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Blocking and Tackling

In Retirement, Preparing Trumps Repairing

M

any things can threaten the lifestyle
you have worked hard to create: taxes,
inflation, disability, unexpected life
events, lawsuits, births, death, divorce, and even
technological changes.
While many of these events are unavoidable, when
they happen to you, much can be done to minimize
their impact.
You should seek the help of experts who can
understand, identify, and then reduce, solve, or
even eliminate many threats to your current and
future lifestyle. This affords the one thing that
money alone cannot buy: security.

By Mitch Levin, MD, CWPP, CAPP
the taxes and the risks. The industry is continually
introducing new products, and these products often
have problems and are quite risky if applied without in-

“Prudent planners focus on
preparing, rather than repairing.”
depth and comprehensive analysis. Yet we (consumers)
are encouraged to buy them through marketing efforts
that relay only the possible benefits, while undisclosed
threats exist.
Opportunity-first type planning can work well for some
people, but it has some serious flaws; some particularly
for individuals with significant wealth. First, this type of

Prudent planners focus on preparing, rather than
repairing. For example, if we can help you avoid
losses, rather than helping you rebound from them,
we have succeeded. This strategy is more powerful
than “picking the winners.”

Continued on Page 2 ...

We believe that being consistently excellent
outperforms occasional brilliance. We believe we
can remove, reduce, or mitigate some threats, and
potentially avoid them or eliminate them altogether
at times. The premise is simple: we cannot control
the wind, yet we can (and must) adjust our sails.
Once your threats are addressed, we shift attention
to your opportunities. Too many in our industry try to
focus on the opportunities first, ignoring the threats.
They look past the costs, the fees, the expenses,
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planning is “needs based.” For instance, this approach
often assumes a lower tax bracket in retirement.
It assumes that traditional retirement plans (including
government plans, such as IRAs, 401(k)s and qualified
plans have predictable tax implications. In some ways,
it implies that by simply increasing your rate of return
you will increase your wealth.
A common behavior under this assumption is the
practice of chasing returns, rather than managing risk
and balancing appropriate returns.

“In some ways, it implies that by
simply increasing your rate of return
you will increase your wealth.”
Sadly, many financial professionals who focus on an
opportunity-first planning model minimize the effects
of inflation, such as decreased purchasing power – all
of which affect investors into and through retirement.
With our philosophy of working to avoid risks, we are

Solid Growth
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•

Summit CEO and Managing Director Dr. Mitch Levin

cognizant of problems like these that could derail your
financial goals in the future. Likewise, we strive to
empower our clients with the tools to avoid them or
plan for them accordingly.
A fundamental objective of our firm is the dutiful
transfer of our knowledge. Knowledge leads to wisdom,
and ultimately, wise choices. Wisdom combined with
compassion helps combat arrogance.
Because we provide knowledge and wisdom with
compassion, we are able to offer trusted advice to you.
Combine this trusted advice with solid growth that is
safely managed, and your probability of success should
increase.
Make Great Decisions,

Safely Managed

•

Trusted Advice

Something to Consider:
The people you care about are seeking financial guidance from someone.
Doesn’t it make sense for them to receive this important guidance
from someone you know, like and trust?
Thank you for your continued trust and confidence!

Understanding the “Fiduciary Standard”

T

he term “fidicuary standard” is often used here at Summit. Here’s a good summary of what that
means and an example of an alternative approach:

“By law, a fiduciary standard of care means that I have one loyalty and that is to the client,
only to the client. The interest of the client must be a priority above mine. Any recommendations I
make are in line with that standard and I take them seriously.
Many brokers follow the “suitability standard” of care wherein there is a split loyalty. They put their
loyalty first to their brokerage firm, and any products they sell must fit to your current situation in
order for you to qualify for the product(s). This requirement does not necessarily mean it is in your
best interest.
Even if a person in this environment knows what’s right for you or if they are capable of doing the
right thing, there can be a built in conflict of interest. Their standard of care and the decisions to be
made for you may not align. This potential conflict of interest can cause problems. This is one of
the reasons we believe in and provide the fiduciary standard of care.”
		

- Mitch Levin, CEO and Managing Director

Summit’s Team of Trusted Wealth Advisors
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Putting “Trillion” Into Perspective
One Hundred Dollars

Ten Thousand Dollars

One Million Dollars

One Hundred Million Dollars

S

ummit Wealth keeps clients informed on changes and economic
trends that may affect all financial futures.

“Every recommendation we make has a place and a specific purpose
where it will contribute to your comprehensive and integrated wealth
plan.
Without a complete review of your personal financial profile: your
risk tolerance, income needs, tax situation, long-term care needs, and
estate and charitable desires, no one can or should have an opinion on
whether a specific strategy or investment vehicle is right for you.”
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Chad Warrick

Senior Wealth Advisor
Chief Compliance Officer
CWarrick@MySummitWealth.com

One Billion Dollars

One Trillion Dollars

Fifteen Trillion Dollars
A little perspective goes a long way!

Working Every Day To:
Discover Your Needs, Goals, and Aspirations
		Develop Your Prudent, Evidence-based Plan for Success
		Deliver Meaningful, Specific and Long-term Results
		

							

The Summit Difference

www.MySummitWealth.com
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Travel’s Best Vacations of 2013

A

ccording to the Travel Channel, these are some of the
hottest vacation destinations for 2013. They provide
some intriguing rationale for these picks. To see them,
visit www.travelchannel.com/interests/hot-topics/articles/
travel-best-vacations-2013

#1 GULF COAST, USA
Lookout Naples and Fort Myers!

#2 CHRIST CHURCH, NEW ZEALAND
#3 DOMINICAN REPUBLIC
#4 SOLOMON ISLANDS
#5 AMSTERDAM,
THE NETHERLANDS

Happy Father’s Day to all of our Fathers
and Grandfathers. May your day be
Blessed with Love and Laughter!

“Finglish” (n) Financial English
Use Tax - A sales tax on purchases made
outside one’s state of residence on taxable
items that will be used, stored or consumed
in one’s state of residence and on which
either no tax was collected in the state
of purchase or an insufficient amount of
tax was collected. If the purchase would
have been taxed had it been made in the
purchaser’s state of residence, then use
tax is due. The use tax rate is the same as
the resident’s local sales tax rate, which
includes both state and local sales taxes. A
resident who does not pay use tax may be
subject to interest and penalties.
“Fool In The Shower” - The notion that
changes or policies designed to alter the
course of the economy should be done
slowly, rather than all at once. This phrase
describes a scenario where a central bank,
such as the Federal Reserve acts to stimulate
or slow down an economy. The phrase
is attributed to Nobel laureate Milton
Friedman, who likened a central bank that
acted too forcefully to a fool in the shower.
When the fool realizes that the water is too
cold, he turns on the hot water. However,
the hot water takes a while to arrive, so the
fool simply turns the hot water up all the
way, eventually scalding himself.
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By failing to prepare, you are preparing to fail.
- Benjamin Franklin

