


+|| ! # ’ * |
4 N
+ + n ! * 1
'# -
We learn about you,
your goals, and aspirations.
- J
4 )
, H# 1 #
n II! , !II
" Private meetings once or
twice a year, and other meet-
Based on your: values, goals, ings when desired, to review
resources, and preferred process. your portfolio and recommend
any changes to your
Approx. 2-3 weeks investment plan to better
e N accommodate your changing
) needs and desires.
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Includes a review and
recommendations for change
of investment fees, asset
Qllocation, and investment strategyj
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: : ment your plan and sign forms to
IRLEEE B Ivesiiert 9.6, i Upto 1 week | establish your accounts, and re-

assist you in achieving your

\_ dreams. Y,

* There are no fees for our initial meetings as we
we are best suited to help you achieve your goals w

view with you the tax aspects
\ of any portfolio changes.

get acquainted and determine if
hile adding value.

()# M1



“Possess a retirement that is filled with
peace and financial security”

“Make further education possible for a family membe r

“Leave a legacy that lives on through charitable
contributions, community or other foundations”

“Achieve Financial Freedom”

“Achieve all that is important to you.”

Whatever your dreams are, they are important to you.
This makes your dreams extremely worthwhile. The resource guide you are
holding in your hands will better enable you to make smart decisions about
your money so that you can better achieve all that’s really important to you.

Let's get started making your financial dreams are  ality.
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While investing can, at times, seem overwhelming, the academic research can be

broken down into what we call the Six Key Concepts to Investment Success.

If you

examine your own life, you'll find that it is the simpler things that consistently work.

Successful investing is no different.

While a full explanation of these concepts

could easily consume an entire treatise, here’s a brief summary of the Six Key

Concepts:

Concept One:

D|ver5|fy to Reduce Risk
Don’t put all your eggs in one basket.
Beware of the 15-stock diversification
myth.
Don’t put all your money in just a few
stocks.
Utilize thousands of individual securi-
ties.

Concept Two:

Diversification Enhances Returns
Employ distinct asset class.
Don’t put all your investment portfolio
in just one or two asset classes.

Concept Three:

Employ Asset Class Investing  (large com-

pany vs. small company and growth compa-

nies vs. value companies, etc.)

- Choosing the right asset class is cru-

cial to success.
Utilize institutional-style mutual funds
which have low costs (tax-managed,
low turnover, and low annual ex-
penses) or use tax-efficient separate
account management

Concept Four:
Global Diversification Reduces Risk
- Some foreign developed markets eq-

uity asset classes possess a low corre-
lation to the movement of U.S. equity
asset classes.
When combined, the mixture may
lower a portfolio’s overall volatility.

Concept Five:

Design, Implement and Monitor

“Efficient” Portfolios
Select asset classes which tend to ei-
ther boost returns or reduce volatility,
or both, for the overall portfolio.
Design portfolio to better withstand
“down” markets.
Make certain asset class placement is
tax-efficient over the long term.
Re-balance portfolio when target mini-
mums and maximums are reached.

Concept Six:

Comprehensive Planning to Reduce

Risks
True wealth management includes a
holistic approach to your financial life,
including estate, asset protection, phil-
anthropic, tax and financial planning.
Identify risks and be proactive to re-
duce or eliminate those risks.
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Given today’'s market volatility, one of the most
important things you can do as an investor is
to ensure that your wealth management
planning is current.

Your wealth management plan  should ex-
amine where you are now and where you
need to go to realize your lifetime financial
goals, and should also identify the gaps
you need to overcome.

It's important to recognize that it's very difficult
to be good at all things. Most of us are not
wired, from an emotional standpoint, to effec-
tively develop and maintain our own invest-
ment plan.

Also, most of us do not possess the compre-
hensive range of knowledge necessary to de-
velop and implement a wealth management
plan. Hence, you may want to consider
working with a qualified wealth manager

One major survey of affluent investors found
that over 90 percent of them want to work
with financial advisors.

The key is to find a specific kind of financial
advisor - a private wealth manager - who will
properly implement the six key concepts we’'ve
discussed here, with your best interests kept
paramount. There are two types of advisors:
those who are transactional and those who
are consultative. The difference?

Transactional advisors  are primarily
focused on recommending a variety of
investment products to their clients.
They represent their company, and the
products they sell—not you.
Consultative advisors are primarily
concerned with offering their clients a
consultative approach that will help them
meet their clients’ investment and com-
prehensive wealth management needs.
They sell no products.

Because consultative advisors are committed
to uncovering your true financial needs and
goals, and crafting a long-range investment
and wealth management plan that will meet
those needs and goals over time, we recom-
mend that you choose the consultative ap-
proach .

“ Your wealth management
plan should examine
where you are now and
where you need to go to
realize your lifetime
financial goals....”




You should always expect outstanding service from a ny financial advisor or
private wealth manager you choose
Your phone calls should be returned on the same or next day.
You should receive quick and complete responses to all your questions.
You should be able to meet with your advisor as often as you wish.
Your financial advisor or wealth manager should always take your unique
needs and preferences into account.
In short, you should expect to be treated like what you are—a very important
client.

Lastly, you should always ensure that your financia | advisor or wealth manager
is a
knowledgeable and experienced fiduciary . Your advisor and/or advisory firm
should:
Possess the legal obligation as a fiduciary advisor to act solely in your best
interests.
(Note - a true fiduciary does not sell any investment products.)
Be independent and avoid material conflicts of interest which may hinder your
relationship with him or her.
Be armed with the necessary tax knowledge and expertise to design and im-
plement a tax-efficient investment portfolio.
Be willing to place in writing to you his or her fiduciary oath.
Be obligated to consider taxes when undertaking investment decisions.

Consider a diagnostic of your investment portfolio.

If you are currently working with a financial advisor and are
unsure of the approach he or she is using, or if you are un-
certain that he or she is acting as a fiduciary and has struc-
tured your investment portfolio tax-efficiently, you should get
a second opinion from another advisor.

In conclusion,

You owe it to your family and yourself to make sure that your investment plan is de-
signed to not only deal with the changes you’ve experienced during the last few
years of market volatility, but more importantly, to also take advantage of the oppor-
tunities to maximize the probability that you will achieve all your financial goals. We
wish you nothing but success in achieving all that's important to you.
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An Excerpt from:

Cutting through the Confusion
Where to turn to help with your investments. [ S L

/ / $ 3)2

What are the Differences in Financial Con- ’
+*$4 3 * P+ 4+

sultants’ Legal Obligations?

Investment services providers not only offer "+ 30

different types of services and charge for them + 42/ "t 2
differently, they also are subject to different / 1 4"

federal and state regulatory requirements and # 5+ "' #F 2

have different legal obligations to their clients

and customers. Important distinctions — including whether the provider has a clear obligation
to act in your best interests or disclose conflicts of interest — depend on which legal category
the provider falls into under our securities laws.

Securities laws recognize two types of providers — investment advisers, who are in the
business of giving advice about securities, and brokers, who are in the business of buying
and selling securities on behalf of customers.

Investment advisers are subject to a fiduciary duty. That means they have to put your inter-
ests ahead of theirs at all times by providing advice and recommending investments that they
view as being the best for you. Investment advisers also are required to provide up-front
disclosures about their qualifications, what services they provide, how they are compen-
sated, possible conflicts of interest, and whether they have any record of disciplinary actions
against them. They are regulated directly by either the U.S. Securities and Exchange Com-
mission (SEC) or by state securities regulators, depending on the amount of assets they
have under management ...

Brokers are generally not considered to have a fiduciary duty to customers, although this
standard may apply in certain limited circumstances. Instead, brokers are required: 1) to
know your financial situation well enough to understand your financial needs, and 2) to rec-
ommend investments that are suitable for you based on that knowledge. They are not re-
quired to provide up-front disclosure of the type provided by investment advisers.

“Cutting through the Confusion” is a publication of the Coalition for Investor Education , which consists of the
Consumer Federation of America , the North American Securities Administrators Associatio n, the Invest-
ment Adviser Association , the Financial Planning Association , and the CFA Institute .

The complete publication is available online at www.nasaa.org or upon request from our offices.
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John J. Ceparano, CPA*, CFP ®M. Tax. Phone: (352) 746-4460
E-mail: jceparano@josephcapital.com
Private Wealth Manager, Co-Director of Tax and Financial Planning, Director of Business Development
Over 20 years of experience in taxation and financial counseling
Served as an adjunct faculty member with St. John’s University and the University of Florida, where he taught classes
in  business management and finance

Ron A. Rhoades, J.D., CFP ®© Phone: (352) 746-4460
E-mail: rrhoades@josephcapital.com
Private Wealth Manager, Director of Research, and Chief Compliance Officer; Editor of FiduciaryNow.com
Author of many books, white papers, and articles; Frequent speaker at securities industry conferences
Frequently quoted in national magazines, including Fortune, Newsweek, Financial Planning, and Wealth Manager
Over 20 years experience in financial planning, taxation, estate planning, and asset protection planning.

Michael J. Tringali, CPA/PFS*, CFP © Phone: (352) 746-4460
E-mail: mtringali@josephcapital.com
Private Wealth Manager, Managing Director, Co-Director of Tax and Financial Planning
Over 20 years of experience in taxation and financial counseling
Level 2 Candidate in the Chartered Financial Analyst (CFA) Program

Joseph D. Coffey, Ph.D. Phone: (352) 746-4460 E-m ail: jcoffey@josephcapital.com
Private Wealth Counselor
Formerly V.P. of Economics and Planning at Southern States Cooperative; formerly served as an analyst on the Plan-
ning, Evaluating, and Programming Staff of the Office of the U.S. Secretary of Agriculture
Served on dozens of professional committees, and has spoken to more than 500 national, international, state, and local
groups, as well as written numerous published articles

Sara “Sally” Long, CTFA Phone: (352) 746-4460 E-m ail: slong@josephcapital.com
Senior Private Wealth Advisor
Over 23 years of experience in financial services in the Florida Nature Coast area

Specializes in advising wealthy client families in the areas of estate planning, investment services, and personal fi-
nances in conjunction with her in-depth working knowledge of trust and fiduciary administration

Eric J. Sobocinski, J.D. Phone: (919) 868-5727 E- mail: esobo@josephcapital.com
Senior Private Wealth Advisor
Over 10 years of experience in estate planning, trust and estate administration, business succession planning, busi-
ness transactions, and family charitable and philanthropic counseling
Currently “Of Counsel” to the Durham, N.C., law firm of Walker, Lambe, Rhudy, & Costley, PLLC and Vice President
and Counsel to Turner-Gary Sports, Inc. of Chapel Hill, N.C.

Linda Horne Phone: (877) 746-4402 E-mail: lhorn e@josephcapital.com
Private Wealth Advisor

Received an A.S. in Accounting and is currently working toward a B.S. in Business Administration with a concentration
in Finance through Kaplan University
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2450 N. Citrus Hills Blvd. ¢ Hernando, FL 34442-5 348 + Also located in the Atlanta, GA, and Raleig h/Durham, N.C., areas.
Citrus County: 352.746.4460 < Toll-Free: 1.866.7 46.4460 < Atlanta: 1.877.746.4402 « Raleigh/Dur ham: 919.868.5727
Web Site: www.JosephCapital.com ¢ E-mail: info@ JosephCapital.com
*The CPA designation is regulated by the State of F  lorida. J.D. denotes Juris Doctor, or law, degree. The CFP® designation is awarded by the Certified ~ Financial Planner Board of Standards, Inc.
The CTFA is a professional certification from the A BA Institute of Certified Bankers.

The Informed Investor: Making Smart Investing Decisions in Today's Volatile Market is Copyright © 2009 Joseph Capital Management, LLC. All Rights Reserved.
Portions of this text are Copyright © 2007 by CEG Worldwide, LLC, and are utilized with permission. The information contained herein is accurate to the best of the
publisher's knowledge; however, the publisher and authors can accept no responsibility for the accuracy or completeness of such information or for loss or damage
caused by any use thereof. The recipient of this information agrees that no investment advisory or tax advisory engagement with Joseph Capital Management, LLC

and its Private Wealth Managers results solely from the furnishing of this material. (Version 2009 02 10)



