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Every founder has a story. Mine is 
unique: one young entrepreneur 
looking to make a huge impact 

within the small and mid-sized business 
community.

With drive and ambition to succeed, 
I knew one thing is for sure, I wanted 
to help provide a voice to small and 
mid-sized business owners. Educating 
people about the nature of success, and 
the tools needed to survive as a small 
business owner in America.

We are positive about the growth 
of the economy. According to key 
economic indicators, the economy is 
healthy and is on an upswing despite 
political and economic challenges.

Small to mid-sized businesses are 
methodically hiring new workers and 
growing at a steady rate. 

Our cover story features Kevin 
O’Leary, venture capitalist and popular 
Shark on ABC’s “Shark Tank,” who says 
he's “never seen the economy so good.” 
On page 12, “Mr. Wonderful” tells us 
why he’s bullish on the current state of 
the economy, tax reform, and investing 
today in America. 

On page 8, we learn that some 42% of 
Americans will retire broke. We look at 
a company shifting that paradigm by 
developing virtual reality technology 
used to help Americans save for 

retirement early on. 
What do pop legend Whitney 

Houston, “The Sopranos” star James 
Gandolfini, and other less known 
people who have passed away have 
in common? Poor estate planning; 
taxes ate more than 40% of their assets. 
Expert Michael Feinfeld, a manager in 
the trusts and estates group of Marcum 
LLP discusses estate planning “the right 
way” on page 18. 

And finally, on page 21, business 
consultant, author, and speaker, Alex 
Charfen, creator of the “Billionaire 
Code” talks about his journey from 
bankruptcy to success. 

Over the years, we have been shaping 
“Advisors Magazine” to emphasize 
the lifestyle of entrepreneurs, their 
personal stories, and everything that 
affects the small to middle market. This 
issue is dedicated to the hard-working 
Americans who help to keep it all 
together.
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VIRTUAL 
REALITY 

TECHNOLOGY

Few Americans start saving for retirement early enough, with the 
average retirement savings for families age 50 to 55 amounting to 
$124,831, according to a 2017 Bankrate survey. That is far short of what 
most financial experts say it takes to comfortably enjoy life post-career. 
Getting a 20 or 30-year-old to take saving seriously can be difficult, 
however, when retirement remains 40 years away. Until Now.

by 
matthew 
edward

adds 
New Dimension 

to Financial Industry
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Recent virtual and augmented 
reality research has shown that putting 
someone into a simulated version of 
themselves 40 years from now can spur 
a change in attitude toward saving – 
even if it’s only a projection of their 
face with a few added wrinkles. 

“It’s an eye-opening experience to 
see what you may look like 40 years 
in the future,” said Alok Prasad, head 
of Merrill Edge, which unveiled its 
Face Retirement mobile application in 
2014, in a statement when the app was 
released. “Stanford University research 
– and the experience of thousands of 
Merrill Edge customers – show that 
people brave enough to look into 
the crystal ball are much more likely 
to take control of their retirement 
planning. It’s a vivid reminder that 
everything you do today impacts your 
future.”

Virtual and augmented reality 
products now permeate daily life, 
from the recent Pokémon Go fad that 
saw thousands hiking through parks 
or visiting obscure coffee shops to 
“catch ‘em all,” to immersive 360° 
videos produced by “The New York 
Times.” Beyond entertainment, virtual 
reality is finding its way into an 

industry historically slow to adopt new 
technologies – financial services. More 
and more financial firms ranging from 
industry giant Bank of America – which 
the Face Retirement tool was created 
for – to Fidelity, and soon possibly 
smaller players such as individual 
financial planners, are investing in 
virtual reality systems for training 
purposes, customer engagement, and 
data analysis. 

The Empathy Box 
Virtual reality (VR) applications 

– with some exaggeration – could 
be described as empathy machines 
in many contexts. Just like the older 
faces reflected back at users of Merrill 
Edge’s platform prompt spenders to 
consider becoming savers, other virtual 
experiences can push participants 
to reevaluate implicit racial biases, 
deal with chronic pain, and begin 
overcoming long-held phobias. 

Researchers at University College 
London, for example, switched virtual 
reality participants’ bodies to those of 
different races – swapping white test 
subjects into black bodies and vice 
versa. Other experiments have included 
gauging participants’ reactions to 

virtual altercations happening in front 
of them, witnessing ocean acidification 
in action (as a piece of stationary coral, 
in this instance), and putting people 
into the bodies of disabled people. 
Findings from these projects shows a 
tendency for people to question pre-
held beliefs following the experience 
and, in the case of race, implicit bias 
test results declined – meaning white 
and black participants showed less 
implicit bias to people of the other race 
following the experience. 

Another project, developed by the 
United Nations, has taken participants 
into a Syrian refugee camp, putting 
them into the role of a young refugee 
girl as she goes about her day. Again, 
participants are bombarded with stark 
sights and sounds they likely never 
would experience in real-life. The 
immersive (the video is 360-degrees) 
program cannot mimic the smell of 
cooking fires or the gritty feeling 
of the arid climate, but it does grab 
users in a way that is beyond a simple 
photograph or documentary footage. 

Empathy for others is one thing, 
but virtual reality also can be useful 
in dealing with the problem faced by 
dozens, if not hundreds, of financial 
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advisors that “Advisors Magazine” has 
spoken to – clients who lack the self-
awareness, motivation, or willpower 
to tackle their financial situation here 
and now. The Merrill Edge platform 
was just one of several tools and 
experiments conducted in which 
people faced their future selves in 
order to change financial habits. 

Stanford’s Virtual Human Interaction 

Lab (VHIL) conducted a series of 
experiments aimed at determining 
whether people could be pushed to 
save more.

“In four studies, participants 
interacted with realistic computer 
renderings of their future selves using 
immersive virtual reality hardware 
and interactive decision aids,” the 
study authors wrote in 2011. “In all 
cases, those who interacted with virtual 
future selves exhibited an increased 
tendency to accept later monetary 
rewards over immediate ones.”

And the “future self” model is 
finding its way into additional venues. 

”We are currently working with 
local community colleges to embed 
the “future self” training described 
above as a part of their financial 
literacy courses,” Dr. Jeremy Bailenson, 
the Thomas More Storke Professor 
of Communication at Stanford and 
VHIL’s founding director, said by 
email. “Preliminary data show the 
future self addition to the curriculum is 
increasing literacy.”

So, empathy machine, maybe. 
Teaching tool, definitely. But, what 
about the rest of the financial services 

industry? Where else is virtual reality 
making its presence known? 

Virtual Trading, Real Money
A broker notices an unusual spike 

of activity related to a specific stock. 
Trying to understand why, he dons 
a virtual reality headset and pulls 
up a three-dimensional display of 
the market and trading activity that 

morning. In a sidebar in his peripheral 
vision, market news headlines scroll 
past that he can stop and read as 
needed. The 3-D display allows the 
trader to zero in on why the stock 
is rising, and he calls the client to 
recommend a trade. 

Science fiction? Not really. Actually, 
it’s a product demo reel from Citi. 
The workstation – using the Microsoft 
HoloLens headset – combines 
traditional 2-D displays with 3-D 
virtual reality to provide financial 
professionals with a more intuitive way 
to grapple with fast-moving market 
changes. 

Traders won’t be wearing bulky 
headsets throughout the workday, 
however. Stanford’s VHIL, it should be 
noted, caps VR use at 20 minutes and 
then requires participants to remove 
their headset and rest for at least a few 
minutes. And the “20-minute rule” 
may not be a problem for workers who 
rely on VR for data analysis because of 
how the tools will be used. 

“There is a robust literature that 
shows VR can help people visualize 
complex patterns, one that can't be 
seen on a two-axis graph. However, 

not all patterns require a third axis 
to understand,” Stanford’s Bailenson 
said. “So, I suspect systems will evolve 
where for most professionals will use 
a normal computer for their daily 
routine, but when particularly complex 
patterns emerge they will then resort 
to the VR simulations. In this sense, the 
20 minute rule can stay in effect, as one 
would only be using VR sporadically.”

The New Medium
As Bailenson wrote in his recent 

book “Experience On Demand,” 
virtual reality is a new medium. Just 
as television allowed people to view 
visuals combined with sound, and the 
Internet merged text, sight, sound, and 
interactivity, virtual reality adds yet 
another dimension to media. It will 
take time for the use-cases of virtual 
reality to become fully apparent, and 
for consumers to surprise product-
designers with unforeseen uses. 

Financial services professionals 
who take advantage of this new tool 
as it makes its presence known in the 
consumer market will benefit not only 
from the enhanced ability to process 
data and make accurate decisions, but 
from the additional opportunities the 
technology presents to educate clients. 
And, for many advisors, the technology 
may even present the answer to the 
ever-present question of how to get 
clients to take their own financial 
futures seriously. 

https://www.merrilledge.com/dashboard
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BULLISH ON 
AMERICA 

I've never seen the 
economy so good.

KEVIN O’LEARY 

“ “
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What does serial investor 
and founder of O’Leary 
Financial Group, Kevin 
O’Leary, think of the 

current state of the economy, tax reform, 
and investing today in America? 

Recently, “Mr. Wonderful,” – a moniker 
O’Leary earned as the surly, yet sensitive 
Shark appearing on ABC,’s prime-time hit, 
“Shark Tank” – shared his thoughts and 
insights during an interview with “Advisors 
Magazine.” He also shares how he has 
designed the funds he invests in, and dives 
deep into why. 

America’s economy today – how are we 
doing?

“The state of the economy is the best I've 
seen it in 30 years in terms of investing in 
companies, investing in equities, and debt 
companies, which I do for a living. I've never 
seen anything like this. I have investments in 
over 30 private companies in practically every 
state and we're having our best year ever,” said 
O’Leary starting out the interview with a bang.

“I attribute that to two things,” he continued. 
“One is that the regulatory environment is 
being lifted, so you see this in practically 
every state – things are getting easier to do in 
terms of expanding businesses. Secondly, tax 
reform has had a dramatic impact on the small 
companies and the mid-size companies by 
increasing their free cash by about 20 percent 
– and the benefit of that is just coming to the 
floor, we're just starting to see the effect of 
that.”

by jude scinta



So, who gets the credit? Is O’Leary “Team 
Obama?” Or is he “Team Trump?” Well, he’s 
non-committal – sort of. 

“I don't get into politics too much because 
I focus on business, but I don't listen to the 
rhetoric out of Washington and the Tweets 
and all that stuff,” he said. “What matters to 
me is, policy and this administration has been 
very productive in providing policies that 
have been very pro-business and pro-growth, 
and it's manifesting itself in job creation. 
That's why we have the lowest unemployment 
we've had in decades, and it's getting harder 
and harder to hire good people because 
the economy is booming – it's absolutely 
booming. So, I'm pretty excited about that.”

“Regarding the Obama administration,” 
O’Leary said, “that was not the same policy, 
that was a far more regulated, far more slower 
growth, and not as pro-business, obviously. 
Our economy was running at a pretty anemic 
pace of growth. Again, without getting into 
politics, I'm saying that the output of that 
administration was not pro-business. So, this 
is a good time to be an investor. I don't know 
what's going to happen in politics in the next 
election, but I'm just telling you I've never 
seen the economy so good.”

Small Business and Tax Reform
Elaborating on the benefits of President 

Trump’s Tax Cuts and Jobs Act of 2017 for 
America’s small business sector, O’Leary 
references a California company that he has 
equity in who makes surgical supplies. All 
their sales are domestic, so there are no trade 
war and tariff obstacles. Once paying 35 
percent tax, now with the new tax legislation, 
they pay 21 percent. 

“Every month now, the company is keeping 
almost 18 percent of the cash they used to 
give to the government, and they're investing 
in plants and equipment, hiring new people, 
expanding their market – sales are going up 
and profits are going up. It's just fantastic 
what's happening here.” said O’Leary, “And 
so, I’m trying to find more investments like 
that. Because thirty-five percent to 21 percent 
reduction is dramatic.”

O’Leary provided further insight on why 
small and medium businesses, in particular, 
are benefiting from tax reform.

“The only reason that’s happening is if 
you're a big company in the S&P 500, you 
already had almost half your sales in other 
countries, and so their effective tax rate was 25 
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percent, they didn't get the full benefit of tax 
reform. But if all of your sales are domestic 
in the U.S., you didn’t have any relief and 
you were paying 35 percent, now you’re only 
paying 21, so it’s really been a sea change.”

Oh Canada!
The Canadian born O’Leary says he 

hasn’t invested in his home country in years 
“because it was not investor-friendly,” but he 
says that on June 7 of this year “something 
really interesting happened” and now 
investment opportunities in Canada are a 
priority for him.

“The liberal party was swept out of power 
and annihilated in the Canadian province 
of Ontario and that is the beginning of a 
populous movement sweeping the country, 
just in the way that Trump swept the U.S. In 
fact, the person elected as premier of Ontario 
is Doug Ford, brother of Rob Ford who 
became famous – or infamous – as the mayor 
of Toronto,” explained O’Leary. (Rob Ford 
was a Canadian politician and businessman 
who served as Toronto’s mayor from 2010 - 
2014 and left behind a legacy of alcohol and 
drug addiction while in office – he has since 
passed away.)

“Doug is pro-business, pro-growth, 
pro-investment, pro-cutting taxes. Then 
we're going to have the same election in 
Alberta which is a very big province for 
North American energy – there's a socialist 
government in there now and they’re about to 
get swept out by a right-wing person.” Then, 
it’s just a matter of about 14 months before 
the federal election happens in Canada. I 
think Trudeau will lose that,” predicted 
O’Leary.

Through his analysis, O’Leary concludes 
that the Canadian economy is poised for 
certain and significant growth. So, he’s done 
what any hungry Shark does when spotting 
fresh prey – he’s moved in for the kill by 
pouncing on the country’s 60 biggest stocks 
using an ETF called the XIU which represents 
large Canadian companies that trade on the 
Toronto Stock Exchange (TSX). 

“I just started doing that – I'm using 
Canadian dollars to buy it, because I'm 
extremely bullish that this populous 
movement is going to change Canada, which 
is great,” he said.

It’s worth noting that in June of this year 
that the TSX index, Canada’s main stock 
exchange, hit a record high.
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O’Leary on O’Shares OUSM and 
OGIG ETF’s

Three years ago, O’Leary 
launched O’Shares ETF 
Investments which touts a 
family of six funds, including the 
O’Shares FTSE Russell Small Cap 
Quality Dividend ETF (OUSM) 
and O’Shares Global Internet 
Giants ETF (OGIG).

O’Leary explained how the 
funds originated.

“The Russel 2000 index is all 
the small companies in America 
that are public, the problem is 
not all of them make money. If 
you're not making money, you're 
not paying any taxes so you're 
not going to be getting any tax 
benefit. If you’re a REIT (real 
estate investment trust), of which 

there are many inside the Russel 
2000, you also don't benefit from 
tax reform because you don't pay 
any tax in the first place,” he said. 

So, he sought to whittle the 
index down to focus on money-
makers.

“I wanted to find all the 
profitable companies inside of 
the Russel 2000 that were going 
to have the major benefact of 
tax reform. So, I asked FTSE 
Russel, the guys who designed 
the Russel 2000 index if they 
could design me an index that 
just had the companies that are 
going to have the major benefit of 
tax reform. Out of the 2000, 244 
companies made the cut. And 
they built an index that's called 
OUSM, and that’s what I invested 
in for small cap.” 
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Now that small cap companies 
were addressed, O’Shares wanted to 
take on the big companies of tech, 
but with a twist of thinking outside 
of the border. The firm’s newest 
fund, OGIG, launched in June and a 
company’s revenue growth was an 
important metric to make the cut. 

“When it came time to invest in 
e-commerce, I said to my guys, I 
already own Google, Amazon, and 
Facebook – everybody seems to own 
those stocks. But I also know that 
when Uber revolutionized ride-
sharing in America, they didn't end 
up owning it everywhere else,” said 
O’Leary.

He knew there were competitors 
who saw that they could do the same 
thing as Uber was doing, but in other 
countries. He instructed his team 
to find companies that are the next 
Amazons, Facebooks and Googles 
that are in other countries like China, 
Germany, India and Japan.

“So, it turns out there are 52 of 
them that are all over the world,” 
O’Leary said. “That's what OGIG 
became – Giants of the Internet. It’s a 
global index … and these companies 
are growing rapidly. Of course, OGIG 
has Microsoft, Google, Amazon, and 
Facebook, but it also has all the other 
companies that you've never heard 
of – and that's how I invest in the 
internet.”

O’Leary is also focused on 
investing in the energy sector, both 
domestic and globally.

As “Shark Tank” starts its tenth 
season this fall, Mr. Wonderful 
will once again be front and center 
alongside his fellow Sharks listening 
to hopeful entrepreneurs pitch for 
an investment. He’ll scrutinize each 
– outloud – looking to spot what he 
calculates is a smart investment and 
one that will result in significant 
profitable return. Those that don’t 
make the cut will hear his familiar 
sign off, “You’re dead to me.” 

KEVIN O’LEARY IS 
PASSIONATE ABOUT 

STARTUPS AND 
IS CONSTANTLY 

LOOKING FOR 
GREAT COMPANIES 

THAT HAVE THE 
POTENTIAL TO MAKE 

IT BIG WITH THE 
RIGHT EXPERTISE 
AND RESOURCES. 

*

OGIG
O’Shares Global Internet Giants ETF

O'Shares FTSE Russell Small Cap Quality Dividend ETF
OUSM



When 
Whitney 
Houston 
died in 
2012, her 

will had sat untouched for 
19 years. Between the time 
Houston’s advisors wrote 
her will and her untimely 
drowning in her own 
Beverley Hills home, the 
record-breaking artist had 
signed the largest recording 
deal of its time – in 1993 
– and gave birth to her 
daughter, Bobbi Kristina. 
The unchecked will locked 
Bobbi Kristina out of her 
inheritance for three years 
– she was 18 when Houston 
died and Kristina herself 
suffered a tragic death 
before receiving everything 
– but did receive a partial 
inheritance. Sopranos star 
James Gandolfini was not 
as fortunate, his estate was 
poorly planned, and taxes 
ate more than $30 million 

of his $70 million in assets. 
If pop culture’s biggest 

stars end up with estates 
that vanish or fail to 
receive the right attention, 
then how can the average 
investor or business owner 
properly prepare? Estate 
planning may be complex, 
but it can be dealt with 
thoroughly if planners 
begin their work early. 

“The earlier that a person 
wants to start thinking 
about it, then the better 
off they are,” said Michael 
Feinfeld, a manager in the 
trusts and estates group of 
Marcum LLP, a national 
accounting and advisory 
firm, during a recent 
interview with “Advisors 
Magazine.” 

Estate planning has to 
be dynamic, however, or 
clients can pass away with 
obsolete plans that fail to 
take into account a number 
of complications an 

Estate planning, 
the right way

by matthew edward
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advisor, or the client, failed 
to anticipate years prior. 

“You can wind up with a 
plan that doesn’t meet your 
needs at a certain point,” 
Feinfeld said, adding that 
estate plans should be re-
investigated on major life 
milestones such as deaths, 
marriages, or divorces. 
Clients also should take 
a look at their estate plan 
every five to seven years 
whether they have passed a 
milestone or not, he said. 

Many people, however, 
put off estate planning again 
and again, only to have time 
run out. 
“Will I die early?” 

People delay estate 
planning – many people, 
in fact. A 2017 study by 
Caring.com found that four 
out of 10 Americans lack 
any sort of estate planning 
document, and 42 percent 
of Americans between 58-
71 lack a will. The United 
States, also, is set to see the 
largest transfer of wealth 
in its history as millennials 
inherit approximately 
$30 trillion in assets over 
the coming decades, 
compounding the potential 
problems that could come 
from poor estate planning. 

“I think everybody has 
different reasons for doing 
it or not doing it,” Feinfeld 
said. “Usually, the people 

that I find who are willing to 
do it … They see the value 
in it because maybe they’ve 
seen a close loved one die, 
or they’ve heard horror 
stories that their spouse 
or parents have impressed 
upon them, or maybe they 
have a lot of capital and 
they’re concerned about it.” 

Proper estate planning 
takes time, costs money, and 
just touching the idea can 
give some clients pause. 

“Will I die right away? 
I’ve had clients ask me that 
question,” Feinfeld said.

Financial guru and media 
personality Suze Orman 
has, at times, pinned the 



blame on older men afraid 
to “confront their own 
mortality.” That might be 
a component, but Feinfeld 
said there is not one 
simple reason for people’s 
hesitance. 

“They go about their lives 
and they don’t think about it 
and they don’t want to think 
about it because it takes time 
and think eventually they’ll 
get to it,” he said.  

Common Mistakes 
Like Gandolfini, people 

often fail to carefully vet 
their estate plans, and 
sometimes give their 
prospective planners only 

a cursory vetting. Clients 
need to carefully examine 
who will be handling their 
estate, Feinfeld said, and 
they need to not only ask 
the right questions but be 
as open as possible. 

“Don’t hold things back, 
you have to answer all of 
their questions,” he said, 
noting that many clients 
withhold information they 
consider embarrassing from 
planners. That does nobody 
any good, however, as it 
can complicate the plan 
later, and leave it open for 
challenges in court. 

Prospective clients should 
come to a meeting with a 

potential planner armed 
with a full accounting of 
what assets they have, an 
understanding of their 
family dynamics (and the 
willingness to share this 
openly), and idea of how 
they want their estate 
to be handled. The key 
question to ask is, “Who 
should manage the estate 
in the event of death or 
incapacitation?” Feinfeld 
added that, in addition 
to finding a planner you 
can be open with and who 
asks enough questions to 
establish a full financial 
profile, clients should 
trust their advisors when 

meeting them. And clients 
also should keep in mind 
that expensive planners 
often have been at work for 
some time and could very 
well be worth the price. 

Many clients fail to 
account for remarriages 
and children from multiple 
partners as well, Feinfeld 
said. Estate planners need 
to know about previous 
relationships and children 
who may no longer be in 
the picture, but who the 
client wants taken care of. 

Most importantly, the 
biggest mistake clients 
seem to make is not being 
invested in the estate 
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planning process, or wanting to simply 
“Get it over with,” he said. 

“I try to get in front of people and get 
them to pay attention to it, but really 
it has to come from within,” Feinfeld 
said. 

Business Succession
Developing a robust plan to 

transition a business to new owners, or 
operators, also can be an overlooked 
aspect of estate planning. Again, many 
small business owners – particularly 
those at closely held, family owned 
firms – fail to consider the dynamics 
that might come into play following 
a death, and whether some family 
members may feel entitled to more of 

the business than the founder agreed 
was appropriate. 

“Lots of businesses don’t think 
about that aspect, for closely held 
businesses,” Feinfeld said. “They can 
be big companies, they can be $100 
million companies, but they’re still 
closely held, they’re held by family 
members or they’re private.” 

Business succession, like general 
estate planning, comes back to 
deciding who should be in control after 
the founder or asset-holder is out of the 
picture. And failures of imagination 
are usually to blame when founders 
pass on and leave a firm in disarray 
due to family infighting. Founders 
need to anticipate who might have a 

conflict during the succession period 
– and they need to bring in their other 
financial professionals as well, such as 
their wealth manager.

“Planning for a business is more 
than just hiring an estate planning 
attorney,” Feinfeld said. “The advisors 
need to talk to the clients about how 
the business is going to be run and 
what the plan is. For example, if you 
have two siblings and they’re fighting 
over how one has been involved in 
the business and the other hasn’t, 
then that’s another issue. That’s a key 
problem in business succession, and 
I’ve seen horror stories with that.” 

Trust your Planner 
Negativity toward financial 

professionals and the services they 
provide has become more common 
since the 2008 global financial 
meltdown, but it’s an unfair view to 
hold toward the majority of estate 
planners, Feinfeld said. 

Feinfeld himself became committed 
to estate planning after his father 
died shortly following a pancreatic 
cancer diagnosis. For him, preparing 
clients’ estates is a personal, as well as 
professional, mission. 

“There’s a lot of cynicism about 
what we do nowadays,” he said. “The 
estate planners that I know are pretty 
dedicated people and they care about 
making sure that people get the right 
plan in place for their families. For a lot 
of us, it’s a personal thing. Sometimes 
you can’t just commodify the value of 
a plan.” 

For more information, visit: 
www.marcumllp.com

Michael Feinfeld is a tax manager in 
Marcum LLP’s Trusts & Estates Group.
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What keeps you up at night? For millions of Americans, it’s 
the question of how they will fund their healthcare expenses 
in retirement.

by eric kearney

A survey from Franklin 
Templeton Investments 
about retirement costs found 
that Americans are most 

concerned about how they’ll cover 
medical and pharmaceuticals bills. 
Those fears are well-founded, given the 
high costs of nursing homes, assisted 
living, hospitalization and prescription 
drugs.

Even a healthy retirement could 
have a hefty price tag; an analysis from 
Fidelity Investments estimated that a 
healthy 65-year-old couple retiring this 
year will need $280,000 to cover their 
health costs in retirement.

“Knowing your options and 
planning financially for them well 
ahead of retirement is  crucial,” 
says Eric Kearney  (www.
erickearneyadvisor.com), an 
investment advisor for Retirement 
Wealth.

“With proper planning, healthcare 
costs in retirement are within the 
means of average and wealthy 
Americans, provided they are able to 
afford a Medicare supplement policy.

“But you have to understand how 

the Medicare system works and what 
you can expect to pay in out-of-pocket 
costs throughout your retirement. You 
must budget for them. For retirees 
who have enjoyed strong employer 
health benefits and are unprepared 
for retirement, the out-of-pocket cost 
difference can cause an uptick in blood 
pressure.”

Kearney explains the costs and 
coverages of different parts of 
Medicare:

Medicare Part A. Part A was 
the original Medicare, covering 
hospitalization. There are no monthly 
premiums, although a $1,340 
deductible applies as of this year. 
“After 60 days of hospitalization, the 
patient becomes responsible for a $335/
day coinsurance,” Kearney says. “After 
90 days, the coinsurance goes to $670/
day. After 60 more days, the patient’s 
coverage runs out.”

Medicare Part B. The optional 
Part B covers doctor and treatment 
costs. “Premiums average $134 per 
month and patients are responsible 
for 20 percent coinsurance,” Kearney 
says. “And with a 20-percent Part 

4 Ways To Plan For Rising
Healthcare Costs In Retirement

About Eric Kearney
Eric Kearney (www.

erickearneyadvisor.com) of Retirement 
Wealth, with Florida offices in Cape 
Coral, Punta Gorda and Bonita Springs, 
has been helping clients reach and 
maintain their financial goals for more 
than 16 years. Eric co-authored a book 
with Forbes Media Chairman/Editor-
in-Chief Steve Forbes, Successonomics. 
His professional licenses include a Series 
65, Series 7 Securities License and a 
Life and Health Insurance License. He 
teaches successful pre- and post-retirees 
a wealth management course titled 
“Rejuvenate Your Retirement” at Florida 
SouthWestern State College and Florida 
Gulf Coast University.

B coinsurance, many seniors can 
expect to pay several thousand 
dollars or more out of pocket 
each year. If you have long-term 
conditions requiring extensive care, 
it is easy to see how Part A and Part 
B out-of-pocket costs can eat away 
even a large nest egg.”

Medicare Parts C and D. Part C, 
also called the Medicare Advantage 
plan, is run by private companies 
and requires a larger premium. 
“It provides more coverage 
options such as vision, dental, 
pharmaceutical, and wellness 
programs,” Kearney says. “Part D 
covers prescription drugs, and the 
older we get, the more likely we are 
to need them.”

Medicare Supplement Policy. 
“Without this, the assets you 
worked all your life to accumulate 
could disappear,” Kearney says. 
“Since a long-term hospital stay 
or chronic illness could send your 
medical bills into the five or even six 
figures, you stand to lose some or all 
of your assets if you do not protect 
them with a Medicare supplemental 
policy.” Also known as Medigap 
policies, these are offered by private 
insurance companies to supplement 
expenses that Medicare Parts A and 
B do not typically cover.

“If a stress-free, comfortable 
retirement is your goal,” Kearney 
says, “you need to prepare for 
healthcare expenses, and it’s never 
too early to start.”

http://www.erickearneyadvisor.com
http://www.erickearneyadvisor.com
http://erickearneyadvisor.com/
http://erickearneyadvisor.com/
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The three top reasons identified 
by companies were to improve 
corporate culture, elevate company 
performance and to better represent 

their customers. And further research shows 
companies with more diverse workforces 
see increasing profits. A report by global 
management consulting firm McKinsey 
& Company, observing more than 300 
companies in the US, Canada, the United 
Kingdom and Latin America, found that 
companies ranking in the top 25th percentile 
for gender diversity on their executive teams 
were 21 percent more likely to turn a profit 
above the national average.

McKinsey and Company also reported that 
when ethnic and cultural diversity were taken 
into account for executive teams, companies 
were 33 percent more likely to see better-than-
average profits.

“There’s a significant correlation between 
diversity and performance,” says Betty 
Ng, CEO of Inspiring Diversity, LLC (iD) 
(www.inspiringdiversity.com), which 
builds inclusive, collaborative and high-
performing communities, and author of 
PO-LING POWER: Propelling Yourself and 
Others to Success. “A diverse workforce can 
improve innovation, customer relationships 
and employee retention, which are essential 
elements for business growth.”

There’s an important distinction in 
definition between diversity and inclusion, 
and numerous studies and diversity 

advocates say one is not effective without 
the other. A diverse workplace employs 
people from a wide range of cultures and 
backgrounds. An inclusive workplace treats 
all employees with dignity and respect, and 
policies are in place for equality, human rights 
and fair recruitment. As Ng notes, diversity’s 
full range of positives in the workplace 
won’t transpire without true inclusion being 
practiced.

“Diversity has to be a conscious effort,” 
Ng says, “and companies wanting to recruit 
and retain diverse employees need to create 
a culture of inclusion, which needs to start at 
the top and needs to be woven into the day-
to-day operations.”

Ng gives five ways workplace diversity 
and inclusion lead to a more productive, 
sustainable, and profitable company:

Promotes innovative solutions and 
products: “Diverse perspectives are more 
likely to generate new and different ideas,” 
Ng says. “An organization that truly 
promotes, encourages, and values diverse 
perspectives is better positioned to innovate to 
become and remain a market leader.”

Widens the talent pool: The McKinsey 
& Company report concluded that diverse 
companies were more likely to win over 
top talent, and thus improve performance, 
employee satisfaction and retention. “An 
organization known for its fair employment 
practices and appreciation for diverse talent is 
better able to attract a wider pool of qualified 

Workplace diversity is gaining momentum. LinkedIn’s 2018 Global Recruiting Trends report 
found 78 percent of the US companies surveyed are focusing on diversity.

About Betty Ng
Betty Ng is the co-author of PO-LING 

POWER: Propelling Yourself and Others 
to Success, and founder/CEO of Inspiring 
Diversity, LLC (“iD”) (www.Inspiringdiversity.
com), which builds inclusive, collaborative, 
and high-performing organizations and 
communities.  iD works with organizations to 
drive profitability through increased employee 
inclusion, engagement, and performance. iD is 
also a collaborative community with members 
of all backgrounds who inspire, empower, and 
elevate each other to achieve goals. Ng holds 
degrees from Stanford University and Harvard 
Business School. She is a tech entrepreneur, 
media and content creator, author, trainer, 
public speaker and consultant. Ng was a high-
level executive at Citigroup and Moody’s.

applicants,” Ng says.
Broadens marketing and customers. 

Companies employing workers who identify 
with a small portion of the market don’t 
have access to the experiences and insights 
of the entire marketplace. “A workplace 
with a diverse group of individuals from 
different backgrounds enables a company to 
more effectively market to a broader groups 
of consumers and tap into related business 
opportunities,” Ng says.

Strengthens collaborative culture. 
“Organizations which successfully implement 
diversity foster increased employee inclusion, 
engagement, success and retention,” Ng says. 
“They create and instill a collaborative culture 
of employees helping each other to achieve 
goals, which ultimately helps to enhance 
organizational success.”

Enhances company reputation. “Business 
reputation flourishes when a company shows 
its commitment to diversity and inclusion,” 
Ng says. “It leads to more customers, 
increased profitability and opportunities for 
workers.” 

“By fostering an environment where 
everyone helps each other to achieve goals, an 
organization can build a genuinely inclusive 
community that will better attract and retain 
diverse talent, and do the same among its 
customers,” Ng says.

5 Ways Businesses Can Boost 
Profits And Sustainability With Diversity And Inclusion

by betty ng

http://www.inspiringdiversity.com/
http://www.inspiringdiversity.com/
http://www.inspiringdiversity.com/
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Financially literacy remains 
a struggle for prospective 
investors young and old. 

And it’s never too early to start 
learning the basics. 

That’s why wealth manager 
Dr. Jason Van Duyn, CFP®, ChFC, CLU, 
MBA, runs annual workshops with his clients’ 
children. He covers the basics of student loan 
risks, financial tools such as Roth IRAs, and the 
value of saving. The workshops comprise just 
a small piece of Van Duyn’s financial literacy 
work. 

“It mainly helps older kids,” said Van 
Duyn, president of AQuest Wealth Strategies, 
and board member of the non-profit Wealth 
Planning Foundation through which the 
outreach activities are conducted. “Most of the 
outreach that we do is via schools, we go into 
high schools and college classes and explain 
simple concepts and help them avoid some of 
the obstacles that are out there.”

AQuest Wealth Strategies provides 
comprehensive wealth management and 
financial planning services to clients across 
the asset spectrum. The firm’s advisors set 
different minimums to sign on, ranging from 
$1 million for Van Duyn to no minimum for 
other advisors. Van Duyn said that he does not 

agree with the idea that an advisory firm can 
“outgrow” a client. 

“If someone helped you to obtain the level 
of success that you have, then to get rid of 
them and tell them that they’re no longer 
good enough for you is terrible,” Van Duyn 
said during a recent interview with “Advisors 
Magazine.” “I can’t believe it’s so prevalent in 
the industry.” 

AQuest Wealth Strategies takes a 
differentiated approach to retirement planning 
by encouraging clients to dip a toe in the 
retirement waters before jumping in head-first. 

“Most people want to retire as soon as 
possible,” Van Duyn said. “We say, ‘Well yes, 
you can retire at this age, but here is the impact 
that this is going to have on your savings 
and lifestyle.’ What we do then is explain 
that instead of working really hard, and not 
enjoying yourself, and putting all of your 
money into savings so that you can retire at 
60, have you ever considered that at the age 
of about 57, stopping your retirement saving 
completely and practicing your retirement?” 

By “practicing” retirement, and then 
working a few years longer to make up the 
difference, clients find out if what they are 
working toward is really for them. The added 
years also allow for greater asset accumulation 

by matthew edward
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Financial Literacy and Planning
A MUST AT ANY AGE 

and savings. 
“We try to push them to rethink what 

retirement looks like,” Van Duyn said. “That 
has really helped our clients enjoy not only the 
last few years of their career, but hopefully the 
rest of their lives a lot to view the last couple 
years of their career differently.”

Van Duyn became a financial advisor 
after a substitute teacher spent class-time 
explaining basic financial tools. Since starting 
his practice, he was named to “Investment 
News” magazine’s inaugural “40 Under 40” list 
in 2014, and has been named a 5-Star Wealth 
Manager featured in “Hour Detroit” and 
“DBusiness” magazines 2015. 

Van Duyn believes that the various lines 
financial firms divide themselves by – robo-
advisor vs. human, for example, or active vs. 
passive management – are counterproductive 
when it comes to serving clients. He strives 
to choose the right options for clients based 
on their unique needs. Using the example of 
so-called robo-advising online platforms, Van 
Duyn said that it’s unclear to him why the 
platforms would supplant human advisors. 

“I don’t know that robo alone is the answer, 
and I don’t know that human alone is the 
answer, but  I think that maybe a hybrid of the 
two,,” he said. “I think if you had an armistice 
or a peace treaty and you combined everything 
instead of  having them fighting with each with 
other, the  best combination is what’s going to 
be successful over the next 20 years.”

For more information about AQuest Wealth 
Strategies visit: aquestwealth.com

Jason Van Duyn is a registered representative with, 
and securities and advisor services offered through 
LPL Financial, a registered investment advisor. 
Member FINRA/SIPC

•Investment News 40 under 40 nominations 
of advisors and associated professionals are 
evaluated based on: accomplishment to date, 
contributions to the industry, leadership and 
promise.

•Five Star award is based on 10 objective 
criteria associated with providing quality services 
to clients such as credentials, experience, and 
assets under management among other factors.

http://aquestwealth.com
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Jay Stenzel took that message to heart and he 
made it the guiding philosophy of his firm, 
Guide Star Financial, Inc., Commonwealth, 

based in Great Falls, Montana.
His interest in all things financial began early. 

In fact, in high school he started looking for ways 
to invest his money but found it difficult to get 
momentum – in the 1970s, options like mutual 
funds weren't popular. A few years later while 
in college, he answered an employment ad from 

a firm looking for financial advisors. He was hired and within three years, 
Stenzel had worked his way up to management position. Some 23 years 
later, he was managing most of the firm’s offices throughout Montana and 
led the growth of his office from $40 million to $800 million in assets.

Success, though, can come at a price, and Stenzel knew that his career 
was taking a toll on his health. For a number of years, he considered 
opening his own independent financial planning firm. It seemed like a 
natural move for the veteran financial planner. Along the way, he had 
earned various accreditations, including that of CERTIFIED FINANCIAL 
PLANNER™ professional and Chartered Financial Consultant®. He also 

GUIDING STAR IN 
MONTANA’S FINANCIAL 

PLANNING SCENE

led a wide range of complicated financial planning situations involving 
estate and income planning, and he was adept in hiring and training 
advisors. 

So, in 2016, he pointed his knowledge and experience towards the launch 
of Guide Star Financial, supported by Commonwealth Financial Network.

“My goal was to take those experiences and leverage them going 
forward to benefit my clientele now,” said Stenzel, adding that since the 

by jude scinta

Famed motivational speaker and author Zig 
Ziglar is often quoted as saying, “You will 
get all you want in life, if you help enough 

other people get what they want.”  
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firm opened, it has experienced significant growth 
and is poised to continue. 

Most clients of Guide Star Financial have known 
Stenzel for some time and appreciate a long-term 
approach to investing instead of chasing market 
trends. What he has found to be successful through 
the years is what he calls the “Warren Buffet-type 
approach” – sticking to the basic principles of buy 
and hold and understanding current tax, estate, 
and other related laws and regulations. 

“Most financial advisors have access to the same 
products and services as most of the other firms. 
It's what you have to offer as an individual and it's 
how you apply your knowledge and experiences 
through financial planning,” he said.

Often, many clients don't have a firm grasp 
on their goals on their first visit to Guide Star 

Financial. They know they want to retire, but that's 
not specific enough. The foundation of the firm's 
service is to guide clients in establishing dollar 
amounts, timelines, and explaining how to achieve 
those goals.

“I once read that if you can't explain the concept 
so that the average person can understand the 
it, then you don't understand it well enough 
yourself,” said Stenzel adding that clients 
will make good decisions if they have a basic 
understanding and if they're informed of their 
choices. “Technically, you can simplify financial 
concepts to a point where clients feel comfortable 
that they have enough information to make a 
decision.”

There are other ways for people to familiarize 
themselves with investment options and take 
an active role in their own financial planning. 
For instance, robo-advisors are online financial 
planning platforms driven by algorithms that are 
available for people to use but offer very little, or 
no interaction with an actual financial advisor. 
Stenzel says some robo-advisor platforms can be 
useful, but they have their limits.

“For the most part, robo-advisors do a great job 
during the accumulation phase. It's a simple way 
for the average person to maximize their 401(k) or 
get into the appropriate growth investments,” he 
said. 

But when clients get to the stage in their lives 
where many decisions have to be made – like 
using their assets as income, social security 

disbursements, whether it’s time to sell their home, 
or how to best utilize their other investments – 
Stenzel says that much more guidance and an 
established relationship with a planner is needed.

“I don't think we'll ever be in a position where 
robo-advising will replace an individual financial 
advisor that can build a trusted relationship with 
a client and guide him or her through complicated 
decisions,” he said.

As an independent financial planner, Stenzel 
is able to offer products and services for what 
he calls “the right reasons” – those that are in 
the best interests of the client, not the company 
selling the investment products. While he is not a 
big proponent of overregulation, he does support 

No matter what your level of wealth, working with us can 
help you pursue your goals. Together, we'll go through a 
comprehensive process for managing your financial life and 
creating a long-term plan customized to your needs.



the efforts of the U.S. Department of Labor 
(DOL) to establish a fiduciary standard for all 
financial investment professionals to advise in 
the client’s best interests at all times, whether 
they are independent or representing investment 
products.

“In the industry, if there is an area we can 
improve on, it is the number of individuals that 
are working as financial advisors, insurance 
agents, and others who need to spend more time 
on their craft and be more dedicated to how 
they can benefit others – and sometimes it takes 
a regulation to do that,” said Stenzel. “When 
you get into the business of helping others 
to succeed, you put their interests first, but 
somehow that seems to have gotten left on the 
sidelines in certain situations.”

He said that he also supports the DOL 
regulation to make sure that individuals have a 
better understanding of how they are charged, 
total expenses associated with their accounts, 
and “what they can expect from the professional 
who puts them in that position.”

Even the often-ignored investment product 
prospectus could be improved to better serve 
and educate clients. Cast aside by most people 
due to their verbosity and legalese, Stenzel 
suggests that with some reader-friendly 
formatting, a prospectus could be designed to be 
more easily understood. For instance, bullet lists 
of fees and risks could be detailed in bold on 
the first page along with investment examples 

so that at a glance, a reader is informed about 
pertinent information regarding the product and 
their money.

There is one particular area of retirement 
planning that people often view as an 
unnecessary evil – long-term care insurance. 
They sometimes see it as something they pay for 
but never get to use, Stenzel said. 

“They never say that about their home 
insurance or about their car insurance. I find 
that I have to help them understand the need for 
long-term care, and then show them different 
ways to purchase it,” he said.

He then explains to clients that if they want 
to be sure to get to use the product, they can 
approach long-term care planning through asset 
care – a life insurance policy that has a long-
term care rider. Clients, in some cases, are more 
comfortable with that, he said.

“It's not my job to make them purchase long-
term care, it's my job to help them understand 
the need for it, the benefit of it, and how they can 
purchase it. It's their job to make the decision,” 
he added.

If a client is interested in long-term care 
insurance or other products, Stenzel asks 
them to make a decision within 48 hours after 
he has provided them with his research and 
recommendations. His reasoning for imposing a 
deadline is that he doesn't want the information 
he has given them to dissipate before they make 
a decision. 

The second thing he requests of clients is that 
they have to be comfortable saying “no” to him.

 “If I can approach them with an idea for a 
product or service, and they can tell me ‘no’ 
and they know I'm good with that, then that 
establishes our relationship as one where 
they don't feel like they're going to be sold a 
product,” Stenzel explained. “They also know, 
that if I feel it's in their best interests, that I'll 
bring it up again. They can say no again, but 
that way, we have a dialog that promotes unity 
and movement in the right direction, even 
though they might not take action on everything 
that I recommend. It's so important to build a 
relationship with clients where trust and open 
communication are the prominent qualities.”

For more information on Guide Star Financial, 
Inc., visit: http://guidestarplan.com/
300 Central Avenue/Suite 300/Great Falls, MT 
59401/406.952.1054/406.952.1057 (fax)
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Securities and Advisory Services offered through 
Commonwealth Financial Network©, Member FINRA/
SIPC, a Registered Investment Adviser
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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 
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I work for them whether 
I earn money on a sale or 

advice, I’m always looking out for 
their best interest,” he says. “I never 
turn anyone away, I’ll help anyone to 
the best of my ability.” 

While Iron Mountain Financial 
doesn’t have a firm minimum, there 
are certain financial strategies that 
aren’t available unless a client has at 
least $5,000. 

As a Retirement Income Certified 
Professional®, Naseman deals pri-
marily with those aged 58 to 64 who 
are transitioning into retirement and 
need help with the nest egg they must 
rely on for the rest of their lives. 

Investing since age 18, Naseman 
had a career in the U.S. Air Force and 
was a do-it-yourself investor until his 
retirement. His family’s own experi-
ence led him to his second career. 

“Dad had health issues, mom had 
to put him into a nursing home, and 

I watched them spend down their en-
tire portfolio before he could qualify 
for Medicaid,” Naseman recalls. 

There were eight siblings who 
could not agree on how their mother 
should have handled their father’s 
care, and it tore them apart. His deci-
sion to become an advisor was based 
on preventing other families from 
going through the same ordeal.

When meeting with clients, 
Naseman asks many questions, and 
he dives deep into details. It’s not a 
question of just looking at how much 
a client has in assets, but getting to 
know the person. He examines their 
goals, where they want to be and 
when they need their money. His 
main focus is helping clients do some-
thing meaningful with their money.

“I dig down into the emotional fac-
tors. I take the label off planning and 
just become an advisor,” he says. 

That means focusing on anything 

FOCUSING ON ALL 
THAT CAN IMPACT 
A CLIENT FINANCIALLY
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Even though the Department of Labor’s 
(DOL) fiduciary rule appears dead since 
the Department of Justice did not pe-
tition the Supreme Court for a hearing 
by the June 13 deadline, Nick Naseman, 
founder and president of Iron Mountain 
Financial, Colorado Springs, Colorado 
always puts his fiduciary loyalty to cli-
ents above all else. 

“
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impacting a client financially. 
For example, he conducts a 
legal review to make sure a 
client’s power of attorney will 
work when they need it. 

Long-term care is discussed 
with every client, whether they 
want that discussion or not, 
because in retirement, those 
costs along with medical costs 
are the biggest portfolio drains 
they’ll potentially face. 

“We have a conversation 
and discuss the statistics, their 
personal situation and likeli-
hood of their need, let them 
know their options, and make a 
recommendation,” he says.  

Those options include self-in-
surance, transferring the risk 
to an insurance company, or 
waiting until the government 
tells them what kind of care 
they will receive. 

“I guide them to make an in-
formed decision, but they know 
the options before they go off 
the cuff and do something they 
are later going to regret,” he 
says. 

After his marriage, Naseman 
and his wife went to a highly 
regarded financial planner, but 
the planner took advantage of 
them, so he knows firsthand the 
importance of a fiduciary. He 
finds the whole fiasco of DOL 
rule changes really bothersome, 
but notes it comes down to 
consumer education. 

“Most consumers think 
financial advisors are fiducia-
ries, when in fact they are not,” 
he says, adding that people are 
OK with salesmen, but in many 
cases don’t understand the 
difference between someone 
making a best interest recom-
mendation and someone just 
trying to sell a product. 

Naseman was all for the DOL 
rule, except for the additional 
compliance issues requiring 
documentation, but the death 
of the rule isn’t a big deal for 
him because his firm was al-
ready acting in accordance. 

Financial literacy is one of 
his passions, and he teaches 
such classes at his local library 
where he covers different con-
cepts and strategies, breaking 
them down so people under-
stand them on their own terms. 
For clients, his approach differs 
somewhat. 

“They don’t want a lot of 
knowledge because they can 
google it. They want me to 
break the information down, 
put it in relatable terms, and 
tell them how it affects their 
lifestyle,” he explained.

When asked what questions 
someone should ask a potential 
financial advisor, Naseman 
says they should ask if the 
advisor is a fiduciary, and if the 
answer is “yes,” have them put 
it in writing. Another question 

is whether the advisor is an 
independent or captive agent, 
which will tell you if they are a 
fiduciary or not. Finally, advi-
sors should reveal any conflicts 
of interest. 

Naseman uses Income Solv-
er™ planning software, and by 
working with its founders and 
developers, it lets him focus on 
“the why” people invest, and 
not having to worry about how 
one piece of puzzle fits in with 
something else in the financial 
world. Clients know he has a 
powerful software program 
doing the number crunching 
for him, so he can focus on the 
important things. He uses other 
software programs and retire-

ment planning scenarios with 
back end information so he’s 
comfortable with the numbers. 

“Clients want to know if 
I have their back and am I 
comfortable with their plan,” 
he says. 

Iron Mountain Financial is 
engaging in more virtual meet-
ings to meet with additional cli-
ents on their time, and they can 
do webinars or go over their 
information. He helps to protect 
clients from ID theft by having 
all data encrypted on the server 
and never sending sensitive 
information via email.

There’s one part of the tech 
financial world he’s not pleased 
about, and that’s robo-advising. 
In his opinion, robo-advisors 
pose risks because they over-
simplify the process. 

“They base the entire 
portfolio on a short series of 
questions, and don’t address 
the why or the emotional,” 
he explains. “I don’t see them 
performing well in a down mar-
ket. I don’t think robo-advisors 
have been tested in difficult 
market times.” 

Naseman sees his business 
moving more toward behavior-
al finance, with more lifestyle 
rather than strictly financial 
advice. 

“We’ve got to adapt and 
make the complex simple so 
clients can understand it. I’ve 
joined several networks and 
am looking at incorporating 
different services into the prac-
tice,” he said, adding that more 
tax, estate and legacy planning 
services, and helping clients 
mitigate risks in retirement are 
part of his plan.  

For more information, visit
ironmountainfinancial.com

 Being a true fiduciary 
means ALWAYS 
acting in your client’s 
best interest. It 
means identifying 
potential conflicts of 
interest and ensuring 
the potential client 
understands the 
potential conflicts 
before making a 
decision.

http://ironmountainfinancial.com/
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CUT THROUGH THE CLUTTER

by martin frost
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by jane meggitt

Mullen, 
who has 
been 

a Certified 
Financial 
Planner® since 
1992, says he’s 
surprised that 
more people 
don’t take 
retirement as 

seriously as they should. In the past, 
people retired with a pension and Social 
Security, and tended to die 10 years 
later. Today, it’s necessary to plan for 20 
to 35 years in retirement, but pensions 
are gone for most people and Social 
Security won’t cut it by itself. If clients 
have all  their money in tax-deferred 
accounts, such as 401(k)s and traditional 
IRAs, the tax bill comes due every 
year once they start making required 
minimum distributions (RMD), which are 
mandatory beginning at age 70.5. 

“The ultimate goal is a zero tax 

retirement,” he said. “You can’t get 
there with a pension, but if you can 
start planning 10 to 15 years prior to 
retirement, and open up a Roth IRA,” 
the goal is within reach. He adds clients 
don’t have the opportunity at age 85 to 
make these changes. 

That’s why he encourages clients to 
move money from their 401(k)s while 
they are still employed and have options 
as a worker. They must pay taxes on 
the distribution if over age 59.5, but at 
that age the IRS doesn’t levy penalties. 
Besides Roth IRAs, cash value life 
insurance policies do not have RMDs. 
The money in the policy can be taken out 
in retirement with no tax consequences, 
and the policyholder can borrow against 
it. 

Reverse mortgages are another 
possibility for some people. Mullen 
notes the new tax law offers some 
opportunities, because tax brackets for 
married couples have widened. There is 
the ability to move money out of tax-

There are only two 
certainties in life, but Bill 

Mullen, the managing 
member of Park City, 

Utah-based Mullennium 
Finance LLC, wants to 

reduce the odds of one of 
them. He is the author of 

the book, “The Tax Ticking 
Time Bomb: How to 

Recognize and Manage Tax 
Traps in Retirement,” and 
it helps readers reposition 
money so taxes won’t ruin 

their retirement. 
“A dollar spent on taxes is 

a dollar not spent on living 
the life most people plan 

for in retirement,” he said.

Planning in Retirement More Important 
than Planning for Retirement

THE ULTIMATE GOAL:
A ZERO-TAX RETIREMENT
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deferred accounts, move them into Roth 
IRAs, and “concentrate on getting rid 
of as many taxes in retirement as you 
can.” Since clients must also address 
potential long-term care needs, Mullen 
recommends purchasing life insurance 
policies with long-term care riders. If 
needed, the life insurance policy kicks in. 

Mullen’s approach to retirement 
planning addresses four concerns: taxes, 
inflation, retiring at a bad time, and 
living costs for those in their 80s and 90s. 

Taxes can be reduced by starting to 
reposition funds seven to 15 years prior 
to retirement, while he recommends 
addressing inflation by placing money 
not needed for the next five to 15 years 
in a globally diversified portfolio, then 
retargeting when the portfolio is out of 
balance. 

Mullen defines “retiring at a bad time” 
as when there’s a poor portfolio return 
for the first few years of retirement.  

“We don’t know what the market 
will return in any year, but if it’s down 

in the first couple of years, the problem 
of running out of money becomes a 
concern,” he says. Money needed in the 
first few years of retirement should not 
be invested in the market.

Overall, Mullen has found that 
planning in retirement is more important 
than planning for retirement. While 
the stock market is intimidating for 
retirees because of its ups and down, 
it has historically given the best return 
for the investor who must keep up their 
purchasing power. 

“The biggest problem any investor has 
is emotional,” he said. 

Dalbar, an independent financial 
market research company, evaluates 
what the average investor with a 
$100,000 portfolio will receive in returns 
over 20-year periods. 

“The study always comes out the 
same,” says Mullen. “The average 
investor has a return of 3 to 7 percentage 
points lower than market, and the reason 
is obvious.” 

That reason is because the average 
investor is only in the market less than 
four years. Markets drop, and they bail. 
Then they watch the market until it 
comes back up, and re-enter.  

“That’s selling low and buying high, a 
formula for disaster,” he says. 

When asked about investor options 
such as robo-advisors, Mullen replies 
that a robo-advisor can’t educate a client 
and walk them off the precipice in such 
situations. Staying invested in down 
markets is part of the key to investing 
success, but he admits it’s hard trying to 
convince people not to pull out when the 
market drops. 

Fees also affect retirement portfolios, 
but Mullen urges concentrating on the 
things that make a good investor, and 
then watching fees after that. There’s no 
point in having a bad portfolio with low 
fees. 

“Investing is a journey, it’s not a 40 
yard dash. If you don’t keep up with 
inflation, you lose purchasing power, 
and I don’t know a better place than the 
stock market to make the money for a 
long retirement” he says.

Mullen keeps up with his clients via 
Infusionsoft where he creates campaigns 
and sends his blogs out to his mailing 
list every week. He also has a series of 
whiteboard videos that come out twice 
monthly. His goals include automating 
more of his business, but his true focus 
is spreading the word that close to zero 
taxes is a real retirement possibility. 

For more information, visit 
SavingInvestors.com

http://SavingInvestors.com 
https://www.amazon.com/Tax-Ticking-Time-Bomb-Retirement/dp/0998084603/ref=sr_1_1?s=books&ie=UTF8&qid=1528908168&sr=1-1&keywords=The+Tax+Ticking+Time+Bomb
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Longer life 
expectancies and 
better medical 
care mean many 

families find themselves 
caring for elderly loved ones, 
whether at home or by paying 
for expensive long-term care. 
To compound matters, many 
of today’s 50-somethings 
also find themselves 
“sandwiched” between 
supporting elderly parents 
and 30-year-old children who 
have yet to become financially 
stable. 

“These are difficult 
conversations when we try to 
explain to an individual they 
may have to give up their own 
financial independence so that 
their parents can have 100 
percent of what they want.’” 
said Darren Zagarola, CFP®, 
CPA, PFS, a partner with 
EKS Associates. “It’s difficult 
when you’ve got a sandwich 
generation telling their parent 
that they have to prioritize 
their own needs over their 
parents’ … But it’s a necessary 
part of planning.” 

EKS Associates, based in 
Princeton, N.J., provides 
comprehensive financial 
life planning on a fee-only 
basis to clients from across 

the income spectrum. The 
firm – which has served the 
Princeton community for 
more than 30 years – does not 
maintain a minimum to invest 
and, instead, sets hourly or 
retainer rates in line with the 
complexity of a client’s needs. 

The Population Reference 
Bureau, a non-profit 
organization, predicts that 
Americans over 65 will 
comprise 24 percent of the 
population by 2060, compared 
to 15 percent for 2016. As 
lifespans increase, families 
will more frequently grapple 
with sequential retirements, 
the need for more robust 
retirement planning, and 
rising disability and health 
costs for loved ones. In this 
environment, a financial 
planner who can see past 
numbers to the people behind 
them will be essential. 

“When people come in for 
a financial plan, we’re doing 
such a comprehensive review 
that we’re asking them about 
their family history, their 
views on money … we learn 
more and more about our 
clients as we go through the 
process and it creates a great 
relationship,” Zagarola told 
“Advisors Magazine” during 

a recent interview. 
EKS Associates’ 

comprehensive approach 
allows clients to tell their 
financial story – the wants, 
needs, and dreams that 
make up their financial 
future. By getting to the 
story, Zagarola can build 
a custom financial plan for 
clients that points them 
from where they are now, to 
where they want to be. 

The firm prioritizes 
financial literacy education 
as part of the storytelling 
process. Zagarola has 
gifted financial plans to 
clients’ children, taught 
adult education courses in 
Princeton, and works to 
ensure clients understand 
the reasons underpinning 
his recommendations. And, 
crucially, he gets clients to 
tell their stories with an eye 
toward the future. 

“People sometimes worry 
that they will be judged on 
what they’ve done in the 
past … but we don’t focus 
on that. When you ask them 
what they want, it leads to 
a different relationship with 
those clients,” he said. 

Zagarola’s approach 
has garnered considerable 
notice. In 2018, he was 
named a Five Star 

Professional Wealth 
Manager, the sixth time 
he received that honor. 
Additionally, he’s been 
featured on television and 
radio shows such as “It’s 
Your Money,” “Investing 
Climate,” and “Business for 
Breakfast” and quoted in 
“The New York Times” and 
“The Wall Street Journal.”

Focusing on client stories 
over spreadsheets and 
returns allows Zagarola to 
build strong relationships 
with his clients, and often 
their relatives. 

“We have very long-
lasting relationships,” he 
said. “We have multiple 
generations of clients within 
the firm and it’s because of 
the approach that we have, 
which focuses more on the 
qualitative side than the 
quantitative side.” 

For more information 
on EKS Associates, visit: 
eksassociates.com

Educating Multiple GENERATIONS 

L

 609-921-1016
601 Ewing Street, Suite A-7, 

Princeton NJ 08540

http://eksassociates.com






p.38     ADVISORS MAGAZINE  -  JULY  2018

These most 
common 
client 

complaints 
aren’t heard at 
the offices of 

Ellis Investment Partners, 
LLC. 

To ensure a high standard 
of individual client focus, 
advisors at Ellis Investment 
Partners are asked to limit 
their roster to 60 clients, 
explained Jennifer A. 
Garrett, CFA and senior 
portfolio manager of the 
Berwyn, Pennsylvania-
based firm. 

“Because we adhere to 
that low client to advisor 
ratio, we do have the time 
to focus on the client’s 
needs and to provide the 
education they need as 
well,” she said. “We spend 
a lot of time with clients 

to ensure that the client 
and the advisor are both 
comfortable with the advice 
that is given and with the 
strategy we provide.”

The guiding principle at 
Ellis Investment Partners 
that helps advisors to 
determine what financial 
investments work 
best for each client is 
straightforward.

Garrett explains that 
advisors begin crafting 
individualized portfolios for 
each client by first asking 
themselves this reflective 
question: “How would the 
client invest their money 
if they had our level of 
experience, expertise and 
knowledge?” “We move 
forward from there,” she 
said.

An important topic has 
been added to the firm’s 

client conversations over 
recent years – the definition 
of a “fiduciary.” 

“It’s been interesting,” 
Garrett said, referencing 
the recent attempts by the 
U.S. Department of Labor 
(DOL) to create a uniform 
definition of fiduciary for all 
players within the financial 
services industry. “Up until 
five years ago, clients never 
talked about fiduciary. 
Now, it comes up in 
conversations all the time.”

She views the DOL’s 
activity as creating more 
confusion among people, 
instead of its actual intent to 
protect them.

Because Ellis Investment 
Partners is committed to 
a slower growth pace – 
compared to other leading 
registered investment 
advisory (RIA) firms who 

continually add more 
advisors to their rosters – 
client questions are fully 
explained, as is the advisor’s 
role within the fiduciary 
standard.  “We believe that 
fiduciary standard should 
be integrated in the fabric of 
a firm’s culture.”

Ellis Investment Partners 
advisors are a tight-knit 
group. While the firm is 
six years old, many of the 
advisors have worked 
together for the past ten to 
20 years, Garrett said. 

“We are trying to be 
very prudent in how 
we maintain our assets 
under management while 
maintaining the goals of 
our firm and how we work 
together,” she said. 

For Garrett, numbers have 
been a life-long interest. 

“As long as I can 
remember, I have always 
been interested in financial 
investments and I majored 
in economics in college 
because of that,” she said. 

Her career in financial 
services began at a broker-
dealer firm, but Garrett 
quickly recognized that 
this client service model 
wasn’t a good fit for her, so 
she moved to the RIA side 
of the industry. Following 
her instincts has created 
what she considers the ideal 
career. 

“It has provided a great 
way for me to combine my 
quantitative skills with my 
desire to work with people 
and help them to achieve 
their goals,” she said.

For more information 
on Ellis Investment 
Partners, LLC, visit: 
ellisinvestmentpartners.com

by amy armstrong

Recent client surveys aimed at assessing financial advisor performance conducted by J.D. 
Power and Associates and Natixis reported that “not listening” topped the list of client 
criticisms. According to three different surveys conducted by the two opinion-generating 
giants, nearly 50 percent of clients also said they were dissatisfied with how their financial 
advisor performed some basic tasks including establishing personal financial goals, creating 
and managing a strategy to meet those goals, and tracking progress. 

INDIVIDUAL CLIENT FOCUS
key to sound financial planning

http://ellisinvestmentpartners.com
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by matthew edward

America’s rapidly growing 
Hispanic population remains 
underserved by financial 
professionals who either fail to realize 
or lack the ability to successfully 
capitalize on that market’s increasing 
demand for investment planning, 
insurance, and retirement advice. But 
serving that community is a specialty 
for Joseph D. Moya, who grew up in 
a Hispanic household where finances 
were openly discussed. 

“Now, we weren’t poor, but my 

mother and father grew up during 
the Great Depression and wanted 
us to know that everything costs 
money. I grew up that way – never 
spend beyond your means,” Moya, 
the founder of Pegasus Insurance 
International LLC told “Advisors 
Magazine” during a recent interview. 
“The majority of Hispanics are 
middle market or lower market 
… but it’s a very conservative 
financial market and the reason it’s 
conservative is because they grew up 

Cultural Knowledge Key in
ATTRACTING HISPANIC INVESTORS

with not a lot of money around them. 
Even if we have money today, our fear 
is losing it. Consequently, for us to be 
in the market is unusual.” 

Pegasus Insurance International 
maintains a nation-wide network 
of insurance agents to offer life, 
disability, long-term care, and 
other insurance products, as well as 
annuities, to the Hispanic and middle-
class markets. Several studies show 
that the Hispanic market does remain 
difficult to tap, and that investors in 
that segment shy away from risk. 

A 2014 Wells Fargo study found that 
Hispanics prefer to keep their savings 
in no, or low, risk investments. More 
than half (56 percent) of Hispanics 
responded that bank accounts and 
real estate were the best places to put 
their savings, with 38 and 18 percent 
respectively choosing those options. 
The study also found that 34 percent 
of Hispanic investors – versus 27 
percent of U.S. investors overall – do 
not feel comfortable investing in 
mutual funds, stocks, or bonds.

  Further, Hispanics lag behind 
whites in both money saved and 
tendency to own taxable investments. 
A 2013 report by the National 
Institute on Retirement Security 
found Hispanic households have an 
average retirement savings of $30,000, 
one-fourth of the $120,000 held by 
white households. Another study by 
the Financial Industry Regulatory 
Authority Investor Education 
Foundation in 2015 found that about 
36 percent of white households 
have taxable investment accounts, 
compared to a smaller 25 percent of 
Hispanics; the study compensated 
for education and income differences, 
finding that the gap persists even with 
those factors being equal. 

Hispanic investors, however, are 
more enthusiastic about financial 
literacy education compared to other 
racial groups.

“Our findings suggest there’s an 
opportunity to bolster the investing 
confidence of Hispanics through 
knowledge, so they can act on what 
they intuitively know to be true 
around the importance of investing 
for their financial futures,” Steve 

A
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Novak, Senior Investment 
Strategist, Wells Fargo 
Private Bank, said in a 
statement released with 
the 2014 study.

Well Fargo’s conclusions 
seem to find support in 
Moya’s experiences. After working with countless Hispanic 
investors, he’s found that financial literacy education is a major 
concern, and filling that gap is key to having a strong client 
relationship.  

“Not only are they hungry for it, but they will pay 
attention,” he said. “I find that me sitting down with a 
Hispanic client and spending two hours is not uncommon. If 
I’m dealing with an Anglo client, that’s almost impossible.” 

Moya approaches clients with an open ear for their 
problems, fears, and goals. Too many insurance professionals 
push products on clients without taking the time to listen 
well. But that approach puts the cart before the horse, and 
prospective clients need to understand their risk profile, needs, 
and how a product can work for them, he said. 

“Our industry has done a really good job of confusing 
people,” Moya said. “Our role, is to take the confusion that the 
insurance industry gives us and turn it into common everyday 
language … the average person out there is fearful, and they’re 
fearful because they don’t understand finances.” 

As a Hispanic himself, Moya has an understanding of 
the unique cultural factors in play as well, something many 
financial professionals lack. For example, first generation 
Hispanics tend to remit money to their home countries, but 
rarely consider that life insurance will allow them to continue 
helping the people relying on them even if the worst happens. 
Subsequent generations, however, have different needs, but 
Moya understands how to get them to their financial goals, as 
well. And, as a member of the community, he wants to help, 
not just meet sales numbers. 

“People can easily read someone that’s just trying to 
sell something from a person who’s genuinely interested 
in them and trying to sell what they need. Not what they 
want, what they need,” Moya said. “People can tell if 
you’re just trying to make a sale, or to be of assistance.” 

The desire to be of assistance comes from Moya’s time in 
a Franciscan seminary, where he studied from the age of 
14. Nine years later, Moya left the seminary  to make sure 
joining the Franciscan order was right for him, took a job 
selling insurance temporarily (at the time, Moya did not 
know that 43 years later he would still be in insurance), 
and transitioned from spiritually guiding others to 
financially serving them. 

“Service has always been key to me, I never forgot that,’ 
Moya said. 

Service is why Moya works to educate 
clients, help them avoid serious 
mistakes, and advise them in preparing 
secure financial futures. Without that 
client education, few would know 
how to make the right decisions for 
themselves. After all, few people, if any, 
learn this in school, Moya said.  

“The school that most people learn 
about finances is the ‘School of Hard 
Knocks’ and that’s not the best school to 
learn from,” he said. 

For more information on Pegasus Insurance International, 
visit: pegasusii.com

7400 Hancock CT NE, Ste D
Albuquerque, NM 87109

Phone: (505) 298-2111
www.pegasusii.com

http://pegasusii.com
https://youtu.be/zRs2gMG5MEc
http://www.pegasusii.com
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So believes Brian 
Skrobonja, founder and 
president of Skrobonja 
Financial Group, LLC 

based in Arnold, Missouri, just 
outside of St. Louis. 

“My strong opinion is that 
in order to do what is best 
for the client, an advisor has 
to be able to offer the most 
suitable program available for 
their needs,” Skrobonja said. 
“Sometimes that is a managed 
account, or sometimes it is 
an annuity, or sometimes it’s 
hybrid life insurance. But in 
most cases, it is a combination 
of those things, and doing 
what is best for the client 
simply is not based on how we 
get paid, but is based on what 
we can do for the client.”

Skrobonja Financial Group 
offers clients both fee-only and 
commission-based investment 
options, a business model that 
provides Skrobonja with the 

opportunity to select from the 
best of both worlds to meet the 
needs of his clients. 

“My belief is that if an 
advisor is limited in what can 
be offered to clients, then that 
advisor really is not acting in a 
fiduciary capacity,” Skrobonja 
said. “If you are only 
managing money, then you 
are no different than someone 
that is just offering product. If 
you are only offering product, 
then you are no different 
than someone who is only 
managing money.”

The “how” of compensation 
is the wrong conversation, he 
said, and instead, he would 
like to see the financial services 
industry focus on providing 
clients with a full array of 
choices to meet their needs. 

“At the end of the day, if 
you as an advisor are solely 
focused on the needs of your 
clients and finding solutions 

that funds are available when 
they need it throughout their 
lifetime.”

For more information 
on Skrobonja Financial 
Group, LLC, visit: 
skrobonjafinancialgroup.com

by amy armstrong

DUAL APPROACH 
TO FINANCIAL PLANNING

to those needs, then the 
right products and money 
management are going to come 
to the surface and those will 
be the things you offer the 
clients,” said Skrobonja. 

His dual approach may 
not be the industry’s favorite 
at this juncture, but for the 
past 25 years it has served 
Skrobonja well. His blogs, 
books and podcasts have 
a loyal following and he is 
regularly interviewed on 
St. Louis radio stations and 
featured in area newspapers. 

Skrobonja’s son, Tyler, 
recently joined the family firm 
as part of a succession plan to 
ensure that Skrobonja Financial 
Group clients continue to 
receive top-notch advice. 

“We are a full service 
financial planning group,” 
he said. “Our goal is to help 
clients gain more control over 
their personal economy so 

Securities  offered  through  Kalos  
Capital, Inc.   and   Investment   
advisory   services offered through  
Kalos Management,  Inc. located   
at   11525   Park   Wood   Circle 
Alpharetta, GA 30005. Skrobonja 
Financial  Group  is  not  a  
subsidiary  of Kalos Capital, Inc. 
nor Kalos Management, Inc. 
The article and opinions in 
this publication are for general 
information only and are not 
intended to provide specific 
advice or recommendations for 
any individual. We suggest that 
you consult your accountant, tax, 
or legal advisor with regard to 
your individual situation.

In a volatile financial world where market crashes and scandals linger in the 
minds of investors, and the push toward greater fee transparency has industry 
watchdogs howling, perhaps the in-fighting regarding commission versus fee-

only is only further detracting from appropriately serving clients.

https://www.skrobonjafinancialgroup.com/
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“We’re different in that we 
don’t just look at investable 
assets,” said Jim Artman, 
managing partner of Success 
Financial Solutions, during 
a recent interview with 
“Advisors Magazine.” Artman 
and fellow managing partner 
Sandor Zell specialize in 
retirement transition and 
primarily work with clients in 
their early 60s to ensure they 
move into retirement after the 
right preparation. 

Based in Pittsburgh, 
Success Financial Solutions 
serves clients across age and 
income spectrums, but the 
“cornerstone” is retirement 
transition, Zell said. The firm 
does not require a minimum to 
sign up as a client. 

Taking a holistic view of 
clients’ situations, soon-to-
retire clients can expect Artman 
and Zell to discuss savings 
and investments, of course, but 
also health care, life insurance, 

and long-term care needs. The 
pair works to understand as 
much about clients as possible, 
and simplifies complex 
financial jargon into regular 
language. Removing any self-
consciousness around financial 
illiteracy and opening clients 
up to the education they need 
is the goal. 

“You need to ask us every 
question that comes into your 
head, because if it pertains 
to your situation then it is 
important to us,” Artman said.  

The firm also encourages 
clients to make finance a 
family activity. Artman and 
Zell include, when possible, 
clients’ children in the planning 
process to make sure they 
are aware of their parents’ 
situation. 

“The first call that we 
get if something happens 
prematurely to the parents is 
from the children,” Zell said, 
adding that including children 

in financial planning can ease 
the messy process of winding 
down a parent’s estate. 

Success Financial Solutions 
prepares a customized 
financial plan for each client. 
The firm does not have 
standard portfolios, cookie-
cutter allocations, or other 
“out-of-the-box” packages 
and instead opts for a tailored 
solution designed around 
clients’ unique financial goals. 
The open-ended, customized 
approach is one of the reasons 
Artman and Zell founded 
Success Financial Solutions; 
years spent in a captive 
organization had left them 
feeling stifled by limited 
company approved products 
and solutions. 

The pair also believe that 
clients need advice tailored 
to their situation. Automated 
advising tools – the so-called 
“robo-advisors” – may be 
helpful to some, but the advice 

Seniors want to enjoy the golden retirement years that follow decades of hard 
work and sacrifice. The transition to retirement can throw soon-to-retire 
seniors for a loop, however, and an expert advisor is essential for guiding 
them through complex decisions during this stage of life. 

those tools spit out often is 
generic, Artman said. 

“They explain a lot of rules 
of thumb, but everybody’s 
thumbs are different is what I 
say to that,” he said. 

Customized advice is part 
of the package at Success 
Financial Solutions. Prospective 
clients should feel comfortable 
asking any questions and 
should especially make sure 
to walk away from a possible 
future advisor knowing their 
communication style and 
planning philosophy. Zell 
added that if a prospect feels 
uncomfortable interviewing an 
advisor candidate, they should 
seek out others to consider.

“You need to get an idea 
now of what the course of your 
marriage is going to be with 
your advisor,” Zell said. 

Success Financial Solutions 
will handle any client but 
specializes in the sometimes-
complicated transition 
to retirement. The firm’s 
customized solutions and 
personal touch provide 
clients with a transparent 
service focused not on making 
decisions for them, but rather 
on educating investors to 
make the right decisions for 
themselves. 

“The more that they know, 
the better they are,” Zell said. 

In additon to their Pittsburgh 
headquarters, Success 
Financial Solutions also has 
branch offices in Harrisburg, 
Meyersdale, PA and Columbus 
OH.

For more information on 
Success Financial Solutions 
visit: successfs.com

GUIDING THE
TRANSITION TO RETIREMENT

http://www.successfs.com/
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Doing the right thing every time, 
embodying the Golden Rule. That’s 
how Maynard L. Keller, founder of the 

Virginia-based American Financial Planning, 
defines fiduciary, and it’s one reason he 
started his firm 11 years ago.  He notes that 
large product industries, such as mutual 
fund and insurance companies, paid tens of 
millions to lobbyists to eliminate the fiduciary 
rule. He wants a business model to always do 
the right thing for clients. “When clients are 
seniors, they don’t have time to recover from 
bad products or bad advice,” he says. “Clients 
depend on us.”  

Don’t Have to Be a Mechanic to Enjoy Cars 
Keller decries the jargon common in the 

industry. He restores cars as a hobby, and 
notes you don’t have to be a mechanic to 
enjoy cars, but need enough information 
to know where the brakes are and other 
crucial details. “Clients should know how an 
investment works, the risks, performance and 
what to expect,” he says. “They don’t need to 
get into the nitty gritty of details. It’s our job 
to understand the details of the portfolio and 
planning.”

Keeping Retirement Planning Simple 
Most people zone out when viewing 

retirement planning packaging with hundreds 
of pages and graphs. Keller’s approach is 
simple. Instead of big reports, they work 
on a cash-flow basis. “We look at a client’s 
current cash flow– income, expenses - and 
work toward the retirement date and what 
will change,” he says. Perhaps the mortgage 
is paid off, but the salary is gone.  “We look 
at income sources in retirement and see if 
there’s a difference. Often there is, which 
requires bigger savings now and a certain rate 
of return on investments,” according to Keller. 
“We get away from reams of paper and color 
charts and put it in a way the client can really 
understand, now and in the future.” 

The fault with target-based retirement 

funds is the assumption that when a client 
retires at 65, everyone goes into cash, such 
as CDs and money market funds, but the 
retiree could live another 30 years. “Gone are 
the days of 5 percent money market rates. It 
comes down to clients having to take more 
risk than they would have years ago, so their 
money keeps pace with the level of inflation,” 
he says, so  clients are often kept invested well 
into their 70s and 80s, in a portfolio with more 
risk. “You’re not keeping up with the cost 
of living otherwise, so investments must do 
better than inflation,” he says.

Great Need for Financial Literacy
Perhaps because he is a former high school 

teacher, Keller sees financial literacy as 
extremely important. “Financial literacy starts 
in the home with parents and is reinforced 
with experiences. I often meet with clients and 
their teens and children to teach them a few 
financial tips that can help for life,” he says, 
adding that students may listen better to a 
financial advisor than mom and dad. When 
people have basic financial education, it helps 
them in other planning issues. He points out 
that knowledge is abundant, but wisdom 
is scarce, and the latter applies to specific 
situations. 

Along with financial literacy, Keller would 
like to see changes in regulation regarding 
titles for fiduciary purposes, whether 
someone is a broker, advisor or a planner. 
“People need to be aware of the difference. 
It would simplify fiduciary enforcement and 
solve part of the dilemma,” he says.

For more information, visit American 
Financial Planning

by jane meggitt

knowledge is abundant – wisdom is scarce
Doing the Right Thing Every Time

simplify your life! we sweat all the complicated financial 
details for you so that you can get back to living the life 
you love and focus on what matters most to you

Maynard L. Keller, Jr., CFP® 
Founder and President

John M. Keller
Finance Expert / Economist

Daniel R. Colston
Investment Adviser Representative

https://americanfp.us
https://americanfp.us


Attorney Advertisement

Elite N.Y. attorneys with over 40 
years of combined experience!

P: (914) 686-1500  • M: (914) 686-1504
E-mail:  russell@yankwitt.com

Please visit us a: www.yankwitt.com

The Law Office of

Civil  |  Commercial  |  Financial  
Securities  |  Healthcare

140 Grand Street, White Plains, 
New York 10601



p.48     ADVISORS MAGAZINE  -  JULY  2018

by jude scinta

Today, the outlook for existing 
pension plans is questionable at 
best. The New York Times recently 

reported that the federal government 
has formed a congressional committee 
“to craft what could effectively be a 
federal rescue of as many as 200 so-called 
‘multiemployer’ pension plans.”

 “There was a time that you retired, you 
shook hands, you got the gold watch, and 
you got a pension for the rest of your life. 

Retirement Planning: 
Focus on the "sweet spot" 

Results from the Bureau of Labor Statistics’ 2017 National 
Compensation Survey reports that 23 percent of U.S. workers 
participate in a pension plan. That’s a big change from the 
1960’s when half of the private sector workforce looked 
forward to the security of a pension to provide them with the 
money they’ll need throughout their retirement. 

Those days are history,” said Dan White, 
President and CEO of Daniel A. White & 
Associates, LLC.

White says that the decline of pensions 
plans has left people to figure out the 
financial aspects of their retirement on 
their own, and that poses a problem for a 
significant amount of people. He points 
out that while many people know they 
have to save and build up money for 
retirement through 401(k) plans offered by 
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their employers, the average person often 
changes jobs from a few to several times 
throughout their career. This entails entry 
and exit and rollovers from one employer 
retirement plan to the next.

“It usually entails, what I call a mish-
mash or a dart-board approach. People 
have different accounts through different 
institutions, or they may have consolidated 
401(k) plans together. So, there's no real 
rhyme or reason to how it all fits together," 
said White. 

In addition to fund contribution 
plans company's offer through 401(k)s, 
another main source of lifetime income 
for people comes from securities, so it's 
important to make sure they are making 
the right decisions when drawing from 
Social Security. But most people don’t 
incorporate how or when to include these 

disbursements into their plan, says 
White.

Ultimately, people fear running out of 
money – and since Americans are now 
living into their 90s and beyond, the fear 
is real.

“Annuities are vehicles that we use 
quite frequently with people to guard 
against longevity issues. Whether you’re 
considering immediate annuities, or 
deferred annuities with guaranteed 
income riders, or even qualified 
longevity contracts, annuities have to 
be part of the mix. Retirement is not ten 
or 20 years anymore, it could be 30 or 
even 40 years – some people are going 
to be retired longer than they were 

employed,” said White.
So, the team at Daniel A. White & 

Associates help to educate clients on 
how it all fits together and focus on what 
White calls “the sweet spot” between the 
ages of 59.5 to age 70.5 “because from a 
tax planning standpoint, they have more 
flexibility at this stage of their life than 
they’re ever going to have again.”

“It is important to educate people 
about how the pieces and strategies have 
to fit together. Between social security, 
RMD's, and where they’re going to get 
the income from, to what kind of tax 

brackets their going to fall into – it's 
really an education process for the 
client," White said.

Another consideration connected to 
issues surrounding longevity is planning 
for long-term care. Many people ignore 
it, or hope it isn't necessary – but White 
has an answer for them.

“Hope is not a strategy,” he says, 
suggesting that while people have 
to look at traditional long-term care 
options, what has become increasingly 
popular today are hybrid life insurance 
plans.

“If they never go into a home and 
never need any care, then it turns into 
tax-free life insurance that become a 

benefit to their children. Or, if they did 
require some care, they could convert 
some of the death benefit to long-term 
care dollars,” explained White. “That's 
what many people today are using 
because it covers the objection of 'I may 
never use the money.'"

Because there are a lot of moving 
parts involved regarding retirement, 
White says that educating clients and 
providing options is imperative. For 
instance, considerations like multiple 
properties, rental properties, and 
inheritances are examples of how 

The key to realizing your dreams for tomorrow 
is by starting to think about them today. Your 
financial security is our most important goal.
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everyone’s financial situation is unique. 
There are also situations where 

it is necessary to figure out how to 
make money last when saving during 
retirement was not as successful and 
plentiful as people had hoped, so 
understanding how the timing of social 
security disbursements will affect them 
is critical. 

“How do we determine when to take 
social security? Well, we ask questions, 
it's about the fact-finding. We ask about 
family history and longevity. We ask 
about health issues and if there are any 
that might prevent them from living a 
long life. What objectives do they have? 
Is it important to pass money along to 
the next generation? You have to dig and 
drill down during a question and answer 
period with the client to find out what it 
is that they are truly trying to accomplish, 
and then develop a strategy for them 
that will help them accomplish those 
objectives,” White explained.

Striving to put clients’ interest first, 
Daniel A. White & Associates has over 
700 clients across four states including 
Pennsylvania, Delaware, Maryland, and 
New Jersey.

“I believe there's always going to be a 
place for a financial professional to have a 
face-to-face meeting with someone," said 
White, adding that financial planning 
options can be overwhelming for people. 

While White encourages clients 
to maximize their savings first and 
foremost, he cautions that too often he 

sees people make decisions on how to 
invest within their 401(k) plan based on 
10-year averages of fund performance. 

“They're not looking at expenses or 
whether the current managers for those 
funds are even the people responsible 
for those averages. These are some of the 
things that we point out to them,” said 
White. “The key is that while education 
is a great thing, you can't get the answers 
if you don't know what questions to ask, 
and a lot of times, the clients don't know 
what the questions are.”

Ideally, the clients are going to make 
the decisions, but it's the job of Daniel A. 
White & Associates to give them enough 
information to help them make informed 
decisions.

“If the relationship is going to be 
open and honest between the financial 
professional and the consumer, all of the 
cards must be on the table,” said White, 
adding that it includes explaining to 
clients how one is being compensated, 
what products and services he or she 
offers, and how the client will pay for 
them.

Boldly, White says that many financial 
professionals have been hiding behind 
the investment prospectuses they hand 
out to clients and suggests that the 
industry support more disclosure of 
fees and expenses up front as part of the 
fiduciary responsibility. 

“I don't think we have the necessary 
disclosure in the securities industry with 
prospectuses or in the 401k industry 

either,” he said.
White started his career in the insurance 

industry and eventually landed at 
Provident Mutual Life Insurance Co. 
where he went through what he described 
as “an extensive training program.” He 
also continued his education to become 
a Chartered Life Underwriter (CLU®), a 
Chartered Financial Consultant (CHFC®), 
and a Retirement Income Certified 
Professional (RICP®) –  three prestigious 
industry designations. 

When Provident was sold to Nationwide 
Financial Services Inc. in the late 90s, White 
launched Daniel A. White & Associates 
specifically to work with seniors nearing 
or already in retirement, a client niche 
he had developed throughout his career. 
Today, the firm recently relocated to a new 
headquarters in Glen Mills, Pennsylvania 
and serves the age 50-plus marketplace. 
Active in the local community, they 
regularly offer seminars and educational 
programs to promote financial literacy.

In 2017, White authored his first book, 
“What You Don't Know About Retirement 
Planning Can Hurt You.” In it he takes 
readers through the retirement process 
with financial strategies he has successfully 
used over the years. 

Proceeds of the book help to benefit 
Granting Others Dreams (G.O.D.), a 
Pennsylvania-based charity that helps 
people facing hard times due to job 
loss, disability, or other unforeseen 
circumstances.

At the foundation of all of White’s work, 
through Daniel A. White & Associates and 
the firm’s community service initiatives, 
is the good old-fashioned Golden Rule his 
mother taught him years ago: “Do unto 
others as you would have them do unto 
you.” 

For more information, visit: 
danwhiteandassociates.com

https://www.danwhiteandassociates.com/
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It isn’t just 
about 
drawing up 
estate plans 

to facilitate the 
transfer of wealth to the next 
generation. 

Those are all important 
aspects to consider in 
retirement, Torrey L. Greene, 
CRPC, CRC, ChFEBC 
Sm, principal of Greene 
& Associates Integrated 
Retirement Strategies 
headquartered in Newport, 
New Hampshire, said. But the 
common ground for each one of 
those is the emotions that guide 
the decision-making process 
associated with each one. 

According to AARP 
(American Association 
of Retired Persons), the 
adjustment from working full-
time to not at all or even part-
time is chock full of feelings 
that are sometimes tough-to-
process.

Societal and personal 
questions posed – whether 
welcome or brushed aside – 
often include how to create a 
new identity now that one’s 
former professional status that 
oft crafted one’s self and social 

image is gone. People wonder if 
what they did for three decades 
made any difference or will 
simply fade in to history. 

Here is where a sensitive 
financial advisor can help put 
perspective on more than just 
dollars and cents.

“There are a lot of emotions 
that surround retirement,” 
he said. “A lot of questions 
including, ‘will I continue 
to work,’ or ‘will we move,’ 
but the biggest question that 
everyone fears is, ‘will I outlive 
my money or will my money 
outlive me,’” Greene said. 

It is his daily goal to help 
his clients secure the answers 
to these questions through 
the process of sorting through 
the myriad of sensitive topics 
that arise when discussing 
retirement. 

Stuff such as long-term care, 
pursuing that long-put off 
hobby or dream vacation and 
obligation to aging parents 
and boomerang children can 
easily derail a retirement plan 
unless those contingences are 
discussed ahead of time with 
an agreed-upon strategy put in 
place. 

His planning approach is 
goal-oriented first with the 
numbers discussion coming 
along in a supportive sort of 
“means to an end,” manner. 

“It is an important question 
to ask: ‘what is your goal and 
how well-positioned are toward 
making that happen,’” Greene 
said. “The answer to that for 

Equals Increased Client Comfort 

by amy armstrong

Increased  
Financial Knowledge 

Preparing for 
retirement 

isn’t just 
about 

squirreling 
away enough 
money to pay 
your bills and 

perhaps take 
a vacation or 

two. It isn’t 
just about 

bracing your 
portfolio to 

withstand 
inflation’s 

erosion-like 
influence.

each client is always different. 
But it is the role of the advisor 
to help each client find that.”

A major first step is assisting 
clients in feeling comfortable 
with and becoming more 
competent in dealing with 
financial matters.

So many Americans don’t.
According to American 

Psychology Association, 2018 
marks the seventh year in a row 
that Americans rank finances 
as their #1 cause of stress. Yet, 
only 30 percent indicated they 
regularly “deal” with their 
finances. 

That won’t get them to a 
well-financed retirement, nor 
will it relieve their economic 
stress. 

It’s why Greene places 
an appreciable emphasis 
on financial literacy from 
the beginning of any client 
relationship. 

“I spend quite a bit of time 
up front with my clients going 
over what they currently have 
and discussing what they may 
need,” Greene said. “It is vital 
to me that they understand 
what they have and that they 
understand what they need to 
meet their goals. I want them 
to be comfortable with that 
information and comfortable 
with the process we will work 
together.”

Learn more about Greene 
& Associates Integrated 
Retirement Strategies online at 
www.greenefinancial.net

http://www.greenefinancial.net/


to go from there.”
For more information on 

Cache Financial, LLC, visit: 
cache-financial.com

These are three 
core financial 

methods investors 
need to use to meet 
their retirement 

planning goals, according 
to Jason R. Jones, managing 
member of Cache Financial, 
LLC, based in Providence, 
Utah. 

As a wealth advisory 
specialist, Jones’ goal is to help 
clients understand the basics of 
where their money is and what 
it is doing for them.

“I ask clients, ‘How much 
do you want to be super safe 
(in a federally insured savings 
account) to be set aside for 
future events that is readily 
available when needed?’ Then 
I ask how much do they want 
to invest where they own 
equity stocks in a business, 
and how much do they want to 
lend in the form of purchasing 
bonds,” explained Jones.

The answers to those 
questions – tempered with an 

wealth management firm bolstered by cpa skills
by amy armstrong

analysis of risk tolerance and 
an assessment of how realistic 
a client’s retirement goals are 
based on their resources – 
are what Jones uses to build 
efficient private investor 
portfolios that look and work 
more akin to an institutional 
investment portfolio. 

As more and more of his 
book of business gravitates 
toward fee-based planning, 
Jones status as a CPA means 
he can more thoroughly fulfill 
his role as a fiduciary to his 
clients.

Noting that not many 
financial advisors are licensed 
CPAs, his background in 
accounting gives him an edge 
in helping clients evaluate 
what their individual 
strategy should be regarding 
minimizing their annual tax 
bill, maximizing their Social 
Security benefits, determining 
a cost-efficient transfer 
of wealth, and managing 
charitable donations. 

“I work closely with a 
local CPA firm, but the fact 

Jason R. Jones is a Registered 
Representative with Allegis 
Investment Services, LLC, member 
FINRA/SIPC 591 Park Avenue, Suite 
101, Idaho Falls ID 83402. Jason 
R. Jones is an Investment Advisor 
Representative with TownSquare 
Capital, LLC, an SEC Registered 
Investment Advisor, 5314 River 
Run Drive, Suite 300, Provo, UT, 
84604. Cache Financial, LLC, Allegis 
Investment Services, LLC, and 
TownSquare Capital, LLC are all 
independent of each other.

SAVING. OWNING. LENDING. that I am also a CPA means 
I understand these other 
financial implications very 
well and can knowledgably 
help clients with decisions 
regarding these things that 
many other advisors don’t 
know,” Jones said. 

He describes his role as a 
financial advisor as “a coach 
and psychologist at the 
same time” because money 
is an emotional topic. Jones 
said it’s important to factor 
in the feelings clients have 
regarding their financial 
future and security while 
educating them regarding the 
ins and outs of the investment 
world. 

“One thing a lot of 
people overlook is the 
psychology aspect of 
money management,” Jones 
said. “But I see that in my 
relationships with clients, it is 
my role to help that investor 
make the best decisions with 
their money based on where 
they are right now in their 
lives – and where they want 
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by jane meggitt

FOCUS ON PEOPLE TO LEAD THEM TO FINANCIAL INDEPENDENCE

Though the DOL was defeated and 
opted not to file an appeal, Mark 
Stallsmith, owner of Stallsmith 

Financial, says all was not lost, and that 
the public has benefited from the overall 
effort. 

“I think our industry has changed 
immensely as a result of the DOL's process 
and I look at it as a positive change,” 
he said, adding that his firm already 
embraced a large percentage of what 
the DOL tried to achieve. “The fiduciary 
definition is that the relationship is 

founded in trust and confidence. We've 
always existed under that paradigm, 
and by offering holistic planning we 
are literally modeling the definition of a 
fiduciary.” 

Every family that sits across the table 
from Stallsmith – who holds a Master 
of Science in Financial Services (MSFS), 
and the designations of a Chartered Life 
Underwriter® (CLU®), a Chartered 
Financial Consultant® (ChFC®) and a 
Chartered Special Needs Consultant® 
(ChSNC®) – brings a unique set of facts, 

desires, and bias. So, he says there is no 
place a one-size-fits-all approach within 
his firm. Using tools like market analyses 
and risk analyses, he helps clients plan 
their financial future while discussing 
pertinent issues like longevity and long-
term care.

“We consider every avenue. We 
present it, we let the clients decide their 
course of action.” he said, adding that 
operating as an independent advisory 
firm allows Stallsmith Financial to offer 
clients an array of money management 

On March 15, 2018, the U.S. Fifth Circuit Court of Appeals voted down the effort of the states of New York, California, 
and Oregon, and the nonpartisan organization, AARP, to implement the U.S. Department of Labor’s (DOL) fiduciary 
rule. The rule aimed to enforce that all financial professionals who work with retirement plans or provide retirement 
planning services uphold a fiduciary standard to advise in the clients’ best interests, overriding their own self-interests 
and those of the financial institutions they represent.



opportunities, insurance products, and 
protection tools.

Stallsmith says the most valuable 
services that the firm offers are debt 
reduction strategies and budget 
programming prior to “financial 
independence,” a description he uses 
instead of retirement.

“We call it financial independence 
because we're finding that a lot of 
folks choose or need to work part-
time in those later years. I believe it's 
a healthy aspect to be contributing 
when people are living longer,” he said, 
acknowledging the increased longevity 
of Americans compared to past 
generations.

Stallsmith says that for many people, 
understanding financial concepts 
and planning – or financial literacy – 
starts the day they decide to consider 

retirement, but with the firm’s process 
people are coming in earlier to seek help 
in understanding financial issues.

Over the last few years, Stallsmith 
Financial has implemented digital 
educational tools for clients, including 
informative videos and blog content 
focused on various financial topics. 
They’re finding that their content has 
gained traction as recipients are sharing 
it within their social media networks. 
As a result, middle school and high 
school groups have contacted the firm to 
request that they conduct an educational 
presentation for their student body.

Other technology platforms have 
impacted financial planning strategies 

some people. For instance, robo-advisors 
– those automated investment platforms 
using algorithms to provide investment 
advice – now put once elusive financial 
information at the fingertips of anyone 
searching for it. Stallsmith suggests, 
however, that sometimes it can be too 
much of a good thing. 

“Information has become a bit 
overwhelming and many individuals 
tend not to have the knowledge of how 
to apply it, and it becomes noise in 
the marketplace. We are relationship 
managers and when necessary, we'll 
embrace the technology world, however, 
no automated process replaces a client 
visit to see a new baby, or a hospital 
visit, or holding a family meeting before 
the impending passing of a loved one,” 
explained Stallsmith. “You cannot 
replace the ‘personal’ in the relationship 

dynamic that made our practice such a 
fabric in so many lives.”

Often, clients ask Stallsmith what he 
would do if he were them and he was in 
their situation. He says, that’s the level 
of trust the firm hopes to achieve with 
every client.

Over the past year, three new 
advisors have joined the Stallsmith 
Financial team, which also includes 
in-house experts in several areas of 
comprehensive planning. In addition, 
to round out their services, they have 
partnerships with professionals in 
related areas of expertise including 
Medicare planning, insurance, and CPA 
and legal services. Most recently, they 

have teamed with a firm specializing in 
business benefit plans. 

“Our focus has been to increase capacity, 
and to make sure that the promises that 
I've made to everyone over 27 years are 
kept if something happens to me. We've 
put in an elaborate system for succession 
planning in the practice, and we have 
people with us to serve our clients well 
beyond my time frame,” Stallsmith 
explained. 

“We care for people at a different level. 
We are wealth managers and life coaches 
representing people and not their money. 
We do it with a servant mentality, and with 
that we've been able to gather a blessed, 
large group of clients who are very loyal 
and dedicated to us, and that we are 
thankful for every day,” he said, adding 
that he and members of his firm often 
make hospital and nursing home visits to 
clients to assist with pertinent issues. 

Each year, Stallsmith Financial, based 
in Valencia, Pennsylvania, hosts a client 
appreciation event where clients are 
treated to dinner and a baseball game 
featuring the Butler BlueSox, an area 
collegiate summer baseball team. 

“We're enjoying this business” he said, 
describing the delight of meeting the 
grandchildren of his clients at the event. 
“We're onto the third generation of serving 
people now, and that, to us, is very cool.”

Stallsmith has come a long way since 
supporting himself years ago as a singing 
bartender and by belting out the national 
anthem at Pittsburgh Pirates games. 
Though they were fun jobs, he said he was 
“eager to settle down with a steady job.”

For more information on Stallsmith 
Financial, visit: stallsmithfinancial.com

Mark Stallsmith MSFS, 
CLU®, ChFC® and 
ChSNC®
Owner
724-898-3003
Mark@StallsmithFinancial.com

FINANCIAL ADVISOR
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Kim D. H. Butler has a solution for 
these concerns: don’t retire. 

“That might sound insane 
to you, but when I suggest it to most 
clients, whether they’re in their 70s or 60s, 
they secretly acknowledge to me ‘Yeah, 
that probably wasn’t going to work,’” 
said Butler, the founder of Partners for 
Prosperity, LLC. “You cannot save enough 
money during a working life of 30 or 40 
years and then retire for another 40 years.” 

Partners for Prosperity provides 
alternative investment advising remotely to 
clients nationwide. A minimum investment 
is not required, and clients work with Butler 
by phone and web. The firm offers clients 
assistance in developing a place to store 
cash outside the typical savings account or 
money market environment, income beyond 
bonds or annuities, and the means to grow 
their money outside the stocks and mutual 
funds paradigm. 

Butler relinquished her CFP (Certified 
Financial Planner) designation after 
experiencing a “major transition in thought” 
in the 1990s. She founded Partners for 
Prosperity to help clients make alternative 

investments that were outside the typical 
stock market, such as bridge loans and 
senior life settlements. Stock market 
investments offer lackluster results, she says. 

“The typical way does not work, the 
typical products do not work, the typical 
method of financial planning does not 
work. What we’re looking for are clients 
that are looking for alternatives,” Butler 
told “Advisors Magazine” during a recent 
interview. 

Butler takes an alternative approach to 
client services as well. The firm does not 
meet clients face-to-face. Meeting by phone 
and Internet allows her to serve clients 
across the country, and also frees prospects 
to ask hard questions, she said. 

“They’re able to not only ask the harder 
questions, but also we ask harder questions 
…you can always be more blunt with 
somebody when you’re not sitting with 
them face-to-face,” Butler said. “It’s pretty 
tough to be intimidated by just a phone 
call.” 

Alternative investments require 
rigorous client education efforts. Butler, 
an established author, has written seven 

Many people approach retirement with uncertainty. Some fear their 
savings will run out too soon, others worry their retirement plan will 
fall apart during an unexpected market downturn. And others remain 
caught in the “sandwich generation,” caring for elderly relatives and 
children in their 30s. 

books on investing and the “Prosperity 
Economics” system used by her firm 
allows prospects to educate themselves, 
ask hard questions, and build wealth 
without Wall Street. Teaching clients the 
value of alternative investments combats 
the misinformation floating around on the 
Internet.

“I love that there’s so much information 
on the web…it really knocks those walls 
of privacy and, in my opinion, in a good 
way. That said, financial literacy education 
is really missing from the school system,” 
Butler said. “When you go on the web most 
of the financial education information is 
provided by the large financial institutions.” 

The big financial institutions often 
provide typical, pre-packaged advice. 
Wealth advisors, moreover, fail to separate 
the fees they collect for advice, and those 
they receive for managing money, which 
Butler flagged as a problem. Also, she says 
that most registered investment advisories 
are tied to broker-dealers, which creates 
conflict that “true fiduciaries” would 
not tolerate. Partners for Prosperity is an 
independent registered investment advisor 
(RIA) firm, and unconnected to any broker-
dealer. 

As an example, Butler pointed out how 
many advisors, and most of the literature 
available, recommends maxing 401(k) 
contributions, something she disagrees with.

“We completely disagree with that. We 
have people do savings first, emergency/
opportunity funds first, and 401k 
contributions only to the match second,” 
Butler said. “Most financial advisors are 
not paid to help you with savings but 
that’s really where most people should be 
starting.” Her favorite questions are “Where 
do you store your cash?” and “How will 
you create monthly income from that?”

So whether you are looking for better 
routes for earning investment income, 
growing your wealth or just storing cash, 
Kim and the P4P team have some alternative 
answers.

For more information visit: 
partners4prosperity.com

by matthew edward

An Alternative 

APPROACH

https://partners4prosperity.com/


by amy armstrong

So says Nikia Tull, CEO of 
Phoenix Financial Tax Service 
based in Chesapeake, Virginia.

“My passion is to educate people 
about the thing they stress most 
about: taxes,” said Tull, who admits 
that at one time, she too dreaded 
income tax time. “But, as I learned 
and became educated about taxes, I 
came to love it.”

Now tax season is a breeze for 
her, and her goal is to make it such 
for her clients as well. 

Tull’s change in attitude toward 
taxes resulted as she pursued a 
degree in accounting and was 
introduced to the topic of tax 
planning – she was hooked. 

“I have a deep passion for 
numbers and when I started 
learning more, I just became even 
more passionate about taxes,” she 
said.

Ensuring that her clients 
understand the tax preparation 
process from start to finish is her 
goal. Tull explains the importance of 
collecting and retaining of mileage, 

EDUCATION EASES TAX 
PREPARATION STRESS
Now that the 2017 tax season has come to a 
close, there’s good news for preparing your taxes 
next year – it doesn’t have to be stressful process! 
It’s possible to have a less worrisome tax season, 
it just takes education and preparation.

HELPING YOU GET THE MOST OUT OF YOUR MONEY"

"

receipts, and other pertinent 
documentation throughout the year, 
and their importance in preparing 
and filing a tax return. 

She doesn’t expect that clients will 
acquire her level of knowledge, but 
it is her hope that they will have a 
much better understanding of the 

entire process after having worked 
with her. 

Changes in the 2018 tax code is 
set to bring about some changes that 
may be unwelcome by some. For 
instance, gone are deductions for 
mortgage interest, home owner’s 
insurance premiums, and real estate 
taxes.

“Even knowing that there will 
be an increase in the standard 
deduction by $5,000 is most likely 
not going to be beneficial when 
you have a person that is used to 
writing off close to $14,000 for those 
other items. This is really going to 
impact them,” said Tull, adding that 
she advises clients to prepare by 
adjusting their W-4 withholding. 

For people who may be meeting 
with a new tax preparer for the 
first time, Tull suggests some basic 
questions to ask.

“Above anything else, ask if they 
have a tax preparer number and if 
they are registered with the IRS,” 
Tull said. “If they do and they are, 
then you know that they took the 

classes and are certified.”
She also suggests asking for 

the preparer’s official number. 
Professionals with an official IRS tax 
preparer number are authorized to 
deduct their fees from the client’s 
refund – which often is a comfort to 
taxpayers who are strapped for cash. 

Tull also said potential clients 
should ask if the tax preparer is 
going to sign the tax return as well 
indicating that they professionally 
prepared it. 

“If not, you might want to find a 
preparer that does,” she said. 

Phoenix Financial Tax Service is 
owned by Tull and her husband 
Sean who serves as Senior Director 
of the firm. Together they have 
over 20 years of experience in the 
financial and tax preparation field. 

Sean is a Senior Marketing 
Director for World Financial Group, 
also located in Chesapeake’s 
Western Branch Area. He is also a 
specialist in mentoring and coaching 
people on how to grow and expand 
their financial service firm. He has 
helped people across the east coast 
to create personal pension plans and 
protect their money from market 
loss, while capturing market gains 
and having tax free access to their 
money. Sean believes in showing 
people how to create legacies for 
their families.   

For more information about 
Phoenix Financial Tax Services, visit: 
ytphoenixtax.com
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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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percent per year, which is the lowest 
it’s ever been, according to Fishman. 
Caps can change annually and are 
expected to increase as interest rates 
rise. To adjust the risk of having 
no downside, clients are given 
this upside cap. In addition, these 
contracts are tax-deferred, and the 
life insurance portion of the contract 
is tax-free to beneficiaries when the 
insured person dies. If money is 
taken out of the contract, the gains 
are taxable as ordinary income. The 
minimum contract is $100K, while 
the maximum is $250K per contract.

MECs and Long-Term Care
If someone needs help with 

long-term care, that’s another 
MEC benefit. A portion of the life 
insurance can be accelerated in this 
instance, and they can take money 
out of the policy – usually tax-free. 
This large disbursement amount 
depends on the age and health of 
the person insured with the MEC. 
“It takes money otherwise earning 
nothing and gives a lot of value to 
it,” says Fishman. He says many 
people who would not otherwise get 
long-term care insurance will get an 
MEC, because unlike standard long-
term care policies, it combines many 

benefits together. 
Make Sure Risks and Rewards 

Equal Each Other 
Fishman says his approach 

involves a shift in thinking. 
Traditionally, trying to achieve 
certain levels of gains requires 
a certain level of risk. “If you’re 
going to take risks, you must make 
sure the risks you’re taking, and 
possible rewards are balanced” he 
says. He finds different vehicles and 
approaches that provide the highest 
returns with least amount of risk 
ratio. Bitcoin, for example, has no 
intrinsic value. “How much upside 
potential does Bitcoin need to show 
to make it worth the risk? Bitcoin has 
no metric to tell you what the risk 
is, it’s not even an investment, it’s 
gambling,” he says. Fishman wants 
the least risk for the most earnings.

For more information about Tekeno 
Financial, visit: Tekeno Financial

Every client has 
different needs, 
but many times 

what benefits a client 
most is not what has 
been heavily marketed. 
That’s the view of 

Moshe Fishman, President of Tekeno 
Financial LLC, based in Lakewood, 
New Jersey. He wants clients to 
understand their options when it 
comes to minimal risk, other than 
those broadcasted the loudest, such as 
CD and money market rates. “Often 
times, I’ll introduce products that my 
clients have never heard of before,” 
says Fishman, adding he enjoys 
educating clients and making tailor-
made solutions for them.

Modified Endowment Contracts
Fishman’s practice looks for specific 

clients, those seeking peace of mind 
with safety and liquidity. They had 
money in CDs or money market 
accounts, but “Most just threw up 
their hands and said, ‘I’m not going 
to make money, I’ll just have to accept 
the low interest rates,’” says Fishman.  
For these clients, he sets up modified 
endowment contracts (MECs), special 
life insurance contracts from top-rated 
life insurance companies. 

MEC is a broad term for a life 
insurance contract used primarily for 
its cash accumulation, and the interest 
offerings vary greatly, Fishman 
explained. They earn interest in stock 
market “up” years, but when the 
market goes down, the zero percent 
floor means that clients don’t lose 
money. The interest these MECs earn 
is based on a full year performance of 
the S&P 500 index. 

The money is not actually in the 
market, but in the insurance company. 
Currently, there’s an upside cap of 9 

by jane meggitt

the least risk for  
the most earnings
Specific solutions for clients looking 
to avoid stock market risks and earn 
excellent interest

https://www.getamec.com/


When Phillips was just 6 
years old, his dad died and 
there was barely enough 

insurance for a decent burial. “I saw 
my mother work 3 jobs to support 
three kids, I was the youngest,” he 
said recalling the effect on his family. 

While the bulk of his clients today 
are high-net worth individuals and 
his firm focuses on retirement and 
estate planning, his origins in the 
insurance industry help keep those 
at every financial level from making 
the mistake his dad made. With 
professional designations including 
Chartered Financial Consultant®, 
Chartered Life Underwriter®, and 
Certified Financial Planner™, his 
experience and flexibility allows his 
practice to handle many different 
situations. 

Phillips sees an educated prospect 
as a great client, and he aims to take 
the mystery out of retirement. He 
gives clients all of their options – 
without using industry jargon – so 
they can make informed decisions 
about their financial future. Starting 
with the basics, Phillips wants 
to know what their criteria is for 
retirement, and what’s important to 
them. That’s part of the educational 
process on both sides. Once clients 
feel comfortable about their 
investments, insurance and other 
options, they have a better idea about 
what is important in their planning. 

“Some clients want to know how 
the watch is made and some just 
want to know what time it is,” says 
Phillips.

Millennials are flocking to the 
digital financial advice offered by 

robo-advisors. While online robo-
advisors are here to stay, and are 
appropriate for a small percentage 
of people, Phillips knows a client’s 
questions and feelings aren’t 
identifiable by an app. Apps ask 
the user hard fact questions, not 
the soft questions so essential for 
truly dealing with a client’s financial 
issues. Apps come up with an 
answer, but it is a general reply with 
no specificity for the individual. Soft 
questions include what a person 
plans to do in retirement, what 
makes them comfortable and their 
risk levels. When a professional asks 
both hard and soft questions, the 
result is a custom-tailored plan. 

Helping people understand 
longevity is part of Phillips’ daily 
work. The problem is that some 
clients don’t feel they are going to 
live that long. The fact remains that 
there’s a 25 percent chance of those 
currently age 65 living another 30 
years, and planning for that long 
a retirement is challenging but 
necessary. Along with the longevity 
planning comes the long-term care 
discussion, and how clients want to 
handle that possibility. Just over half 
of those now age 65 will experience 
a long-term care event. While 
traditional long-term care policies 
can help, there are also hybrid 
policies available to keep clients 
from ruining their assets. 

“You have homeowners, 
car and life insurance, and 
you need asset protection 
insurance,” he says.”  
Phillips points out that 
long-term care insurance is 

really for the caregiver, who might 
otherwise wear themselves out. A 
discussion with children of older 
clients helps them understand long-
term care planning benefits them, 
too. “I plan for the worst, but hope 
for the best,” says Phillips.

When asked about changes needed 
in the financial world, Phillips says 
it’s the assumption that investors are 
better off on their own than using a 
professional. Not so, he says. Even 
fairly sophisticated investors in the 
market will lose more money because 
they base decisions on emotions, 
while money managers invest based 
on fundamentals and earn more 
money than do-it-yourselfers. 

“The industry is trying to put more 
into investor’s hands and I don’t 
think they’re ready for that,” he 
says, adding that it’s also crucial for 
investors to make important financial 
decisions when time is still on their 
side, and a professional provides 
guidance every step of the way. 

For more information, visit 
Dominion Financial Partners, LLC.  

A flexible practice to 
handle different situations

by jane meggitt

An Educated Prospect is a Great Client

Many less affluent people may think that a financial advisor isn’t interested in working with them. That’s 
not the case with Sidney Phillips, founder of Virginia Beach-based Dominion Financial Partners, LLC. 
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first year of retirement. 
He says long-term care 

insurance is “always a hot 
mess,” explaining companies 
can’t sell enough of it to 
support the rising cost of 
claims. 

“It’s a poor investment,” 
Fisher says. “I use alternatives, 
such as life insurance you can 
overfund and leverage without 
risking the principal, and it will 
pay tax free.” 

Such policies can satisfy 
needs other than long-term 
care. He says clients don’t liken 
long-term care insurance to 
homeowner’s insurance, even 
though their chances of needing 
long-term care are greater than 
the odds of their house burning 
down. 

“They think, ‘If I don’t need 
it, I’ve spent all that money for 
nothing,’” he says. Through life 
insurance, clients find there’s a 
way to provide better coverage 

to pay bills and if they don’t 
need it, the family gets the 
benefits. 

Fisher Financial Tax & 
Insurance Solutions has 
offices in Chico and Redding, 
California.

For more information, visit: 
www.fisherfinancial.net
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It shows 
them there 
are better 
ways to 

handle retirement 
savings. For 

instance, in chapter one, 
“Lessons in Failure” discusses 
five examples of couples who 
hit home runs, with over 
$500,000 saved for retirement. 
The story shows how hard they 
worked to get there and what 
happened to them when they 
watched the market take it all 
away. 

“Their broker told them, 
‘Hold on, it will come back,” 
says Fisher. “If you’re 70 years 
old, you can’t hold on for nine 
years for stocks to do that – you 
want to be out traveling in your 
RV. There are better choices to 
be made.” 

Besides his writings, Fisher 
conducts seminars and teaches 
retirement courses at local 
colleges and universities, and 
had a five-year run hosting his 
own local radio show. Through 
his work, he sees similar 
patterns with unsatisfied clients 
looking for shelter and going 
from one broker-dealer to 
another, often after a market 
loss. They end up with the 
same funds, no diversification 
and paying excess fees. 

In fact, Fisher says that 
most people think they are 
diversified because they bought 
several mutual funds and bond 
funds, but when Fisher does 

a study on diversification it is 
expressed as a percentage. The 
average person has eight funds, 
but these funds are generally 
80 percent correlated, so people 
don’t have the spread of risk 
protection they think they do. 

After conducting an in-depth 
analysis of current investments 
and showing clients their risk/
reward ratio, Fisher shows 
them the fees they were paying. 
Most don’t know about non-
disclosed internal costs, such 
as commissions and fees on 
excessive turnovers, which can 
prove substantial. Running 
a Morningstar report, for 
example, might show a fund 
is turning over 70 percent in 
one year, meaning the manager 
doesn’t know what they are 
doing and churning up a lot of 
internal costs. 

“It is pivotal clients 
understand where their money 
is and how it’s handled – it’s 
their life savings,” Fisher said. 
“Here’s where you are, here’s 
where you can do better. If 
a broker can’t explain your 
investments in a way you 
understand, walk away.”  

Fisher devises a game plan 
giving his clients a stream of 
income they can’t outlive. The 
personalized plans include an 
income ladder. The income 
ladder’s goals are to get clients 
through the first decade of 
retirement, at the end of which 
they have the same amount of 
money left as they did in the 

When a prospective client comes to see Wayne 
Fisher, president of Fisher Financial Tax & 
Insurance Solutions, Inc., they receive a copy of 
his book, “Guide to Surviving a Flawed System 
and Retiring with Confidence.” 

A GAME PLAN FOR 
RETIREMENT INCOME

 

http://www.fisherfinancial.net/
http://www.waynefisherfinancial.com/
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After her 
mother 
was 

killed in an 
auto collision 

when she was just four years 
old, Riedel’s father, who 
was only 25-years-old at the 
time, had enough foresight 
to put a significant portion 
of the financial settlement he 
received into a trust for Riedel 
and her younger brother 
in case something tragic 
happened to him. 

“That is where my journey 
truly began,” Riedel said. 

Today, that journey 
continues for Riedel, AIF® 
as the CEO of BenefitsTree, 
LLC, a firm she founded in 
2004 after 30 years in trust 
services at Wachovia Bank 
(now Wells Fargo) working 
in sales, administration, and 
leadership roles.

Riedel’s professional 
goals are two-fold: to pay it 
forward to her clients with 
the same level of care her 
father gave; and to build a 
network to support other 
financial services industry 
professionals who share her 
passion to help clients achieve 
the highest level of financial 
literacy and wellness as 
possible. 

Perhaps her goals are best 
represented by the firm’s 
mascot, Wella.

Wella® is a brown bear 
dressed in a gardening 
apron, rubber boots, and 
a wide-brimmed sun hat 
who tends to her tree and 

You could say that Nancy Riedel follows in 
her father’s footsteps, even though he wasn’t 
a financial professional. 

by amy armstrong

carries a garden trowel. Her 
grandmotherly appeal and 
charm is intended to have 
a calming effect for clients 
visiting the BenefitsTree 
website.

Riedel chose a bear to 
symbolize the firm because 
they are a traditional spirit 
guide of Native peoples and 
an emblem of strength and 
courage. 

“Wella brings light-
heartedness to what, for 
many, is a scary unknown as 
they begin to address their 
personal finances,” Riedel 
said. “She makes people 
feel more comfortable by 
conveying the idea that the 
website and our office is a not 
a place where the financial 
advisor just talks at people 
or tries to sell to them, but 
is a place where clients can 
look for answers and explore 
options.”

While Wella is intentionally 
whimsical, Riedel said she 
is also inspiring. Wella is 
depicted nurturing her 
tree from a seed to full 
development to represent 
Riedel’s desire to nurture the 
financial education of her 
clients.

“I am incredibly passionate 
about financial literacy and 
financial wellness,” Riedel 
said. “This is what I wanted 
to do when I grew up,” 
she chided, explaining her 
decision to start the firm after 
three decades working in 
the trust services area of the 
banking industry. 

While she appreciated 
all she learned while at 
Wachovia, her work at the 
giant financial institution 
just did not fully reflect her 
passion for helping others. 
She wanted to develop 
stronger client relationships; 
she wanted to be able to help 
people no matter what level 

of financial security they had 
when they came to her. 

So, in 2004 when she hung 
her own shingle to establish 
BenefitsTree in Alpharetta, 
Georgia, a suburb of Atlanta, 
Riedel did not set a firm 
minimum for new client 
engagement. But she did 
have one requirement: she 

Your path to financial wellbeing

Financial Nurturing for Any 
Client at Any Stage 
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wasn’t going to work just 
as a debt counselor; clients 
had to possess a sincere 
desire to collaborate with 
her in an engaged, working 
relationship – and be willing 
to learn. 

Riedel’s first question to 
clients is, “What do you want 
your money to do for you?” It 
is an intentional and targeted 
inquiry that gets to the 
emotional aspects of money 
management.

“It puts the client in a 
position where they have 
to think about themselves, 
and how their finances 
affect them,” she said. “In 
that position, we can have 
a clearer dialogue that is 
much more meaningful in 

identifying their goals.”
This method is especially 

useful in guiding older clients 
that have suddenly realized 
they have allowed too much 
time to pass before taking a 
serious look at how to fund 
their retirement. 

“They hear that clock going 
tick-tock, tick-tock…and it 
is a very emotional, stressful 
and overwhelming situation 
they find themselves facing,” 
Riedel said. 

This is where coaching and 
mentoring methods enter the 
advisor-client relationship. 
Riedel, who wanted to 
become a teacher when she 
was younger, compares 
financial education to the 
growth of a child. 

“It is baby steps, baby steps, 
baby steps,” Riedel said. 
“First you have to learn to 
hold your head up, and then 
you learn to roll over and sit 
up. You have to learn to crawl 
before you can stand and 
walk, and eventually run.”

Her ultimate goal for 
people of all ages is to help 
them to become financially 
self-aware and confident in 
making personal choices in 
financial matters that were 
once highly confusing and too 
complex for them. 

“The ability for people to 
think on their own financial 
feet is essential in life and 
today’s workplace since most 
employees no longer earn 
pensions, and instead must 
make investment choices from 
the retirement plan offerings 
provided by their employers,” 
Riedel said. While many 
employees are concerned they 
will not have enough money 
to live on in retirement, she 
understands they do not 
know where to start so look to 
their employers as a resource 
for guidance. 

“Fortunately, employers are 
recognizing the need is there,” 
Riedel said. “I do not think it 
is a mistake for employees to 
ask for help, nor do I think it 
is a mistake for the employer 
to find a way to deliver a 
financial wellness resource 
holistically to employees. 
I believe that it is the right 
thing to do.”

Riedel’s work at Wachovia 
with large firms to implement 
employee benefit plans taught 
her that a financial wellness 
plan ought to meet two 
goals: first, make the plan 
attractive to the employee 
by engaging an educational 
component that encourages 
action, and second, create a 
plan that is not a high cost 
to the employer to leave 
economic incentive for the 
employer to opt-in for more 
comprehensive employee 
financial wellness benefits to 
help relieve financial stress in 
the workplace. 

“I am commited to making 
a positive difference in 
the financial wellbeing of 
others, so began the financial 
wellness employee benefit 
plan, Wella’s Way.   It is not 
enough to coach, inspire and 
encourage one person at a 
time to learn and take action; 
the needs of the many are 
great so the solution must be 
arms open wide.”

Riedel’s push for increased 
financial education and 
wellness is best represented 
by the fiduciary code that 
guides her firm:

“The duty of care is to act 
always in the best interest 
of the client,” she said. 
“Always.”

For more information on 
BenefitsTree, LLC, visit: 
benefitstree.com

 

Advisory services offered through Investment Advisors, a division of ProEquities, 
Inc., a registered investment advisor.  Securities offered through ProEquities, Inc., a 
registered broker-dealer, member FINRA & SIPC.   BenefitsTree, LLC is independent of 
ProEquities, Inc. Wella® is a registered trade mark of BenefitsTree, LLC. 

http://www.benefitstree.com/


Small financial advisory firms possess 
certain advantages. Mark W. Cresap 
III, founder of the Pennsylvania-

based Cresap, Inc., touts the flexibility of 
the company he began in 1990, as well as 
the experience of its advisors. “We place 
a great value on experience, and welcome 
advisors with established clients who have 
seen market cycles,” he says. “We allow our 
professionals to be autonomous. It’s a better 
situation for the client, as the advisor doesn’t 
promote a particular strategy or product 
line.” Because advisors don’t promote 
proprietary products, they can remain totally 
objective in their decisions. 

Essential Client Education 
Wall Street does a great job of 

complicating or obscuring fairly simple 
things, according to Cresap. That’s why 
client education is so important. Clients need 
to understand some fundamental concepts, 
such as price/earnings ratios, dividend yield, 
and how stocks and bonds differ. “People 
don’t understand what happens during a 
period of sustained, rising interest rates,” he 
says, “Such an environment is a burden for 

stocks and bonds.” 
Cresap suggests to clients that they look 

at how the stock market has performed over 
last 50 years and what that tells them. “What 
has produced the surges in prices, and what 
has caused the flat and down periods, which 
will inevitably reoccur? Clients often don’t 
understand essential drivers of things. You 
don’t have to be particularly sophisticated 
to be a successful investor, but you must 
understand some fundamental things,” he 
says.  “From the early 1980’s until now, long 
term interest rates have declined from 14% 
to 3%, producing an enormous surge in stock 
and bond prices.  If we revert to the mean, 
which is around 6%, many investors will be 
surprised at the effect on their portfolios”

Retirement Strategies – Income Stream 
is Paramount

Retirement strategies depend on a client’s 
age and wealth. For those in their 30s, a 
strategy involving full investment for an 
entire lifetime make good sense. “If markets 
perform the way they have historically, 
[clients] will do fine over a 50-year period 
if they are disciplined and stay fully 

The Biggest Return Over a Lifetime 
Comes from Dividends and Interest
For most people, it's easy to build wealth if they stay the course

invested,” he says. “For those in their 80s, 
it’s a different proposition. They may have 
very appreciated assets, so do you liquidate 
and pay the gains and stick with treasuries 
and bonds, or is the income in the portfolio 
sufficient to carry you through to the end? 
Either way, the key to investing is to have an 
adequate income stream from your portfolio.  
Relying on price appreciation to fund 
retirement is risky.”

Dividends for Life
Cresap says he’s a huge believer in 

dividend growth over a lifetime, a concept 
called yield on cost. He says the portfolio 
should be viewed as an engine generating 
income over a 50-year period, or whatever 
period of time the client has left. “If you put 
money to work today and earn 3 percent 
off a balanced portfolio, and if the dividend 
income grows the way it should, after ten 
years the yield on your original cost could 
double to 6 percent,” he says, adding that 
in another decade, the yield could be 12 
percent on the original cost. 

Rising dividends for long periods of time 
have enormous effects on investment results. 
“Don’t look at the value of the portfolio, as 
it’s going to vary during a lifetime. Look at 
the dividend stream it generates, make sure 
it has potential to grow 6 or 7 percent a year, 
and you will be successful over a lifetime,” 
he says. 

That means starting early in life and 
staying with it. “You can’t start at 70 –   and 
expect to realize the full benefits of rising 
dividends,” he says. Cresap notes that older 
people often get to a point in life where they 
think they can’t live off investment income, 
so they buy high-yield securities, possibly 
junk bonds, and then put the whole thing 
at risk. “You don’t want to have to sell off 
assets to fund your lifestyle if your portfolio 
can’t generate sufficient income. You must 
stay completely focused on long term 
income growth, not price appreciation,” he 
warns. Discipline is needed, but for most 
people, it’s easy to build wealth if they stay 
the course over a lifetime.

For more information about Cresap, Inc., 
visit: cresap.com

by jane meggitt

p.68    ADVISORS MAGAZINE  -  JULY  2018

http://www.cresap.com/


Streamlining supply chains throughout the automotive, retail, 
pharmaceutical, pulp & paper, logistic, and food industries.

STILL PUZZLED
... by your supply chain solution?
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WHITE GLOVE 
WEALTH MANAGEMENT 
Service Builds Long-term Relationships

The proliferation of new 
investing technologies – the 
so-called “robo-advisors” – 

continues to attract 
venture capital funding 
and investors hoping to set 
and forget their finances.

But these technologies lack the crucial 
emotional intelligence required to guide 
lay investors through financial crises, 

and it remains unclear how the robo-advisors 
will handle their first major market correction 
when it comes. 

“I think they provide solutions to, maybe, 
the right investor, but really, where they fall 
short is that they are not centered around 
behavioral finance,” said Scott L. Brown, 
CFP®, CIMA®, CRPC®, Managing Principal 
of Shore to Summit Wealth Management, LLC. 
“A robo-advisor can’t get into the psyche of a 
client on a day-to-day basis, and it’s sometimes 
very, very hard for a client to remain focused 
around a long-term investment strategy and 
those longer-term goals when you’re dealing 
with 2000 to 2002 dot-com volatility or Great 
Recession 2009 volatility. Those downturns 
really test an investor’s mettle.” 

Shore to Summit Wealth Management – with 
offices in Bozeman, Montana and Annapolis, 
Maryland. – provides comprehensive, “white-
glove” wealth management services primarily 
to small business owners, corporate executives, 
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and higher net-worth individuals. The 
firm maintains a $250,000 minimum to 
sign on, with Brown and his partner, 
Ben Spiker CFP®, CRPC®, President of 
Shore to Summit Wealth Management 
requiring a $1 million minimum from 
clients they serve personally. 

The white-glove touch is part 
of what helps set Shore to Summit 
Wealth Management apart from its 
competitors, human or otherwise. 
Robo-advisor startups recently 
began unveiling products aimed at 
higher-end investors. Betterment, 
LLC, the largest automated financial 
advisory startup in March rolled out 
new features for clients with more 
than $100,000 invested through the 
platform. Wealth front, another major 
automated platform, listed 1,100 
high net-worth investors in its latest 
Securities and Exchange Commission 
filing, Bloomberg reported. High 
net-worth investors, however, need 
customized solutions and considerable 
guidance when markets become 
unpredictable. 

“Robos or other applications cannot 
provide that consultative rationale for 
your finances,” Brown told “Advisors 
Magazine” during a recent interview, 
adding that robo-advisors also cannot 
talk investors down from rash decisions 
and, instead, expect clients to rationally 
stick to their investment plans in the 
face of panicked headlines and the daily 
drumbeat of market news. “I don’t think 
that we’ve seen enough of the robos in 
terms of long-term performance, and 
investor trends and behavior, to determine 
whether people are going to stick with 
their strategy when times really get 
tough.” 

Automated investing tools also can be 
“too strategic,” Brown said. A human 
advisor, meanwhile, can take a “tactical 
approach” amidst a tumultuous market 
environment to seize the opportunity to 
improve performance in ways the robo-
advisor would miss. 

Shore to Summit Wealth Management 
takes an active, holistic view of 
prospective clients’ finances and works 
to develop a customized solution based 
on their unique risk-profile, needs, and 
financial goals. The firm is a fiduciary, 
meaning clients’ best interests come before 

commissions or bottom-line concerns. 
“We really take that role as a planner 

and a fiduciary seriously. We try to 
emphasize the planning and fiduciary 
aspect to the client-advisor relationship,” 
Brown said.  

Client education takes centerstage 
during initial meetings, and the firm 
utilizes a thorough planning process to 
ensure investors’ questions get answered.

“Better educated clients are simply 
better stewards of their money and their 
personal finances,” Brown said. “They’re 
typically more fiscally responsible, they’re 
also more comfortable with proven and 
sound investment strategies.” 

Prudent Financial Advice
Proven investment strategies can be 

in short supply in some corners of the 
financial industry. Brown became a 
financial advisor after watching relatives 
struggle with the consequences of poor 
financial advice following a family 
tragedy. A house fire claimed the lives 
of Brown’s aunt and uncle in the 1980s; 
their sizeable, $12 million estate was 
passed on to their children. The financial 
advisor enlisted to manage the estate – 
primarily IBM stock – failed to see that the 
technology giant was being hammered 
by upstart competitors. Brown’s cousins 
finally sold their stock toward the end of 
that decade, but only after its price had 

taken a beating. 
“My young cousins who all had 

inherited a pretty nice estate ended 
up with about half of their original 
inheritance by the end of the decade,” 
Brown said.  

After watching the ordeal, Brown 
decided to pursue finance, hoping to 
one day offer clients “prudent financial 
advice,” he said. Post-university, Brown, a 
graduate of the Reserve Officers Training 
Corps program, spent time in the U.S. 
Army and ended his military career with 
the rank of Captain.  Later he worked for 
an RIA and several Wall Street firms. 

More than Alpha
Shore to Summit Wealth Management 

does more than mechanically chase 
alpha. The firm provides solutions to 
clients based on their unique financial 
needs. Planning is the cornerstone of the 
firm’s practice, Brown said. Prospective 
clients can expect questions about credit, 
family situations, business holdings, and 
personal financial decisions, he added. 

“We focus on a goals-based approach to 
their plan and risk-adjusted approach to 
their returns,” Brown said. 

The firm operates within an investment 
paradigm that puts returns in line with 
risk, need, and financial goals. Brown 
pushes clients to benchmark performance 
to goals, not others; although investors 



can, and should, pursue aspirational 
investments provided the resources are 
available. 

“Your friend might be up 20 percent. 
That’s all well and good, but if you 
don’t need that then why are you taking 
unnecessary risk?” Brown said. “That 
doesn’t mean that we don’t have an 
aspirational basket in our portfolio. 
Certainly, some of our clients, even if 
they don’t need to take additional risk, 
may have an aspirational bucket. But we 
really emphasize a goals-based planning 
solution.” 

Apples to apples benchmark comparisons 
for clients are a must as well. Moderate 
investors cannot compare themselves to the 
S&P 500 when their risk tolerance does not 
align to the index’s. Choosing the correct 
indices, asset allocations, and benchmarks 
to measure those investments is part of the 
process for developing a unique solution for 
each investor. 

“A one-size-fits-all herd mentality to 
things like indexing and block trading 
is problematic,” Brown said. “Using an 
apples-to-apples benchmark is an example 
of that. Yes, the S&P 500 had a great year 
in 2017, but do people remember that it 
lost 56 percent from October 2007 to March 
2009? Because that’s a huge drawdown on 
people’s assets.” 

Clients often underestimate the risks 
involved with particular investments, 
making it more important to ensure they 
are properly educated. A 50 percent loss, 
investors should remember, requires a 100 
percent return to make up. 

“Is the S&P 500 a great performing asset 
class long-term? Yes, it is, but do people 
understand what it takes, mathematically, 
to recover from a 60 percent pullback?” 
Brown said. 

Family Ties 
Brown talks to many clients in the 

emerging “sandwich generation,” families 
groaning under the weight of caring for 
elderly relatives and children, often teens 
or 20-somethings. Conversations with 
these clients often revolve around getting 
them back to saving enough money and 
prioritizing expenses. It also requires 
difficult conversations about what can and 
cannot be done. 

“You should not mortgage your own 
retirement to pay for higher education for 
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your children,” Brown said, adding that 
student loans, scholarships, and other 
funding sources leave higher education 
in reach for most even if their families 
cannot foot the bill. “You can’t borrow for 
retirement. I think people should focus 
on their retirement first and helping their 
children in any way possible second.” 

Shore to Summit Wealth Management 
works with clients to determine which 
retirement plans fit best. Hybrid plans, 
401(k) Safe Harbor, back-door ROTH 
IRAs, and other options are examined on a 
case-by-case basis. 

Long-term care planning also figures 
prominently in these discussions. Many 
families struggle to aid ailing parents, 
and long-term care costs can quickly 
accumulate beyond what many can 
reasonably pay. 

“Because so many people are now 
feeling that pinch of the sandwich 
generation, they recognize they don’t 
want to be a burden on their children so 
we recommend to all of our clients that 
have the means that they should strongly 
consider a long-term care policy,” Brown 

said.  “That sandwich generation has a 
greater appreciation than any previous 
generation of not being a burden on their 
children.” 

White-glove Service
Shore and Summit Wealth Management 

communicates with clients often and 
works to build lasting relationships. The 
firm prides itself on understanding clients’ 
unique situations and providing advice 
tailored to each investor. 

“We also want them to know that we’re 
trying to deepen our understanding of 
their values,” Brown said. “And in those 
interactions, we also really want to deliver 
a white glove service.” 

For more information, visit: 
shoretosummitwm.com 

Scott L. Brown CFP®, 
CIMA®, CRPC®
Managing Principal, PIM 
Portfolio Manager
scott@shoretosummitwm.com
(406) 219-2900, ext 2901

FINANCIAL ADVISOR

Investment products and services are 
offered through Wells Fargo Advisors 
Financial Network, LLC (WFAFN), 
Member SIPC. Shore to Summit Wealth 
Management is a separate entity from 
WFAFN. Insurance products are offered 
through nonbank insurance agency 
affiliates of Wells Fargo & Company and 
are underwritten by unaffiliated insurance 
companies. The indices are presented 
to provide you with an understanding 
of their historic long-term performance 
and are not presented to illustrate the 
performance of any security. Investors 
cannot directly purchase any index. The 
S&P 500 Index consists of 500 stocks chosen 
for market size, liquidity, and industry 
group representation. It is a market value 
weighted index with each stock's weight in 
the Index proportionate to its market value.

http://www.shoretosummitwm.com/
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Financial advisors 
need to brand 
themselves 

well to stand out 
from the pack. But 
branding goes beyond 
brochures, and 
reaches into every 

interaction with a client no matter how brief. 
“When you’re talking about money, people 

aren’t comfortable just giving their money 
to a number, to a random financial advisor. 
They really want to know you,” said Wayne 
Townsend, chief operations officer at Platinum 
Advisor Strategies. “You can say what you 
want your brand to be, but the ultimate [judge] 
is your clients. Your prospects are going to 
determine what it really is.” 

Platinum Advisor Strategies, based in 
Summerfield, Florida, provides premium 
marketing materials, specialists, and guidance 
to financial services professionals. The firm 
helps advisors grow their business and provide 
a customer experience ideal to their target 
market. The firm was founded by brothers 
Robert and Thomas Fross, successful advisors 
who “Grew tired of hearing at conferences 
about what they should do, and instead started 

doing it,” Townsend told “Advisors Magazine” 
during a recent interview, adding that the 
brothers wanted to share their branding and 
customer service experiences with fellow 
advisors. 

Branding – especially when it includes 
relationship-building and face-to-face 
interaction – is more than impressing clients. 
Advisors who brand their practices well are 

not just selling, they are communicating to 
clients who they are, what they offer, and why 
they are trustworthy. After all, no one wants 
to part with their hard-earned money unless 
they know their advisor has their best-interests 
at heart. 

“Money is very personal, and it’s a very 
sensitive topic. Clients are very emotionally 
connected to their money and the best thing 
you can do is prove to them that you will 

take care of them no matter what, and then 
they begin to trust you with their money,” 
Townsend said.  

Platinum Advisor Strategies helps 
advisors care for their clients by offering 80 
customizable types of communication, online 
branding support, film and video production, 
lead generation, and a host of other services. 
The firm even provides systemization support 
such as human resources procedures and 
customer relationship management system 
integration. Platinum takes a customized 
approach for each member that is unique to 
their practice and their target client, then they 
share best practices across their client base so 
that when one advisor implements a winning 
strategy, platinum can customize it for the rest.

“All of our members at Platinum have access 
to all of those ideas,” Townsend said. “Every 
success is systematized so we can share it out 
as a customizable best practice.” 

For more information, visit: 
platinumstrategies.com 

Financial Advisory Firms: building relationships through branding
by matthew edward

http://platinumstrategies.com/
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by matthew edward

"Each year there’s new 
laws we have to learn as 
advisors,” said Michael 
B. Keeler, CFP®, AIF®, 
NSSA®, CLTC, president 
and chief executive 
officer of Peak Financial 

Solutions. “I don’t think all financial 
advisors spend the time and effort staying 
up-to-date on everything, and that’s 
something clients really need to watch out 
for.” 

Peak Financial Solutions, based in Las 
Vegas, provides what it describes as Gold 
Medal Services in investment portfolio 
stewardship, tax reduction planning, 
retirement planning, and family wealth 
planning. The firm does not require a 
minimum to invest with the caveat that 
clients with smaller asset bases need to 
contribute funds each month, Keeler said. 

Keeler said that keeping up with 
complex industry changes is a difficult task, 
and it requires considerable effort. The U.S. 
financial industry has several governing 
bodies, each overseeing different types 
of advisors, and this can confuse clients, 
many of whom probably don’t even know 
the difference between a certified financial 
planner and a stockbroker. Keeler noted 
that he had traveled to several countries 
and observed that China, Australia, and 
India all use one government body to 
regulate the entire industry, something he 
described as a “huge advantage” because it 
protects the average consumer from being 

sold a product they never intended to buy. 
The recent debate at home over the 

Department of Labor’s (DOL) “fiduciary 
rule” was another over-complication, 
Keeler said. 

“It really bothered me that the DOL 
was getting into the business,” Keeler 
told “Advisors Magazine” during a recent 
interview. “Let’s do everything through 
the SEC. I think it’d be great if we could 
get insurance and everything under one 
organization so that we’re all playing 
by the same rules. The average investor 
doesn’t understand that this guy’s going 
to do things one way, and I’m going to do 
things another way because I’m securities-
registered and that guy’s insurance-
licensed.”

Peak Financial Solutions is a fiduciary 
based firm, meaning that clients’ best 
interests come before the bottom line. 
Keeler works to educate clients in language 
they can understand, and develops custom 
solutions to help them work towards their 
unique financial goals. 

“One of the big enemies in this industry 
is procrastination. By avoiding something, 
you’re not going to make it go away,” 
Keeler said, adding that he pushes clients 
to begin sorting out their financial priorities 
sooner rather than later. Teaching clients 
how their money works also is vital, and 
explaining something 100 times, if needed, 
is what he will do to make sure investors 
understand what’s going on. 

An example of how overwhelming 

finances can be are 401(k) prospectuses 
– they’re not written for the consumer, 
they’re written for legal industry with 
documents running dozens of pages using 
impenetrable jargon. 

“There’s no way that somebody’s going 
to sit there and read a 50-page document in 
small type written by lawyers for lawyers, 
it’s just not what the average person 
understands,” Keeler said. “I’d like to see a 
simplified document, a one-pager.” 

Breaking down these complicated 
documents is one way Keeler helps his 
clients. Continually learning more about the 
industry, even with 17 years of experience, 
is another way – he’s currently working on 
his Certified Wealth Strategist designation, 
for example.

Keeler’s adaptability and focus on getting 
ahead of industry developments helps 
Peak Financial Solutions deliver nuanced 
solutions to clients.

“There is no one size fits all in this 
industry,” Keeler said. “What's good for 
one person isn’t what’s necessarily good for 
another.” 
For more information on Peak Financial 
Solutions, visit: peakfinancialsolutions.com 

Staying on top of a changing industry 

Financial advisors constantly grapple with new 
laws and regulatory changes. And for prospective 
investors searching for a good advisor, the best 
question to ask is: How do you keep up? 

REGULATION

RULES
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The longevity risk – 
thoughtful and strategic 
attempts by advisors 

and their clients to financially 
plan for one’s lifespan – is 
a very real concern for 
older Americans who are 
calculating how much yearly 
drawdown is prudent.

But this doesn’t have to be 
as risky or scary as it might 
first sound, according to Gary 
Harris, CEO and president 
of TriFound Financial, 
LLC, based in Kalamazoo, 
Michigan.

“The question isn’t so 
much about outliving money, 
although that is a highly 
important topic to clients. 
But instead, it really is about 
being disciplined – it always 
comes down to discipline,” 
said Harris. “We have a frank 
discussion stating, ‘here is 
where your numbers are,’ and 
‘this is what you are going to 
generate,’ and ‘this is what 
you can expect is going to 
happen if you spend more.’”

Harris says that the issue 
of outliving their resources 
is more dependent on the 
choices clients make, and 
that it is the role of a wealth 
manager to teach clients 
about disciplined spending by 
thoroughly explaining their 
options.

For instance, helping clients 
understand how to best 
access government benefits 
such as Medicaid, Medicare 
and Social Security is key to 
their successful retirement 
planning.

“Long-term care is a 
huge issue, but it also is 
relatively easy to protect 
your assets and money, and 
receive long-term care from 
the government with pre-
planning,” Harris said. 

While growing up, Harris 
says that his family was poor 
and financial planning wasn’t 
a part of their dinner table 
discussions.

 “I had no idea what a 
financial advisor was,” he 

Survey after survey indicates that running out 
of money is the biggest fear of today’s retiree.

OUTLIVING MONEY CAN BE MITIGATED 
WITH DISCIPLINED SPENDING

said. 
Attending college through 

scholarships and financial aid, 
Harris was a pre-med student 
when he fell in love with 
mathematical algorithms. 
Later, he was recruited by 
hedge fund companies and 
thrived in the fast-paced 
environment. 

Quickly, he came to believe 
that well-planned financial 
advice was best achieved via 
a trio of services: financial 
advice, of course; but also 
accounting and legal services 
to surround a client’s goals 
with comprehensive, solid 
guidance that is specifically 
tailored to their needs.

“The greatest advantage 
of our firm is that we take 
a holistic approach with 
every one of our clients no 
matter what the size of their 
account,” Harris said. “Our 

clients meet with four to 
five different professionals 
– CPAs, estate attorneys, 
tax attorneys and wealth 
managers – and go through a 
methodical process to create a 
customized plan.”

TriFound Financial’s 
planning approach is what 
Harris believes the rest of the 
industry needs to embrace. 

“Separating the boundaries 
between all of these 
professionals and working 
together having a holistic 
approach would help clients 
immensely and also let clients 
know who they can trust,” he 
said. 

Doing so is how the firm 
has maintained its consistent 
growth record. 

Harris said TriFound 
Financial is slated to purchase 
at least three additional 
professional firms in 2018 as 
it works to increase its total 
assets under management 
and help additional clients. 

With several branch offices 
in Michigan and across the 
country, TriFound Financial 
currently manages $7 billion 
in assets. But Harris doesn’t 
focus on the dollars as much 
as he looks to “wrap” every 
client with every financial 
service needed to ensure their 
success. 

“Our first focus is on the 
client, we make sure they 
have more for today and 
money for tomorrow,” Harris 
said. “This is what the job of 
a wealth manager is: to give 
leadership to the clients.”

For more information on 
TriFound Financial, LLC, 
visit: trifound.com

http://www.trifound.com/
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Don Martin, pres-
ident of Horizon 
Advisors based in 
Westlake Village, 
California – a 
bedroom commu-
nity of greater Los 

Angeles – says that many people 
can benefit from an attitude adjust-
ment.

“So many people have incredi-
bly unhealthy money scripts run-
ning in their heads,” Martin said, 
noting that much of it comes from 
how money management was 
modeled by their parents. “Mon-
ey is emotional, and they end up 
hanging on to the wrong strategies 
out of habit, rather than exploring 
their current options and choosing 
what will bring them success, giv-
en their own personal values.”

Early in his career, Martin once 
told a supervisor that he intended 
to become a “family doctor for 
finances.” Scoffing at the notion, 
the supervisor replied, “People 
don’t care about that.” Martin held 
firm to his career objective and 
his belief that effective financial 
management has much in common 
with a healthy mental outlook.

Through client education and 
through developing a close-knit 
relationship Martin and his staff 
are able to get ahead of a client’s 

potential financial problems by an-
ticipating them before they occur. 

This nearly kin-like relationship 
gives Martin a unique understand-
ing of his client’s needs and allows 
him to identify and secure oppor-
tunities that might be otherwise 
overlooked via less familiar ties. 
He skips over the technical and 
often confusing industry jargon 
when explaining the relevance 
of various financial lessons to his 
clients. He meets them at their 
current level of financial literacy 
and builds upon that to facilitate a 
comfort level that gives them con-
fidence to interact in the financial 
space.

“Like I tell my clients, I like 
to think I am bilingual: I speak 
English and money,” Martin said. 

“And I can translate one into the 
other to help the client better un-
derstand.”

The approach at Horizon Advi-
sors is to surround clients with a 

team of experts properly vetted to 
ensure they are top-notch special-
ists in everything from business 
coaching, estate planning, insur-
ance for risk management, invest-

ment forecasting, tax planning and 
even skilled vacation planners to 
help client maximize what’s possi-
ble with their money. 

Relying on this team of ex-

When it comes to money matters, we exhibit a variety of learned 
tendencies that we all play out every day. For instance, one 
person may avoid dealing with a difficult financial situation be-
cause he feels trapped and can’t see a way out. Another person 
may focus on achieving “six figures” perceiving it as a symbol 
of status on which she bases her self-worth. 

Our vision is to help families make smart choices 
about money so they can achieve their goals, 
fulfill their purpose and live a great life. 

tackling behavior
                                   Before Investment Strategy 
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perts to handle routine tasks that 
account management requires 
provides Martin the opportunity 
to do what he is best at: develop 
client relationships. 

“I know that is not necessarily 
the traditional model,” Martin 
said. “But, before as I was han-
dling those issues myself, I found 
myself barely able to serve clients 
at the level I desired. So I decided 
to step out from performing all 
those roles and become the creator 
and coordinator of this team of 
experts that each work proactively 
in the various key aspects.”

His philosophy dates back to 
2007 – a time frame Martin dubs 
as a turning point in his career. 

He was employed as a financial 

advisor with a major bank and 
was working with a well-heeled 
client that had just sold his 
business.

“I had never met anyone 
before with that much money,” 
Martin recalls. “I figured he 
had no problems at all. Must be 
nice.”

Well, he was wrong. 
As he got to know the client, 

he discovered a sad truth. The 
man was divorced, estranged 
from his children and had seri-
ous health afflictions that made 
movement challenging. He was 

in too much pain to go anywhere on a 
regular basis. 

“He told me, ‘I never dreamed I 
would have this much money, but if I 
did dream, it would have never been 
like this,’” Martin said. “It just broke 
my heart.”

That’s when Martin’s own person-
al script on financial matters blew up. 

“Early in my life, I was given the 
mistaken notion that more money 
always brought more happiness. But 
this man’s truth sent me off on a per-
sonal journey to find out what really 
does help a person have meaning and 
significance in life. I found out that 
money matters, but money itself was 
not the answer,” he said.

That’s when the concept of finan-
cial life planning entered his life. 

The firm he was working for was 
going through a merger and the 
pressure was on for Martin to sell 
more products. He realized that what 
clients really needed was a service 
model that highlighted life planning 
in a sustainable way via a family 
office model versus mere completion 
of transactions. 

Today, he asks his clients many 
questions before he suggests what 
unique strategy or what financial ve-
hicles he recommends for their needs. 

“I want to know what their back-
ground is and if there are any hang-
ups regarding money that needs to 
be acknowledged and dealt with,” 
Martin said. “We have a deep, deep 
conversation regarding their personal 
values associated with money. Once, 
we are clear on that, we can discuss 
goals. I find that if the goals identified 
by the client are based on their values, 
the client is more likely to follow 
through.”

For more information on Don Martin 
and Horizons Advisors, visit: 
horizonadvisorsla.com.

http://www.horizonadvisorsla.com/
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“Investment 
advisors have 
the same 
fears as the 

general public. They fear the 
unknown as well, and often 
times compliance is a portion 
[of the industry] they are not 
familiar with and it scares 
them,” said Cathy Vasilev, 
founding member of Red Oak 
Compliance Solutions, LLC. 

Red Oak Compliance 
Solutions works with broker-
dealers and investment advisors 
to relieve their regulatory 
burdens, minimize risk, and 
contain the costs associated 
with ensuring everything is 
above-board. The firm, based 
in Cedar Park, Texas, provides 
a level of compliance expertise 
that many advisors likely lack 
in-house, Vasilev told “Advisors 
Magazine” during a recent 
interview. 

Compliance problems can 
cost firms big. In May, the 
North American Securities 
Administrators Association 
(NASAA) announced a 
settlement between firm LPL 
Financial, LLC, and several 
state securities regulators for 
more than $26 million in civil 
penalties. LPL Financial had 
failed to maintain reasonable 

policies to prevent the selling 
of unregistered, non-exempt 
securities to customers, 
according to the NASAA 
decision. 

Red Oak Compliance 
Solutions helps clients 
avoid costly regulatory 
mistakes through careful 
risk management, trained 
compliance professionals, 
and software products for 
smaller advisories. The firm 
uses the proprietary AdMaster 
Compliance™ software, which 
allows financial services 
companies to submit marketing 
materials and have them 
reviewed for regulatory pitfalls. 
The AdMaster software now 
serves more than $10 trillion 
under management with both 
large global firms and small 
single person advisers. The firm 
plans to release new software 
products soon, again, targeted 
at smaller advisors who 
may not need the industrial-
strength computer 
programs used by 
thousand-employee 
conglomerates. 

Compliance starts 
with education, 
Vasilev said. Red 
Oak Compliance 
Solutions is in 

Simplifying Compliance   
for Investment Advisors

communication with clients “on 
a daily basis” with information 
on shifting regulations, new 
rules, and emerging best-
practices. 

“We’re constantly educating 
them on the rules, the 
regulations … every new 
investment advisor that we 
register, they automatically 
receive compliance training 
before they start their business,” 
she said.  

The dead-for-now 
Department of Labor fiduciary 
rule, which the Fifth Circuit 
Court of Appeals vacated last 
March, presented the firm with 
the sort of shifting, ambiguous 
landscape it’s suited to help 
investors in. The firm adopted 
a “minimal” approach to the 
rule until it was finalized, 
Vasilev said, adding that some 
features are being kept and 
implemented by Red Oak 
Compliance Solutions as a 
best practice even though they 

are not official 
regulations. 

“Some of the 
things that were 
instituted for 
the [fiduciary 
rule] we are 
keeping,” Vasilev 
said, pointing 

to mandated product fee 
comparisons and rules around 
information disclosures. “We’ve 
kept them even though it’s not 
required because it’s just a good 
educational tool that all clients 
should be provided by their 
advisor.” 

Red Oak Compliance 
Solutions provides tailored 
client services. Every advisor 
has different regulatory 
concerns, and Vasilev’s team 
works to provide advice suited 
to the right context. Compliance 
training also helps clients work 
regulatory needs into their 
everyday work, so that they 
can serve investors without 
skipping a beat. 

“They need to understand 
how to do this without affecting 
their service levels to their 
clients,” Vasilev said. 

The result? Advisors can 
do what they do best without 
drowning in endless rules, 
regulations, and paperwork. 

“We’re passionate about 
compliance, they’re passionate 
about their clients,” Vasilev 
said.  

For more information, visit: 
redoakcompliance.com

Regulations present wealth managers, stockbrokers, and other 
financial professionals with a complex minefield of rules to 
maneuver through if they want to properly serve investors. 
Fortunately, regulatory requirements can be simplified by a good 
compliance consultant, one who understands that service providers 
want to spend less time on rules and red-tape, and more on helping 
clients achieve their financial dreams. 

https://www.redoakcompliance.com/


to follow his father into the financial 
industry. Thompson immediately 
gravitated away from being a stock 
broker and toward planning and 
education. He is most passionate about 
helping others. Thompson is a lifelong 
learner and is committed to staying 
up to date with current certifications 
and designations that will benefit his 
clients. He desires to incorporate his 
faith and beliefs into his advice. Every 
client’s needs are unique and require 
a thoughtful process that leads to a 
prepared solution.

When asked about robo-advisors 
and do it yourself investors, Thompson 
grinned and said, “We have a few of 
those, but mainly we deal with clients 
who want face to face interaction and 
personal service. We sit across kitchen 
tables and desks and talk about real 
issues that go beyond investments which 
leads into long term trusted, professional 
relationships. We are always trying 
to raise the bar on service, advice and 
meeting client expectations and needs. 
This is what helps to differentiate us 
from other competitors.”

“We want to see our clients on 
a regular basis,” Thompson said. 
“Anybody who’s actually doing 
planning knows its labor and requires 
time. The job requires preparation 
and asking many ongoing questions. 
Our goal is to make sure each client is 
on target with a clear understanding 
and confidence in their plan. Making 
a positive impact on our customers, 
clients and friends is our client service 
philosophy at Thompson Wealth 
Management and Life Planning.” 

For more information, visit: 
thompsonwealthmgt.com
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“I get compensated 
primarily on investments 
and investment solutions, 
but I am involved 
intricately in the lives of my 

clients,” said John E. Thompson, CFP®, 
CLU®, CES®, CFS®, the managing 
principal and senior financial advisor 
of Thompson Wealth Management and 
Life Planning, Inc. “That’s the most 
rewarding side, the life-planning side.” 

Thompson Wealth Management 
and Life Planning provides clients 
with investment planning, estate 
preparation, tax management, and 
more services through the Wells Fargo 
Advisors Financial Network. The firm, 
which is based in Mobile, Alabama, 
does not maintain a minimum to invest, 
and Thompson plans to expand in 
the coming year seeking out potential 
team members and/or hiring a junior 
associate to handle smaller account 
sizes and millennial age clients. 

Thompson focuses on client 
education and building trust with 
investors. He believes the first step to 
developing a comprehensive life plan is 
educating his clients.

“Clients want clarity and 
understanding to an ever-shifting list of 
topics from ongoing trade tensions in 
China to what an electronically traded 
fund (ETF) is. We need to get those 
complicated news events and financial 
terms/products into a digestible format 
for our clients. They need to be able to 
see how these investments fit in their 
portfolios and how their portfolios 
will react to various news events over 
near and longer time periods. We help 
them become and stay educated in 
these matters to help to assist in their 
decisions and also feel comfortable with 
their unique game plan,” Thompson 
told “Advisors Magazine” in a recent 
interview.

The desire to help others achieve 
long-held goals prompted Thompson 

People tend to forget that retirement is part of life, and more than just a postcard picture of a drink 
sporting a tiny umbrella. Retirement planning really means life planning. It is preparing for 
those next milestones: establishing your income in retirement, which investments to draw from, 
survivorship needs, healthcare needs, children and even death. All these need to be done holistically.

planning for life, not just retirement

Investment products and services are offered 
through Wells Fargo Advisors Financial 
Network, LLC (WFAFN), Member SIPC. 
Thompson Wealth Management and Life 
Planning, Inc. is a separate entity from WFAFN.
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“When we start looking at health care, 
it’s a big part of what your retirement 
is going to be paying for,” said Jacob 
Millican, owner and member of 9M 
Investments, LLC. “One of the best 
ways to prepare is to ask, ‘How do 
I stay healthy so I don’t have those 
expenses in the first place?’”

9M Investments, based in Grapevine, 
TX., provides retirement planning, 
investment management, 401(k) 
account management, and other 
services. The firm does not maintain 
a minimum to invest and works on a 
fee-only basis. 9M Investments also is 
a fiduciary, meaning clients’ interests 
come first, always.

Millican, an avid runner of 
everything from 5k road races to 
half-marathons, often talks health 
with clients, and 9M Investments 
holds “4.01k” races and other events. 
Keeping tabs on clients’ health, 
without prying, allows Millican to 
highlight the burden of health care 
costs in what should be a person’s 

relaxing, fulfilling golden years. 
“Chronic diseases like heart 

disease, stroke, and obesity are the 
most common and most costly. 
But it doesn’t have to be that way. 
Fortunately these are all diseases that 
can be limited if not eliminated by diet 
and exercise.” Millican said during 
a recent interview with “Advisors 
Magazine.”

A healthier retirement also could 
mean longer independence before 
moving into a long-term care facility 
or community. And that benefits 
not just retirees, but families as well, 
who can be strained by caregiving 
needs – and whose own savings and 
retirement plans can be derailed by 
the overwhelming long-term care costs 
needed by aging relatives. 

A “Forbes” 2013 report estimated 
that 60 million families are caring 
for an aging or disabled person at 
home. Moreover, the caregiving 
responsibilities often fall on women 
– 80 to 90 percent of caregivers, 

Many people approach retirement by considering savings, 
stocks, 401(k) plans, and other financial tools. They often, 
however, forget to throw a crucial element into that asset 
mix: their health. according to the report – who can see 

their careers curtailed and retirement 
plans stalled. A third of women 
surveyed said they had difficulties 
at work due to conflicts with their 
caregiving responsibilities. 

“This issue affects women more 
than men,” Millican said. 

Millican works to break down 
barriers with clients by avoiding 
tricky financial jargon and complex 
industry concepts, instead favoring 
a straightforward explanation that 
tells clients what they are paying 
for. He started 9M Investments 
to assist clients who are ready for 
professional advice and want to 
engage in the process. The reason 
the firm does not require a minimum 
investment is because Millican wants 
to serve as a resource to anyone who 
needs financial guidance during the 
frequent, and sometimes unexpected, 
changes that life can bring. 

“I’m willing to help the person 
that’s willing to get help,” he said, 
adding that some of his clients may be 
“just starting out,” while others hold 
millions in assets. 

Millican realized early on in his 
career that many people fail to prepare 
for retirement, but for those who are 
ready, he’s there to help. 

“I was doing one-on-one meetings 
with 401k participants … you realize 
very quickly how many people are 
struggling in retirement,” he said. 

For more information on 
9M Investments, LLC, visit:  
9minvestmentsllc.com

Retire Healthy, 

RETIRE HAPPY

https://9minvestmentsllc.com/index.html
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When Kahauanu 
Kai and his wife 
adopted their son 
when the child 
was less than 
two-years-old 

and born to a woman addicted 
to drugs, they named him 
Pahikaua, a Hawaiian word for 
“sword” and inspired by the 
tenacious plant.

Kai is managing member of 
Silversword Asset Management 
based in Show Low, Arizona, 
and the silversword not 
only inspired the name of 
his son, but also the name of 
the independent Registered 
Investment Advisory firm he 
founded.

 “In desolate places, the 
silversword grows,” says. 
“Hope is what our company 
stands for. We are light at the 
end of the tunnel.” 

Kai was injured in a car 
crash last October and is 
slowly recovering. He says 
that sometimes he doesn’t 

understand what his doctor is 
talking about, but the doctor 
takes the time to explain 
different issues and show him 
examples of his situation. That’s 
the same kind of personal 
attention Silversword Asset 
Management gives to clients 
when they tell them what is 
and what’s not working in their 
portfolios. 

“We want to make sure 
everyone coming in feels 
confident, and that clients 
understand what their plan is 
enough so they can explain it to 
family,” he says. 

The firm also focuses on 
transparency with disclosures, 
ensuring that clients learn about 
every fee and other pertinent 
information discussed in 
prospectuses. 

When it comes to retirement 
planning and preventing older 
clients from outliving their 
money, Kai may incorporate 
options such as insurance for 
income and annuities into 

The silversword is a rare plant found only in Maui’s remote 
Haleakalā National Park. It thrives in the harsh volcanic soils 
where no other significant vegetation can. Thick, succulent leaves 
form the sphere-shaped base that supports a flowering stalk as it 
grows towards the sun. 

their account. The firm also 
provides Social Security 
planning, and while Kai 
says that many people aren’t 
confident in Social Security’s 
future, anyone retiring now 
can rely on it for a certain 
amount. 

Regarding other areas of 
retirement planning, Kai is 
not a fan of paying for long-
term care on an annual or 
monthly basis, but does like 
having money set aside for 
long-term care with a single 
premium long-term care 
policy. If the client changes 
their mind, they can get their 
money back, and if they 
don’t use it, heirs don’t lose 
out. 

While the technical 
meaning of fiduciary is 
always acting in the best 
interests of the client, Kai 
puts another spin on it. 
He asks if his firm would 
make certain decisions for 
themselves, or for their 
parents. He also wants 
to ensure that clients 
understand any negative 
part of their portfolio, as they 
must understand the traps 
before getting into the game. 

Kai says that people who 
aren’t working with good 
financial advisors may buy 
on euphoria and sell on fear. 

“Investors should be more 
like Spock – keeping the 
emotion out of investing,” 

he says. “We’re able to stand 
away and know if there’s 
a 20 percent drop, and 
retirement is six years away, 
they will still recover.” 

The firm puts as many 
choices as they can before 
the clients, providing them 
with all the information 
and making sure they fully 
understand. 

“We don’t sell products.  
We help clients find 
solutions,” he says, adding 
that clients give him the 
shopping list and he finds 
the ingredients.

Kai notes he has a 
competitor who is on the 
golf course during the work 
week. When he asked the 
man how he has the time to 
be there, he replied that all 
of his clients basically get the 
same portfolio. 

“I know his clients. They 
have portfolios they may not 
need, but they are easy for 
him to manage,” said Kai, 
adding that what needs to 
change in the industry is for 
financial advisors to worry 
less about compensation 
and more about their clients’ 
retirement. “When money 
is involved, greed tends to 
follow. As an industry, we 
must figure out a way to be 
better people for our clients.”

For more information, 
visit: Silversword Asset 
Management

The tenacious 
approach 
to financial 
planning

http://www.silverswordaz.com/about/meet-the-team.html
http://www.silverswordaz.com/about/meet-the-team.html


 

Steele Capital Management
Investment Advisory Services offered through BWM Advisory, LLC. A Registered Investment Advisor

Office (360) 464-2979 | Toll Free (877) 658-0354 | Fax (360) 334-7782
Aaron@SteeleCap.net | www.SteeleCap.net

BWM does not provide legal or tax advice. All investing contains risks, including the loss of principal. 
Insurance services provided under separate license. Claims paying ability 

based on individual Carrier financial strength.
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