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The Discussion

The Experts

Lessie Brady is Executive Vice President of First Commercial 
Bank/Synovus Bank. As director of First Commercial Bank’s 
Private Wealth Management, Brady works closely with Synovus 
Trust, Synovus Mortgage, and Synovus Securities, Inc.  to provide 
comprehensive financial products and planning services for 
clients in the Birmingham market. Brady joined First Commercial 
Bank in 1988 and has worked in private banking and private 
wealth management for more than twenty years. She holds FINRA 
Series 7 and NASAA Series 66 licenses and earned her Bachelor 
of Science degree in Mathematics from Vanderbilt University. 
Brady and her team financial advisors are dedicated to providing 
unsurpassed service, tailored to the individual needs of clients.

Lessie Brady    
First Commercial Bank/Synovus Bank

Ann is a Managing Director at 19/19 Investment Counsel in the 
Birmingham office. As a Managing Director, her primary responsibility 
is the continuing development and oversight of the client service 
delivery platform as well as ongoing relationship management for 
investment and family office clients. With more than 35 years of 
experience in financial services, Ann assists individuals, families, 
philanthropic and corporate entities with complex financial needs.

 Ann entered the Financial Services industry in banking in 1980  upon 
graduation from the University of Alabama with a B. S. in Accounting. 
She joined the investment management field in 1986 upon completion 
of her Masters in Business Administration from Harvard Business 
School.  Prior to joining the firm, Ann served in investment advisory 
and planning roles with an independent Registered Investment 
Advisor, a single family office as well as a multi family office.

Ann Damon Haas   
19/19 Investment Counsel

 Cynthia joined Barfield, Murphy, Shank & Smith in 2005. 
Her primary focus is providing tax compliance, tax planning, 
and IRS notice resolution to businesses, individuals and 
non-profit organizations. Cynthia has 20 years of experience in 
the accounting profession. She became a CPA to alleviate the 
fears that taxes can bring. Taxes are very personal and helping 
solve tax problems brings a great deal of peace of mind to her 
clients. 

Cynthia attributes her success to an abiding faith, an 
encouraging husband, work ethic and perseverance. Having 
grown up in a family-owned small business, she can easily 
relate to the joys and frustrations of owning a small business 
and is familiar with the issues facing the small business owner.  

Cynthia Hudson   
Barfield, Murphy, Shank & Smith

An experienced financial services executive and former hedge 
fund manager in San Francisco, Shannon Spotswood was named 
President of RFG Advisory Group in February 2016. In this role,
Shannon is responsible for helping RFG pursue strategic 
opportunities and expand its presence in the US. She will manage 
advisor recruiting and transitions, corporate marketing, business 
development and M&A. “RFG is expanding rapidly, with offices 
now spanning across four states, and I am eager to help lead 
the future growth of the company as we recruit and acquire 
experienced independent financial advisors to our hybrid RIA 
platform.”

Shannon Spotswood   
RFG Advisory

Melanie Nichols serves as Vice President and Chief Investment 
Officer of Warren Averett Asset Management, and Chair of the 
Investment Committee. Her responsibilities include directing 
the management of investment portfolios for retirement plans 
and not-for-profit organizations. Melanie brings more than 20 
years of investment management and comprehensive financial 
planning experience to her clients. She received her Bachelor 
of Arts in International Economics from Birmingham Southern 
College and her Masters of Business from the University of 
Alabama. Melanie grew up in North Alabama, and now lives in 
Birmingham with her husband and two children.

Melanie Nichols   
Warren Averett Asset Management

Tommie is a Director in the Business Services Group at Kassouf 
& Co., P.C.  She has been a founder or leader in virtually every 
entrepreneurial organization in Birmingham including the Venture 
Club, Women’s Business Ownership Council, Innovation Depot 
and the former Birmingham Chamber of Commerce.  Tommie 
shares her love of business and finance as she speaks, writes and 
counsels with clients on tax and accounting matters, strategic 
business planning and personal financial planning.  She is the 
author of “How to Develop a Business Plan”. Tommie received the 
Top 40 Under 40, Top Birmingham Woman, Top 50 Over 50 and 
UAB Distinguished Alumnus awards. She was recognized in the 
first class of the Excellence in Business award. She received her 
BS degree in Accounting from UAB.

Tommie Cummings   
Kassouf & Co., P.C.

Q: What are some of the biggest financial 
concerns women – especially Millennials and 
Boomers – are facing today?

Shannon P. Spotswood: These are two different 
groups of women at two different stages of life 
with two different sets of financial concerns. 
When we talk about Baby Boomers, the biggest 
concern is quite simply running out of money. Life 
expectancy for women is 81-plus years, which 
is five years longer than men. Seventy percent of 
Baby Boomers expect to delay their retirement. A 
study by (investment firm) BlackRock said the Baby 
Boomers’ goal is to have $45,000 a year in income, 
and their average investment portfolio is $136,000, 
which gives them an average income of $9,000 
per year. So running out of money is a very valid 
concern. Another statistic that speaks to this is 
only 14 percent of Boomers have a formal financial 
plan. They’re worried about running out of money, 
but they’re not taking the steps necessarily to go 
about planning for retirement. And the volatility 
we’re seeing in the market isn’t helping anyone. 
It is increasing that fear of running out of money, 

because there is no obvious place you can go to 
generate income consistently. Interest rates are 
so low that savers are being pushed to become 
investors.  It’s a very difficult market environment, 
and now more than ever it is important to work 
with a financial advisor. One of the things that we 
think helps to alleviate financial concerns for Baby 
Boomer is to look at long-term care insurance. 
Our financial advisors are working that into plans 
and today there are some great options for life 
insurance riders attached to variable and fixed 
annuities. For Millennials, it’s the opposite side of 
the coin, and it’s about control. There are 36 million 
female Millennials, and these women are coming of 
age into the teeth of the financial crisis. As a result, 
they’re taking a more proactive role in managing 
their investments. They want to be actively engaged 
in analyzing their portfolio, thinking and talking 
about risk. They’re putting 22 percent of their 
income into savings. And 69 percent of them 
believe that Social Security is a retirement fairy tale. 
They’re being forced to take more control. There is 
a Pew Research study that says Millennial women 

are more afraid of risk than their male counterparts. 
So with the desire for control comes the need for 
advice to help them define their long-term goals 
and put smart risk into their portfolios.

Tommie G. Cummings: Looking at it from the 
Baby Boomers viewpoint, women still don’t make 
as much as men. Compensation for Baby Boomer 
women is about 78 cents on the dollar compared 
to Baby Boomer men. The Millennial women 
make around 93 cents on the dollar compared 
to men. There’s a big difference in compensation 
for Baby Boomer women compared to Millennial 
women. Many Baby Boomers have parents to care 
for as well as boomerang children. Many have 
responsibility for raising grandchildren. Boomers’ 
families have expanded. They take an active role in 
their children’s and grandchildren’s lives.  This more 
active role results in additional drains on financial 
resources for attending events with the extended 
family and frequent eating out. Many times the 
Boomers are footing the bill for entertainment for 
the family. Frequently Baby Boomer women are 
very afraid of running out of money. The probability 

is they will outlive their spouses. They are going 
to find themselves in nursing homes, and chances 
are they’ll have a disability or poor health during 
that time. This can result in a big gap between their 
savings and their spending. If they haven’t prepared 
financially, they may have to move in with their 
children. Many Boomers are worried about funding 
their retirement needs. Many are time-starved from 
the responsibilities of taking care of parents and 
grandchildren and cannot devote as much time to 
work, which reduces their income earning potential. 
This can lead to women not being in the workforce 
as long as men, so they end up with less time to 
garner retirement income. Boomer women like to 
plan, but many plan out of worry, as opposed to 
Millennial women who plan out of being disciplined 
and proactive. Many Baby Boomer women are 
busy with other facets of life and leave the husband 
totally in charge of the retirement money. Women 
who are widowed or divorce later in life often come 
to me for advice when they are suddenly in charge 
of their finances. Many have never been in that 
situation before. The Millennials are quite different. 
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They start out early in a relationship setting financial 
goals and share financial management with their 
spouses or partners. They want to be prepared and 
involved in the plan.

Cynthia A. Hudson: Some of the financial 
concerns as far as Millennials go don’t hinge on 
retirement. One of the things that’s 
an everyday challenge for many 
Millennials is simply childcare. 
A Millennial woman looks at 
the complexity of the balance of 
work, life, childcare, and then 
also affording retirement. How do 
you balance all of that? So, their 
concerns are multi-faceted. But, 
I also think they have a leg up 
on retirement savings that their 
parents never had or never really 
even thought about.

Melanie L. Nichols: For many 
Millennials, one of their biggest 
challenges is student loans. Some 
feel a sense of hopelessness when 
faced with large debt payments. 
Even if they are fully employed 
in a professional job, real wages 
adjusted for inflation have fallen 
over 2 percent since 2000. A 
second challenge for Millennials 
is their relationship with money. 
Many Millennials were teenagers 
during the financial crisis and 
have a distrust for Wall Street 
and financial products. When 
faced with the opportunity to 
save for their retirement, they 
often choose investments that 
are too conservative for their ages. Baby Boomers 
are faced with dual issues of too little retirement 
savings and low interest rates on their savings. 
More than half of all Boomers still have a mortgage 
payment and must keep working, maybe longer 
than they intended.  

Lessie O. Brady: I approach all clients as 
individuals, with specific life circumstances and 
financial objectives. But there are some common 
themes among certain generations. Millennials 
are dealing with student loan debt and other 
debt accumulated in school. They’re concerned 
about saving to buy a home. There’s a very real 
possibility that Millennials might be this country’s 
first generation of renters. Baby boomers are caring 
for aging parents, and at the same time preparing 
financially for their own retirement, which is the 
one thing you really cannot borrow money for. 
Women in particular tend to be the primary care 
providers for aging parents. It’s best for families to 
acknowledge and prepare for this early on, because 
it can lead to financial conflicts between siblings 
later.

Ann Haas: Recent studies have confirmed that 
Millennials are most concerned with getting out 
from under current debt – mostly student loans 
– followed by meeting ongoing living expenses 
and then planning for retirement. Boomers, on 
the other hand, remain concerned about planning 
for retirement, followed by managing ongoing 
living expenses and health care expenses. While 
millennials are considered to be engaged and 
optimistic about the world around them, this is 
not necessarily reflected in their financial affairs. 
Many Millennials are faced with high level of 
student loans and lackluster wage growth from a 
challenging job market. So despite their potential 
long-term investment time horizon, they seem 
to be starting off behind the curve – delaying 
starting their long-term savings plans, initial home 
purchases, as well as marriage and children. The 
BlackRock Survey in 2015 compared behaviors 
by gender across the generational groups, and 
found that Millennial women – significantly more 
so than Boomer women – have as a top priority the 
goal of growing wealth: 39 percent compared to 
22 percent.  However, both Millennial and Boomer 
women approach the goal more through savings-
related behaviors, like avoiding overspending and 
managing debt, as opposed to building wealth 
through long-term investing. The caregiver role 
is one borne by more women than men. Those 
needing support can be aging parents, struggling 
siblings and/or children slow to leave the nest. The 
financial and emotional impact can be very broad 
and can be quite challenging for those balancing 
career and family needs.

Cummings: I was working with a Millennial 
couple recently who earn about the same 
amount. They had adequate life insurance on 
the husband, but realized the wife had not taken 

advantage of as many of those benefits. We 
began discussing the cost of childcare and how 
the total cost would be borne by the husband on 
his salary alone if something happened to the 
wife. This is a considerable expense for most 
two-wage-earner families, not to mention the 

cost of higher education for the 
children.  The cost of replacing 
the family services provided by 
a non-working spouse cannot 
be underestimated should that 
spouse become disabled or passes 
away. Also, some Millennials are 
making the choice for one of the 
potential high-income spouses 
to stay home for a period of 
time while raising their children. 
Many are very concerned about 
the financial impact of foregoing 
current earnings and retirement 
savings during these crucial years 
of raising children from birth to 
college. Many Millennial wives 
leave the workforce for a large 
number of years and reduce their 
overall potential earnings capacity. 
This is part of their work/life 
balance that has to be converted 
into dollars while creating their 
financial plan.

Q: What kind of financial 
tax incentives should women 
business owners be aware of?

Cummings: Retirement plans 
are certainly one tax incentive 
for women who own their own 

business. There are many plans to choose from. 
Deferral of income tax and the time value of money 
can result in the accumulation of quite a nest 
egg.  Depending upon the industry the woman’s 
business is in, there may be some tax credits and 
other tax incentives available to her.   For example, 
I have a client who just invested in a substantial 
amount of machinery and equipment. She can take 
advantage of a tax incentive by deducting all or a 
large portion of the expenditures in one year. This 
incentive allows her to invest in herself and her 
company by paying less in taxes and keeping more 
of her capital. Many time, the fast write-offs for 
these types of investments in her business allow 
her an opportunity to expand her earning potential 
through increased capacity or efficiency provided 
by the additional capital investment. So if she 
invests $100,000 in machinery, rather than having 
to depreciate that expenditure over time, she can 
now match her cash flow with her deduction for tax 
purposes. This is one of the largest tax incentives 
available. This deduction, of course, is available to 
both women and men business owners.

Hudson: Most tax incentives are applicable to 
both men and women. But for women-owned 
businesses, the advantage may be more in 
obtaining a certification through the Disadvantaged 
Business Enterprise program, SBA or other 
programs where a majority-owned women’s 
business might be able to participate in government 
contracts more readily. There are several programs 
available. The one that comes to mind is called a 
DBE, a Disadvantage Business Enterprise. It’s not 
an easy application to complete. Business owners 
should consider getting their CPA involved. Once 
the business achieves the certification, it opens 
up a world of new business opportunities for 
their company that may not have been previously 
available to them.

Nichols: There are no special tax incentives 
specifically related to women-owned business. 
The IRS treats everyone the same. However, most 
of the special tax incentives go to businesses 
that utilize minority companies in their business 
models. Women-owned businesses can get 
certified with the Small Business Administration.  
This certification confirms that your business is at 
least 51 percent owned by a woman and gives your 
business a boost when you bid on government 
contracts.

Brady: Many government agencies and 
corporations maintain contracting programs for 
minority and women-owned business enterprises 
(MWBEs), and local governments may offer sales 
tax abatement incentives for certain businesses in 
certain areas.

Haas: The federal government provides tax 
breaks for businesses that use minority companies 
in procuring materials and supplies. A second 
tax incentive reduces tax liabilities for companies 
using minorities that supply labor or services to a 

project funded with federal or state grants or loans. 
In addition, assuming the business can meet the 
specific criteria and manage the qualifying process, 
there are some federal, state and even private 
grants set up to support women entrepreneurs. 
While women business owners should definitely 
explore opportunities related to their “minority” 
status, it is important not to overlook the 
more traditional opportunities of SBA loans, 
redevelopment tax credits and urban tax credits. 
Opportunities related to urban redevelopment 
can be very impactful for the entire business 
community.

Spotswood: First you need to define your 
business as a women-owned business. A woman 
or women have to be at least 51 percent of the 
ownership, there has to be capital invested in the 
business, and it has to be structured as a women-
owned business. Going through that step is going 
to open you up to specific incentives, whether 
they be tax incentives or financing incentives. 
Specifically, women owned businesses can qualify 
for SBA loans up to $250,000. The National 
Association of Women Business Owners is an 
excellent resource. They have a ton of information 
about how to apply the specific tax and the capital 
structure incentives as it relates to different types of 
industries.

Q: In addition to language, do you think 
men and women approach financial security 
differently?

Hudson: Without a doubt, absolutely. Women 
love to have a security blanket and a buffer. So 
often, women approach finances from a reserved, 
anti-risk mindset. Men, on the other hand, have 
more of a tendency to risk, and sometimes they 
gain from that risk. I would urge women to figure 
out what their finance situation is and to carve out 
a portion that can have a higher level of risk. Just 
enough to feel a little uncomfortable and begin to 
build a financial perspective that includes a small 
degree of risk. For many women, investing can 
be a fearful thing, and it doesn’t need to be. I love 
to see diversity. We all need different buckets. 
We all need a good nutritious meal that has meat, 
potatoes, vegetables and fruit. We need to think 

of our financial language in the same way. We 
need a variety of things in that financial bucket. 
And women are hesitant to do that, which is why 
their personal resources prior to a spouse passing 
away are probably less than they should be. You 
never want to step too far outside your comfort 
zone, but let me give you a small example. I had 
someone come into my office who wanted to 
save $10,000 a year, so in 10 years they would 
have $100,000. I asked them if it would be worth 
it to have $90,000 in 10 years, and put that other 
$10,000 in something a little more aggressive, and 
maybe in 10 years, they’d have $140,000 instead of 
$90,000. They had never thought about it that way. 
So women need to step outside their comfort zone 
a little bit. Don’t risk the whole savings account, 
but certainly risk a little bit more, because the gain 
is out there for them, and it would be a shame for 
them to miss it.

Nichols: In my experience, women often feel 
less secure about money and their financial future 
than men. Many women also have demographics 
working against them. They outlive men and may 
find themselves financially responsible for aging 
parents and young adult children. Women who 
have been out of the workforce for any period of 
time often feel anxious about the prospect of having 
to go back to work to pay the bills. A study done 
by the Social Security Administration shows that 
women spend an average of 12 years out of the 
workforce caring for children or parents, compared 
with less than two years for men.  So not only are 
they not earning money in those years, they are 
not contributing to their retirement accounts either. 
Women also live longer than their spouse and 
often have a need for more long-term care. Nursing 
homes are filled primarily with women, and the cost 
of care increases every year.

Brady: Yes and no. While men and women both 
aspire to financial security, the concept means 
different things to different people. And I do think 
men and women have different financial priorities 
and goals, just as Millennials and Baby boomers 
do. As for the approach, men traditionally have 
maintained responsibility for financial matters of 
the household, but this has changed significantly 
over the past couple of decades. Today, women 
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The Sterne Agee Family Office
is Joining

The team at the Sterne Agee Family Office is 
proud to be joining 1919 Investment Counsel. 
Named for the year its predecessor firm was 
founded, 1919 Investment Counsel provides 
counsel aimed at helping families, individuals, 
and institutions achieve their financial goals. 

800 Shades Creek Parkway, Suite 125
Birmingham, AL 35209  |  205.414.3350 

www.1919ic.com 

Baltimore, MD  |  Birmingham, AL  |  Cincinnati, OH
New York, NY  |  Philadelphia, PA

“Recent studies 
have confirmed 
that Millennials 
are most 
concerned with 
getting out from 
under current 

debt...”

- Ann Damon Haas
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constitute more than 50 percent of financial 
planning and investment clients in the market. 
Women outlive men, and they now manage over 
half the assets in our country. In my experience, 
women tend to be less confident than men in 
their financial decision-making and their ability to 
manage their financial affairs. This makes them 
more open to seeking advice and education. 
Women are also generally more collaborative in 
making household decisions than men. Women 
tend to be more conservative in managing 
financial affairs. This is biologically and financially 
counterintuitive. Because women on average live 
longer than men, they should consider being less 
conservative in the early years of investing, so they 
keep up with inflation over the long term. Men and 
women should seek out advisors who listen to 
them and understand their personal financial goals 
and objectives. Individuals have unique financial 
goals and objectives, and it is vital to work with 
financial advisors who understand them.

Haas: On the whole, women tend to be more 
conservative and more measured in assessing their 
financial security. Women also tend to be more 
holistic and think of their financial security and 
legacy as being about values and experiences in 
addition to financial assets. While there are clearly 
quantifiable gender differences in approaches, it 
largely boils down to exposure and experiences. 
Women tend to be more risk-averse with their 
investments and have lower self confidence in their 
financial decisions. This is an area that is changing 
rapidly as women are striving and making progress 
toward income parity and financial assets are 
moving more into the hands of women. While the 
gap of who is involved in the household financial 
decision-making is narrowing, women have 
traditionally been more removed from the hands-on 
practice of managing the wealth of the family. As 
the participation increases and the knowledge 
becomes more internalized, confidence increases 
and the willingness to take on more educated risk 
can become more integral to the plan for financial 
security. At 1919 Investment Counsel, we recognize 
the importance of factoring in the various female 
perspectives and preferences as an integral part of 
the overall family dynamics.

Spotswood: I’ve always believed that women 
approach finance and financial security completely 
differently than men. They intrinsically have a 
bucket strategy, they put different priorities and 
goals in different buckets. They have a bucket 
for their house, for their children, for travel, for 
education, for retirement, for their daughter’s 
wedding. We don’t look at it in 
the same way that men do, where 
it’s just one big pile that they’re 
going to invest. Instead we want to 
earmark those funds and prioritize 
those buckets, and then we want 
to know that what we’re investing 
in will help us reach the specific 
goals and values associated with 
each bucket. We have this running 
conversation going on in our head 
where we’re shifting money in 
between buckets based on our 
values and priorities and where 
we are in our life. I think financial 
planners should say, ‘Let’s take 
your investment portfolio and 
identify what your goals and 
values are as part of the planning 
process.’ It might be completely 
irrational to spend $100,000 on 
your daughter’s wedding. But if 
it’s incredibly important to you, 
and you can save and invest 
accordingly to reach that goal, 
that’s all part of the conversation. 
Moving away from treating your 
portfolio as just one lump sum and instead having 
conversations about this bucket approach would go 
a long way toward women feeling invested in how 
they’re managing their financial security.

Cummings: I do believe men and women can 
approach financial security very differently. I have 
a girlfriend who carried a large hand bag, and 
inside it were all these envelopes for her day-to-
day budgeting. One was for the grocery store, one 
was for getting her hair cut and styled, one was for 
her children’s clothes and so on. Every month she 
divided her spending money into these envelopes. 
That’s the way she thought about her expenses – 

based upon what her needs were.  The envelope 
system is for budgeting expenses, but it can apply 
to her investment philosophy as well. Men typically 
want to skip to the end result. Women very much 
want to express their goals and visualize how they 
are being met. The can see their goals person by 
person, event by event, need by need. Unless a 

woman can see how her goals 
unfold on a piece of paper, many 
times her communication needs 
are not met.  If see cannot visualize 
how her goals are specifically 
being met, she will question the 
financial plan and require more 
fact-finding to confirm that her 
wishes are in place. Women like 
to have an investment strategy 
that demonstrates how specific 
goals are being met – whether you 
call it setting up different buckets, 
envelopes or accounts – to show 
that funds will be available to 
achieve her varied and specific 
goals. If the roadmap doesn’t 
clearly reflect how her goals will be 
achieved, she will not be satisfied.

Hudson: It’s a different 
approach. Men will go out and risk 
more, whereas women will hold 
on tightly and out of fear. So, as 
women have more businesses and 
are exposed to things that cause 
them to take a little bit more risk, 
women will learn to take the risk. I 

think the Millennial women do a much better job of 
that than the Boomers.

Q: What is our role in teaching financial literacy 
and education to women and young adults?

Nichols: It is crucial that all advisers find a way 
to give back and mentor the next generation.  We 
need to teach children the basic concepts of income 
and expenses, and we can start at a very young 
age with a small allowance. We need to teach our 
teenagers how to budget and save for the future. 
We need to stress the concepts of credit card debt 
and loans and how quickly interest compounds. 

And we need to teach delayed gratification for 
possessions by encouraging savings and investing.

Brady: It is important for financial advisors to 
engage women and younger adults in seminars 
and financial presentations. Including spouses 
and children in financial meetings can help set 
the tone for agreeing on shared family financial 
values, and financial consultants can help parents 
communicate what sort of financial expectations 
parents may have for their children. This is not 
to say that parents should or can use money as a 
way to control their children, but it is important for 
children to understand what the financial priorities 
are for their parents.

Haas: Education is the key. The more education 
people have, the more they understand the 
importance of long-term savings and planning 
for retirement. According to a recent BlackRock 
survey, women with more education are more 
likely to focus on long-term rather than short-
term goals, be more successful at long-term 
financial decisions, actually have investments, 
enjoy managing their investments and be willing 
to take higher risks to achieve higher returns. In 
our experience, we have seen many women who 
have come into the position of financial decision-
maker only when it was forced upon them through 
death, divorce or inheritance. What is already an 
emotional situation becomes even more charged 
due to the lack of confidence in working with 
finances and investments. At that point, educating 
the client and developing plans that she can relate 
to are absolutely critical. We strongly encourage 
our clients to be inclusive especially in educating 
spouses – male and female – and children, so the 
whole family is financially literate and on the path 
to financial independence. The education initiative 
needs to recognize that for most Americans, what 
we know about money is grounded in what we 
learned from our family while growing up. In most 
instances, Americans learned the value of savings 
and financial discipline but not necessarily the value 
of investing and longer-term perspective of asset 
growth. In addition, this Millennial generation saw 
the impact of the financial crisis on their parents’ 
investments. However, Millennials are very open 
to taking advice and are consumers of information 

“So often, women 
approach 
fi nances from a 
reserved, anti-

risk mindset.”

- Cynthia Hudson
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via social media. Any education efforts should 
encompass all these considerations. Along with 
education should come practical experiences 
that start with taking steps, no matter how small, 
now. For young adults, having savings accounts 
and savings goals is important. For Millennials, 
participating in their employer’s retirement plan in 
addition to savings plans gradually increasing the 
rate of savings are critical first steps.

Spotswood: This is absolutely imperative. The 
Millennials are already picking up this flag and 
running with it and realizing that they need to take 
control of their financial security. And that starts 
with baseline financial literacy. It’s about women 
demanding straight-talk, free of jargon and industry 
lingo. They need to take the steps necessary to read 
the fine print and ask all those probing questions 
about fees, what’s in the disclosure, what am I 
investing in, and be able to understand it. Peter 
Lynch, one of the greatest investors, had a line that 
said, ‘If I can’t draw it with a crayon, I don’t want to 
invest in it.’ There is some truth to that. If a financial 
investment gets too beyond your understanding 
and is too complex, then walk it back. It is 
staggering that women feel intimidated by their 
finances or the language surrounding investments, 
because the numbers are all in our favor. We 
control 60 percent of the personal wealth and 51 
percent of stock ownership, we make 85 percent 
of consumer purchases, we open 89 percent of 
bank accounts, we buy most of the homes, and 90 
percent of women will control the wealth in their 
family. We are the heartbeat of making financial 
decisions for ourselves and our family, and it’s 
critical that we teach young women that. One 
thing we’re starting in our St. Louis office – and 
we’d like to bring it to Birmingham – is a 10-week 
series for children on financial literacy. It will start 
with the basics of opening a checking and savings 
account to understanding the stock market and 
why you invest in a company. I’m excited about that 
program. Start them young.

Cummings: It seems like the Millennials 
give their kids a lot of things. Everything is big: 
vacations, birthday parties. I think it’s important to 
teach the value of these privileges to children.

Give them their own money when they’re 

younger and let them be responsible for purchasing 
their toys and birthday party gifts. It helps them 
make good choices. At Oak Mountain Elementary 
School they are already teaching The 7 Habits of 
Highly Effective People. They are teaching the kids 
to be proactive and ask questions, the same habits 
that apply to managing money. I’m so excited that 
is happening in my granddaughters’ school, but 
we have to enforce it in the family. 
Children have to understand that 
you can’t have everything. There 
has to be a limit. In terms of 
financial literacy, we have a lot of 
good programs through different 
organization like The Women’s 
Fund and the YWCA to help 
women understand how to budget 
their money and for single women 
to get into a home of their own. 
There are so many single women 
who are trying to raise children on 
their own with no income source 
other than their own paycheck. We 
need to make sure that financial 
literacy is taken seriously. Our firm 
provides speakers for seminars 
on topics of financial literacy for 
women. Women love to go to 
seminars and have advice given 
in clear terms: A, B, C, D. They 
want to skip all the jargon. Women 
want to see how the advice 
applies to them and how they can 
practically apply it. Women feel 
very uncomfortable seeing a lot of 
numbers on a financial statement 
without knowing how they apply to 
them. They want to know in clear 
language what the report says, 
how it affects them, what’s good or 
bad about it, and be able to assess 
it on their own.

Hudson: Education is the key thing. We need to 
start teaching fiscal responsibility in first grade, 
even kindergarten. The Millennials are not afraid to 
ask. They want to know. For the Baby Boomers and 
those beyond, they shouldn’t let their pride get in 

the way of asking questions. And they shouldn’t be 
fearful. It’s their money. They have the right to ask 
questions. In the end, financial literacy is a lifelong 
learning experience, because things will change. 
So, it’s important that we all take ownership. And, 
if that person that you’re asking makes you feel 
uncomfortable, then you need to find somebody 
else you can ask. Because if you can’t have a candid 

conversation with your advisor, 
then you need someone else.

Q: What do finance 
professionals need to do to better 
attract women as clients?  

Brady: Awareness and 
education would be a great start: 
Women need to understand 
that they will more than likely 
be in charge of managing family 
assets at some point in time, and 
they need to be confident about 
choosing advisors to help them 
accomplish their personal goals. 
Women need to be secure in their 
financial decisions. Because some 
women are more emotional about 
financial decisions, they may need 
to work with an advisor who can 
balance emotion with an empirical 
approach. Which is not to say that 
women want to be showered with 
charts and statistics. They may 
just need to hear about expected 
outcomes given certain decisions 
and assumptions. Because women 
tend to have responsibility for the 
financial and physical care of aging 
parents, they also think more 
about philanthropy, and providing 
financial assistance to children and 
grandchildren. Female advisors 

may be able to relate a bit more closely with some 
of these more emotional issues. Nevertheless, there 
are many more men than women in the investment 
advisory world, and this statistic needs to change. 
Women control a large and growing amount of the 
private wealth in this country, and financial advisors 

need to understand their goals. Financial advisors 
should help clients feel secure with their financial 
situation, and when a client needs to change his 
or her habits in order to accomplish the financial 
goals, the advisor needs to be confident about 
delivering that message.

Haas: We have found that most of our female 
clients have come by word-of-mouth as referral 
from other clients. So probably the most effective 
way to attract more clients is to serve the ones 
you currently have. What seems to speak to 
people is the ability to listen to what is on 
their mind, being mindful of what their critical 
issues are, and working with them to develop 
plans that incorporate their goals. Including 
financial education for them and their families 
is very important as well. It is easy for financial 
professionals to present wonderful solutions to 
problems that the client does not have. We try to 
talk less and listen more and try to meet potential 
clients where they are, developing a good dialogue 
and understanding of experiences, financial 
knowledge and desires. In our planning-based 
model, our goal is to work with a client to develop 
a holistic plan that encompasses their personal and 
family goals.

Cummings: Listen. Women want to talk about 
their concerns. They want to be heard. They don’t 
want to be talked to in a condescending manner. 
Going back to the buckets and goals, women want 
customization of their plan. A typical scenario is 
a couple comes in and you begin a dialogue of 
covering their financial plan. Often the men will 
go, ‘Okay, okay,’ and skim the details to get to 
the bottom line. A woman will oftentimes want 
to see the construction of the plan. They want 
the foundations and all the details. It becomes 
very personal. Women don’t want a cookie-cutter 
formula to their problem. They don’t want to be 
pushed or rushed. They want you to understand 
what is important to them, and then help them have 
a good, solid plan. But women are not concerned 
about only the soft side. They do want and expect 
results. They like to see their plan, know where 
they are, and how it’s going to be adjusted to meet 
her goals. Women prefer communication of all 
the schedules and papers that are a part of a plan. 

ADVERTISING SUPPLEMENT

TRUSTED ADVISORS WITH PROVEN SOLUTIONS 
TO HELP YOU ACHIEVE YOUR GOALS

You will feel confident that you’re making the right decisions when you 
utilize the experts at Kassouf & Co. Whether it’s evaluating business 
opportunities, developing a strategic vision or performing accounting, 
tax and compliance services, we are here to serve you.

> Your success is our business

2 2 0 8  U n i v e r s i t y  B o u l e v a r d  |  B i r m i n g h a m ,  A l a b a m a  3 5 2 3 3  |  ( 2 0 5 )  4 4 3 - 2 5 0 0  |  w w w . k a s s o u f . c o m

“Give them their 
own money 
when they’re 
younger and 
let them be 
responsible for 
purchasing their 
toys and birthday 

party gifts.”

- Tommie Cummings



18 BIRMINGHAM BUSINESS JOURNAL

They don’t want to leave with just a stack of papers 
without having an understanding of them.

Hudson: You have to go where the women are. 
You have to meet in a place where the woman is 
comfortable and not overwhelmed. Sometimes 
just walking into a conference room can be a little 
overwhelming for women who are coming into 
this from a fearful standpoint and aren’t seeking 
to risk. Women want to have a relationship first, 
next comes the trust, and then the account. They 
can’t feel like the advisor is just there to say, ‘Give 
me your portfolio and trust me.’ The relationship 
has to precede that. I had a woman who said to 
me recently, ‘It seems like everywhere I go, they 
just want my money and they don’t want to talk 
to me.’ So talk first and build a relationship. The 
relationship comes first.

Cummings: A lot of times for my first couple 
of meetings with a woman, I’ll go to her home 
and we’ll sit around her kitchen table. She is 
comfortable in her home environment and she has 
all her information there. So you have to be flexible 
and adaptable to what meets her needs.

Spotswood: First off, financial advisors need to 
recognize that women make great investors. This 
is an incredibly important client base to cultivate. 
Women are great networkers. There is tremendous 
power in our word-of-mouth. We look to each other 
for recommendations, and we’re very loyal. Once 
we build that relationship of trust, we are willing 
to go through thick and thin. And that’s important 
when you’re looking to construct an investment 
portfolio. One thing that is a hot button to me as 
it relates to financial advisors connecting with 
women is starting off with a financial-planning 
process where you go through very systematically 
and strategically talking about goals and getting 
a sense of where their values lie. What are the 
buckets? And then secondly, it is recognizing the 
difficult decisions that women make in regards to 
whether to stay in the workforce or stay at home, 
and giving the validation to women who make the 
choice to stay home and take care of their families. 
Because there is not a W-2 attached to taking care 
of your kids, and it’s a tremendous job. It’s easy 
when you’re sitting down with a financial planner 
to talk about money, and all you’re talking about 

is income earned, and you’re not putting a dollar 
amount on how much value is being created by 
taking care of your children, your parents, your 
extended family, your community. And even though 
you can’t necessarily put a dollar amount to that 
to build a financial plan, I think 
validating those decisions and 
acknowledging those sacrifices 
and contributions is an important 
part of building that relationship. 
And it bothers me that it often goes 
overlooked. That can go a long way 
towards building that trust.

Hudson: For women who do 
stay home, it doesn’t mean they 
can’t figure things out. Because 
it takes quite a few brain cells 
to deal with children day in and 
day out. They’re figuring things 
out in a multi-faceted, changing 
environment on a daily basis. 
Don’t discount the stay-at-home 
mom.

Cummings: And a lot of 
the women who are staying 
home these days are lawyers, 
accountants, pharmacists, 
doctors. They are either 
professional women or business 
owners who are fulfilling family 
goals. They are very bright.

Nichols: Women control more 
private wealth than men do, so 
there is a great need for advisers 
who can cater to women. Women tend to want 
more empathy and education, so financial planners 
need to offer both.  In addition, we are seeing many 
women concerned about the financial security of 
their aging parents as well as their young adult 
children. Also, women tend to prefer working with 
a female adviser, so the financial firms should 
continue to hire more females.

Q: What investment opportunities are you 
seeing in this environment?

Haas: Now more than ever it is important to 
continue to invest in quality. You want to know 

what you own and why you own it. There is 
great comfort is reviewing your list of holdings 
and knowing that the underlying value of your 
investments remains despite the day-to-day 
volatility of the market. You want to continue to 

diversify across asset classes, 
economic sectors and fixed 
income maturities. Have some 
dry powder available for taking 
advantage of some of the volatility 
that is likely to be a part of the 
market for the near term. And 
keep the longer-term perspective, 
knowing that taking on the 
appropriate amount of additional 
risk should result in additional 
longer-term return.

Hudson: The important thing to 
remember is that regardless of the 
financial environment, you always 
need to be investing. Stocks go 
down, but they also can come 
back up. You always need to be 
active. You don’t have to always be 
buying stock, but you need to be 
working with someone who has a 
sense of the right time to invest.

Spotswood: Today it’s much 
easier to place greater emphasis 
on current events we see in the 
market, hear on the TV and read 
online. We perceive that the market 
is going to go down dramatically at 
any moment, so we’re going to sit 

on the sidelines and wait for the best opportunity. 
The best opportunity is to dollar cost average into 
your investment. As a starting point, keep investing 
and put your money to work. Don’t try to pick the 
bottom or the top. But, backing up a bit, I would 
say that the best investment opportunity is to invest 
in yourself. This is a critical time to be learning new 
skills and looking at the industry in which you’re 
working. Are you doing what needs to be done 
to help you personally reach your goals? Do you 
need to ask for a raise or learn to code?  Back on 
the investing front, we’re in an incredibly difficult 
investment environment. Company fundamentals 

have been pushed aside and macro factors, China 
GDP, the price of oil and algorithmic trading are 
driving stock and bond price performance. On top 
of that we have low interest rates and will for a long 
time. We’re forcing savers to become investors. 
We’re forcing people who just want to have a steady 
stream of income for retirement to take more risks. 
It’s a critical time to work with a financial planner. 
We’ve rolled out a risk-management tool called Risk 
Pro. It allows a client to go through 10 questions 
asking their thoughts on the market and how long 
they can stand a loss in their investment portfolio, 
and it scores them based on that risk. Then it 
takes that score and it quantifies the drawdown 
in their investment portfolio in dollars.  It moves 
the conversation away from all the jargon and it 
turns it into this powerful conversation where the 
client know exactly how their investment portfolio 
is going to perform in a market environment that 
simulates 2008. You set the worst economic 
crisis as a baseline. Then ask, does it pass my gut 
check? It gives control back to the client. They can 
look at their portfolio and decide whether they’re 
comfortable losing that amount. And from that 
viewpoint you can start to take smart risks.

Cummings: It still goes back to goals. Don’t 
panic in these situations. Be very steady with your 
goals, your risk mitigation and your diversification. 
This is not a time to get scared. Many times we 
are frightened and sell low only to buy high when 
the market rebounds. Stay the course. The hardest 
concept is realizing that there will most likely be a 
low point. Figure out what your tolerance is so you 
can sleep during those times.

Hudson: Sometimes even a good stock loses 
some value. Just remember that a loss is not a loss 
until you sell the stock.

Nichols: In a volatile market environment like 
we’ve seen the last six months, it is more important 
than ever to invest in well-diversified portfolios with 
a mix of stocks, bonds, alternatives and cash.

Brady: Very generally – and considering the 
current low interest-rate environment – equity 
markets may be more attractive than bonds or 
bank deposits, if investors are comfortable with 
equity market volatility. Beyond fixed income and 
equities — and considering risk appetites and 
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time horizons — there seems to be a more active 
market for investors to become involved with 
startup companies and small businesses. Many 
small businesses and entrepreneurs are looking for 
investors, and as the economy has improved over 
the past five years, small businesses have been 
able to rebuild their balance sheets and perhaps 
attract outside investors. There’s a competitive pool 
on both sides of the transaction, with businesses 
looking for investors, and investors looking for 
better returns on an investment than the stock 
market may offer.

Q: What qualities should you seek in an 
adviser?

Spotswood: Beyond the obvious of professional 
credentials and reputation, choosing a financial 
advisor is a bit like choosing a husband or a 
partner. Do you trust them? It’s a gut-check 
moment. You either have that connection and 
believe that they’re going to do right by you, or you 
move on. Number two, are they a good listener? 
Do they really listen to what are your goals, values, 
expectations and fears? And then, are they willing 
to push back? Once they recognize where all your 
priorities lie, and then you’re not willing to take 
adequate risk or you’re spending beyond your 
budget, will they push back? That’s incredibly 
important and part of being a good listener. And 
then lastly, are they a hard worker? You want to hire 
a financial advisor who is growing their business 
and working as hard as you are at generating 
income and creating financial security. They’re up 
to speed on what investment opportunities are right 
for these market conditions, and they know about 
innovative products. They’re constantly learning, 
and able to assess your portfolio needs with the 
best options out there instead of just resting on 
what might have worked five years ago. They’re 
continuing to work hard at growing their practice 
and your money.

Cummings: A good listener who you trust. An 
advisor who is available and interested in you as a 
person. Are they proactive? What kind of reputation 
do they have? And what is their approach to being 
an advisor? Make sure that it’s a good fit. Don’t just 
accept what’s out there. Accept what’s right for you. 

Don’t go with someone who gives you the answers 
before they really know what you need.

Hudson: Someone you can trust and who listens. 
Don’t be afraid to seek another advisor if the first 
one is not a good fit.

Nichols: You should look for someone who is 
trustworthy; is willing to act as 
a fiduciary; invests their money 
the same way they invest yours; 
is cognizant of tax implications 
for investing; wants to build a 
relationship with you and your 
family; and is focused on your 
entire financial situation and not 
just your investments. Check 
for credentials such as Certified 
Financial Planner (CFP), Chartered 
Financial Analyst (CFA) and 
Certified Public Accountant (CPA). 
Request a list of client references 
and check them out. Consider the 
services they offer and determine 
how they will help educate and 
protect your family’s wealth. 
And ask the adviser if they offer 
financial planning services along 
with investment advice.

Brady: The most important 
quality in an advisor is 
trustworthiness. That begins 
with understanding the client by 
asking questions to help the client 
articulate her expectations, and to 
define her financial priorities and 
goals. It probably goes without 
saying that investment expertise 
is an important quality, too, 
especially combined with good 
old-fashioned life-experience.

Haas: People select their financial advisers 
based upon the relationship they have developed 
or hope to develop. Basically, people want to work 
with people they know, like and trust. In order to 
develop that rapport, investors need to be able to 
count on clear communications with their advisors. 
It is important for the client to feel that the advisor 
incentives are in alignment with the clients’ and that 

total transparency is built into the relationship.

Q: How do I determine the best retirement plan 
for my business?  What are the pros and cons of 
different retirement savings options?

Cummings: You would need a library for the 
answer to this. There are certain 
components that you need to 
know. Is your business profitable? 
How is your business structured? 
Certain plans work well with 
C-Corps, some plans work well 
with an S Corporation or an 
LLC. Do you have employees? 
Are they long-term or short-
term employees? There are 
plans you can implement that 
segregate employees into certain 
classifications. Are there a lot of 
highly compensated individuals?  
It’s a mathematical equation. The 
real answer is what meets your 
goals?  What are you striving 
for? Are you trying to get the 
most out of the plan for the 
business owner? Are you trying 
to give your employees as much 
benefit from the plan as possible? 
Then you have to get into the 
complexity of the plans and the 
fiduciary responsibility. Consider 
the investment component of 
the plan and determine what the 
cost-benefit is. There are many 
plans out there. The main advice 
is, do something. There will be an 
effective solution for you. This is a 
personalized item where you must 

take your data, goals and financial situation, and 
sit down with your advisor and work through it to 
come out with a plan that’s specialized for you.

Hudson: A lot of start-up businesses might 
not even consider a plan, but they need to have 
something, even if it’s just a SEP, an IRA or 
something small. Do something. And then, as your 
business grows, you may evolve into another plan. 
So the retirement plan that is best for your business 

is one that suits the stage of your business, and 
it will change as that business grows. But the 
important thing is to have a retirement plan of 
some kind.

Nichols: Seek advice from retirement plan 
experts – not just investment experts – who can 
help you evaluate your goals and priorities. Look 
for an adviser who is a 3(38) investment fiduciary.  
This type of adviser is free from conflicts of 
interest, as their compensation cannot vary with 
the investments selected for your retirement plan. 
Retirement plan options differ in several ways: 
contribution limits, administration requirements, 
number of employees covered, required 
contributions, etc. Solicit the advice of a retirement 
plan specialist and your CPA to choose the option 
that works best for your business.

Brady: There are many options for retirement 
plans, and all have advantages and disadvantages. 
The best option for any individual or company 
depends on many factors, and individuals should 
seek advice from an accountant before establishing 
a plan for a business. The most common types of 
qualified plans are Defined Benefit Plans – including 
Traditional Defined Benefit Plans, Cash Balance 
Plans, and Fully Insured Defined Benefit Plans – 
and Defined Contribution Plans, including Money 
Purchase Plans, Profit Sharing Plans, 401(k)s and 
Stock Bonus Plans/ESOPs.

Haas: Given the complexities of the tax code 
and the number of options available to formalize 
retirement plans for businesses, it is important 
to work with your entire team of trusted advisors 
to find the best solution for your business. Each 
option has its own set of advantages, fee structure, 
eligibility requirements, contribution limits for 
employees and employers, access rules, and 
administrative responsibilities. The significance of 
retirement plans cannot be overstated.  Establishing 
and encouraging participation in retirement plans 
is one of the best things you can do for your 
employees for their long term well-being.

Spotswood: You have 401(k) plans, simple IRAs, 
SEP IRAs, profit-sharing plans, Roth IRAs. The list 
goes on and on. With this many options, working 
with an advisor is key. One thing that I think is 
an exciting trend is adding financial wellness and 
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education as a company benefit to a retirement 
plan offering. It’s taking on a lot of different forms, 
but the general idea is to offer employees access 
to financial education tailored to their goals. The 
employee selects what topics they’re interested 
in, such as setting up a 529 plan or managing 
student debt, and that information is delivered to 
them via video conferencing, webinars, one-to-
one financial advice and through an extensive 
online research depository. When a part of your 
paycheck is automatically deducted and put into an 
investment account, and you’re not taking as active 
a role in managing that investment portfolio beyond 
checking a box or two each year, it’s hard to be 
engaged. By layering on this component of financial 
education, employees get more active in managing 
their investments. This is a hugely exciting area 
for both businesses and employees as it relates to 
retirement planning.

Hudson: Also, from a retirement-plan 
perspective, as your business grows from that 
startup, your business may later offer a 401(k). 
There are fiduciary responsibilities that come 
with having a 401(k). The business owner has to 
educate their employees and provide information 
to their employees about the investments in the 
plan. When you get over that 100-employee mark, 
you then may need an employee-benefit plan audit 
and perhaps other reporting as well. So keep in 
mind that as your business grows, there may be 
increasing fiduciary and reporting responsibilities 
that come with that business retirement plan.

Cummings: Be sure to get with an advisor who 
considers the link back to the employees to be 
important. Because if you go to the expense and 
trouble of putting in the retirement plan, you want 
to encourage your employees to participate.

Q: If an individual wants to officially transfer 
wealth to their family, what are some of the ways 
to do this and save taxes?

Hudson: There are plenty of ways. The first 
thing is, start early. Don’t wait until you’re 80. 
Start thinking about this in your 50s and maybe 
start putting it into action in your 60s. The amount 
you can give annually for 2016 is $14,000 per 
person. So, if grandma wants to give a family of 

four $14,000 each, that’s $56,000. Grandma and 
granddad together can give well over $100,000 
to that family of four in one year. The lifetime 
exclusion amount is $5.4 million plus. If you have 
an estate big enough to give these 
annual gifts, you probably need 
to go ahead and document these 
annual gifts with gift tax returns. 
Down the road in 15 to 20 years, 
as a lot of wealth transfers from 
Baby Boomers, annual gifts could 
be a key focus for the IRS in years 
to come.

Cummings: That $14,000 
includes the miscellaneous gifts 
that you give. You can’t buy them 
a car and give them a $14,000 
check.

Spotswood: One of the key 
points is to be proactive and get 
your paperwork in order and 
have a plan. It’s just a question 
of looking at your circumstances 
and taking the time to sit down 
and talk about your mortality and 
what’s going to happen to your 
assets. I know those are not easy 
conversations. But I couldn’t say 
more emphatically to leverage your 
financial advisor, their professional 
network of estate attorneys and 
CPAs, and carve out the time to 
get those documents in place and 
get a plan together.

Hudson: When we talk about women and how 
we like control, knowing the details and having 
things segmented, then being proactive becomes 
important in making plans. Many women will 
outlive their spouses. So, it’s important that you 
have a plan for your gifting, just like you did with 
the wedding and college for your kids.

Nichols: The easiest way to begin transferring 
wealth is to use the annual gift exclusion. 
Depending on the size and type of wealth you desire 
to transfer, a family limited partnership or other 
sophisticated gifting strategy may be appropriate.  
Consult your accountant or attorney for strategies 

appropriate for you. Trusts can also be a great 
way to transfer wealth while shielding assets from 
creditors and/or having some type of direction for 
how these assets are spent.  Many trusts also give 

you more bang for your buck. 
For instance, you can transfer 
$1 million in assets but only use 
$200,000 of exemption.

Brady: There are many ways 
to reduce taxes through wealth 
transfers, but all of them require 
close consultation with a financial 
advisor and tax accountant. 
One of the biggest mistakes 
an individual can make is a 
financial decision based on partial 
information: picking up on one 
thing someone has mentioned 
that sounds advantageous, 
without understanding all aspects 
of the financial situation or the 
related trade-offs. Decisions 
about transferring wealth from 
one generation to the next must 
consider the individual’s unique 
financial situation, and the financial 
condition of all those who may 
be impacted by the decision. Tax 
laws and inheritance tax laws 
have changed significantly over 
the past decade, making it easier 
for families to transfer wealth and 
avoid inheritance taxes.

Haas: Assuming that families 
are in a taxable estate situation and the assets 
are not necessary for ongoing living, then leaving 
retirement assets to charity can be an effective way 
for fulfilling philanthropic goals as well as avoiding 
additional estate and income taxes. Establishing 
charitable trusts – lead or remainder – are effective 
tools for providing either source of current income, 
while leaving assets ultimately to charity or allowing 
charity to have use of the assets for a specified 
term with assets then coming back to family 
heirs. Both have substantial tax-savings potential. 
Any strategy should be coordinated with estate 
planning, investment and accounting advisors so 

that each of the initiatives are consistent with the 
overall plan.

Spotswood: We’re talking about $30 trillion that 
is going to transfer from Baby Boomers to Gen 
Xers and Millennials. This is a significant transfer of 
wealth. It’s going to have a meaningful impact on 
future generations.

Cummings: And when you’re talking about 
businesses, those are harder to transfer and 
require much more sophisticated planning and 
fact-finding. When you start transferring a piece of 
your business, there are appraisals and multiple 
steps that have to happen. You have to work 
through the future to predict what the transfer will 
do to the cash-flow of the person who previously 
owned all the stock. What’s going to transfer to the 
children? The transfer is very important for your 
estate planning, day-to-day operations within your 
business, to your cash flow and to your family 
financial planning. Consider the potential tax liability 
that the second generation will face if you don’t 
transfer your wealth. The value of businesses can 
increase substantially, and many times owners 
don’t even realize it. Many owners have invested 
so much back into their businesses, they can feel 
that their business ownership has made them 
poor. Their main asset is their business, they have 
few outside assets, and transferring their wealth 
can cause a tax burden without the cash to cover 
it. When the business asset passes to the next 
generation, in a case where the value of a business 
has gone from $10 million to $20 million, all of a 
sudden you have a huge estate-tax burden if you 
haven’t prepared for it.

Hudson: These are not short-term conversations 
about transferring assets and wealth. It should be 
done over many years. Sometimes I think people 
put off financial planning because there’s a cost 
for all the planning, appraisals and advice. But that 
cost is an investment in your future. Whatever you 
pay in the planning of your estate, you will save 
at least that amount in taxes many times over. 
You’re simply being proactive by planning and thus 
investing not only in your future, but also in your 
legacy that passes on to the next generation.

ADVERTISING SUPPLEMENT

“One of the 
biggest mistakes 
an individual 
can make is a 
financial decision 
based on partial 

information...”

- Lessie Brady


