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Welcome to the May 
2019 issue of “Advisors 
Magazine.” We continue 

our mission to bring you the latest 
trends on finance, the economy, 
technology and much more. This 
month’s lineup of engaging and 
informative content includes 
thoughts, practices, and advice 
from leading business advisors, 
coaches, and entrepreneurs.

Our cover story features Patrick 
Bet-David, an online media 
guru with more than 1.2 million 
YouTube subscribers who talks 
about his latest endeavor, Vault 
19 – the inaugural international 
conference geared to inspire 
entrepreneurs. His story begins on 
page 16.

Wyoming’s new moniker is the 
"Bitcoin State" since it has passed 
the first blockchain law in the 
U.S. On page 8, learn how digital 
currency is gaining traction and 
carving out its own niche as part 
of the American economy.

Editorial contributor Steven 
Selengut discusses closed 
end funds (CEFs) on page 20 
helping to educate readers on 
unique investment options and 
opportunities.

Ever hear of the Great Wealth 
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Transfer? If you’re a millennial, 
you’ll want to take note. Some 
big bucks could be coming your 
way. On page 52, writer Matthew 
Edward interviews David Vickery 
of Vickery Financial Services who 
explains the phenomenon and 
shares his insights. 

“Advisors Magazine” is a multi-
media publication available 
through both print and digital 
mediums, and readers can enjoy 
an expanded version of many of 
our stories at advisorsmagazine.
com. The support from all of 
those featured and from our 
contributors, writers, editors, 
colleagues and business 
partnerships demonstrates our 
collective commitment to deliver 
hot topics and informative stories 
important to our readers.

And, as always, feel free to reach 
out to us with your thoughts and 
opinions.
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The Cowboy State recently 
became the “Bitcoin State” with 
a new, first-of-its-kind in the U.S. 

blockchain law. Now, as federal policy 
makers grapple with blockchain’s 
potential, can any lessons be learned 
from Wyoming’s experiences? 

“It became quickly apparent that 
Wyoming really was the first jurisdiction, 
maybe in the world, to look at these 
types of legislation,” said Matthew 
D. Kaufman, a partner with law firm 
Hathaway & Kunz, LLP, and a governor-
appointed member of the Wyoming 
Blockchain Task Force. “They’ve created 
a path forward to test [blockchain 
business models] and try them out, 
and that’s something I think federal 
regulators could do really well.” 

Prior to the new blockchain laws, 
Wyoming residents were not allowed 
to buy and sell cryptocurrencies legally 
due to a set of antiquated money 
transfer laws. The recently passed 
bills exempt cryptocurrencies from 
property taxes, establish a utility token 
exemption from securities laws, and 
create a new type of bank to handle 
cryptocurrency and blockchain firms’ 
need for bank access, something 
Kaufman described as an “industry wide 
problem.” 

The Wyoming bill stops at the state 
line, however, and national policy 
makers have yet to settle a number 
of questions surrounding blockchain’s 
legal status. And while Congress and 
the administration take small steps 
regarding blockchain, other localities 

BY MATTHEW D. EDWARD

CRYPTO COWBOYS: 
Wyoming’s blockchain bills 
blaze new trails 

such as Switzerland, Malta, and others 
have adopted liberal frameworks that 
have succeeded, to some extent, in 
attracting startups. 

The national blockchain conversation 
recently shifted to reflect that creeping 
fear that other countries – Switzerland 
and Malta, in particular – will develop 
more welcoming business climates 
for the technology. Rep. Todd Emmer 
(R-Minn.) recently reintroduced a set of 
three bills to clarify federal blockchain 
rules with that in mind. The most 
ambitious of the three, the Blockchain 
Regulatory Certainty Act, co-sponsored 
by Rep. Darren Soto (D-Fla.), aims to 
protect blockchain services from being 
treated as “money transmitters” or 
being penalized as unlicensed money 
transfer platforms. All three bills, 
however, appear to be in response 
to the sense that America needs to 

maintain an advantage that is slipping 
away. 

"The United States should prioritize 
accelerating the development of 
blockchain technology and create an 
environment that enables the American 
private sector to lead on innovation 
and further growth," Emmer said in 
a news release when the bills were 
reintroduced. 

Blockchain advocacy groups and 
some entrepreneurs also regularly 
describe the U.S. as falling behind. 
Regulatory confusion often takes the 
blame for the implosion of a number 
of cryptocurrency and blockchain 
startups. One firm, Hoboken-based 
Basis, shuttered in December last year 
over concerns that its product would 



be deemed a security and subject 
to stringent Securities and Exchange 
Commission regulations. The Basis 
closure was one of the incidents that 
prompted Rep. Warren Davidson 
(R-Ohio) to introduce the Token 
Taxonomy Act to clarify how tokens will 
be treated. 

“Forbes” reported earlier this 
year that Davidson had met with 
a cryptocurrency entrepreneur in 
Boston who was skipping the U.S. for 
Switzerland due to its more relaxed, 
and clearer, regulations. The Token 
Taxonomy Act is aimed at keeping 
those entrepreneurs in the U.S., 
Davidson said via news release at the 
time. 

“It would provide a lot of clarity and 
ensure that blockchain innovation stays 
in the U.S. This is designed to precisely 
help prevent things like Basis shutting 
down,” Kyle Samani, managing partner 
of crypto fund Multicoin Capital, told 
“Forbes.” 

The flight of blockchain firms 
overseas may be overstated by 
advocacy groups, however. Switzerland, 
after all, does not boast the depth of 
talent or venture capital that blockchain 
startups in the U.S. can access. 

“There’s no doubt that Malta and 
Switzerland and some of these places 

have pretty libertarian viewpoints on 
some of these financial products and 
technology offerings … But I don’t 
know if that necessarily makes them a 
better place to do business,” Kaufman 
said. “There’s still a tremendous 
advantage to doing business in the 
United States.” 

Regardless of the particulars, 
blockchain groups have called 
repeatedly on the government to 
develop a coherent national strategy for 
how the technology will be regulated. 

"We are calling on the United States 
to implement a national action plan 
for blockchain. This call for action 
extends beyond the U.S. Congress to 
the administration to ensure that we 
realize the commercial and economic 
benefit of this technology,” said 
Perianne Boring, president and founder 
of the Digital Chamber of Commerce. 
“To maintain our technological 
and economic leadership, the U.S. 
government must set out a roadmap 
to facilitate the development and 
innovation of blockchain technology or 
risk falling behind to countries whose 
respective governments are embracing 
the technology and exploring its 
benefits." 

Other advocates warn that 
government efforts to regulate 
blockchain use could amount to 
overreach. Blockchain does open doors 
to bad actors, they say, but government 
needs to approach regulation carefully 

so as not to stifle the technology’s 
development. 

“Attempts to highly regulate 
and restrict blockchain technology 
could hinder legitimate uses or harm 
law-abiding users. Well-designed 
regulations can help mitigate hacks 
and scams that are rampant in the 
blockchain industry and protect users, 
thus enabling adoption in a safe, 
growth-enabling environment,” said 
Chris Smith, vice president of business 
development for Civic Technologies, 
Inc., a blockchain startup. “Effective 
blockchain policy will strike this balance, 
incentivizing technology that can 
have a positive impact while creating 
barriers for deceitful or illicit behavior. 
Effective blockchain policy will also 
provide clarity and support, creating a 
framework for how new technologies 
are treated and enabling good actors 
to build and develop technology with 
confidence.”

The main lesson from Wyoming’s 
experience, however, could be that 
government needs to start somewhere 
in grappling with blockchain. 
Wyoming’s new law was created out of 
necessity, but that does not mean state 
lawmakers tried to solve every problem 
in one go, Kaufman said. Instead, they 
sought to create a framework that could 
be improved later. 

“I’m not advocating that the 
government just runs out and tries to 
regulate new technology but sometimes 
I think you have to start somewhere, 
even if it’s small,” Kaufamn said. “So, 
the players in that space know that here 
are a couple of rules and these are the 
rules we need to play within.” 
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BY MATTHEW D. EDWARD

T
he majority of the 
information in advisors’ 
presentations can be 
highly sensitive. Legal 
and financial content, 
which constitute a 

significant portion of what is being 
presented, must be compliant, 
accurate and up to date. These 
requirements make the presentation 
process more difficult. Getting 
compliance to approve content 
can be time consuming and 
complicated. However, failure to 
ensure compliance in presented 
content can lead to regulatory 
bodies – including the Financial 
Industry Regulatory Authority 
(FINRA) and the Security Exchange 
Commission (SEC) – levying 
significant fines on your financial 
advisory practice. These fines, 
and the resulting negative press, 
can have a serious impact on your 
business’ bottom line.

“Serious errors can include leaving 

out disclosure statements or using 
the wrong pricing,” said AlexAnndra 
Ontra, Co-founder of Shufflrr, and 
author of Presentation Management: 
The New Strategy for Enterprise 
Content. “They might also present 
products that are not suitable for 
specific investors. Content meant 
internally for broker-dealers can be 
accidentally disseminated in a client 
presentation.” 

Presentation management as a solution
When people think of 

presentations, PowerPoint often 
comes to mind. Although it has 
more features and graphics, it has 
not changed significantly over the 
last 30 years, and it’s often used 
improperly. One possible solution 
to the aforementioned problems is 
presentation management, which 
has progressed on the technological 
side to enable organizations to apply 
a more cohesive strategy to their 
presentations.

Presentation management is ideal 
for regulated industries – such as 
finance – that require adherence to 
strict guidelines and dealing with 
sensitive information. It can help 
financial advisors to ensure that their 
content remains compliant. They can 
transform single-use presentations, 
making them easier to use and 
available on demand. This enables 
financial advisors to control their 
brand and message, and improve 
the return on investment in the 
content that they create for clients.

“Presentation management 
ensures only accurate, up-to-
date information and above 
all, compliant content, is made 
available to presenters,” said Ontra. 
“Presentation management is a 
must-have for regulated businesses, 
and any industry that uses 
presentations and wants their team 
to stay on brand and on message.

Financial advisors have to make presentations almost 
every day. This can include presenting earnings 
reports, introducing new product offerings, and 
discussing marketing and sales materials with clients.

PRESENTATION MANAGEMENT

KEEPING CONTENT 

COMPLIANT
WITH
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“Shufflrr helped U.S. Bank to cut down 
the time it takes to create a presentation 
from five hours to five minutes,” said 
Ontra. “In 2018 alone, Shufflrr produced 
a total of $60 million in corporate 
savings for their clients, enabling them to 
maximize their presentation ROI.”

Integrating presentation management 
into practice

To properly implement presentation 
management, your firm should name a 
director of presentation management. A 
part-time associate, marketing executive 
or a team of people can be in charge of 
your firm’s presentation management 
activities. This includes collecting all 
communication assets to publishing 
slides for your organization to use.  

Content is crucial to presentation 
management, which is why the process 
starts with collecting all firm content. 
Old PowerPoint decks, earning reports 
and marketing brochures can all be 
useful to presentations, but at most 
firms, these documents are found across 
the company network. The director of 
presentation management can gather all 
vital assets and put them in one, easy to 
access location.

You can then create a library of slides 
for use in all presentation management. 
Once you’ve collected all the content, 

1. Centrally managed location for 
presentations and other files: One person 
or a team is responsible for collecting all 
content and storing it in one location that 
can be easily accessed by anyone at the 
company who needs it.

2. Controlled permissions: This ensures 
that only the right people can access the 
proper information. It also includes what 
action can be done with the content (e.g., 

Presentation management consists 
of four key components:

download, edit, share, present).

3. Forced messaging: This attaches disclosure 
statements to accompany corresponding content, 
ensuring advisors that their presentations follow 
the rules. 

4. Organization-wide updates: Content is 
constantly being refined and updated until it’s 
proven to convert. This ensures that updates are 
dispersed unilaterally throughout the organization.

you can identify your best designed 
and messaging slides. Eliminate 
duplicate slides and prepare them for 
your people to use and re-use those 
published slides, on-demand.

“Presentation management enables 
you to host the files in a central, 
cloud-based repository where the files 
are automatically formatted as slides, 
ready to present,” said Ontra. “Every 
file is a slide. That means that users 
can search and see slide 18 of a 45 
slide deck, or page 27 or a 200 page 
PDF.”

Introducing new strategies into 
an operation can be tricky because 
employees become set in their ways. 
Therefore, you should appeal to 
advisors and other employees’ self-
interests when rolling out presentation 
management. Do so by explaining 
– or rather showing – them how 
presentation management will help 
them to do their job more effectively, 
sell more financial products and build 
a stronger relationship with their 

clients. 
Change can be difficult, especially 

in large financial institutions that have 
many different practices. Therefore, 
launch your presentation management 
in phases. Start with one department, 
such as wealth management, and 
document the results. Determine what 
worked, what didn’t, and then slowly 
roll it out across the other divisions in 
your organization. 

Conclusion
Presentation management makes 

the entire process easier for individual 
financial advisors and the organization. 
From creation and distribution to 
sharing, tracking and broadcasting, 
it can improve the efficiency of every 
facet of your workflow.

Shufflrr is presentation management 
technology that puts a strategy around 
the creation, distribution, updating 
and publishing of presentations 
across the entire company. For more 
information, visit: www.shufflrr.com

http://www.shufflrr.com
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“We are not meant 
to get through life on 
our own,” said RiTika 
Rose, who describes 
herself as a life 
strategist. Rose also is 

a best-selling author and self-leadership 
and mindful behavior expert with two 
decades of experience across various 
industries, where she helps individuals 
discover their highest possible quality 
of life.

“Hiring someone with a skill set that 
can help to empower your life in a 
way you want to live is a smart choice. 

No Olympian ever got the Olympics 
without a coach. Every employee is 
coached by the leadership team in the 
workplace,” Rose added. “So, how does 
having a life coach become taboo?”

Many professionals, especially those 
in high-powered positions, can hesitate 
to approach a coach. After all, they are 
already successful and often feel like 
outside help is the last thing they need. 

“My favorite response is, ‘There is 
nothing wrong with me. I don’t need 
help,’” Rose said. “To that I chuckle, 
because everyone needs support and 
help.”

Professionals who take the plunge 
and work with a coach can find 
themselves surprised by both the 
speed and efficacy of the results, Rose 
and Carol Ross, two experienced 
life coaches who spoke to “Advisors 
Magazine” said. They need to embrace 
that discomfort, reflection, and self-
learning are required, however, because 
clients who hide from themselves rarely 
find the improvements they need. 

“It really depends on the person 
and their willingness. Willingness to 
reflect on their attitudes and behavior, 
with humility. Willingness to get out 

WHY YOU NEED TO HIRE A COACH — NOW

Many high-performers balk at the idea that they need a life 
coach to really help them thrive. But a good coach can  
be there to support even the most ardent go-getter  
through tough emotional times, complex career 
maneuvers, and in identifying areas for growth. 

How the right coach can help those ready for change
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of their comfort zone. 
Willingness to own their 
part in their current 
situation. Willingness 
to uncover more about 
themselves,” said Ross, 

a former Bell Labs engineer turned 
career coach, national speaker, and 
writer. “Vulnerability and courage factor 
in as well. When you have willingness, 
vulnerability and courage, I've seen 
significant changes in the client's 
life – as a result of just a few hours of 
coaching.” 

Ross’s corporate clients have included 

Caterpillar, Wells Fargo, Avaya, 
Celestial Seasonings, Furniture Brands 
International, Cable Labs and Nelnet. 
She also has been widely covered in 
media such as “The New York Times,” 
“Wall Street Journal,” and “Whole 
Living.”  

Coaches benefit not just individuals, 
but organizations as well. 

Dysfunctional management is so 
prevalent that many organizations gloss 
over it as normal. 

“It’s not difficult to find signs 
of leadership dysfunction in most 

organizations – all you have to do is 
open your eyes,” wrote Mike Myatt, a 
leadership advisor to Fortune 500 CEOs 
and boards, as well as the author of 
“Hacking Leadership and Leadership 
Matters,” in “Forbes.” Ross and Rose 
agree that many organizations suffer 
from serious dysfunction, but can 
recover with a good coach. 

“In order for organizations to change, 
the leader at the top needs to be a 
couple of steps ahead in their own 
personal growth,” Ross said. “The 
leader is the limiting factor … The 
leader also needs to have the humility 
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to ask for help. And finally, a long-term 
commitment is necessary. Cultural 
change takes years in order to be 
sustainable.”

And many leaders may not even be 
aware of how the culture is “playing 
out” around them, Rose said. 

“I coach leadership and awareness 
of self, plus mindful behavior, which 
are key skill sets every leader should 
have. The challenge arises when the 
leadership team is unaware … Those 
leaders that are willing to learn, grow 
and adapt will have the best results 
in culture change,” she said. “They 
must be willing to listen to each other, 
their teams and employee feedback, 
collaborate and communicate together 
on strategies, and acknowledge plus 
work with each other’s strengths in the 
process.” 

Some coaching on finding the right 
coach for you.

Hiring a coach, however, remains a 
complex issue. Rose and Ross offered 
their advice on how to sort through the 
confusing array of titles, certifications, 
and coaching styles to find the one 
that’s right. 

1. What personal growth work has the 

coach done for themselves in the last 
year?

2. Does the coach have a daily 
practice for staying grounded and if so, 
what is it? 

3. Does the coach have a spiritual 
practice and if so, what is it?

4. Have there been recent clients 
who the coach eventually realized they 
could not help? What was the client’s 
situation? 

5. Who is the coach’s favorite type of 
client to work with? Why were they their 
favorite?

6. How did the coach get into 
coaching and what keeps them doing 
the work? 

Also consider whether the potential 
coach is able to get into areas that 
others shy away from. For example, 
clients’ emotional needs often are 
neglected, Ross said. 

“Most coaches are unwilling or 
unskilled at going into emotional 
territory with clients, and yet this is 
the linchpin for lasting change,” Ross 
said. “This goes beyond Emotional 
Intelligence, which focused on self-
awareness and self-regulation. EQi 
(Emotional Quotient Inventory) does not 

address what to do with the emotions 
that are hard for the client to be with, 
even though emotions are part of our 
humanity.”

And potential clients should not 
forget that it is about them as well, not 
just the coach. 

“The most important advice I give 
someone who is seeking a coach to 
work with, is to make sure you feel 
comfortable and connected to the 
coach you are going to hire,” Rose 
said. “In the end, coach-plus-client is 
a relationship. Your results will depend 
highly on trusting the process and the 
relationship with your coach.”

Trust is key, Rose said, because 
coaches cannot change clients. 
Fundamental change only can come 
when the client is ready to get down 
and do the hard work required. 

“The desire must come from within, 
only then will there be real results,” 
Rose said. “When those individuals are 
really ready to transform, they will take 
the work seriously.”

For more information on RiTika Rose, 
visit: ritikarose.com
For more information on Carol Ross, 
visit: standoutandbelong.com
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Patrick Bet-David
"Valuetainment"

creator
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P
atrick Bet-David does 
not mince words. 

“I made the decision 
a long time ago that 
I’m going to question 

everything. Every. Single. 
Thing,” Bet-David recently told 
“Advisors Magazine” during an 
interview, pausing for emphasis 
between each word. “And, 
believe it or not, it’s made my 
life happier. We need to be 
more comfortable stepping 
away from the status quo.” 

Questioning every single 
thing appears to be Bet-
David’s strong suit. His YouTube 
channel, “Valuetainment,” mixes 
interviews with a diverse array of 
public figures – Kevin Hart, Mark 
Cuban, Jordan B. Peterson, 
and Steve Wozniak, to name 
a few – with complex advice 
for entrepreneurs and real-talk 
about how to get motivated 
and making money. The content 
combination serves to inspire, 
motivate, and warn – his video 
10 Signs You Won’t Be Rich 
comes to mind as the sort of 
content that tells harsh truths – 
and Bet-David has gone all-in 
expanding the channel. 

“You may not put your life 

inspiring  
entrepreneurs 
and launching 
The vault 19

PATRICK
           BET-DAVID

on the line, but let me tell you, 
you put your salary on the line,” 
Bet-David tells an audience of 
emerging entrepreneurs in one 
video. “You know what happens 
to an entrepreneur when he 
goes to sleep? He has a lot of 
anxiety attacks. He has worries. 
She stresses out. They think 
about their bills. They see their 
savings deplete. They see, all of 
a sudden, things happen. But 
do you know why they do it? 
They do it because they have a 
dream.” 

It is that sort of content that 
has drawn more than 1.2 million 
YouTube subscribers to follow 
“Valuetainment” and Bet-David 
is busy preparing for The Vault 
2019, the firm’s first conference. 
He recently spoke to “Advisors 
Magazine” about the initiative 
which serves as “Valuetainment’s 
expansion into a bonafide 
media company, and shot back 
at the recurring criticisms of his 

insurance firm, PHP Agency, Inc. 

Only the Few Survive  
Before starting up 

“Valuetainment,” Bet-David 
founded PHP Agency, Inc., 
an insurance sales, marketing 
and distribution company 
that bills itself as one of the 
fastest growing in the financial 
marketplace. PHP attributes its 
growth to targeting markets that 
were traditionally neglected by 
the financial services industry. 

“America is changing ...  Does 
the 59-year-old white male 
necessarily connect with the 
immigrants? I don’t know if 
somebody that’s gone through 
the route of Harvard, Yale, or 
Northwestern can connect 
with the community college 
graduate who’s just trying to 
get it together for themselves,” 
Bet-David said, adding that he 
chose to target consumers who 
had little exposure to financial 
services after researching 
what the major industry 
players were doing. “The top 
of these companies look like 
Connecticut, they don’t look 
like Miami, they don’t look like 
Chicago.”
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The average PHP associate is a 
34-year-old Hispanic woman, Bet-
David said, and likely more reflective 
of the up-and-coming consumers 
the firm has made inroads with and 
hopes to continue pursuing. 

“We got this market and now we 
have momentum,” he said.  

The perspectives of the often-
excluded are well-known to Bet-
David, himself an immigrant from 
Iran whose family fled the country in 
the years following the 1979 Islamic 
revolution. 

PHP has taken criticism in the past 
for amounting to little more than 
a multi-level marketing or pyramid 
selling scheme that relies on current 
associates recruiting new members 
in order to earn commissions. 

Anonymous reviews posted 
on Glassdoor.com – a prominent 
employer review site – present a 
somewhat mixed picture, with some 
former associates describing PHP 
as a “scam.” Others, meanwhile, 
describe the company as a difficult, 
but fair, employer that requires 
dedication.

“It does require a high level of 
commitment, an understanding of 
yourself and your goals, dedication, 
study, and hard work. And 
patience,” one reviewer wrote.

For what it’s worth, 77 percent 
of anonymous reviewers did 
note that they “approve” of Bet-
David’s performance at the helm 
of PHP. Bet-David also fires back 
at PHP’s critics by pointing out that 

companies in the insurance and 
real estate space routinely expect 
employees to recruit new associates. 

“When you get into the insurance 
space or you go into the [property 
and casualty] business, or you go 
into the real estate business, it’s 
all recruiting,” Bet-David said. 
“Everybody says New York Life is 
[multi-level marketing], but everyone 
knows New York Life isn’t MLM.” 

Bet-David concedes that PHP 
associates washout or quit in high 
numbers, but maintains that is a fact 
of life in the high-pressure insurance 
industry. 

“That typically happens because, 
on the one end, the world of sales is 
incredibly difficult … It will give you 
mental and emotional torture,” Bet-
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David said. “Only 10 percent of real 
estate agents even make it. Only 10 
percent, if that, of insurance agents 
really make it.” 

Opening the Vault 
The Vault 2019 promises to 

be, if nothing else, an impressive 
show. A promotional video on 
“Valuetainment” lists media mogul 
Peter Guber, former Netflix executive 
Patty McCord as headliners alongside 
“highest paid mobster” Michael 
Franzese and “number one illusionist 
in the world” Frederic Da Silva, 
who is billed as the event’s special 
entertainer. More than 1,000 people 
from 36 countries are expected to 
attend, Bet-David said. 

One group of people will not be 

attending, however. Bet-David 
forbid anyone who sells for PHP to 
attend the conference to prevent 
it appearing like a marketing ploy. 
The “Valuetainment” channel 
also never mentions PHP or even 
the insurance industry. Bet-David 
created that distance deliberately, 
to make sure “Valuetainment” 
stayed focused on its core 
mission. 

“If you watch my content, you’re 
not even going to realize that I 
do insurance,” Bet-David said. 
“You’re not going to find one 
piece of content that’s saying hey 
you should come to my insurance 
company and buy a product from 
me.”

By the same token, Bet-David 
is running another conference 
later in the year for his insurance 
associates, which will be closed 
to the public. That, again, 
is by design to ensure that 
“Valuetainment” does not take on 
the look of a marketing tool. 

“I think when you respect both 
audiences, they look back and 
say ‘Okay, this guy knows how 
to differentiate between the 
two, I like it, and I’m going to do 
business with him,’” he said.  

The Vault 2019 promises 
to deliver more of the hard 
truths and self-searching fans 
of “Valuetainment” have come 
to expect. Whether it’s videos 
on running a small business, 
interviews with thought leaders, 
or listicle-style shorts on building 
better habits, the “Valuetainment” 
channel pushes viewers to 
consider where they are, where 
they want to be, and who they 
want to be when they get there. 

“I don’t see a purpose in [a 
nine-to-five job], I don’t think 
the creator gave you all those 
gifts that you’ve got so that 
you can go out there and be a 
regular person,” Bet-David tells 
the audience in one video on 
entrepreneurship. 

Vault attendees likely will 
hear that and more from the 
conference speakers, and Bet-

David hopes they leave with a 
better understanding of what 
they want. To get there, however, 
they will need to ask themselves 
a lot of questions – and answer 
honestly. 

“Unfortunately, the scariest 
thing in the world isn’t Kim Jong 
Un from North Korea,” Bet-David 
said. “The scariest thing in the 
world is the truth, that is piercing 
to our soul. In life, we are all 
one or two questions away from 
having a breakthrough, but we 
don’t because we don’t question 
everything.”

The scariest 
thing in the 
world is the 
truth, that is 
piercing to 
our soul. 
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W
hat if you could 
trade bonds 
more safely, more 
effectively, and less 
expensively than 
Wall Street's  
masters of the 
universe? 

You can. There are three main reasons mere 
mortals invest in fixed income securities 
(government and corporate bonds, notes, 
loans, and preferred stock) and in variable 
income vehicles like mortgages, royalty trusts, 
real estate, etc: 

Corporate debt securities are inherently much 
safer than same company common stock... a 
50% income asset allocation is much safer and 
theoretically less volatile than a 100% equity 
exposure... government securities are even 
safer.

They provide significantly more income 
than their equity cousins, and the income is 
significantly more secure than common stock 
dividends.

They are capable of doing their job (income 
production) regardless of what is going on in 
either the stock or bond markets.

In addition to having less financial risk, falling 
market values in high quality paper have no 
impact on the income paid to investors.

There are four significant problems with direct 
investment in "individual" income purpose 
securities, fixed income or variable:

The securities are generally illiquid, difficult 
to price, and impossible to sell without serious 
costs.They may be expensive to buy, own, 
maintain, and to market. They may require 
a depth of knowledge or expertise that the 
average investor doesn't possess. It may be 
hard to develop a dependable stream of fixed 
monthly income.

 Unlike Tom Wolfe's "Masters of the 
Universe", most of us are not bond traders, real 
estate moguls, commodity dealers, or shopping 
center operators. We need a simplified, 
practical, income productive, liquid as the stock 
market, way to be invested in income purpose 
securities and enterprises... just like any self 
respecting MOTU.

Surprisingly, individual investors/traders 
have a distinct advantage over Wall Street 
operatives. Fixed income traders don't care 
about income production... buying and selling 

by steven selengut
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inventory is their business 
model, and they must trade at 
market prices. If our income 
inventory shrinks in market 
value, we don't have to sell 
our positions.... they do.

If only we had a way to take 
advantage of the bargain 
prices that accompany down 
markets... we do.

And that should be a 
"eureka" moment for any 
of you who are still holding 
individual bonds, preferreds, 
rental properties, or private 
REITs... simplified, practical, 
income productive, and liquid 
income purpose securities 
are readily available, and 
have been for decades. The 
very first Closed End Fund 
(CEF) was developed in 1893, 
some 30 years before the first 
Mutual Fund...several have 
been in operation for more 
than 90 years. CEFs are the 
perfect tools for direct and 
liquid investing in illiquid, 
income purpose, securities.

You'll recall the "bond crisis" 
media reports late last year, 
before the "Fed" decided 
to stop raising interest rates 
"for the foreseeable future". 

no more 
rate hikes 

announcement
-Jerome Powell 

How many of us went out 
and bought bonds, shopping 
centers, oil pipelines, preferred 
stocks, or private mortgages? 
Closed End Fund (CEF) 
Investors have been taking 
profits for months on the ones 
they purchased during the 
2018 bond crisis. 

CEFs are professionally 
managed portfolios that 
can contain hundreds of 
individual securities, either 
growth (equities) or income 
purpose. Income CEFs may 
contain various types of 
income producers, or they 
can specialize in specific 
sectors. There are hundreds 

of "experienced portfolios" 
to select from and they are 
traded routinely on the New 
York Stock Exchange, just 
like common stocks. There 
are even CEFs that contain 
public REITs, Master Limited 
Partnerships... and other CEFs.

They provide (and improve 
upon) all of the safety and 
income benefits described 
above.

They eliminate all of the 
inconvenience with owning 
individual fixed income 
securities, while providing both 
professional management and 
instant diversification.

They are slightly more "

"
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"interest rate sensitive" than the 
securities inside, thus becoming 
the only mechanism out there that 
allows us to buy whole portfolios of 
securities at a discount to NAV.

In combination, equity and 
income CEFs provide a direct path 
to achieving "retirement income 
readiness". 

When dealing with all varietals 
of income purpose securities, 
investors have to learn to deal with 
"Interest Rate Expectation (IRE) 
Sensitivity", or the fact that their 
market values vary inversely with 
interest rate expectations.... the 
2008 financial crisis being the only 
exception.

Since the Federal Reserve's 
January "no more rate hikes" 
announcement, income CEF 
market values have risen to near 
52-week highs... while continuing 
to generate an average current 
income above 8%. 

This income, and the realized 
capital gains the rally has 
generated, can be used to 
compound future income growth in 
two ways:

Additional shares of owned CEFs 
can be purchased to reduce cost 
basis and increase yield at the 
same time.

New CEFs yielding higher than 
the current portfolio average may 
be purchased (in smaller than 
normal quantities) facilitating future 
additions at lower prices when IRE 
changes.

The Net Asset Value (NAV) of 
CEFs is the sum of the values of 
perhaps hundreds of securities, 
but unlike open end Mutual Funds 
and ETFs, no effort (manipulation 
of shares outstanding) is made to 
make the market value equal to the 
NAV. It's helpful to think of each 
individual CEF as a marketable 
"protective dome", where only 
the investment manager can trade 
what's inside.

The prices of the individual 
securities within the domes will vary 
with interest rate, economic, and 
market cycles while CEF investors 

trade the domes themselves. 
It's nearly always possible to 
reduce existing position cost 
basis while increasing yield, to 
take advantage of discounts 
from NAV, and to take 
reasonable profits before they 
disappear with the next cyclical 
change.

This was precisely what was 
going on during the last few 
months of 2018. Individual 
income security prices (inside 
the domes) were being forced 
down by the expectation 
of rising interest rates and 
significant discounts were 
available. Absolutely nothing 
had changed with respect to 
the quality of the securities or 
the income being produced.  

As the price of the domes 
moved lower, current yields 
were rising. No change in 
the securities, their quality, or 
contractual payments... only 
the price of the package had 
changed. There they were 
investors, just waiting for you to 
pad your retirement portfolios 
with income above 8.5%. 

This is the genius of income 
CEFs. Only here are portfolios 

of discounted debt, preferreds, 
convertibles, mortgages, and 
the like nearly always available 
for fractions of the cost of the 
individual, non-diversified 
paper. These sweet discounts, 
and the ability to trade the 
"domes" on the New York 
Stock Exchange (without broker 
mark ups) are only available, 
through Closed End Funds.

Only here can mere mortals 
turn Wall Street's higher interest 
rates phobia into an income 
portfolio worth bragging about. 
Not even during the Financial 
Crisis, did properly diversified 
CEF investors feel any "income 
reduction" pain, even as 
discounts to NAV grew to their 
broadest levels ever.

So don't be concerned the 
next time you see the "OMG, 
bond prices are falling" 
headlines... that's Wall Street's 
problem. CEF yard sales don't 
occur that frequently... embrace 
the volatility and fill up those 
shopping carts.

And if the current rally 
continues, what's your action 
plan?

WEBINAR
PRESENTED BY

STEVEN SELENGUT

Learn how to create your own "retirement income ready" program 
using a diversified CEF portfolio at the next, totally free, Go To 
Meeting webinar: seats still available.

WED, JUNE 12&13

REGISTER NOW

mailto:sanserve%40aol.com?subject=Reserve%20My%20Seat
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Look closely at nickel stainless steels and you'll see both their brilliance and their beauty. But nickel's 
role in sustaining our planet is also well worth looking at. Most importantly, nickel in all its forms is re-
cyclable. Beyond that, nickel improves the corrosion resistance of alloys like stainless steels. This means 
less maintenance and less expensive rehabilitation. And nickel's strength and ductility make it ideal for 
creating super alloys for turbines that burn biogases-from landfills, for example-to generate electricity.

Nickel also helps to reduce green house gas emissions in many ways hybrid cars use nickel metal hydride 
batteries; waste-to-energy plants use corrosion-resistant nickel alloys for a long, maintenance-free oper-
ating life; and wind turbines use nickel alloy casting because they perform so well under cold operating 
conditions.

Nickel. Take a closer look. You'll see so much more.
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by david gargaro

NAVIGATE THE "NEW NORMAL"

Many people 
look at 
retirement 

and financial 
planning from a 
fixed point of view. 

They look forward in time to a specific 
date when they will stop working 
and earning income, at which point 
they will begin their retirement. It’s 
as if their life consists of several long 
straight lines, and each new line is a 
major change in direction. 

However, life is not that linear, and 
it will involve many ups and downs 
along the way. Some significant 
changes can be planned, while others 
can be unexpected, such as job losses 
or promotions, marriages or divorces, 
and new grandchildren or unexpected 
illnesses and deaths. These major life 
transitions may affect more than your 
finances – they can also significantly 
impact your ability to make rational 

decisions.
Ron Wilkinson, CFP®, CeFT®, 

founding partner of Security First 
Advisors Inc., believes that people 
go through a period of cognitive 
depletion when they experience 
major changes that affect their lives 
and money. In essence, they can lose 
the ability to reason, and freeze up 
when required to make decisions. 
That’s where a Certified Financial 
Transitionist® (CeFT) becomes most 
useful, as they walk clients through 
their most serious transitions, whether 
it’s an inheritance or the loss of a 
spouse.

“A Certified Financial Transitionist 
will recognize what stage their client 
is in and will help them to come 
through the other side to their new 
normal,” said Wilkinson. “The goal is 
not to help them solve that particular 
problem, but rather to help them step 
back to look at their options and then 

move forward in a more manageable 
way.”

In 1986, Wilkinson became a 
Certified Financial Planner® and in 
1997 founded Security First Advisors 
with its president, Evan Russell, CFP, 
CeFT. Along with Stacy Rerick, CFP, 
CeFT, CDFA®, the partners of this 
fee-based Registered Investment 
Advisory firm provide comprehensive 
financial planning and money 
transition services. These include life 
transitions, investment strategies, 
estate and retirement planning, 
family-focused strategies, and risk 
management planning.

Client education should be central 
in any financial planning relationship, 
and it is integral to helping them 
during the transition process. Many 
people feel intimidated by the 
financial planning process, as they 
don’t understand the jargon and the 
fluctuations of the financial market 

Certified Financial Transitionists
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adds to their confusion. They tend 
to get frozen by the potential 
choices available to them, as well 
as the advice they receive from 
friends or hear about on the news. 
Transitions can compound this 
indecisiveness as it can seem like 
there are too many major decisions 
to make. 

Wilkinson understands that clients 
can be intimidated, so they don’t 
ask questions? He has dealt with 
highly educated people who would 
say that they felt challenged by 
the financial process. He makes it 
clear that every question is valid 
and encourages clients to ask about 
any topics related to their lives, 
the economy, investments, what’s 
happening in the world or whatever 

else is concerning them. His goal is 
to make his clients feel comfortable 
to ask whatever they like, and he 
lets them know that he is there to 
support them in every possible way.

“Recently, I was having a 
discussion with a client, who is a 
medical professional, and he did not 
know what to do in the face of what 
was happening in the economy,” 
said Wilkinson. “I discussed that 

financial planning was much like 
getting a physical, and it would help 
to identify any serious issues that 
could affect his portfolio. We might 
find that your blood pressure and 
your vitals look great, but we could 
also find a tumor, and that truly 
resonated with him.”

Given that every client has a 
different life situation and financial 
needs, retirement planning must 
be customized to fit their particular 
situation. It also needs to be flexible 
enough to change directions 
when transitions occur. Using a 
risk profile system is one tool for 
evaluating a client’s appetite for 
risk, which will help to determine 
potential investment strategies. It 
allows the advisor to determine 

the client’s comfort level with what 
has occurred in the past, as well 
as with what is happening in the 
moment. It also enables the advisor 
to establish a safe withdrawal rate 
for the client, which depends on a 
number of factors, including returns 
and timing.

“We create a one-page snapshot 
of the client’s portfolio, which 
provides an anchor point for moving 

forward,” said Wilkinson. “It provides 
a quick summary of assets, income 
sources, expectations and other key 
data. In essence, it summarizes what 
they have, as well as what they want 
to do.”

Some clients make long-term 
care planning part of their financial 
and retirement plan. This is prudent 
given how much longer people are 
living these days. According to the 
experience of the clients of Security 
First Advisors, those who had 
preplanned their long-term care had 
better results, and felt better, than 
those who relied on Medicaid. Many 
clients want to stay in their homes 
as long as possible, which is another 
reason why the main residence is a 
critical asset to own.

It’s important to note that financial 
planning involves people, and not 
just their finances. While a traditional 
financial planner will focus on the 
technical aspects and numerical 
factors of preparing clients for 
retirement, Security First Advisors 
focuses on the personal side, and 
integrates that element into the 
technical side. Transitions can be 
emotionally and mentally trying, so 
Wilkinson and his partners apply their 
process to help clients feel better 
about their choices and avoid being 
overwhelmed. 

“Most widows leave their advisors 
because they feel that they are not 
being listened to, which is why we 
take the time to sit with them and 
understand their concerns,” said 
Wilkinson. “We  treat the client as an 
active thinking partner in the process, 
and don’t dictate what they should do 
when making decisions about their 
financial future.”

For more information on Security 
First Advisors, visit: sfainc.us

FINANCIAL ADVISORS WITH YOUR FUTURE IN MIND.

http://sfainc.us




Everest Consulting is a management and growth 
strategy consulting company that focuses on 
advising consumer branded lifestyle companies, 
from Fortune 500 companies to mid-sized 
organizations. With over 25 years of operating 
and management expertise, Everest Consulting 
provides the industry expertise along with the 
strategic and operational know how to help your 
brand achieve its fullest potential. 

Actionable 

www.everestconsultingcompany.com

Breakthrough 

Strategies

Providing Fee-Only Financial Planning Sevices 
to the Princeton Area for 30 Years

Financial Life Planning | Retirement Planning | Sustainable & Responsible Investing | Family Wealth Planning

Fee-Only Comprehensive Financial Life Planning

EKS ASSOCIATES

Identity theft can happen to anyone, at any time. 
Tens of millions of consumers are victimized each year.

www.eksassociates.com | 609-921-1016 | 601 Ewing Street, Suite A-7, Princeton NJ 08540

Click Here to Request Your FREE Identity Theft Booklet

http://www.eksassociates.com/
https://visitor.r20.constantcontact.com/manage/optin?v=001l4vdcbuN-kg0twUgTG7h08Y_T67x9lKyGjTUGi42AEJWcDnS7vd5dbvFpoFgKyoHnhdW0XvmqTAqvcjmmEMa8RYV510SpcY47Ja3hLXZ5oI%3D
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But those inspirational 
words frequently fall 
flat when management 

fails to match words with 
deeds. 

“If the words are on 
the wall but they’re not 
lived by, is that really a 
culture?” Andrea Schlapia, 
the Founder of Ironstone, 
once asked a client firm. 
“And the answer was no for 
that particular team, which 
changed their mindset. 
We can talk about vision 
and mission but if it’s just 
a bunch of words versus 
people living by it and 
putting it into play then 
that’s going to absolutely 
affect the bottom-line 
results.” 

Ironstone, based 
in Florida, provides 
performance consulting 
and executive coaching to 
financial advisors throughout 
the country with between 
$250 million and $1 billion in 
assets under management." 
The firm assists clients with 
strategic planning, business 
development, operational 
effectiveness, and a fourth 
area Schlapia described as 

The ultra-modern, open-
plan offices many firms use 
to showcase their forward 
thinking often come 

replete with motivational quotes painted 
on the walls. These quotes, often pulled 
from business luminaries, look down on 
the employees throughout the work day. 

tailored solutions after 
carefully assessing client 
needs. “We don’t want to 
ever assume that we’ll walk 
into someone’s business and 
pull something off the shelf 
and say, ‘Here it is.’”

‘A-plus advisors, C-minus 
business owners’

Wealth management 
practices often expand 
quickly, snapping up 
clients and assets under 
management in a short 
amount of time. The 
strengths that make a good 
advisor, however, do not 
necessarily translate into 
running an effective business, 
and even experienced wealth 
managers may struggle to 
create efficient workflows and 
business processes. 

“We find that people 
are already strong in their 
strategic planning and 
business development,” 
Schlapia said. “We don’t 
work with complete startups, 
usually mid-level advisors 
who are A-plus advisors but 
C-minus business owners; 

operational effectiveness is a 
problem.”

Advisors who struggle to 
run a tight ship need a good 
coach. But the alphabet soup 
of coaching certifications 
makes it easy for almost 
anyone to call themselves an 
executive coach, and hiring 
the wrong one can be a 
serious mistake. The wrong 
coach can not only waste 
considerable time and money, 
but one bad experience is all 
it takes to sour an executive 
on coaching in general. 

“Too often people put 
the title “coach” at the 
end of their name, and I 
would challenge anyone 
that is looking at a coaching 
consultant to verify what kind 
of certification and coaching 
training that they’ve been 
through and really have 
an understanding of their 
methodology,” Schlapia said. 

Business owners need to 
ask the right questions before 
signing on with a coach. 
References from past clients 
can help, but more important 
is whether the coach has a 
strong “cultural match” with 
the firm. Chemistry plays an 
important role between the 
executive, their firm, and the 
coach; a competent coach 
might help one advisor 
make powerful changes but 
falter in a different company. 
Choosing the right coach is 
almost as much about “fit” 
and “chemistry” as it is about 
credentials, training, and past 
successes, Schlapia said. 

Advisor island 
Independent wealth 

advisors often feel isolated 
while building their practices. 
The actual business of 
pursuing client leads and 
developing portfolios 
consumes time, energy, 

the human element of an 
advisory practice. Together 
these elements make up 
the “Fundamental 4™” 
framework that Ironstone 
applies to develop custom 
solutions to clients’ 
challenges. 

“We really are helping 
clients look at their team, 
their entire business, and 
look through this framework 
of the Fundamental 4™,” 
said Schlapia, who is a 
Registered Corporate 
Coach (RCC), Human 
Capital Strategies (HCS), 
and Strategic HR Business 
Partner (sHRBP). She also 
said that the firm delivers 

“WORK ON YOUR BUSINESS 
INSTEAD OF IN THE BUSINESS.” 
GUIDING PURPOSEFUL GROWTH FOR FINANCIAL ADVISORS

by matthew d. edward
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and resources. That leaves 
precious little time for 
cultivating company culture, 
especially for advisors 
inexperienced at running 
their own firms who may feel 
overwhelmed by the sheer 
amount of work that needs 
to be done. But culture eats 
strategy for breakfast, as the 
late management guru Peter 
Drucker said – some argue 
the quote is apocryphal – and 
underlies everything the firm 
does.

“The culture of the 
company is going to impact 
the bottom-line results,” 
Schlapia said. “Leaving that 
unattended is going to be a 
huge risk for any firm.” 

To that end, Ironstone 
works with clients to build 
effective company cultures. 
Whether that means helping 
executives foster a culture of 
inclusion – particularly valued 
among millennial generation 
employees – or a focus on 

professional development, 
Schlapia said the most 
successful clients are those 
willing to take a step back 
and look logically at the 
problems inside their firms. 

“One of the best practices 
we really instill is called the 
Development Day,” she said. 
“Teams with the highest rate 
of implementation and results 
are the ones that close the 
doors once per month to 
create an open dialog and 
improve collaboration.”

A collaborative, inclusive 
culture allows firms to tackle 
pressing problems and 
accomplish goals. Wealth 
advisors who ignore building 
an effective culture often 
find that their firms grow 
in fits and starts, and that 
many goals can be left 
unaccomplished. 

“Work on your business 
instead of in the business,” 
Schlapia said. “If you don’t 
do that then you will miss 

clients’ investments, but the 
“back-end” tasks needed to 
maintain the firm’s foundation 
and effectiveness. 

Schlapia often shares her 
clients' struggles as well to 
highlight that the difficulties 
they face are neither unique 
nor self-inflicted. It can be 
difficult for an independent 
advisor to realize that many 
firms deal with the same 
issues, she said. 

“Independent advisors 
are kind of on an island 
by themselves," she said. 
"Sharing real-world examples 
truly helps them move 
forward and see that the gaps 
are achievable if they take the 
time to work on them.” 

For more information 
on Ironstone, visit: 
IronstoneHQ.com 

the opportunities to grow in 
the right way. That’s where 
we want to guide teams is 
to have purposeful growth, 
not just growth for growth’s 
sake.”

Ironstone also works with 
clients to develop staff in 
other ways. The company 
is developing the Ironstone 
Lab, to provide “on-demand” 
content and educational 
experiences including 
tools, templates, resource 
guides, videos, courses 
and peer collaboration that 
help advisory professionals 
improve training and 
performance. The Lab is 
another innovation that 
Ironstone brings to the 
isolated independent firm 
that needs help not in the 
“front-end” work of managing 

http://IronstoneHQ.com 
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CUT THROUGH THE CLUTTER

by martin frost
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Research shows that 
only 4 in 10 adults in 
the U.S. have prepared 

a will, according to a 2017 
survey by Caring.com, 
an online resource for 
caregivers of aging family 
members.

No matter their age, new 
clients of Meyers Financial 

Services Inc., should be 
prepared to talk about what 
steps they've taken, if any, 
to have their affairs in order 
in case they pass away or 
become incapacitated or 
incapable of making their 
own life decisions. Firm 
founder and Certified 
Financial Planner™ Lillian 

In the relationship between financial advisors and their 
clients, just about every major aspect of the client’s 
life should be discussed to help them plan for a sound 
financial future. These include conversations about 
goals for the family, risk tolerance for investing, specific 
insurance needs, and dreams for retirement. But, 
there’s another aspect of life to plan for – as much as 
clients may not want to think about it – advisors must 
discuss what happens in the event of a client’s death. 

CURATING UNIQUENESS IN THE 
WEALTH MANAGEMENT INDUSTRY

Meyers insists upon it. 
Meyers stresses the 

importance of creating wills 
and healthcare directives 
for people starting at age 
18. And, in addition to the 
standard protocol of will 
writing, she offers some 
not-so-obvious guidance 
for her clients. For instance, 
she suggests people include 
pertinent data such as user 
names and passwords for 
social media platforms when 
preparing wills.

“We've got all these social 
media accounts and they 
have to be closed down 
should something happen, 
and you've got to give the 
rights to people to do that. 
It's very important to write 
this down because it's very 
hard to undo – your accounts 
can't be closed accept by 
you, and it's a long process to 
close them.”

And, Meyers makes 

Helping clients with specialized services

Start preparing for 
tomorrow’s retirement 
today by contacting us 
to learn more about 
The Joy of Retirement 
Process© or to set up 
a commitment-free 
introductory meeting.

by jude scinta

Lillian Meyers CFP®

https://www.meyersfinancial.com/p/retirement-planning
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another point to consider 
– actually for some, it 
could be thousands of 
points – the accrued points 
on credit cards. What 
happens to those in the 
event of the cardholder’s 
passing? Meyers suggests 
contacting the credit card 
company to inquire about 
assigning a beneficiary to 
the account. 

“A lot of people don't 
realize these things,” she 
said. “I talk to people 
about them and make 
sure that they understand 
that this is very important 
when your life is no longer 
here – you need to make 
sure that whatever assets 
you own get divided in the 
right places and go to the 
people you want them to 
go to.”

 
Standing out in Wealth 
Management Crowd

Some people with 
entrepreneurial aspirations 
tend to be independent. 
Lillian Meyers fits that 
bill. After working for a 
national banking institution 
for six years, she knew 
she wanted to go out on 
her own. She gravitated 
towards bookkeeping, 
tax preparation, and tax 
planning. 

Then, in 1989, she 

received an unassuming, 
yet, intriguing postcard in 
the mail with information 
on becoming an 
independent investment 
advisor. She investigated 
further and chose to point 
her career in that direction. 

Through the years, 
Meyers has earned 
various designations and 
certifications, including 
that of Certified Financial 
Planner™ (CFP®) because 
she wanted to “take 
care of clients in a better 
way,” she said. To her 
that meant addressing 
the five components 
of financial planning: 

investment portfolios; risk 
management; tax planning 
and preparation; retirement 
planning; and estate 
planning.

“As a Certified Financial 
Planner, I have a fiduciary 
responsibility to clients, 
and I decided that it was 
time to move away from a 
broker/dealer and become 
an Investment Advisory 
firm to really understand 
and help people for their 
changing lifestyles,” Meyers 
said, explaining her 2016 
decision.

That same year, she 
began to write a book, 
“Wealthy, Healthy Money 
and Your Financial Long 
Game.” The following year 
was full of milestones – her 
book was published, she 
became a full independent 
wealth manager, and 
registered her company with 
the state of California as 
Meyers Financial Services, 
Inc.

There is another facet to 
Meyer’s experience that 
helps her stand out in the 
financial planning industry 
– she is also a Certified 
Divorce Financial Analyst® 

(CDFA®). She works with 
divorcing or divorced 
couples to assist them in 
identifying and dividing 
assets and examining 
potential issues that may 
rise as a result both now and 
in the future.

“We analyze their asset 
values and analyze potential 
future values in the assets of 
a divorce. We also calculate 
how much alimony would 
be distributed as well as 
child support – and that's 
based on the different 
states,” said Meyers, who 
is a licensed CDFA® in 
California. “I answer a lot 
of the questions that were 
not being addressed when 
people were selling their 
stocks or assets and were 
often surprised to hear, 
‘Oh, by the way, you owe 
this much.’ So, I knew that 
I could provide my clients 
with help.”

Rounding out Meyers’ 
unique experience is that 
she is a fiduciary in two 
areas. First, as a CFP®, it 
is her responsibility to put 
her clients’ needs and best 
interests above all else – 
that is, act as a fiduciary 
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there are others. Meyers is 
calling upon the industry 
to limit the number of 
names that can be used 
by financial professionals. 

“There are too many 
names for what we do, 
I think it needs to be 
restricted and that way 
people won't be confused 
about who does what,” 
she said. “The financial 
industry needs to define 
what the differences are 
and what each role is.”

Since building client 
relationships on trust 
is the foundation of 
Meyers Financial Services’ 
philosophy, educating 
clients is the core of the 
firm's process. 

“It's important that 
clients understand and be 
able to make decisions 
about their money and 
their life. We work to 
prepare, protect, and 
prosper so we need to 
ensure that they feel 
that there is no wrong 
questions to ask – all 
questions are important,” 
said Meyers. “It's all about 
trust and relationship, and 
they need to feel good 
about the fact that they're 
working with us.”

 
For more information visit: 
www.meyersfinancial.com

– at all times. She is 
also an Enrolled Agent 
providing expert tax 
guidance and fulfilling a 
fiduciary responsibility 
is mandatory. In this 
role, she helps clients 
to establish entities, 
corporations, and trust 
and estate tax returns. 

“I have an in-depth 
idea of what the tax 
consequences are to 
the estates,” she said. 
“State tax laws have 
changed several times 
through the years to 
pay for wars or other 
things that we needed 
to pay for – whenever 
the government needs 
revenue, there's always 
changes.” 

Part of the role of 
an investment advisor 
means that Meyers 
has an understanding 

of what is stated in 
the prospectus of an 
investment product, 
yet, she uses everyday 
language to explain it to 
her clients.

“When I hand over a 
prospectus, I explain it 
to them – I explain what 
it means. It is my job as 
an investment advisor 
to make sure that I 
understand that contract 
that I'm presenting to 
clients and that they 
understand what this 
means for them as well,” 
she said. “Transparency 
is extremely important to 
me.”

In the area of fee 
disclosers in employer 
retirement plans, Meyers 
doesn't think the industry 
is doing enough to 
explain “the real cost of 
their 401(k).” 

“We're not holding 
other people accountable 
for that,” she said. “I see 
people making decisions 
all the time thinking that 
they're getting a better 
deal, they just don't 
understand the costs 
internally that they're 
paying.”

As a fee-based wealth 
management firm, Meyers 
Financial Services provides 
monthly invoices to show 
clients their fees. 

“The costs are right up 
front, they know exactly 
what they are paying to 
our firm. I don't think 
that's happening out there 
at all. I don't think people 
know what they’re paying 
for things,” she said, 
adding that she often 
asks people what they 
are paying the financial 
professionals they work 
with and they don’t have 
an answer. “It's all hidden, 
it's not transparent and it 
definitely needs to be.”

Adding to client 
confusion is the array 
of job titles of people 
offering financial services. 
These include financial 
advisor, financial planner, 
investment advisor 
representative, investment 
representatives, certified 
financial planners – and 

Wealthy Healthy money: And Your 
Financial Long Game Paperback – 
December 10, 2017 

by Lillian Meyers 

https://www.meyersfinancial.com/
https://www.meyersfinancial.com/
https://www.amazon.com/Wealthy-Healthy-money-Your-Financial/dp/0692943994/ref=sr_1_1?ie=UTF8&qid=1515451491&sr=8-1&keywords=wealthy+healthy+money
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When planning to 
go on a trip, you 
often begin with 

the destination in mind 
and then work backward from there. 
You wouldn’t start packing your bags 
or planning excursions until you knew 
where you were going. Once you’ve 
figured that out, you can decide how 
you’re going to get there, and what 
you’ll need once you’ve arrived.

The same strategy should be applied 
to financial planning. We’re all going 
to die one day, and we can’t take our 
assets with us when we go. We make 
funeral plans in advance so that our 
loved ones don’t have to make those 
tough decisions during a difficult time. 
That’s why it makes practical and 
financial sense to do estate planning 
as early as possible in the retirement 
planning process.

Andy Whitaker, CRPC®, President 
and Owner of Gold Tree Financial Inc., 

employs a holistic financial planning 
process with every client, beginning 
with their estate plan. In addition to 
focusing on the end goal and gathering 
detailed information about all aspects 
of the client’s financial life, this 
strategy has the two-pronged purpose 
of avoiding unnecessary probate, as 
well as preventing unintended heirs 
from taking any part of the estate when 
the client dies.

“Proper estate planning can help 
clients to avoid six to eighteen months 
of unnecessary probate costs, as well 
as the associated delays, hassles, and 
publicity,” said Whitaker. “It can also 
prevent the occurrence of unintended 
heirs, such as probate attorneys, the 
surviving spouse’s next partner, or 
a child’s spouse who divorces them 
after the client passes on. The goal is 
to create strategies that help to keep 
as much of the family’s assets as 
possible.”

This approach of providing 
comprehensive financial planning, 
tax-efficient portfolio construction 
& management, and estate planning 
to help clients solve their problems 
attracted Whitaker to Gold Tree 
Financial in 2017. He went through a 
two-year transition process to take over 
the business from its previous owner, 
who wanted to find the right person to 
continue what he had started.

The Gold Tree Financial planning 
process helps ensure that its clients’ 
money goes where they want it 
to go, protects their income for a 
lifetime, prevents their estate from 
unnecessarily going through probate, 
and applies the Money Utility concept 
to their asset allocation strategy.

“Our process involves laying out 
a set of solutions that are clearly 
designed to solve a client’s specific 
problems,” said Whitaker. “We listen 
to the client’s concerns and describe 
different possible outcomes with a list 
of potential solutions that can mitigate 

Money utility model tackles timely planning

by david gargaro

BEGIN AT THE END-
prepare your estate plan first
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those concerns. We also detail different 
investment options, explaining the range 
of results and the tradeoffs.”

Asset allocation is traditionally based 
on risk tolerance and other factors.  Under 
this strategy, a client’s funds are spread 
across various investments based on ratios 
of equities, fixed income, and alternatives.  
The aim is to balance risk and reward 
through balancing the percentage in each 
category, dependent on the client’s age, 
risk tolerance, and financial goals.

However, the financial planning process 
at Gold Tree can structure the client’s 
investments to accomplish an assortment 
of specific goals, such as taking advantage 
of growth potential, building retirement 
income, creating tax efficiencies, 
establishing wealth transfer benefits, and 
doing legacy planning. The Money Utility 
model is effective in achieving these 
types of goals, as it provides a specific 
investment option for a specific goal or 
objective.  The focus is on identifying what 
you want your money to do, which should 
be the goal at every stage in the financial 
planning process.

“When evaluating objectives to set 
up new investments, we define each 
investment’s purpose, explain why it 
does what it does, why we’re using it, as 
well as the possible tradeoffs of using one 
account versus another,” said Whitaker. 
“The Money Utility model enables us to 
take better advantage of volatility, which 
is different from risk. It has the added 
benefit of simplifying what we are doing 
with the client’s investments, and ensuring 
they know why every decision is made.”

The Money Utility model will be 

customized for every client, as everyone 
has specific needs, income requirements, 
family situations and so on. It can be 
difficult to keep track of what different 
investments and accounts are doing across 
an entire portfolio. Gold Tree Financial 
constructs balance sheets for each client 
so they have a clear picture of their entire 
financial world.  The balance sheet groups 
their clients’ assets, such as checking 
accounts, real estate holdings and all 
financial investments, as well as all their 
debts, and other characteristics relevant to 
their specific plan.

“Clients can determine where those 
assets and debts are grouped according 
to purpose and need, so they can clearly 
see where everything is located and where 
they stand from a financial perspective,” 
said Whitaker. “The balance sheet 
also provides data on structuring of 
beneficiaries and avoidance of probate.”

Estate planning and tax-efficient 
strategies should be part of a 
comprehensive financial planning process. 
It should also consider longevity, as a 
client or their partner is quite likely to 
live into their 90s. This means creating a 
guaranteed income stream that accounts 
for inflation, changing market conditions, 
and their effects over time. Gold Tree 
Financial works with its clients to help 
ensure that these factors are addressed, as 
well as how their standard of living will 
change over their lifetime.

“We go over the long-term care 
scenario with clients to give them as 
much information as possible so they 
can make knowledgeable decisions, such 
as whether or not to use long-term care 
insurance to mitigate risk,” said Whitaker. 
“We let them know some things to expect 
at different stages in their life, as well as 
how different events, such as long-term 
illnesses or unexpected deaths, will affect 
their budget. It’s essential for helping 
them to make informed choices.”

For more information on Gold Tree 
Financial, Inc., visit: www.gtfjax.com 

We strategically plan for you and 
your family’s financial tomorrow as 
we would for our own.

We are committed to our mission. 
We don’t take care of you because 
we’re altruistic. We know that if 
we can help make you successful, 
success will come our way as well.
We're all in this together.

Andy J. Whitaker, CRPC® Registered Representative. Securities 
offered through ProEquities, Inc., a Registered Broker-Dealer, 
Member FINRA & SIPC.  Advisory services offered through 
Investment Advisors, a Registered Investment Advisor, a division 
of ProEquities, Inc.  Gold Tree Financial (GTF), Inc. is independent 
of ProEquities, Inc.

http:// www.gtfjax.com 
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Your financial habits 
come primarily 
from your parents, 
and if you do not 

practice good decision-making 
from the top down, it can affect 
multiple generations,” said Karen 
L. DeRose, CFP®, CRPC®, president 
and managing partner of DeRose 
Financial Planning Group. “It really 
starts at the top, making sure that 
things are buttoned-down.” 

DeRose Financial Planning 
Group, based in Chicago, provides 
multigenerational retirement, 
estate, and wealth planning 
services to clients who want to 
protect their hard-earned money 
and pass it down to the next 
generation. The firm takes a 
holistic approach to managing 
clients’ money and works with 
investors to plan for their parents 
and educate their children on the 
importance of wealth protection. 
DeRose Financial Planning Group – 
itself a multigenerational enterprise 
as DeRose’s sons, Anthony F. 
DeRose, JD, CPA, and Nicholas 
C. DeRose work alongside her – 
also encourages clients to tackle 
difficult discussions with family 
members early to prevent potential 
conflicts. 

The firm also does not require a 
minimum net worth to sign on as 
a client. 

“So long as you’re willing to 
invest in our planning fee then 
we will work with you,” Anthony 
DeRose said. “We didn’t want to 
turn people away for not having 

the right amount of assets.”
"Advisors Magazine” recently 

sat down with the three DeRoses 
to talk multi-generational wealth 
planning and the most common 
issues faced by families looking to 
protect their money. 

“Often the family has built 
something really well from the 
ground up and the children are 
living off the fat of the land to 
a certain extent. That’s why it’s 
important for families to start 
talking as soon as possible,” 
Anthony DeRose said. “Families’ 
good financial health, from what 
we’ve seen, starts at the top – if 
their parents make good decisions 
and set the right path then they’re 
going to pass those good habits 
down to the next generation.” 

Open dialog between family 
members does more than just 
ease possible conflicts. Handling 
tough conversations sooner rather 
than later also can lead to better 
planning, lower tax burdens, and 
a less stressful transition when a 
family member dies. 

“When families collaborate 
with each other as a family and 
with their advisors, it’s better for 
everyone. There’s less financial 
stress on the family, often fewer 
taxes being paid, and more for 
the families to partake in,” Karen 
DeRose said. “I have also learned 
that when families collaborate 
together and their values are all 
aligned that there’s less infighting. 
Everyone, at the end of the day, 
knows what’s going to ultimately 

by matthew d. edward

happen and who’s going to 
be stepping in when the time 
comes and the patriarch of the 
family needs some help. It’s 
just a much better outcome for 
everybody.” 

‘Great Start Plan’ builds good 
habits

Bad financial habits can be 
learned at a young age and 
become increasingly difficult to 
kick as time goes on. DeRose 
Financial Planning Group works 
with clients’ children to begin 
building effective financial 
management habits as soon as 
possible, but it is a race against 
time as the DeRoses work to 
remedy years of educational 
system neglect. 

“Unfortunately, there are 
no good basic personal 
finance classes in our 
education system, and so it 
is on the individual to learn 
good financial habits as they 
go,” Karen DeRose said. 
“This is why we created a 
‘Great Start Plan’ for our 
client’s children – this Great 
Start Plan provides the 
financial base they sorely 

Wealth can be inherited, but competent 
money management must be learned. 

"

PRESERVING WEALTH  
THROUGH THE GENERATIONS
TODAY'S STRATEGIES HELP TO SHAPE YOUR FUTURE
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need and gets them headed 
in the right direction, and with 
the right protections up front 
through company benefits or 
outside insurances which are 
important as you build wealth, 
have debt, and start a family.” 

The Great Start Plan also 
encourages saving as early as 
possible, she added. 

DeRose Financial Planning 
Group acts a fiduciary for 
clients, meaning investors’ 
best interests come before firm 

commissions or other bottom-
line concerns. That means 
education takes center stage in 
many client discussions as the 
firm seeks to empower rather 
than hand-hold. The lack of 
financial literacy preparation 
in schools, and even among 
seasoned professionals who 
are experts in their own fields, 
makes effective education vital 
as clients encounter a wide 
diversity of products, services, 
and options to choose from 
for everything from wealth 
accumulation to Long Term 
Care. 

Client education also allows 
DeRose Financial Planning 
Group to hone in on client sore 
spots and ensure that sensitive 

topics are covered – with great 
care, but covered nonetheless. 
It also means that clients can be 
exposed to the non-monetary 
aspects of wealth planning, 
such as the risks involved in 
making financial decisions while 
emotional. 

“There’s a lot that goes into 
retirement planning and it’s 
not all financial, some of it’s 
psychological,” Karen DeRose 
said. “Clients often don’t want 
to face needing Long Term 
Care … It’s very stressful. So, we 
do have the hard conversation 
about Long Term Care that 
nobody wants to face.” 

Delaying difficult 
conversations, or never having 
them to begin with, can lead to 



what Anthony DeRose described 
as “surprises” when a parent 
dies. Those sorts of surprises 
are never good and can end 
up causing serious conflicts 
within families if not preempted. 
Families need to maintain an 
“open dialog” during estate 
planning to avoid leaving 
children in the dark about their 
parents’ wishes, he said. 

One way DeRose Financial 
Planning Group keeps clients 
on the same page is through 
its eWorth Client Portal online 
system, which provides a 
real-time snapshot of asset 
allocation, net worth, and assets 
versus liabilities. The system 
also provides a budgeting tool 
and allows credit cards to be 
integrated into the dashboard. 
Clients also receive a personal 
“vault” that securely keeps 
their documents, for example 
investment statements or tax 
returns. Karen DeRose said the 
system recently was upgraded 
and the firm has plans to 
continue making improvements 
to its functionality and security. 

Anthony DeRose, who is 35, 
plans to assume control of the 
firm when his mother retires, 
and Karen DeRose has already 
begun working with clients to 

make sure there are no surprises 
during that transition. DeRose 
has not specified yet when she 
will retire, but wants her clients 
to be ready when that day 
comes, she said. 

“Anthony is involved with 
all of my clients, and this is 
deliberate. I want my clients 
to be comfortable with my 
successor, which will provide a 
smooth transition when I retire,” 
DeRose said. “It also affords 
the opportunity for my client’s 
children to work with someone 
their age, and thus the good 
habits we have built up with 
my clients can transition down 
through the generations.”

Future foundations 
DeRose Financial Planning 

Group encourages collaborative 
family decisions in regard to 
how accumulated wealth will 
be used. One tool that recently 
has become more popular is 
the donor-advised fund. Unlike 
traditional foundations, which 
cost money to run and can be 
cumbersome to manage, the 
donor-advised fund allows for 
faster, simpler decision-making, 
Anthony DeRose said. 

“You can see multiple 
generations being able to make 
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decisions as to where they’ll put 
their shareable dollars,” he said. 
“It’s a little bit easier to utilize.” 

The donor-advised fund is 
more than just an easier-to-use 
tool, it also can improve family 
dynamics. 

“A donor-advised fund 
(DAF) allows for many of the 
benefits a foundation affords 
(tax benefits, social good), but 
we have found that a DAF is 
easier to administer. It also 
allows multiple generations 
to make a joint decision for 
where they want to place their 
charitable contributions, and 
assists in making a familial bond 
for social good,” Karen DeRose 
said.  “There are even advanced 
strategies today utilizing 
buildings or company stock, so 
there are great opportunities for 
succession planning as well with 
a donor-advised fund.”

Careful planning protects wealth 
Today’s investor could be 

forgiven for putting asset 
accumulation over preservation. 

The financial media provides a 
daily drumbeat of sensational 
headlines, stock picks, and 
advice for growing wealth. All of 
that can sometimes be beneficial 
to investors, but risk often 
gets lost in the excitement of 
investing.  

DeRose knows the importance 
of protecting wealth. She 
became a Certified Financial 
Planner after clients kept asking 
her to help them assess their 
company benefits, mitigate 
the risks associated with their 
investments, and better structure 
their estate planning. Keeping 
wealth safe means that it 
can be passed onto the next 
generation, meaning that clients’ 
hard-earned life savings and 
investments do not fade away 
when they pass. It takes careful 
planning to make sure that 
happens, however, and Karen 
DeRose warned that many clients 
think they have everything taken 
care of, only to surprise their 
heirs when the time comes. 

One client thought her 
late husband had “handled 
everything” only to find out 
that he failed to prepare a will, 
meaning half of his assets went 
to her children without any 
consideration as to who received 
what. 

“The older generation holds 
a lot of the keys to the kingdom 
here … And they often haven’t 
really done proper planning 
because they think that they 
have it all done,” Karen DeRose 
said. “Part of planning is also 
protecting wealth. There’s an 
emphasis today on investments, 
but it’s important that we look at 
the risks too.”

For more information on 
DeRose Financial Planning 
Group, visit: derosefpg.com

L/R: Michela Shipinski, Katie K. Westphal, Anthony F. DeRose, Karen L. DeRose, Nicholas C. DeRose, NinaMaria D. Byrd, Nicole L. Velazquez   

https://www.derosefpg.com/
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by matthew d. edward

Mishaps can sweep away 
digital assets, destroying 
sentimental photographs 

or videos in a blink the same 
way a natural disaster can wipe 
away years of memories. 

“My mother … She lost 
everything to a hurricane. It 
was akin to having a fire, there 
was nothing left. All of our 
memories, sentimental items, 
everything was gone,” said Jean 
A. Dorrell, CEP, founder and 
president of Senior Financial 
Security, Inc. “This happens with 
digital items as well, believe 
it or not. What happens when 
you die? If that’s not addressed 
in your legal documents or in a 

separate statement, then after 
a period of inactivity on your 
account Google or Facebook 
will delete that account. Then, 
it’s gone.” 

Senior Financial Security, 
based in The Villages, Florida, 
provides estate planning, tax, 
and “safe money” investments 
such as life insurance and fixed 
annuities. Dorrell, an estate 
planner with more than two 
decades of experience, acts as a 
fiduciary for her clients, meaning 
investors’ best-interests come 
before commissions or other 
bottom-line concerns. 

Few financial professionals 
understood digital assets 

Estate Planning and 
Digital Assets

even 10 years ago, but now 
even casual web users can 
accumulate significant online 
baggage such as movies, music, 
cryptocurrencies, payment 
service accounts, and more. 
And all of these assets need to 
be dealt with via the right legal 
tools or complications can ensue, 
Dorrell told “Advisors Magazine” 
in a recent interview. 

“Sign a statement, include 
that in your will, and what it 
does is it authorizes [a financial 
or estate planner] to hold 
your online information and 
disclose that to your executor 
or personal representative,” 
Dorrell said, adding that she has 

Vital access to passwords, autopay, and account data

Jean A. Dorrell,  
President and Founder

Dan Quirk, Principal Christina Rambo,  
Licensed Team Specialist

Lynzi Boatright,  
Licensed Team Specialist

Josh Cruz,  
Licensed Team Specialist
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without anyone to help you and 
yet, people will do a DIY estate 
plan and it doesn’t make any 
sense. This is the most important 
document that you will ever draw 
up for yourself and your family, it 
dictates everything that you want 
to happen and that will happen 
when you’re alive and after you 
die.” 

The expense and difficulty in 
cleaning up a poorly drafted 
estate plan can drive families to 
their breaking point. 

“It’s a disaster, but I think that 
people are afraid and they don’t 
know who to trust, where to go, 
or what to do,” Dorrell said.  

Dorrell became an estate 
planner to prevent financial 
disasters from destroying 
families. After spending a 
decade in the insurance industry, 
Dorrell’s focus “morphed” 
into a practice covering trusts, 
estates, investments, and taxes. 
Dorrell initially came to insurance 
after a friend’s mother suffered 
serious injuries in a car crash, the 
resulting nursing home visit broke 
the family financially. 

“The nursing home took 
everything from her, and because 
my friend lived with her and drove 
a car that was in her name, he lost 
his home, he lost his car, he lost 
everything,” she said. “It was such 
a tragedy that I wanted to go into 
a business to prevent these things 
from happening.” 

Dorrell has built up her fiduciary 
practice by focusing on alleviating 
investor fear of the unknown 
through client education and 

seen numerous next-of-kin cause 
problems for themselves by 
simply trying to take over digital 
assets following a death in the 
family. “You can’t just say, ‘Well, 
I’ll log in with dad’s password 
and user-name and see what 
he had and then distribute it to 
myself,’ because you’re violating 
all of those terms of service and 
opening that to contestment.” 

Clients also need to take care 
of where they list passwords and 
other sensitive information. Wills 
and trusts can become public 
documents, so noting down 
passwords can cause problems. 
Dorrell suggested addressing 
the digital assets themselves, 

but leaving passwords 
elsewhere such as in 
a safe deposit box or 
with a trusted person. 

Even innocuous 
online services such 
as the autopay feature 
many people use to 
handle bills can be 
problematic. Dorrell 
had one client left 
unable to login and 
review how her bills 
were being paid 
after her husband 
died. At one point, 
the client’s electricity 
was cut off due to 
confusion over which 
bills were covered 
and which were not. 
Other clients, however, 
suffered even more 
when their nursing 
home bill payments 
lapsed mid-stay. 

“It was a nightmare 
for the client,” Dorrell 
said. “Having bills 
on autopay and not 
giving your executor 
or representative 
access to them means 

that your policy could lapse while 
you’re in a nursing facility.” 

The complexity digital assets 
throw into the estate planning 
process should caution investors 
who think they can go it alone. 
Do-it-yourself estate plans might 
be “better than nothing,” Dorrell 
said, but she warned that the 
pitfalls waiting for the inexpert 
do-it-yourselfer can cause chaos 
for a family after someone dies. 

“We’re afraid that somebody 
is going to take advantage of us. 
We’re afraid that we’re not going 
to get the right answers, so we 
take it upon ourselves to do it 
ourselves,” she said. “You didn’t 
get on a bike for the first time 

Tracy Poupore,  
Administrative Assistant

http://senfinancial.com/healthy-money-habits-kids/


through encouraging a 
healthy skepticism among 
her clients. The financial 
industry often bombards 
would-be investors with 
sales pitches, sensational 
headlines, and unrealistic 
promises and all of this 
comes together to create 
a sense of paralysis or 
fear in many. Dorrell’s 
financial education 
efforts extend beyond 
the firm as well – in 
2005 she published the 
book, “Don't Be a 
Victim! Protect Yourself: 
Everything Seniors Need 
to Know to Avoid Being 
Taken Financially.” 

Senior Financial 
Security works to protect 
clients from being taken 
financially by looking 
at their retirement 
and estate plans and, 
especially, their taxes. 

“We do specialized tax 
plans for our clientele, 
so things most people 
don’t even talk about if 

you do investing,” Dorrell 
said, noting that many 
clients bleed funds, in 
the form of taxes, from 
their investments when 
the time comes to cash in 
stock. “That tax burden, 
if done right, can be 
lowered.”

Dorrell remembered a 
retired pilot who owned 
millions in General 
Electric stock. He came 
to Dorrell’s practice 
after selling the stock, 
prompting a double-take 
from her. 

“I said ‘Oh my God, 
I could have saved you 
hundreds of thousands in 
taxes,’” she said.  

Senior Financial 
Security, Inc., often sees 
the power fear has over 
would-be investors. The 
Villages, America’s largest 
retirement community, 
attracts what Dorrell calls 
the “big box” financial 
planning firms that offer 
one-size-fits-all products 

without considering 
clients’ unique needs. 

“It’s amazing to me 
how many of these 
people have the same 
exact plan as everyone 
else with that firm,” 
Dorrell said. “If you 
live in the Villages, and 
you wanted to, you 
could go to dinner for 
free every night of the 
week because there’s 
a seminar going on, 
but they aren’t really 
educating.” 

Dorrell recently 
attended a seminar 
on trusts in which the 
speaker recommended 
that everyone needs 
one. Compare that to 
a hypothetical talk in 
which an orthodontist 
insisted that everyone 
needs a set of braces, 
and Dorrell said it 
would quickly become 
apparent what the 
speaker’s motives were. 

“People in that room 
would think that speaker 
was a quack, but here in 
The Villages someone 
can stand up and say 
everybody needs a trust 
without doing anything 

with the people in that 
room and these people 
line up and turn over 
their money,” Dorrell 
said. “It doesn’t make 
any sense to me, so 
what we try to do is 
educate people on 
the pros and cons of 
everything.” 

As a fiduciary, Dorrell 
pushes back against 
generic financial 
products that serve 
corporate interests first 
and investors second. 
The lack of skepticism 
among prospective 
investors needs to 
change, Dorrell said, in 
order to prevent unfair 
financial products from 
taking root. 

“Don’t just take what 
your lawyer says, don’t 
just take what your 
financial planner says, 
as the gospel,” Dorrell 
said. “Start asking 
more questions, don’t 
just accept somebody 
saying that you have to 
have this.” 

For more information 
on Senior Financial 
Security, Inc., visit: 
thesmartmoneygal.com

8564 East CR 466, Suite 202 & 203 
  The Villages, FL 32162

(352) 307-8652

In Don’t Be A Victim! Protect Yourself,  
everything is laid out to inform, 

empower and teach seniors how to 
protect their financial future.
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living during retirement to last over 
their life expectancy.”

Meyers, an Ed Slott Master 
Elite Advisor for over a decade, 
believes that tax planning and tax 
diversification are central to the 
financial planning process. Both 
current and future tax regulations 
affect how much and where clients 
position their moneys in their 
portfolio. In turn, this impacts 
not only one’s resources during 
retirement, but one’s liquidity to 
tap into when needed. 

“As you know, tax levels, tax 
brackets, and tax laws continually 
change. Sure, they’ve decreased 
in recent years, however, tax laws 
have changed in the past and are 
likely to change again by 2025,” 
said Meyers. “A responsible 
financial plan remains current to 
these tax law nuances as they 
evolve.”

There are several tools and 
strategies that financial planners 
can use to help clients reduce, 
defer, and eliminate taxes in 
retirement planning. For example, 
Revenue Code 7702, which applies 
to life insurance, has been around 

by david gargaro

Financial planners 
typically ask 
clients about 

their financial goals, 
risk preferences, 

income sources and other 
questions to help select the right 
investments for their retirement 
portfolio. Most people believe that 
they can intelligently answer these 
questions and make informed 
decisions to help direct their 
financial planners’ choices.

In answering these questions, 
it is also important for people to 
understand how taxes, inflation, 
and how the flow of money works, 
as well as the short term and 
long term effects of their financial 
decisions says Barbara Meyers, 
CFP®, owner and president of 
Meyers Financial Group based in 
Irvine, California, “Additionally, 
it is imperative that people are 
asked the right questions by their 
financial planners,” she said, 
adding that she asks clients four 
key questions to help create the 
best customized financial planning 
solution for their specific needs. 

“First, determine the rate of 
return they need to earn on their 
savings and investments to retire 
at their current standard of living,” 
said Meyers. “Second, calculate 
how much they need to save 
regularly to retire at their current 
standard of living. Third, determine 
how long they have to work to 
retire based on what they are 
doing now financially. And fourth, 
if they don’t change what they’re 
doing, calculate how much they’ll 
have to reduce their standard of 

KEY QUESTIONS,
Tax Planning Drive 
Retirement Strategy
Creating tax-free income for clients

for more than 100 years. When 
used effectively, it enables money 
to accumulate tax deferred (like 
IRAs, 401k and 403b) within the 
life insurance policy, and can be 
withdrawn tax-free like a Roth IRA, 
while you are alive. Whatever is left 
over goes to the beneficiaries, also 
tax-free, Meyers explained.

“My goal is to create as much 
tax-free income for my clients as 
possible,” said Meyers. “I want to 
help them withdraw money from 
their qualified accounts in the most 
tax efficient manner; reduce the 
amount of taxes now and eliminate 
Uncle Sam as an unintended 
beneficiary, so that they have more 
income for retirement.”

For more information on 
Meyers Financial Group, visit: 
meyersfinancialgroup.com

Meyers Financial Group. All Rights 
Reserved. Securities offered through Crown 
Capital Securities, L.P. Member SIPC & 
FINRA. Broker Check by FINRA

Tax Planning

College Planning

Retirement

Estate Planning

Advisory Services

http://meyersfinancialgroup.com




Many financial plans 
focus on putting 
money away for 

retirement, as well as reducing 
the investor’s tax burden. 
However, some plans ignore 
the need to create income for 
the future, often relying on 
savings and investments to 
do the heavy lifting. Without 
regular income during 
retirement, the client’s funds 
will shrink as they withdraw 
funds to live. A well-designed 
financial plan should include 
an income plan that provides a 
regular monthly income stream 
to support the client’s lifestyle 
during their retired years. 

“Income plans are vital 
because most people don’t 
have pensions to rely on 
during their retired years,” said 
Philip Statler, EA, president of 
Statler Financial Services Inc. 
“Many clients are incredibly 
fearful of running out of money 
later in life. An income plan 
will ensure that this does not 
happen.”

Everyone has varying 
financial needs, and numerous 
factors will affect the creation 
of their financial plan. The 
same is true for the income 

by david gargaro
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plan. Clients retire at different 
ages and will have different 
financial requirements, so it is 
essential to build an income 
plan that fits into that scenario. 
Statler follows the prudent 
investor rule, which looks at 
each investment to determine 
whether it is prudent or not 
within the context of the whole 
portfolio. He also applies the 
Rule of 100 – which subtracts 
the investor’s age from 100 to 
find the percentage for stocks 
– to help with managing risk.

“We assess the client’s 
risk level using different 
tools to ensure that their 
portfolio matches up with 
that number,” said Statler. 
“We will often compare their 
existing portfolio to one that 
we would have created from 
scratch given their particular 
circumstances, and then 
examine where there are 
differences.”

Given that people are living 
longer today, often into their 
90s and beyond, the income 
plan is even more essential 
to protecting their financial 
future. Longevity must be 
considered when designing 
a financial plan, and the 
income plan should consider 
retirements lasting more than 
30 years. This plan must also 
weigh the effects of inflation, 
which will change and fluctuate 
over the client’s lifetime.

With people living longer, 
the income plan is effective 
for helping clients to deal 
with aging parents who could 
run out of money if they have 
not planned properly, as well 
as address their long-term 
care needs. People within 

the sandwich generation 
can struggle with financially 
supporting both their parents 
and children. They can also 
find themselves unable to 
save for their own retirement. 
Statler suggests that clients 
make the most use of various 
investment tools, like the 401k, 
so that they don’t leave money 
on the table and also take 
advantage of all opportunities 
to reduce their tax burden.

“I have extensive and 
current knowledge of tax 
laws, and will make sure that 
I take advantage of any tax-
saving opportunities when 
developing a client’s income 
plan,” said Statler. “I make 
sure that every client has a 
written plan that will provide 
the income they need before 
they enter retirement.”

For more information on 
Statler Financial Services Inc., 
visit: statlerfinancial.com

Building lifelong relationships 
rooted in performance and trust.

Phillip Statler EA
President of Statler Finanial Services Inc.

Understanding the Value of an Income Plan Risk levels are key

All expressions of opinion reflect the judgment of the 
author as of the date of publication and are subject to 
change and do not constitute personalized investment 
advice. A professional advisor should be consulted 
before implementing any investment strategy. No 
content should be construed as an offer to buy or 
sell, or a solicitation of any offer to buy or sell any 
securities mentioned herein.

Statler Financial Services, Inc. is registered as 
an investment advisor with the States of Florida, 
New Jersey and Pennsylvania and only transacts 
business in states where it is properly registered, 
or is excluded or exempted from registration 
requirements. Registration as an investment advisor 
does not constitute an endorsement of the firm 
by any state regulator nor does it indicate that the 
advisor has attained a particular level of skill or ability. 
Statler Financial Services, Inc. does not represent, 
warranty, or imply that the services or methods of 
analysis employed by the Firm can or will predict 
future results, successfully identify market tops or 
bottoms, or insulate clients from losses due to market 
corrections or declines.

http://statlerfinancial.com
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MILLENNIAL INVESTORS 

Millennial 
investors 
stand 

to collectively 
receive the largest 
inheritance 

in history when their 
parents’ generation passes 
on its accumulated wealth. 
Approximately $30 trillion will be 
inherited by millennials over the 
next two decades. And while $16 
trillion belongs to ultra-high net 
worth individuals, the average 
millennial heir still could come 
into a significant sum from their 
parents’ properties. 
“The large sums of wealth 

accumulated by older generations 
will provide a major boost to 
younger generations’ wealth 
accumulation and living standards 
in years to come,” said a 2017 
report from The Resolution 
Foundation, an independent think 
tank that studies low- and middle-
income families’ living standards.
The foundation also reported 

that inheritances were set to more 
than double over the next two 
decades. Inheritances will peak in 
2035, the report said, as the baby 
boomer generation – who have 
benefited most from increases 
in home values – progresses 
through old age. Inheritance 
planning, however, requires 
careful attention to taxes, family 
dynamics, and current retirement 
needs – and without a trusted 

advisor, millennial investors and 
their families may not maximize 
the opportunity presented by the 
great transfer. 
“You review their parents’ 

situation and you involve them in 
the process,” said David Vickery, 
AIF, president of Vickery Financial 
LLC. “It can be a touchy situation 
especially when you’re dealing 
with siblings and wealth transfer, 
or who’s going to take care of 
mom or dad. There’s a lot of things 
that go into that conversation.” 
Vickery Financial, based in 

Cadillac, Michigan, provides 
tailored wealth and investment 
management, as well as estate 
and retirement planning, services 
to clients. The firm does not 
require a minimum net worth to 
become a client but does often 
recommend that prospects in the 
early stages of asset accumulation 
focus on building their portfolio 
before signing on. 
Client education comes first 

according to Vickery. Inheritance 
issues and wealth management 
present complex challenges 
that require investors to be 
comfortable making decisions with 
their hard-earned savings, and that 
means clients need to understand 
how their money works, he said. 
It also means that clients need 
financial concepts explained in 
easy to understand terms and 
stripped of industry jargon that 
serves mostly to puff up advisors 

But preserving inheritance will take hard work.

by matthew d. edward

STAND TO PROFIT HANDSOMELY 
FROM "GREAT WEALTH TRANSFER"



and confuse investors. 
“Get them comfortable enough 

to ask questions, but don’t 
overwhelm them. The more 
educated they become, the more 
comfortable they are,” Vickery 
said during a recent interview with 
“Advisors Magazine.”  “You can 
start talking for hours, but you’re 
not addressing what they want to 
talk about. So, you have to listen 
to them and educate them on 
the areas that they’re concerned 
about.”
Client education will become 

even more important as the 
“Great Wealth Transfer” plays 
out. Media reports often focus on 
the wealthiest American families’ 
soon-to-come transfer of $16 
trillion in the next two decades – 
nationally, $68 trillion will change 
hands within families – and note 
that even the ultra-wealthy remain 
unprepared.
“With two thirds of the world’s 

wealthiest being first generation 
wealth creators, the coming years 
will be the first time they have 
been involved in wealth succession 
planning,” said the 2015 Wealth-X 
and NFP Family Wealth Transfers 
Report. “Those in the second or 
third generation of wealth will have 
had greater experience with wealth 
transfers and will have most likely 
had the opportunity to learn about 
wealth succession planning from 
their parents.”
The current “Forbes” billionaires 

list includes more “self-made” 
individuals than ever before, and 
the Great Transfer will require 
careful diligence on their part. 
It also will require the receiving 
generation to be financially savvy 
and prepared to take on their 
parents’ wealth. 
“As self-made [ultra high net 

worth] baby boomers start 
passing on their wealth to their 
children, the importance of 
entrepreneurship and hard work 
will be put to the test,” the 
Wealth-X report said.
The same concept applies to 

average Baby Boomer investors 
who are the first to have owned a 
home or invested in the market, 
they too will need considerable 
support in preparing their estates. 
And their millennial children, 
likewise, will need to be prepared 
to inherit investments, property, 
and even liquid assets without 
suffering a major tax blow or failing 
to preserve that wealth for the 
next generation. Vickery said that, 
for millennials, it helps to have an 
advisor with several decades of 
experience who has seen more 
than one major market correction. 
“Eighty-five percent of the guys 

on Wall Street weren’t alive for 
Black Monday in 1987,” Vickery 
said, referencing the 23 percent 
stock market crash on October 19 
of that year.  “Some of the younger 
clients I talk to, I say to them 
‘When [President Ronald] Reagan 
...’ and they say ‘Who’s Reagan?’” 
“There’s value in the experience 

of having gone through two 
or three major corrections … 
[Having] somebody who knows 
how to make an effective course 
correction and come out the other 
side,” Vickery said. 
Vickery Financial works as a 

fiduciary, meaning clients’ best-
interests come before bottom 
line considerations. It also means 
that Vickery has to disclose to 
prospective clients any conflicts 
of interest and how he is 
compensated. He helps clients 
understand not only how their 
money works, but how he operates 
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with their needs in mind. Financial institutions 
in general, he said, need to improve the level 
of clarity in their interactions with clients.  
“All financial institutions have to have 

material that’s easier to understand, written 
in plain English, regarding the different 
products that are out there to make it easier 
for the client to read something and get it,” 
Vickery said, adding that investors need to be 
aware of what a fiduciary is and why having 
one on their side is a boon. “People that just 
have an insurance license and are out there 
pushing what they call investment products; 
for a true professional, they should have 
a securities license and they should have 
to abide by the same rules that [fiduciary 
advisors] have to abide by. That’s something 
that I think needs to be cleaned up.” 
Soon-to-be retirees require an advisor 

who will look at their full financial picture. 
A holistic approach, rather than a one-size-
fits-all model, allows investors to approach 
retirement with less anxiety. Vickery Financial 
uses a number of financial tools to prepare 
clients for retirement, and techniques that 
are both designed to accumulate assets and 
aimed at protecting existing wealth.
“Typically, the number one concern they 

have is running out of money from living too 
long. And they don’t know how to combat 
that other than being frugal,” Vickery said. 
“That’s where we look at things, for example, 
like annuities that give them a basic floor so 
that they know no matter what they’re going 
to have a paycheck coming in.” 
Many investors in recent years have turned 

to online financial tools – the so-called “robo-
advisors” – that consider a range of factors 
and then allocate assets accordingly. But 
those tools lack the experience and holistic 
planning that a fiduciary advisor can bring 
to a client’s finances. The same goes for do-
it-yourself advisors who try to plot their own 
course, in the beginning a savvy investor can 
handle themselves, but when their financial 
picture becomes more complex they need a 
professional, Vickery said. 
“For some people that works, but they don’t 

have the experience that we do,” he said. 
“They can know enough to be dangerous, 
basically. For example, if they rollover an 
IRA more than once a year then that would 
subject all of their IRAs to taxation and a lot 
of people wouldn’t know that and then they 
get into trouble.” 
An experienced advisor also knows the ins 

and outs of risk management and can help 

clients prioritize their financial goals. 
Vickery said he often works with clients to 
assess their tax burdens, protect assets, 
and look at their financial picture beyond 
just the inputs investors would feed into 
an automated tool. 
“Money’s a commodity, so there’s 

expensive money and there’s cheap 
money, which is better to use first and 
which is better to leave until further down 
the road?” he said. “From an experience 
point of view we can have strategies to 
reduce taxes, protect their nest egg, and 
give them a comfort level that they’re not 
going to get with a machine.”
After all, computer programmers have 

a saying: “garbage in, garbage out.” 
With an experienced advisor, clients can 
feel confident that they are not simply 
cluttering up their financial future with 

garbage inputs. That experience also can 
help clients feel secure that their money 
will be looked after well during a market 
correction, when many do-it-yourself 
investors might not know how to react, 
Vickery said. 
“A machine ultimately does what you 

tell it to do. The clients are really taking 
their financial future into their own hands, 
and for some people that’s okay, but for 
the majority it’s not,” Vickery said. “Even 
some of the savvy investors say, ‘Look, 
it’s my retirement, I don’t want to look at 
this every day, that’s your job.’ You need 
an experienced pilot, not somebody who 
took some quickie lessons.” 
For more information on Vickery 

Financial LLC, visit: vickeryfin.net

Securities offered through Sigma Financial Corporation, Member FINRA/SIPC.  Vickery Financial LLC is 
independent of Sigma Financial Corporation.
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