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Your Succession Planning Team will be instrumental in your success. You will need to involve your 
accountant, attorney, financial planner, insurance agent, farm consultant and your lender in the 
process. Use our Farm Succession Planning Team Contact List to organize each persons contact 
information in one place. 

1. 

Farm succession planning

Checklist
Pick your team

There is multiple pieces of documentation you will need to gather in order to begin the succession 
process. Documents include: balance sheets (market basis, cost basis), appraisals, property tax 
bills, bills of sale, bank, investment statements, budgets of income and expenses for both parties, 
records of previous gift giving, relevant legal documents (wills, trusts, contracts, corporate records), 
insurance policies (life, long term care), beneficiary designations on investments, insurance policies, 
personal info (social security numbers), tax returns. 

2. Prepare  Your   Documents

There is multiple pieces of documentation you will need to gather in order to begin the succession 
process. Documents include: balance sheets (market basis, cost basis), appraisals, property tax 
bills, bills of sale, bank, investment statements, budgets of income and expenses for both parties, 
records of previous gift giving, relevant legal documents (wills, trusts, contracts, corporate records), 
insurance policies (life, long term care), beneficiary designations on investments, insurance policies, 
personal info (social security numbers), tax returns. 

3. Communicate   Goals   &   Objectives

Succession planning does not have a “one-size-fits-all” solution. Weigh the pros and cons of each 
transition strategy (Outright Sale, Installment Sale, Gift or Inheritance) and decide which option is 
the best for your unique operation. Your Succession Planning Team will be able to assist you in 
making a confident decision which will benefit both the current owners and the heirs. 

4. Choose  a  transition  approach

This process will likely take multiple meetings with your Succession Planning Team before it is 
complete. Schedule a meeting with all of them to ensure everyone is aware of your wishes and 
goals for this process and the future of the farm. 

5. Schedule  a   meeting

The Russell Law Offices, S.C. team is here to help! Please contact us for a consultation 
about your Farm Succession Plan or other agriculture legal needs!
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An outright sale can be as simple as it sounds. It is when the farm or business is 
assessed for a value (including land, buildings, livestock, feed, machinery, etc.) 
then sold for the complete value at one time to the heirs. The current owners 
would recieve the full amount of the value in one lump sum in one tax year. This 
is the fastest transition process but reaps the largest tax challenges for the seller 

OUTRIGHT SALE

		           are Your options 
for the transition process?

WHAT

An installment sale is when a farm or business is assessed for its value, a 
purchase price is accepted and partial payments are made for multiple years. 
This can be advantageous for the buyer and seller as it eases tax and income 
challenges. Note: if the seller dies within the time frame of the agreed upon 
payment plan, the buyer must still finish their payments until complete.  

INSTALLMENT
 SALE

You are able to gift the farm or business to an heir if you wish to do so. Without 
tax implications for the heir and current owner, the gift must be under the annual 
tax exclusion amount. This amount fluctuates per inflation rates. Depending on 
the assessed value of the farm or business, you may gift it in yearly increments to 
the heir until they own 100%.  

GIFT

With an appropriate estate plan, your farm or business could be inherited by 
your heirs. This option includes no tax implications for the heir unless the market 
value increases. The estate plan must be complete and functional prior to your 
passing to avoid the probate process. 

INHERITANCE

Believe it or not, there is not a “one-size-fits-all” approach when it comes to farm or business succession planning.  
Below we have described each option and the tax implications that may be imposed upon the current owners with 
the sale of their farm or current business. You should consult your farm team and consultants to determine which 
option will be most advantageous for you, your successors and your operation. 
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Be honest. The succession plannign process is only effective if you are truthful about 
your intentions with the future of the farm. 

1. List your goals for the farm. Include your five year goals, ten year goals, succession 
planning goals, your farm financial goals and progression of your operation goals. 

Heir's goals

		            are your goals 
     for the farm/business? 

WHAT



		            are your goals 
     for the farm/business? 

WHAT

Be honest. The succession plannign process is only effective if 
you are truthful about your intentions with the future of the farm. 

1. List your goals for the farm. Include your five year goals, ten year goals, succession 
planning goals, your farm financial goals and progression of your operation goals. 

Current  Owner's   Goals 
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		       Should be on Your 
Succession Planning Team? 
Who

  All current stakeholders, including your spouse, siblings and business     
 partners, should have a say in the future of the farm. 

Name & Contact: 

Name & Contact: 

Name & Contact: 

Heirs/successors Ask your heirs/successors about their vision for the future of the farm 
and how it should operate after you retire. 

Name & Contact: 

Name & Contact: 

Name & Contact: 

Current Owners

Accountants An accountant familiar with farm business and succession planning can offer 
valuable advice about the best way to handle the transaction to minimize tax liability. 

Name & Contact: 

Lawyers Your lawyer will draw up the necessary paperwork to transfer ownership and advise you 
about the legal implications of carious succession strategies. 

Name & Contact: 
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		       Should be on Your 
Succession Planning Team? 
Who

Consult with a financial planner about transferring assets, investing funds 
from the sale of the farm, dealing with debt, and financing retirement.

Name & Contact: 

Finanical  planner

You’ll need advice about how different kinds of insurance, including life and 
disability policies, will factor into the overall succession plan. 

Name & Contact: 

Insurance  Agent

Farm consultants can help you evaluate the options, devise a succession 
plan and resolve conflicts within the family to ensure a smooth transition. 

Name & Contact: 

Farm   Consultant

Ask about the available financing options to transfer ownership of the farm. 

Name & Contact: 

Lender
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