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Nobody likes talking about money, even — or especially —

a,’ndlj?’}" Cif Ounc{ C[’i /fe’}" ence i’n when such conversations are kept “inside the house.” The
topic of finance is often a taboo one, either because we're

tﬁe [i\/es (Zf our ¢ ientS afnd in afraid it might lead to arguments or because it’s easier to
t ﬁe Communi tieS we serve just sweep things under the rug and tell ourselves that we’ll

deal with it later.
- Hudock Cayim[

But having open and honest conversations about money
— between partners and between generations — is one of
the best and healthiest ways to ensure financial harmony in
the home. It can reduce stress, confusion, and resentment.
Most importantly, it can help families move significantly
IN SI DE THIS I S S UE closer towards their financial goals. That’s because these
conversations enable each member of the family to move
in the same direction rather than opposing ones. It’s the
financial equivalent to four-wheel drive!

Over the next few editions of Family & Finance, we’ll break
down some of the most important financial conversations
your family can have. In this issue, we’ll focus specifically
on the questions family members should be asking each
other. Enjoy!

Questions Older Parents Should Ask Their
Adult Children

If you are getting older, the concept of leaving a legacy is
probably something that has crossed your mind more than
once. This is where estate planning comes in. But often,



estate plans are made without consulting those who will be most impacted by them: Your children.

Whether it’s determining how you want to be cared for once you reach a certain age, what charities you want your
money to go to, or even just who gets the family’s prized snow globe collection, it’s so important to involve your adult
children in the estate planning process. And the best way to start is by asking certain questions to find out what they
want, what they need, what they are worried about, and what they need to know.

Of course, the questions that parents should ask will be different for each family, but here are some classic ones to get
you started:

1. “Are you willing to be my executor?”
Or, alternatively, “are you okay if someone else is?”

Choosing an executor is one of the most important estate planning decisions you can make, but it’s certainly not one to
take lightly. That’s because being an executor is a big job — and a very detail-oriented one.

Many people select one of their kids to fill the role. Sometimes, this is the right choice...and sometimes, it isn’t.

And in some cases, not selecting your child — or choosing one but not the other — can lead to hurt feelings and
resentment. For this reason, it'’s important to talk with your children to discuss whether they want the role, whether they
have time for the role, and whether they have the skills for the role.

2. “What do you most want to keep after ’'m gone?”

Whether it’s a priceless family heirloom or a random object that has more sentimental value than monetary, you need to
have a plan for who gets what after you pass away. That's why it’s important to have a family meeting to discuss:

o Which specific items you intend to pass on.

o If there are specific items individual family members want...or items that nobody
wants. QUICK TIP

o When ownership will and should be passed on. D

o If people can’'t agree on who gets grandma’s precious stones or the family silver- multiple children want
ware, whether they prefer to sell it and divvy up the proceeds, or donate it to a to serve as the executor.

museum or charity. While you can appoint
more than one person, you
should be very cautious
about doing so, as it can
complicate rather than
simplify the situation. A

These are not always questions that can be answered in a single sitting. But by having
discussions about them now, you will reduce feelings of jealousy and spite later on — two
emotions that kill the possibility of financial harmony in the home.

3. “Do you have any opinions about my long-term care?” rule of thumb is to only
appoint more than one
The topic of long-term care is a discussion everyone has to have with themselves executor if there is a
eventually. But whether you live in your own home for the entirety of your life, move in logistical reason to do so.
with a child or other relative, or relocate to a retirement or assisted living facility, your For instance, if no one

long-term care decisions will affect your children, too. person has the time to do

it on their own. Or if you
Now, your own needs and wishes are obviously the priority when planning for your have family, property, and

long-term care. But you should still find out how your family feels. What are they worried |5 i T S Ghim s o
about? How will your various options affect them financially? What does each individual | 5j#3}- country, requiring a
want to prioritize? Autonomy? Safety? Closeness? Comfort? This is an emotional topic, so (S50 e S et o e
it's important for everyone to be open about their feelings — and to remember that those




feelings all come from a place of love.
4. “Are you aware of what I want?”

The previous questions all have something in common: They’re about finding out what your children think and feel. But
equally important is what you think and feel as you grow older. The lifestyle you want to live, the activities you want to
do; how you want to be seen, treated, and talked to...your emotions and preferences are as valid now as ever, and they
deserve respect.

But it’s easy to keep these thoughts and emotions to yourself — where they won’t do anybody any good! In our
experience, most families want to work with each other and accommodate one another, but it all depends on open and
honest communication. So, as you have these conversations with your children, and as you solicit their feelings and
desires, make sure that you always share yours, too.
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Index QTD Total
Return % Fly Fishing Event with
Dow Jones Industrial Average -3.19 Dave Rothrock
Nasdaq Composite -6.96 Bald Birds Brewing Company
1 Wednesday, April 29th
S&P 500 Index .33 5:00 pm dinner, 6:00 pm presentation
Russell 2000 Index 0.89
MSCI World ex-U.S.A* -0.94 Crosscutters Game
MSCI Emerging Markets* -0.17 Friday, August 14
loomberg Barclays Global A Bond TR USD 1.07 Cutters Gove
Bloomberg Barclays Global Aggregate Bon -1. 6:35 pm game time
20+ Year Treasury Bonds Index 0.04
Source: Black Diamond QTD returns: as of March 31, 2026 *U.S.D. HOlidaY Events:
The Club at Shepard Hills
. Tuesday, December 15
Barbara Hudock Earns Repeat National 1100 am
e 0 b
Recognitions from Forbes and Barron’s Williamsport County Club
Barbara Hudock, CEO and Founding Partner of Hudock Capital Group, Friday, December 4t
continues to distinguish herself as a leader in wealth management through both 11:00 am
experience and consistent national recognition. With a career spanning more
than four decades, Hudock has built her firm around personalized financial Williamsport County Club
planning, long-term client relationships, and a disciplined investment philosophy Saturday, December 5t
tailored to each client’s goals. 11:00 am

In 2026, she was once again named to the Forbes Best-In-State Women Wealth Advisors list!, an honor that highlights
top-performing advisors across the country based on factors such as industry experience, compliance records, and assets
under management. Her continued presence on this prestigious list underscores her commitment to excellence and her
ability to adapt in an evolving financial landscape.

Hudock has also earned repeat recognition on Barron’s Top 1,500 Financial Advisors list?, one of the industry’s most
respected rankings. This acknowledgment reflects not only her professional achievements, but also her dedication to
client service and ethical standards.

Together, these honors reinforce Hudock’s reputation as a trusted advisor and influential figure in the financial services
industry, demonstrating her ongoing impact and leadership both within Pennsylvania and nationwide.
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'Data provided by SHOOK™ Research, LLC . Data as of 9/30/21; 9/30/22; 9/30/23, 9/30/24, 6/30/25.
2022; February, 2023; February, 2024; February, 2025; February, 2026). America’s Top Women Advisors ranking was developed by SHOOK Research and is based on in-person, virtual and telephone due diligence meetings to evaluate each advisor qualitatively, a
king algorithm that includes: client impact, industry experience, client retention, review of best prac

Forbes.com (February,
major component of a es and compliance records, firm nominations; and quantitative criteria, including: assets under management and revenue generated for their firms. Investment
performance is not a criterion because client objectives and risk tolerances vary, and advisors rarely have audited performance reports. SHOOK's research and rankings provide opinions intended to help investors choose the right financial advisor and are not indicative of future

performance or representative of any one client’s experience. Past performance is not an indication of future results. Neither Forbes nor SHOOK Researc

h receive compensation in exchange for placement on the ranking. For more information, please see www.SHOOKresearch.com.
SHOOK is a registered trademark of SHOOK Research, LLC. Fee paid to ranking provider for advertisement materials after ranking announced.

2Source: Barron’s “Top 1,000, Top 1,200 and Top 1,500 Financial Advisors,” February 9, 2009, February 22, 2010, February 21, 2011, February 18, 2013, February 24, 2014, February 23, 2015, March 5, 2016, March 6, 2017, March 12, 2018, March 11, 2019, March 14, 2020, March 13, 2021.
March 14, 2022, March 11, 2023, March 9, 2024, March 7, 2025, March 20, 2026
Barron’s bases its ratings on qualitative criteria: professionals with a minimum of seven years of financial services experience, acceptable compliance records, formal succession plans, high client retention, and more. Financial Advisors are quantitatively rated based on varying types of
revenues and assets advised by the financial professional, with weightings associated for each. Because individual client portfolio performance varies and is typically unaudited, this rating focuses on customer satisfaction and quality of advice. The rating may not be representative of any one

client’s experience because it reflects a sample of all of the experiences of the Financial Advisor’s clients. The rating is not indicative of the Financial Advisor’s past or future performance. Barron’ is a registered trademark of Dow Jones & Company, L.P. All rights reserved. Fee paid to ranking

provider for advertisement materials after ranking announced.

Hudock Capital Group, LLC, is a Registered Investment Advisor. Certain representatives of Hudock Capital Group, LLC are also Registered Representatives offering securities through APW Capital, Inc., Member FINRA/SIPC, 100 Enterprise Drive,
Suite 504, Rockaway, NJ 07866 (800) 637-3211. (04/26)

After the Closing Bell
10 Funny Laws You Could Technically Break Today

Pennsylvania: No singing in the bathtub.

Gainesville, Georgia: Fried chicken must be eaten with your hands.
Alaska: Don’t wake a sleeping bear for a photo.

Arizona: Donkeys may not sleep in bathtubs.

New Jersey: No frowning at a police officer.

California: Driverless cars can’t exceed 60 mph.

Massachusetts: No gorillas in the back seat.

Florida: Unmarried women can’t parachute on Sundays.

Alabama: Fake mustaches in church are illegal if they cause laughter.
United Kingdom: Handling a salmon suspiciously is prohibited.

While these laws may be outdated or amusing, they remind us that rules often
outlive the moments they were created for. At Hudock Capital Group, we help ensure your
financial plan evolves with your life—remaining aligned with what matters most.

Warmest,

Barbara & The HCG Team
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