
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 Tax Tips

by Laurie Young-Kagamida, CPA

Qualifying Longevity Annuity Contracts:  A New Option for Retirement Plans

In July 2014, the IRS released �nal regulations allowing IRA, 401(k), 403(b) and 457(b) investors to invest in 
qualifying longevity annuity contracts (QLACs).  QLACs must be �xed annuities purchased with the lesser of 
25% of retirement account funds or $125,000. 

As retirement account holders age 70 ½ and older know, each year they are required to withdraw a mini-
mum amount from their retirement plan, also known as a required minimum distribution (RMD).  RMDs are 
calculated using the year-end retirement account balance.  Qualifying longevity annuity contracts (QLACs) 
are excluded from the account value when calculating RMDs, resulting in a lower RMD calculation.  Investors 
in QLACs can defer distributions past age 70 ½ but must begin taking distributions at age 85.

New Faces at Sterling & Tucker, CPAs

Christina Whitlatch, Tax Administrative Assistant, joined us in July 2014. Although she relocated from Penn-
sylvania, her love for Hawaii started when her parents brought her to the Islands at an early age.  Christina 
enjoys being outdoors and has already hiked the �rst two peaks of the Olomana Trail.  She brings her love of 
yoga and physical training with kettlebells to the island, along with her interest in trying out new activities.  
Christina loves to cook, especially when it involves her favorite food, chocolate.  

If you are interested in becoming a client of Sterling & Tucker CPAs, please call Christina at 531-5391, exten-
sion 353 to schedule a meeting with one of our CPAs.

Is the Beneficiary of Your IRA the IRS?

Do you have a regular or rollover IRA, 401K, TSP or any other 
retirement savings? Are you taking out as little as possible to 
avoid taxes? Then you will probably still have the account at 
your death.

This workshop is a MUST if you want to be sure your estate 
plan is complete. 

Failing to plan properly can cost you and 
your family thousands in needless taxes.

Seating is limited.  
Call now to reserve 

your seat.
To Reserve On Oahu Call: 

(808) 791-1444

Michelle H. Tucker 
CFP®, JD, CPA/PFS

Haseko Center
820 Mililani St, 4th Floor
Honolulu, HI  96813

Thursday 
October 23 , 2014
10:00 AM - 11:30 AM



Haseko Center
820 Mililani Street, 4th Floor
Honolulu, HI 96813

Neighbor Island Seminars

Kanani 
Makaimoku, JD

To Reserve Your Seat Call:
(800) 807-3820 

x330

or REGISTER ONLINE

www.sterlingandtucker.com

 HILO
Wednesday, Sept. 10

10:00 AM - 11:30 AM

Uncle Billy’s Hilo Bay Hotel
  Leilani Room

87 Banyan Drive

KAHULUI
Thursday, Oct. 16
10:00 AM - 11:30 AM

Maui Arts & Cultural Center
  Haynes Meeting Room

One Cameron Way

Life changes and laws change.  When 
did you last review your trust?  

Discover the Top Ten Defects in most 
living trusts.

Free Trust Review Seminar

Free MEDICAID/VA Long-Term Care Seminar

Average nursing home care 
for the neighbor islands is 
$132,860 annually.*

Find out how to plan and 
protect your wealth before 
you need long-term care.

*Based on 2010 Hawaii Long-Term 

Care Commission Report, 12/13/11.

Michelle Scully 
Hobus, JD

www.sterlingandtucker.com

