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BARR Financial Services…   providing financial planning for your lifetime
we’re here for you wherever you are in your financial life! 

The quill in our logo symbolizes centuries-old traditions and values in the creation and communication of thoughts and 

ideas.  We embrace these old-world values and traditions, blending them with our new-world financial planning approaches. 

As a fee-based independent financial advisory firm, we take a comprehensive, holistic approach that considers the 

interrelatedness of all of the elements within your financial life.  Ultimately, specializing in life planning, we believe in discovering 

the balance between living and enjoying life today and securing a sound financial tomorrow.   

At BARR Financial Services we provide: 

• Full-service financial planning with your lifetime aspirations & goals in mind first & foremost.

• Comprehensive planning for every stage of you & your family’s financial lifetime:  from college to retirement.

• Education, planning and adaptation which all have a role in our commitment to delivering highly informed, unparalleled service to 
you & your family! 

Managing Emotions:  What is Behavioral Financial Advice? 

Behavioral financial advice answers the question, “Why do people do what they do with their money?” It deals with the 
psychology of money and is an acknowledgement that human behavior is the biggest factor in the performance of investors. 
Behavioral financial advice integrates traditional financial planning concepts, which are necessary but not sufficient, with the 
psychology of money and neuroscience. Behavioral finance is a valuable tool that we use to help clients understand they have 
a higher probability of acting irrationally with their money when faced with certain emotions.  

Studies have found when we are excited, we naturally seek opportunity. When frightened, our protective responses kick in. 
Both situations can short circuit our ability to think clearly, which can lead us to make irrational decisions. Using the behavioral 
financial coaching approach, we can help you understand when you are reacting to emotions so you can avoid making costly 
decisions. 

The Value of Behavioral Financial Coaching 
Behavioral financial coaching focuses less on portfolio return and more on how to align your decisions you’re your values and 
goals. Portfolio return will go up when you focus on behavioral coaching and spending behavior, because you will be more 
likely to stick with the strategy that we have helped you create. 

Importantly, financial coaching equips us to help you plan for the future — a future full of uncertainty in markets and 
governments, rising health care costs and longevity. Planning should be less about what the markets are going to do, which 
cannot be predicted, and more about which investments are the best for your future goals. 

It may surprise you to hear that market performance and investment choices are far less important than your behavior. More 
than 85 percent of portfolio growth depends on saving and behavior — more than asset allocation, investment selection and 
market timing combined.*  (*Vanguard Research, Putting a Value on Your Value: Quantifying Vanguard Advisor’s Alpha, March 2014) 

Securities offered through Triad Advisors, LLC, Member FINRA/SIPC.  Advisory services offered through BARR Financial Services LLC.  
Triad Advisors and BARR Financial Services LLC are unaffiliated entities. 
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We will start by asking, “If I could position your assets — with your support — so whenever you need money for any reason, 
there would be a smart place to get it?  Would that help you feel less stress?  If you knew you were prepared for the financial 
implications of death, of being alive for a long time and needing health care or support or being able to weather the ups and 
downs of the market, would you relax and enjoy life more?”

Behavioral financial advice allows us both to focus on your performance and goals instead of on investment performance. 
Remember, having a higher return is not really a goal. Goals include answers to questions like, “What do you plan to use the 
money for?” and “When do you plan to use it?” 

Our behavioral financial coaching advice starts with teaching you how to make rational decisions about investing so you have 
the money to reach your goals. With this philosophy, you are provided real value that you can’t get from a robo-advisor or the 
performance-focused advisor down the street. 

What Services Do You Want? 

 Investment services providers generally fall into three categories:   Investment advisers, Brokers, or Financial Planners. 

Investment Advisers - The term investment adviser describes a broad range of companies and people in the business of giving 
advice about securities. Besides investment adviser, they may use other titles such as investment manager, wealth adviser, 
investment counsel, asset manager, wealth manager, or portfolio manager. Investment Advisers may provide ongoing oversight 
and management of your portfolio of securities.  Investment advisers typically provide ongoing management of investments 
based on the client’s objectives, often with the client giving the adviser authority to make investment decisions without having 
to get prior approval from the client for each transaction (called discretionary authority).

Brokers - The terms broker and broker-dealer refer to companies in the business of buying and selling securities (called trading) on 
behalf of customers. Individual salespeople employed by brokerage firms are registered representatives of the brokerage firm. But 
these individuals also use many other titles, including: stockbroker, financial consultant, wealth manager, and investment 
consultant. Some brokerage firms may, in addition to buying and selling securities, also offer a range of investment planning 
services.  Brokers help you buy and sell securities and may provide recommendations about your investments (which is solely 
incidental to the conduct of business as a broker-dealer and that does not receive special compensation for the investment advice).

Financial Planners - The term financial planner generally refers to providers who develop and may also implement 
comprehensive financial plans for customers based on their long-term goals. A comprehensive financial plan typically 
covers topics such as estate planning, tax planning, insurance needs, and debt management, in addition to more 
investment-oriented areas, such as retirement and college planning.  Financial Planners look at your entire financial 
picture—including insurance, taxes, estate planning, and investments—and may develop a long-term, comprehensive 
financial plan.

Financial Planning:  A life-long process

BARR Financial Services specializes in Life Planning. Always focused on family, we believe in the balance between living life 
today and securing a sound financial tomorrow. 

Utilizing our comprehensive and creative planning approach allows us to align every service we provide around the financial 
well-being of the people with whom we work. We help our clients employ their success to accomplish what they want during 
their lifetime and transition it properly to accomplish their true wishes for future generations.  For an overview of ‘Your Life-
time Financial Planning Services’, please see addendum A. 

As an Independent Financial Advisory Firm, we take a comprehensive approach that considers the interrelatedness of all of the 
elements within one’s financial life. Education, planning and adaptation all play a significant role in our commitment to 
delivering highly informed, unparalleled service. 

Our Commitment...is to serve with the highest level of integrity. 

BARR Financial Services’ mission is to empower its clients through education to make confident, informed financial decisions 
and find comfort with those decisions.  At the conclusion of our initial planning and delivery of your financial plan, you will be 
able to answer these important questions for you and your family: 
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Concierge Services: 

- Coordinate with other advisors such as your attorney &

accountant. 

- Hold regular meetings & ensure that all planning is well 

coordinated & implemented. 

- Maintain copies of insurance policies, estate planning &

legal documents, & tax returns. 
Securities offered through Triad Advisors, LLC, Member FINRA/SIPC.   
Advisory services offered through BARR Financial Services LLC.   
Triad Advisors and BARR Financial Services LLC are unaffiliated entities. 

Addendum A
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• Based on my current retirement plan, at what age does our money run out?

• Do I truly understand my propensity for risk and is my portfolio achieving the right amount of return for my level of
risk?

• Have we developed a family mission statement and conveyed our family values to the next generation?

• If I passed away today, do I have a trusted advisor to be there for my family and help facilitate my financial wishes?

• Am I certain my Estate Planning documents will accomplish my Family Mission Statement?

There are many important benefits to hiring a financial planner, starting with your valuable time being saved not worrying 
about your financial future!  Income tax and investment planning, estate tax, retirement and insurance planning are among the 
long list of services BARR Financial provides.  A list of the benefits of receiving financial planning advice is contained in 
addendum B. 

Why choose...   BARR Financial Services

BARR Financial Services comprises a talented team that has a combined 66 years of experience in delivering custom tailored 
financial solutions to clients.  As a small, dedicated team we can provide concierge-level services to our clients. 

Additionally, as a boutique firm we can incorporate new financial planning strategies that benefit our clients. And being 
independent, we are not bound by any proprietary products or technology platforms, so we may seek out the products and 
platforms that best serve our clients' needs.  Everything we do is about the financial well-being of the people with whom we 
work. Financial advice is always separated from product acquisition. 

When you become part of the BARR Financial Family our relationship is of vital importance. We have a true dedication to your 
family’s security and financial needs. 

If you are looking for a personal relationship with a firm that knows your family’s intended mission and one that can provide 
you with the comfort and confidence needed to make you feel secure about your financial future, then please talk with us. We 
value the opportunity to discuss how you would like to create a balance between managing your wealth and living your life. 

The Company 

BARR Financial Services, LLC was founded 30 years ago with the goal of combining the most personal service available with the 
most well-informed financial analysis. In order to truly serve at the highest level, we are dedicated to continuing education and 
providing a comprehensive view in every situation earning the company a reputation of excellence 

Our Qualifications 

To serve our clients with the highest level of expertise we believe designations and qualifications are especially important. Not 
only do clients find our team members knowledgeable, but they also discover that our staff truly cares about making their 
dreams a reality. We do everything in our power to keep our clients focused on where they want to go, advise them on how to 
get there, and continually remind them of the importance of maintaining a disciplined approach to realizing their dreams. 

Some background regarding our advisors: 

Kirk Barr Young – BARR Financial Services President & Founder

Kirk’s coaching approach to Life Planning assists families in creating, protecting and transferring wealth in accordance 
with their Family Mission Statement. 

As a graduate of Florida State University with a degree in Finance and a minor in Accounting, Kirk realized continuing 
education would be an on-going endeavor in his goal of becoming a highly skilled financial professional. That mindset serves 
him well today as he continues to grow his impressive list of designations in the financial services industry. 



BENEFITS OF FINANCIAL PLANNING ADVICE 

INCOME TAX BENEFITS 

- Claiming tax deductions, credits & tax-free investment opportunities,

deductions, credits, ROTH IRAs and 529 plans, etc.

- Tax deferral – Retirement contributions, TLH

- Tax bracket arbitrage – Roth conversions, tax sensitive liquidations.

INVESTMENT PLANNING BENEFITS 

- Picking lower-cost investments

- Tax loss harvesting

- Asset allocation

- Investment selection for Alpha?

- Rebalancing

- Diversification

- Behavior gap

ESTATE TAX BENEFITS 

- Federal estate tax savings (for those >$5M?)

- State estate tax savings

- Probate and settlement cost savings

- Ensuring assets go where they should and when

RETIREMENT PLANNING BENEFITS 

- Retirement portfolio tax strategies and withdrawal sourcing

- Maximizing Social Security benefits

- Retirement-sensitive tax planning strategies

(e.g., Medicare Part B & Part D premium surcharges)

- Setting spending policies and budgeting

- Determining when you can stop working!

INSURANCE PLANNING BENEFITS 

- Optimizing insurance coverage

- Eliminate financial catastrophes

DELEGATION BENEFITS 

- Enhance value of your time

- Spend money to free up time

- Ensure things actually get done!

BEHAVIORAL BENEFITS 

- Debiasing

- Financial coach for implementation

Addendum B
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In pursuing his career goals, Mr. Young founded BARR Financial Services, LLC in 1992 as the next step in an already successful 
career. Kirk’s desire to continually grow both personally and professionally, in combination with his over thirty years of 
experience in the industry, enabled him to grow BARR Financial Services, LLC to a top ten position in Central Florida, as listed in 
the 2007 Orlando Business Journal rankings. 

Kirk’s continuing education has produced a list of credentials within the financial industry that includes Certified 
Financial Planner™ (CFP®),  Chartered Financial Consultant (ChFC®),  Registered Financial Consultant® (RFC®),  Chartered Life 
Underwriter (CLU®),  Certified Senior Advisor (CSA)®, Certified Estate Planner™ (CEP®) and Certified Divorce Financial 
Analyst® (CDFA™). In addition, he is a registered representative of Triad Advisors, LLC. 

Specializing in Personal, Business and Estate Planning - Kirk empowers clients through education to make informed decisions 
and find comfort with those decisions. He is a frequent lecturer within his industry and an instructor for several financial classes 
throughout Central Florida. Courses include the Complete Financial Management Workshop, Passport to Retirement and a 
Business Management Workshop.   

A philosophy of giving back has kept Kirk involved in the local community as a member of many organizations. He serves on 
several boards including a recent post as Chairperson of the Florida Hospital Foundation Board.  

Kirk’s biggest accomplishment is his family. Kirk has been married to Darcy for over 30 years and they have two children, Rachel 
and Daniel. Kirk enjoys the beach, boating, fishing, pool and disc golf. 

Michael Stewart – BARR Financial Services Investment Advisor  

Michael’s passion for helping families achieve financial security began in the sixth grade when his father decided to share 
his investment portfolio with young Michael. It sparked a strong interest for finance and the stock market that endures to this 
day.. After graduating from New Smyrna Beach High School as Valedictorian of his class and the President of Key Club, he set his 
focus on specializing in Finance. 

Michael went on to Stetson University where he participated in both the Honors Program and the Roland George Investment 
Program. There he studied portfolio management and pursued his thirst for learning everything he could about the world of 
finance. Prior to joining BARR Financial Services, Michael helped manage a $9 billion portfolio for some of the largest 
institutions in the Southeast, including the City of Miami, the Orlando International Airport, Brevard County, Palm Beach County 
Schools and Adventist Hospital. 

A love of family and a desire to make the world a better place is a big part of Michael’s mindset every day. In 2017, after finding 
out that Florida is the third worst state in the country for sex and labor trafficking, Michael started a soap company with a 
brand called Love Suds. The mission is to spread awareness and raise money for human trafficking victims in the Central Florida 
area. Michael is also on the Board of Directors for Guys With Ties, a nonprofit group that fund raises for local charities in the 
Orlando community through various fun and unique events. 

Understanding one of the biggest stresses a family can face is a lack of financial security, Michael saw BARR Financial Services’ 
mission to help families live fulfilled, financially secure lives to be in perfect alignment with his own mission--adding light to the 
world. 
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Our Principle 

Our company is based on the principle that education and understanding of one’s current financial situation is vital to 
successfully making prudent decisions concerning one’s future financial position. Taking a holistic view will create the best 
map. 

Relationship Fee-Based Financial Planning 

More than simply a money management fee, we consider our fee to be a relationship fee for assisting with managing our 

clients’ financial life.  As you will see in this Value Proposition, our process takes into consideration your entire financial life, 

providing comprehensive planning starting with our Introduction meeting to Financial Fact Finding, Financial Plan delivery, 

through the initial Implementation checklist. 

But our relationship does not stop there…   we are always ready and available to help coach and educate you throughout your 

financial lifetime.  Every aspect of your financial life plan including cash management; employment benefits; education; tax 

planning; life, disability, and long-term care insurance; estate documents; retirement; as well as any special personal 

considerations come together in forming the blueprint for your financial future.  On-going monitoring, updating and realigning 

your investments and financial plan as your life evolves and changes occur, are all considerations covered in our relationship 

fee. 

We take a comprehensive approach in developing financial plans based solely on our clients’ life goals and aspirations.   Our 
allegiance is always pledged to our client and their best interests. 

At BARR Financial Services, we believe you will find our relationship fee structure provides great value and comfort in planning 
your financial future. The level of expertise, detailed process and amount of research that goes into every comprehensive plan 
produces great value. A high level of comfort is found in knowing your financial plan was developed and aligned to help 
accomplish your goals and family mission statement. 

Our Relationship Fee includes a Lifetime of Services: 

Advice Offered 
Stock & Mutual Fund Review          Insurance Analysis and Planning 
Asset Allocation Models            Money and Cash Management 
Portfolio Review        College Planning 
Financial Plans          Charitable Planning 
Estate Distribution Techniques Tax Planning 
Retirement Distribution Options Social Security Maximization Analysis 

Investment Portfolios 
Institutional Management Stocks 401(k) Plans 
Bonds, Mutual Funds Money Purchasing Plans 
Limited Partnerships Profit Sharing Plan 
Oil and Gas Properties Simple Employer Pension Plan (SEP) 
Unit Investment Trusts Simple IRA 
Annuities (Fixed and Variable) Traditional IRA 
Retirement Plans  Roth IRA 
Real Estate Investment Trusts (REITS) 

Insurance Options 
Life – There are two traditional types of life insurance:  Term or Whole Life.  Term life insurance involves coverage for a specific time 
period and pays a death benefit only if the policyholder dies during the time for which the policy is written and premiums are paid.  
Whole life insurance involves coverage effective for the entire life of the policyholder.  This type of policy pays a death benefit when 
the policyholder dies, regardless of his or her age. 
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Long Term Care – Should a severe cognitive impairment, a serious illness, or an accident or injury cause you to need assistance with 
your daily activities, long-term care insurance can help you prepare to receive the care you want – in the setting you choose.  About 
70% of people over age 65 will require some type of long-term care services during their lifetime.    

Disability – Insurance that provides you with income if you ever become disabled.  Your most valuable asset is your ability to earn 
an income.  Should you or your spouse experience a serious illness or injury, how would the loss of income impact you?    

OUR PROCESS...   
 planning for you wherever you are in your financial life! 

BARR Financial Services is dedicated to providing the highest level of service possible to our valued clients. We believe it really 
is all about you - whether planning for your retirement, your children’s college education, or your new dream home, we will 
help set the course for you to hit your goals.  Our planning process naturally includes our complete dedication to you and your 
family.  In return, we ask for your commitment and some of your important time and attention to be dedicated to the essential 
business of your financial planning.   

BARR Financial Services takes the time to truly listen and gather all of the facts. Your financial plan is customized with only you 
and your family’s individual situation in mind. 

There are four initial meetings, each approximately 2 hours:  Introduction, Fact Finding/Information Gathering, Plan Delivery, 
and Implementation Meetings.  Each meeting is described below; for a quick reference please see the ‘BARR Financial Planning 
Process’ flowchart, addendum C. 

1) INTRODUCTION MEETING

We view financial counseling as empowering our clients through education to make confident, informed financial decisions and 
find comfort with those decisions.  During our Introduction Meeting, we will review common challenges faced by many 
individuals as they work towards financial success.  You may have questions regarding our qualifications and what is unique 
about our approach to financial counseling.   

We are confident that you will find the Introductory Meeting very informative.  We will evaluate how planning will be helpful, 
determine the costs and decide the benefits of proceeding with the planning.  A quote will be provided for developing your 
personalized financial plan; the fee for which will be based upon your present financial circumstances. 

The Introduction Meeting includes a discussion of the following items:

INTRODUCTION MEETING AGENDA 

INTRODUCTION 

A. The History and Background of BARR Financial Services, LLC 
B. Education &  Background of Kirk Barr Young, CFP®, ChFC®, RFC®, CLU®, CSA®, CEP®, CDFA™
C. Review the Role of Financial Counselors
D. Deliver Firm Disclosure Materials

PRELIMINARY PERSONAL INFORMATION 
A. Any Prior Consideration of Financial Planning
B. Strengths and Weakness of present situation.
C. Personal Concerns

WHAT IS PERSONAL FINANCIAL PLANNING? 
A. Presentation - “Financial Planning for Individuals”
B. Financial Documents 
C. Financial Counseling Process Flow Chart
D. Review a Sample Personal Financial Plan
E. What Benefits can you Expect to Receive?
F. Discuss the Cost -vs- Benefit

HOW THE PLANNING PROCESS WILL WORK FOR YOU 



BARR FINANCIAL PLANNING PROCESS 

1) INTRODUCTION
MEETING Evaluate how planning will be helpful, determine 

Client and Spouse the costs and decide whether or not to proceed 

Interview Notes

2) FACT FINDING/
INFORMATION MEETING A review of pertinent personal documentation 

Gather Financial Information 
Discuss Client Objectives 

Clarify Client Family Attitudes 

with an extensive discussion of client goals, 

risk tolerance, And family attitudes. 

Interview Notes An opportunity to confirm the initial responses. 

3 LISTS –
CONFIRMATION STEPS A review of the client’s Plan Objectives and 

Plan Objectives, Assumptions 
Investment & Risk Attitudes 
Review of the Financial Data 

 Assumptions to be used, as well as Investment 

Attitudes, upon which the plan will be based. 

Interview Notes

FINANCIAL PLAN 
PREPARATION Determining where the client is headed if no 

Present Situation Analysis 
Problem Identification 

Develop Recommendations 

change in direction is made; measuring the  

extent of financial challenges; testing of 

alternative solutions; developing a formal plan. 

3) FINANCIAL PLAN
DELIVERY MEETING A review of all the initial financial planning  

Review of the Plan and any 
Additional Issues  

Initial Decisions Made 

recommendations and extensive discussion of 

how the Plan will address any challenges. 

Recommend additional advisors to assist in 

Plan implementation (attorney, accountant). 

Interview Notes
Implementation Summary

Implementation reflects the actions desired,  
assignment of responsibility and a timetable. 

4) IMPLEMENTATION
MEETING Continued meetings with the client and other  

Additional Analysis 
Meeting with other Client Advisors 
Making Decisions & Taking Action 

advisors to accomplish the tasks required to 

implement the Plan.  Since many are sequential 

this process extends over several months. 

Interview Notes
Implementation Summary

The action steps continue, driven by revisions to 
the Implementation Checklist. 

5) LIFE-TIME SERVICES Annual meetings thereafter to review the  

On-going monitoring of 
Implementation & Investments 

performance of investments, changes in family, 

career and economic circumstances. 
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Addendum C
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A. Roles of Legal, Accounting and Financial Advisors
B. Computer Confidentiality and Filing System
C. Optional Financial Product Purchases
D. What Would you Like Our Planning to Accomplish for You?

EXPLANATION OF THE PROCESS & DECISION 
A. Fee Structure for Initial Year and Review Years
B. Discuss the Decision Process (Engagement Letter)
C. Review Data Gathering Materials and Documents
D. Establish the Next Meeting Date: ________________

2) FACT FINDING/INFORMATION MEETING

To sketch out your complete financial picture, we will ask many questions throughout the appointment.  Your goals and 
objectives must be carefully defined.  Discovering and developing your goals and attitudes toward various aspects of personal 
finances is vital, including your savings philosophy and investment risk tolerance and your career, lifestyle, hobby and 
retirement goals. 

INFORMATION GATHERING SESSION AGENDA 

OVERVIEW 
A. Brief Review of the Financial Planning Process
B. Participation of Spouse and other Professionals
C. Discuss Confidentiality of Information 
D. Review the correspondence Procedure

REVIEW DATA GATHERING FORMS AND DOCUMENTS 
A. Review Personal Information Form
B. Discuss Employee Benefits and Career Path
C. Investment Attitudes and Risk Tolerance
D. Current Will and Estate Arrangements
E. Attitude on Gifts to Children/Grandchildren
F. Current Attitude toward Charitable Bequests
G. Review any Documents and Information Still Needed
H. Authorization Form Signed

REVIEW OF NOTES AND PERSONAL OBJECTIVES 
A. Anticipated Retirement Date, Location and Philosophy
B. Estate Liquidity and Survivor Income Objectives
C. Prioritize the Personal Objectives
D. Education Goals for Self/Children/Grandchildren
E. Review Other Personal Goals

OUR NEXT STEPS & YOUR NEXT STEPS 
A. Confirmation of Planning Assumptions, Attitudes and Objectives
B. Review of Interview Notes
C. Review of the Initial Data
D. Expected Timetable

Prior to the Fact Finding/Information Meeting, you will be asked to provide your homework assignment.  The BARR Financial 
Homework Kit can be found on our website, barrllc.com.  We ask that you be as thorough and complete as possible on the 
financial profile, the three questionnaires, and in gathering the requested documents.  Your homework should be delivered to 
our office at least one week prior to the meeting.   The following is a sample Homework Kit: 

G e n e r a t i n g  D a t a  L i s t  
Please gather the following information and upload it from your computer using the Select Files button below. 
The more complete the information you provide, the more complete your final planning results will be. 

1. BARR Financial Questionnaires (3) and Financial Profile/Balance Sheet

2. Statements for all investment accounts, including:

a. IRAs, 401k’s, Retirement Plans, and other stock investment accounts

b. Income Properties (Mortgage)

c. Tax Shelters

3. Income Tax Returns for past two years – both personal and business (if applicable)
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4. Copy of most recent Company Employee Benefits statements, and Company Manual explaining 

benefits, including:

a. All Group Insurance including: life, health, and disability.

b. Pension Amounts and pension plan information

c. 401K Retirement Plans, including Investment options and company matching amounts

d. 401K Summary Plan Description document

5. Company Payroll Check stub (most recent)

6. Personal Insurance Policies / Business Policies

7. Estate Planning Documents (Will(s), Trust(s), etc.)

8. Mortgage(s) Statements

9. All outstanding loan statements, including credit card(s), and all other any other outstanding loans

10. Social Security Benefit Statement – may be obtained at www.ssa.gov

F i n a n c i a l  P r o f i l e  
F i x e d  A s s e t s

Cash and Checking Accounts  T-Bills, Government Bonds and 
Money Market Funds Savings Accounts and Certificates of Deposit
Municipal Bonds / Funds Corporate Bonds / Income Mutual Funds
Notes and Mortgage Receivable Life Insurance Cash Value – Fixed 
Fixed Annuities IRA, KEOGH, TSA, 401K – Fixed 
Corporate Qualified Plans (vested - Fixed) 

V a r i a b l e  A s s e t s  
Residence  Common or Preferred Stock 
Mutual Funds Private Equity 
Life Insurance Cash Value – Variable Variable Annuities 
Income Real Property Undeveloped Land 
Real Estate Partnerships Energy Exploration Partnerships 
Equipment Lease, R&D and Tax Shelters  Business Interest 
Agriculture and Ranching Art, Antiques, Stamps and Gems 
Gold, Silver and Coins Commodities / Options 
Commodities / Options IRA, KEOGH, TSA, 401K - Variable 
Corporate Qualified Plans (vested - Variable) Other Variable Asset 

A s s e t s  i n  P e r s o n a l  U s e  
Personal Property (e.g. Furniture, Clothing) 
Automobiles 
Recreational Property 
Other Loans and Liabilities (including credit cards) 

E x p e n s e s  
*Indicate monthly (M) or annual (A) next to expense:

Housing Expenses / Note: List Rental Housing Expenses Separately Child Care 
Transportation Food and Beverage 
Clothing  Furnishings 
Personal Care / Cash  Medical / Dental / RX 
Education / Self-Improvement  Debt / Installment Payment 
Miscellaneous Expenses Other 

R e l a t i v e  C o m f o r t  S c a l e  Q u e s t i o n n a i r e  
Considering your current financial circumstances, please rate your level of comfort regarding the following topics: 

- Inflation - Degree of comfort about likelihood of long term inflation
- Leverage - Degree of comfort with borrowing for investment purposes
- Risk Taking - Conservative holdings versus growth/speculative ones
- Diversification - Desire for having a broad and balanced investment mix
- Investment Income - Conservative holdings versus growth/speculative ones
- Investment Growth - Long term growth more important than current yield
- Income Tax Impact - Current taxation should be minimized to the maximum
- Residence Mortgage - Make maximum use of the equity to obtain growth

Please rate your current level of comfort Low, Medium or High regarding the following items: 
- Estate Planning – present documents & distribution arrangements 
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- Life Insurance – current policies & amount of total protection 
- Medical Plans – coverage for all serious medical complications 
- Long-Term Care – coverage for nursing home & convalescence 
- Retirement – comfort with amount of anticipated retirement income 
- College Funding – comfort with adequate higher education funds 
- Savings Rate – comfortable with the total amounts being saved 
- Asset Protection – protection from possible claims & lawsuits 

Time Horizon 
Investment Time Horizon - Years before you are likely to start withdrawals? ____ 
Retirement Time Horizon - Years before you are likely to start withdrawals? ____ 

I n v e s t o r  P r o f i l e  Q u e s t i o n n a i r e  
I. Investment Objectives 

A. What is your primary objective for this investment portfolio?
o To assure the safety of my principal.
o To generate income.
o To achieve a particular investment goal.
o To accumulate assets for retirement.

B. Because over the long run, U.S. stocks have generated historical returns of about 10-11%, U.S. bonds
have returned 5-6%, money markets have returned 2-3% and U.S. inflation has been approximately
3%, what do you expect the total return of your investment to be over the long term?

2-5%    6-8%    9-11%    over 11% 
C. If your investment portfolio suffered a temporary decline, could you cover your immediate cash flow

needs from other sources of assets?
o No. There are no other assets I could use to cover my immediate cash flow needs.
o Yes. I have other assets I could use to cover my immediate cash flow needs, but it would be

difficult to access them.
o Yes. I have other assets I could use to cover my immediate cash flow needs, but some

advance planning would be necessary.
o Yes. I have other assets I could use to cover my immediate cash flow needs.

D. Which of the following investments do you feel comfortable owning? Select all that apply.
o Cash and money market funds
o Government bonds, mortgage bonds and municipal bonds
o Other U.S. bonds, corporate bonds and high yield bonds
o U.S. stocks 
o Developed markets international securities (stocks and bonds)
o Alternative investments (private equity, venture capital, hedge funds)

E. Which types of investment vehicles are most suitable for your portfolio? Select all that apply.
o Mutual Funds
o Separate Accounts 
o Both Mutual Funds and Separate Accounts
o Variable Annuity
o No Preference 

F. When it comes to understanding your investments, how would you rate your knowledge?
o Limited (little knowledge)
o Basic knowledge (understand the difference between stocks and bonds)
o Fair amount of knowledge (aware of different investment options and their risks)
o Considerable knowledge (understand different investment philosophies)
o Extensive knowledge (complete understanding of investment products and strategies)

II. Risk Tolerance 
A. Which of the following best describes the risk profile you have in mind for this investment

portfolio?
o A portfolio containing some high risk investments
o A portfolio containing mostly low risk investments
o A portfolio containing mostly high risk investments
o A portfolio containing some medium risk investments

B. Which of the following statements best describes what your reaction would be if the value of your
portfolio suddenly declined 15%?

o I would be very concerned because I cannot accept a decline in 
the value of my portfolio.
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o I invest for long-term growth but would be concerned about
even a temporary decline.

o If the income I received was unaffected, it would not bother
me.

o I invest for long-term growth and accept temporary declines due to market fluctuations.
C. An investment decision involves the possibility of high return and the possibility of suffering a loss.

What influences your thinking the most when making an important investment decision?
o I’m mainly influenced by the potential gain.
o I’m more influenced by the potential loss than the potential gain.
o I’m more influenced by the potential gain than the potential loss.
o I’m mainly influenced by the potential loss.

D. Each year, the value of your investment portfolio will fluctuate as markets change. If you 

invested $100,000, which of the following portfolios (in the chart below) would you choose? 

   Portfolio A     Portfolio B     Portfolio C     Portfolio D     Portfolio E     Portfolio F 

Best Annualized Returns 
E. Which of the following statements best describes what your reaction would be to short-

term fluctuations in this investment portfolio?
o I would be extremely uneasy about any fluctuations in the value of my investment.
o I would have very little concern about short-term fluctuations in the value of my investment.
o I would be very concerned about short-term fluctuations in the value of my investment.
o I would have some worries about short-term fluctuations in the value of my investment.

R i s k  T o l e r a n c e  Q u e s t i o n n a i r e  
Different investors have different risk tolerances. For some, market volatility is nerve-wracking and they are more 
comfortable when they avoid it. There is, however, a definite relationship between risk and return. Investors need to 
recognize this risk/return trade-off. This Risk Tolerance Questionnaire measures your willingness to accept 
uncertainties in your investment performance. 

1. Inflation, the rise in prices overtime, can erode your investment return. Long-term investors should be aware
that, if portfolio returns are less than the inflation rate, their ability to purchase goods and services might decline.
However, portfolios with long-term returns that significantly exceed inflation are associated with a higher risk.
Which of the following choices best reflects your attitude toward inflation and risk?

a. My main goal is to avoid loss, even though I may only keep pace with inflation.

b. My main goal is to earn slightly more than inflation, while taking on a low level of risk.

c. My main goal is to increase my portfolio’s value. Therefore, I will accept short-term losses, but I
am not comfortable with extreme performance shifts that may be experienced in the most
aggressive investment options.

d. My main goal is to maximize my portfolio value, and I will take on more extreme levels of risk and 
performance shifts in my portfolio to do so. 

2. The table below presents a hypothetical worst case loss, expected gain, and best case gain of five sample portfolios 
over a one-year period with an initial $100,000 investment. Which portfolio would you prefer to hold?
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a. Portfolio A       b. Portfolio B c. Portfolio C       d. Portfolio D  e. Portfolio E 

3. Investing involves a trade-off between risk and return. Historically, investors who have received high long-term average
returns have experienced greater fluctuations in the value of their portfolio and more frequent short-term losses than
investors in more conservative investments have. Considering the above, which statement best describes your investment
goals?

a. Protect the value of my account. To minimize the chance for loss, I will accept the lower long-term returns
provided by conservative investments. 

b. Keep risk to a minimum while trying to achieve returns slightly higher than the returns provided by
investments that are more conservative. 

c. Focus more on the long-term investment returns. Long-Term growth is as important as managing portfolio 
risk. 

d. Maximize long-term investment returns. I will accept large and sometimes dramatic fluctuations in the
value of my investments. 

4. Historically, markets have experienced downturns, both short-term and prolonged, followed by market recoveries.
Suppose you owned a well-diversified portfolio that fell by 20% (i.e., $1,000 initial investment would now be worth $800) 
over a short period, consistent with the overall market. Assuming you still have 10 years until you begin withdrawals,
how would you react?

a. I would not change my portfolio.
b. I would wait at least one year before changing to options that are more conservative.
c. I would wait at least three months before changing to options that are more conservative.
d. I would immediately change to options that are more conservative.

5. The following graph shows the hypothetical results of four sample portfolios over a one-year holding period. The
best potential and worst potential gains and losses are presented. Note that the portfolio with the best potential gain
also has the largest potential loss.  Which of these portfolios would you prefer to hold?

a. Portfolio A       b. Portfolio B c. Portfolio C d. Portfolio D e. Portfolio E

6. I am comfortable with investments that may frequently experience large declines in value if there is a potential
for higher returns. What is your view regarding this statement?

a. Strongly disagree    b. Disagree      c. Somewhat agree d. Agree e. Strongly agree

• Conservation of Principal: Preservation of capital with returns exceeding risk-free investments. The risk level
should be low with minimal price volatility.

• Income: Modest growth of capital with the primary objective being the generation of income.

• Growth & Income: Primarily oriented toward growth of principal with a minor emphasis on portfolio
income. Could include equities, debt instruments, cash.

• Growth: Growth of Capital. Portfolio will exhibit increased volatility while expecting to outperform equity indices 
over a market cycle.

• Aggressive Growth: The portfolio may accept volatility associated with aggressive growth while expecting to
outperform equity indices over a market cycle.
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THE 3 LISTS - CONFIRMATION STEPS 

We will assemble your financial objectives, attitudes, and assumptions into what we lovingly referred to as ‘the 3 lists’.  They 
are an important compilation of information that we have gathered from you that forms the basis for our analysis of your 
financial circumstances. 

Your objectives, attitudes, and assumptions are critical to your financial planning.  Any material change or re-prioritization could 
alter our plan recommendations.  You will be asked to review them carefully, and confirm to us they represent an accurate 
description of what has been discussed to date.  We will then proceed to the next step in preparing your financial analysis. 

A sample of the 3 Lists follows: 

1) PLANNING OBJECTIVES 
You have indicated the following to be the goals and objectives which you would like to address to the extent possible in 
your personal financial planning.  Generally it is not possible to achieve all your objectives initially.  Those not solved will be 
addressed in the future planning reviews.

- Develop and operate a more effective cash flow management program.
- Establish/Maintain emergency fund or available liquidity in the amount of $____
- Reduce interest and pay off debt obligation of $____
- Evaluate all of the potential aspects of personal risk management coverage.
- College expenses for each child in today's dollars: $15,000 annually.
- Monthly allocation to accomplish our financial goals of: $____ 
- Provide an amount of $_,000 in _ years for __________________
- Recommend the appropriate allocations and selections for retirement funds.
- Both currently plan to retire simultaneously.
- Desired retirement age for planning should be: _ alternate:
- Provide retirement monthly income, before tax, in today's dollars: $____
- Determine the most effective settlement arrangements for retirement plans.
- Provide Client a minimum monthly after tax income, if disabled, of: $____
- Provide Spouse a minimum monthly after tax income, if disabled, of: $____
- Provide sufficient liquidity to cover estate settlement expenses and taxes.
- Assure the distribution of all estate assets in accordance with desires.
- Review estate planning arrangements.
- Review current life insurance contract benefits, features and accumulation.
- Provide monthly family survivor income, before tax, in the amount of: $____
- Review Long Term Care risks, costs and options.

2) INVESTMENT PLANNING ATTITUDES 
The following Investment Planning Attitudes are based on your responses and have been used to develop your financial plan.
Different attitudes might alter the planning recommendations.  Naturally, the future will not develop precisely as assumed,
but the purpose of our subsequent planning reviews is to adjust for these changes.

Relative Comfort Scale: 1=None  2=Low  5=Moderate  7=High  10=Very High 
- INFLATION - comfort about likelihood of long-term inflation:
- LEVERAGE - comfort with borrowing for investment purposes:
- RISK TAKING - conservative holdings versus growth/speculative ones:
- DIVERSIFICATION - desire for having a broad and balanced investment mix:
- INVESTMENT INCOME - current income realized, as opposed to more growth:
- INVESTMENT GROWTH - long-term growth more important than current yield:
- INCOME TAX IMPACT - current taxation should be minimized to the maximum:
- RESIDENCE MORTGAGE - make maximum use of this equity to obtain growth:

Comfort About Current Planning Efforts and Established Arrangements: 
- ESTATE PLAN - Present documents and distribution arrangements (L/M/H):
- LIFE INSURANCE - Current policies and amount of total protection (L/M/H):
- DISABILITY PLAN - Current policies amount of income replacement (L/M/H):
- MEDICAL PLANS - Coverage for all serious medical complications (L/M/H):
- LONG TERM CARE - Coverage for nursing home and convalescence (L/M/H):
- RETIREMENT - Comfort with amount of anticipated retirement income (L/M/H):
- COLLEGE FUNDING - Comfort with adequate higher education funds (L/M/H):
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- SAVINGS RATE - Comfortable with the total of amounts being saved (L/M/H):
- ASSET PROTECTION - Protection from possible claims and lawsuits (L/M/H):

  TIME HORIZON 
- Investment Time Horizon: Years before funds are likely to be withdrawn:
- Retirement Time Horizon: Years before funds are likely to be withdrawn:
- What rate of return do you expect to average during time horizon?
- Maximum level of loss you will accept during any 12-month period.

3) PLANNING ASSUMPTIONS
The following Planning Assumptions are based on your responses and have been used to develop your financial plan.  Different
assumptions might alter the planning recommendations.  Naturally, the future will not develop precisely as assumed, but the
purpose of our subsequent planning reviews is to adjust for these changes.

- Social Security Benefit payments will be indexed at rate of: 2%
- Social Security Benefit Level:  ____%
- The inflation rate will annually average: 4%
- Your personal residence will continue to appreciate yearly at: 3%
- Current base income is projected to increase yearly at a rate of: 3%
- Education expense projections to be adjusted for an inflation rate of: 6%. 
- All the fund dividends and capital gains will be automatically re-invested.
- Investments annual growth before tax will average: 8%.
- Retirement capital will accumulate at before-tax rate of: 9%.
- The market value of any common stock holdings will increase at: 10%.
- Disability analysis assumes no Social Security benefit would be received.
- Life insurance policy premiums will continue to be paid on the same basis.
- Provide funds for accumulation goals at first death.
- Provide funds for debt at first death.
- Survivor assets would have average annual before-tax earnings of 8%.
- The mortality assumption is to age 90.
- Estate analysis calculation assumes that the first death occurs at age 65.
- Estate analysis calculation assumes the second death would occur at age 75.
- Retirement assets (at retirement) average annual before-tax earnings of 8%
- Estate analysis calculation assumes that the Unified Credit is $5,000,000.

3) FINANCIAL PLAN DELIVERY MEETING

This meeting is a review of all the initial financial planning recommendations and an extensive discussion of how the plan will 
address the challenges.  This meeting will involve delivering your financial plan and discussing our suggested recommendations 
with you.    

The financial plan considers where you are now and where you are headed in accomplishing your financial goals.  Most of the 
analysis deals with understanding the concerns and challenges you face, and prioritizing them based on your stated objectives. 

The final financial plan analysis will contain the following reports and areas of discussion: 

Financial Statements

• Asset summary

• Cash flow & improving cash flow

• Systematic savings

• Net worth summary

• Liability balance over time
Income Taxes 

• Income tax analysis

• Marginal income tax

• Taxable vs. Tax Deferred
Asset Allocation 

• Risk tolerance assessment

• Risk tolerance profile

• Time horizon score
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• Recommended allocations

• Portfolio description

• Asset allocation discussion

• Stocks & bonds:  risk vs. return

• Managing risk with portfolio rebalancing

• Historical yields

• Real rate of return

• Reduction of risk

• Dow Jones Averages

• Dangers of market timing
Accumulation 

• Emergency reserves

• Education goals

• Education funding techniques

• Accumulation goals

Retirement 

• Retirement analysis results

• Retirement capital available

• Asset balance over time

• Save more – earn more 

• Monte Carlo analysis

• Monte Carlo timeline

• About Monte Carlo
Retirement Recommendation 

• Retirement comparison details

• Retirement analysis results comparison

• Monte Carlo analysis

• Retirement assets deplete faster with higher withdrawal rates

• History of Inflation 

• Achieving retirement
Disability 

• Disability income needs

• Disability income insurance
Survivor Needs 

• Capital analysis
Long-Term Care 

• Long-term care Medicaid analysis

• Long-term care break-even analysis
Estate 

• Estate plan flow chart

• Gross estate summary

• ‘Stretch’ IRA
Recommendations 

• Your needs vs. your current plan

• Recommendations

In addition to delivering your financial plan document, we will provide you with a USB which contains the following valuable 
information: 

1. Financial Plan Information
- A Financial Plan
- Estate Analysis (if applicable)
- Stock Overview Reports
- Mutual Funds Review
- Cash Management Control System
- Got Cash Article
- Cash Management Worksheet

2. Investment Proposals
- SEI Investment Management Proposal (A Personalized Wealth Program)
- SEI Investment Policy Statement
- Silo Summary



Page 15     6-2020 

- Client Advisory Agreement
- College Savings Plan Information
- Disclosures, Privacy Policies, ADVs 
- Who is SEI
- Retirement Plan – Suggested Allocations 
- SEI ClientConnect Summary
- SEI Fund Prospectuses On-Line Access 
- SEI Employer Plan Rollover Information
- Any other Proposals

3. Life Insurance Proposals
- Life Insurance Illustrations and Prospectus’
- Consumer Guide to Life Insurance and Annuities
- Insurance Examination Tips

4. Disability Proposals
- Disability Insurance Spreadsheet and Illustrations
- Consumers Guide to Disability Insurance

5. Long Term Care Proposals
- Long-term Care Spreadsheet & Illustrations
- Consumers Guide to Long Term Care
- Long-term Care Brochure
- Long-term Care Product Comparison 

6. Estate Planning Information
Document Location Records - SEI as Corporate Trustee – Language - Estate Planning Attorney’s Referral List - 
The Complete Medicaid Solution - Estate Planning - Why Create an Ethical Will - RMD for Inherited IRA’s - 
Wishes for Complete Peace of Mind - SEI – Selecting a Trustee 

7. Other
- Copy of client 3 Lists
- Social Security ID Fraud Brochure

THE CASH MANAGEMENT CONTROL SYSTEM – Your Secret Weapon to Financial Success!

The base of any financial planning program starts with adequate liquid reserves; the rule of thumb is three to six times your 
monthly expenses.  The Cash Management Control System uses foresight and requires at least some liquid reserves.  First, 
establish how much you would like to spend to meet all of your monthly expenses.  Split that goal into two amounts – the first 
amount for the first fifteen days of the month and the second for the last half of the month.  

You will need three types of accounts:  a checking account (the operating account), a money market account (the master 
account) and a savings account (the dream account).  ‘All’ of your money is deposited into the master account.  On the first of 
every month transfer the first amount of your goal into your operating account.  Pay all your bills due from the first to the 
fifteenth of the month.  What is left in your operating account is what you will have to live on through the fifteenth.  This 
balance is used for groceries, entertainment, child expenses, lunches, gas, etc.  On the fifteenth you transfer the second part 
of your goal and do the same thing.  The advantage of this system is that you will know how much money you are spending 
before you spend it.   

For an illustration of the ‘Cash Management Control System’, please see the addendum D worksheet. 

4) IMPLEMENTATION INTERVIEW MEETING

This will be our opportunity to discuss any questions or clarifications you may have regarding specific aspects of the financial 
plan; the agenda highlights the items that will also be discussed.  The Implementation Checklist is our action plan.  It will guide 
us in assisting you to ensure that your financial planning implementation is done in a complete and timely fashion. 

PLAN IMPLEMENTATION MEETING AGENDA 

REVIEW THE PLANNING PROCESS TO DATE 
A. Are There any Changes in Situation or Objectives?
B. Have There Been Alternate Suggestions by Advisors?



Cash Management Control Worksheet 

(how much you want 

$ to spend per month) Monthly Goal

 (deposit)

Money Market 
Account 

“All” 
Income

(write check)

$   (half of monthly goal)

Checking Account 

1st 

15th $ (other half of monthly goal)

Checking Account

Liquid reserves - 3 to 6 times 
monthly expenses stay in money

market account 

Excess over liquid reserves 
to goal account 

Goal 
Account 

31st 

 Pay Periodic Bills

Pay 
Bills 

Pay 
Bills 

$

August 2012 

Addendum D
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REVIEW OF THE IMPLEMENTATION SUMMARY FORM 
A. Review what has been Accomplished Since Last Meeting?
B. Is Any Advisor Not Making Progress?
C. Is Any Change of Advisors Appropriate?
D. Should Any Assignment of Responsibility be Changed?

ITEMS TO BE ACTED UPON 
A. ________________________________________________
B. ________________________________________________
C. ________________________________________________

ADDITIONAL INFORMATION NEEDED 
A. To Make Decisions on the Initial Recommendations
B. As Result of Other Advisor Suggestions or Readings

PERSONS WHO MAY LIKE FINANCIAL PLANNING INFORMATION 
A. Personal Friends or Family who have Expressed Interest
B. Acquaintances or Business Associates

ACTION STEPS 
A. Advisor’s Next Action(s) to be Taken
B. Client’s Next Action(s) to be Taken 
C. Schedule Our Next Meeting

SAMPLE IMPLEMENTATION ITEM CHECKLIST 

DO WHO WHEN DONE 

   CASH MANAGEMENT

Establish systematic investment program   

Establish an Emergency Fund for unforeseen expenses 

Plan to save a portion of every bonus check 

Implement Cash Management Control System 

 EMPLOYEE BENEFITS

Complete employer benefit beneficiary form 

Consider exercising present stock options    

    EDUCATION

Establish (UGMA) accounts in child's name    

   INCOME TAX

Increase IRA contributions to maximum amount   

Consider gift and lease back with family property   

Establish ongoing relationship with a CPA  

Alternatives for unused net operating losses   

   LIFE INSURANCE

Beneficiary change of life insurance - child  

Consider joint and first to die insurance   

Accident/travel insurance assignment of policy  

  MISCELLANEOUS

Obtain a safe deposit box in a convenient location 

Consult family members regarding this plan   

Deliver copy of report to attorney   

   RETIREMENT

Consider lump sum distribution for minimum tax    

Establish IRA for client   

Transfer present investments within retirement plan 

Maximize deductible 401K Plan contribution 

  ADDITIONAL ITEMS 



Page 17   6-2020 

ACKNOWLEDGMENT OF IMPLEMENTATION CHECKLIST 

This Implementation Item Checklist reflects all the items recommended for your consideration. Some may present 
alternative solutions to a particular issue. In column one, the indication should eventually be made as “Y” or “N” indicating 
desired action. In column two, indication should be made (with initials) assigning responsibility. Column three is 
designated for a target time of completion, formatted MM/YY, such as “04/03” for April of 2003, or MM/DD for month 
and day. The date when each item is finally completed should be placed in column four, using the same MM/YY or MM/DD 
format. Please acknowledge your receipt of this list and status report. 

5) A LIFETIME OF SERVICES

Now that we have the initial road map to your successful financial future, let’s discuss the processes that will keep us on track 
to reaching all of you and your family’s goals: 

• Sound Investment Philosophy -  The asset management investment philosophy is a scientific, disciplined and proven
approach based on six principles: asset allocation, portfolio design, investment manager selection, portfolio
construction and management, risk management, and tax management when appropriate.  The philosophy and
process offers strategies geared toward achieving long-term investment goals in various financial climates. Its keystone
is active investment management, which consists of these five key components:

Asset Allocation: This is a precise division of an investors’ portfolio that sets up boundaries for a portfolio’s risk 
exposure and return potential. Our approach to asset allocation takes investors’ goals into account, along with more 
traditional yardsticks like market indices and standard deviation. We construct multiple portfolios to address a wide 
variety of investor goals, and dedicate considerable resources to ongoing asset allocation decisions that help our 
investment offerings keep pace with an evolving market environment. 
Portfolio Design: We identify alpha source(s), or returns in excess of benchmark returns, across our equity, fixed-
income and alternative-investment portfolios, and look for those sources of excess return that have demonstrated 
staying power over the long term across multiple markets in a given geographic region. Alpha sources are classified 
into four broad categories; this allows us to create portfolios that are not simply diversified between equity and fixed-
income strategies, but also diversified across the underlying drivers of alpha. 
Investment Manager Selection: We aim to identify, classify and validate manager skill. Differentiating manager skill 
from market-generated returns is one of our primary objectives, as we seek to identify managers that can deliver 
consistent results. We develop forward-looking expectations regarding how a manager will execute a given 
investment assignment, environments in which the related investment strategy should outperform, and 
environments in which the strategy might underperform. 
Portfolio Construction and Management: The portfolio construction process is designed to maximize the risk-adjusted 
rate of return by finding a proper level of diversification between alpha sources and the investment managers 
implementing them. Based on our asset-class-specific analysis, as well as typical investor risk tolerances, we set 
strategic alpha source allocation targets at the fund level. We use a manager-of-managers approach to construct our 
portfolios, which we believe will result in better risk management and a more cost-effective implementation. 
Risk Management: The Risk Management Group focuses on common risks across and within asset classes. Daily 
monitoring of assigned portfolio tolerances and deviations results in an active risk mitigation program. Separation 
from the portfolio managers in the Investment Strategies Group allows the Risk Management Group to maintain 
objectivity and look at the entire spectrum of the asset manager’s investment offerings to ensure risk objectives are 
being met. 

• Disciplined Investment Monitoring – The asset manager research and monitoring process is disciplined and thorough. The
process starts with an understanding of the alpha source we are seeking to exploit. In this stage we seek to understand the
historical attributes of the alpha source and the rationale for why it is likely to continue going forward. This step establishes
our Alpha Source inventory which describes the broad-based active strategies available across our global mandates. Next, we
search the investment manager universe for money managers that we believe have the process and skill to exploit the alpha
source. Our idea generation for managers comes from our extensive electronic databases as well as industry knowledge. For
promising managers, we use a combination of quantitative and qualitative analyses to identify managers that we feel are
best able to exploit the alpha source. This step results in the establishment of our Manager Thesis, which describes a
manager's competitive advantage, cyclicality and key factors which would warrant a re-assessment.
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Once a manager is funded, the asset manager analysts monitor the managers to ensure adherence to their investment 
process. Analysts review trading activity of the managers to assess their continued ability to exploit the alpha source and 
ensure that investment guidelines are being followed. Reviews of manager performance and holdings are conducted to 
ensure that managers are working within established guidelines. Nearly all managers are visited at their offices once a year, 
with regular conference calls and/or in-person meetings during the interim period. The analysts visit each manager to 
reinforce that the firm’s qualitative factors are still in place and to discuss pertinent issues with the manager. This 
comprehensive oversight process completed by the analysts provides the grounds for determining whether or not to retain 
an existing manager. Managers are also monitored versus our alpha and tracking error assumptions with our PRISM risk 
platform. This enables the analyst and the governance committee to monitor all managers in the platform in a unified and 
proactive fashion. 

• Annual Review Meetings  –  A periodic review is one of the most significant aspects of any successful financial program.

An organized review will help determine if you are still on track to meet your goals. When we meet, you will have the
opportunity to focus on your financial issues and concerns by using this systematic approach, proven to be effective.  The
real benefit to you is you will gain even more confidence and peace of mind in knowing that you are headed in the right
financial direction.

Towards that end, BARR Financial Services will:

• Review your entire portfolio, including products you own as well as other products available to you.

• Help ensure that the products you own are consistent with your needs and goals, including changes in your life
and your vision of your future.

• Discuss anything else on your mind with which we can help you, including concerns about your overall financial
situation, including retirement and estate planning, your family members, and friends.

• Quarterly Calls – If you have questions or concerns, we want to know!  We will check-in with you with a telephone call

each quarter - it’s just a friendly reminder that we are here to help in any way we can.

• Quarterly Due Diligence – Our advisors meet on a quarterly basis to compile and discuss current global events, financial

headlines, and other topics related to the country’s economic picture and how that affects our clients’ financial futures.

• Continuing Insightful & Educational Emails –  We want to keep you in the know!  Relevant topics of interest will be

provided in a timely manner to keep you well-informed.

• We’re always here for you!




