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As a woman of the baby boomer generation, I along with many of my contemporaries
find ourselves living as part of the “sandwich generation,” meaning a generation
caring for both aging parents and dependent adult children.

Financial empowerment for women, which includes both independence and
knowledge, are important facets that I would like to address in contributing to our
overall well-being. This empowerment is paramount in reducing stress, but most
importantly, it provides us with critical facts that allow us to make informed decisions
about the feasibility and sustainability of financial options and choices that will sustain
both our loved ones and ourselves.

I think there are three key components to this idea of financial empowerment;
securing the right advice, having a plan and implementing that plan.

Finding an advisor who commits and takes the time to thoroughly understand you
and your family’s current and ongoing needs are important. This understanding
should also encompass discerning the family’s unique “aspirational state” and what
that might be on an on-going basis.

Your advisor should demonstrate that they are effective listeners and communicators.
Their questions should be centered not only on just quantitative information, but seek
to understand you and your family’s preferences, values, goals and objectives, as
well as the aspirations that drive them. Throughout the process, it should feel very
interactive and focused on gaining a deep understanding of what is most important to
you. This includes understanding the dynamics in the family, as well as past
experiences, preferred method of communication for each family member and any
special needs.

Your advisor also needs to have ready resources to provide you and your family with
comprehensive and holistic solutions. Engaging an advisor affiliated with an
organization with broad resources, in my opinion, is a solid start since this allows the
advisor to utilize these resources and accompanying team of experts on your behalf.

The next empowerment component is the importance of a plan. A prepared and
written plan is critical for any desired outcome. Having an advisor who takes the time
to understand what is important to you and your family and has the expertise you
need to provide plan options to make fully informed decisions is critical. Since no one
person can be an expert in all areas, this requires the resources of a team approach
through which an effective advisor works to coordinate these resources with expert
specialists, including your own tax preparer or accountant and trust and estate
attorney to name a few.

But what capabilities or resources are critical for the right plan? There are a number
that come to mind:

First is sophisticated fiduciary investment management. It is important your advisor
has the ability to employ an intelligent personalization approach to investment
management that includes an iterative process of gathering specific qualitative and
quantitative information. This is in order to gain a deep understanding of your current
state and circumstances, as well as the conditional needs, expectations and
preferences of the wealth management process for your family and the future.

I would ask how they work with their investment professionals in balancing the need
for capital preservation and growth of principal while meeting any cash flow
requirements. Not only addressing long- and short-term needs, but importantly
understanding how the advisor assists in determining the family’s unique “personal
benchmark” through what we call an intelligently personalized investment strategy –
customized for each family. This is so important in optimizing sustainable outcomes
for families and their beneficiaries.

The second is incorporating any investment management approach with the broader
plan mission of providing tailored solutions to grow, protect, and ultimately transfer

Financial Empowerment for Women
wealth by addressing the banking and borrowing current situations and future
planning needs. Required here are an understanding of effective and tax appropriate
cash management and credit usage planning.

Also incorporated in this broader plan approach is your trust and estate planning
activities and objectives including any philanthropic goals. Lifetime gifting is often
important for many women and families. I believe asking an advisor to describe their
process in which they gain an understanding in assessing and assisting families in
either developing or reaffirming their core values and goals will reveal the advisor’s
depth and experience in philanthropic giving.

An important aspect of developing an overall plan is seeking out full-service trust
capabilities that provide essential fiduciary services such as special needs trusts,
address philanthropic aspirations and any real estate management needs. With
complicated family dynamics, and resources one needs when juggling the interests
of many family members, a corporate trustee can offer you and your family benefits
beyond those of an individual trustee, including objectivity and continuity of service.
Plus, as fiduciary, financial institutions are held to stringent legal and ethical
standards - relieving you of the fiduciary burden associated with the management of
probates, trusts and estates and providing peace of mind.

This entire plan building process will also be one that incorporates both key tax and
nontax advantages. So it’s really important that one knows how their process also
incorporates working closely with each families’ outside tax and legal advisors, in a
coordinated and thoughtful way to optimize impact, tax and estate efficiencies.

Last, but by no means least of the empowerment components, is implementing a
plan. Everything will depend on the proper and effective implementation of a plan.
But what does that really mean? An effective advisor should provide you and your
family with a multi-step plan that specifies both the procedures and timing of each
step of implementation and be with you for each in order to ensure the effectiveness
of the overall plan, In addition, appropriate periodic reviews of the plan
implementation and resulting overall plan progress in conjunction to your stated goals
and objectives should be done. This includes the discussion and development of
investment objectives will be memorialized in an Investment Policy Statement. This
will also be reviewed periodically along with your specific tax and non-tax
considerations to ensure optimal results.

These three key components can provide the financial empowerment for women that
are an ever growing part of most women’s lives as they begin to shoulder the
growing responsibility for the financial health and well-being of themselves and those
they love.

City National Bank
City National Bank, with its 3,900 colleagues, offers a full complement of banking, trust and investment services through 74 offices, including 16 full-service regional
centers, in Southern California, the San Francisco Bay Area, Nevada, New York City, Nashville and Atlanta. City National Private Client Services helps affluent
individuals and their families achieve their unique personal goals by providing solutions that protect, grow and ultimately transition their wealth. City National’s private
client advisors learn what’s important to each client and tailors strategies around those goals combining this approach with unbiased, personalized solutions and
unmatched service.

Carla L. Furuno, CIMA®, CPWA®
Senior Vice President
Regional Manager, Private Client Services
Carla Furuno, Senior Vice President, manages City
National Private Client Services in the San Diego and
Orange County region, leading a team of skilled
professionals who provide holistic wealth management
and banking solutions to high net worth individuals and
their families, professional firms, real estate investors
and non-profit organizations.
Ms. Furuno holds Certified Investment Management
Analyst and Certified Private Wealth Advisor designations as well as
certificates in Personal Financial Planning and Advanced Portfolio
Management. She earned a Master’s Degree in Business Administration
from Pepperdine University. To contact Ms. Furuno, call 949.223.4047.

Non-Deposit investment products are not FDIC insured, are not obligations of or guaranteed by the bank, and are subject to investment risk, including possible loss of
principal. Past performance is not a guarantee of future results.

WEALTH-Guide_Layout 1  3/9/17  3:30 PM  Page 40



MARCH 13, 2017                                                                                                                                       Local breaking news: www.ocbj.com ORANGE COUNTY BUSINESS JOURNAL B-41

WEALTH-Guide_Layout 1  3/9/17  3:31 PM  Page 41



B-42 ORANGE COUNTY BUSINESS JOURNAL                                                                                         Local breaking news: www.ocbj.com MARCH 13, 2017

WEALTH-Guide_Layout 1  3/9/17  3:31 PM  Page 42



MARCH 13, 2017                                                                                                                                       Local breaking news: www.ocbj.com ORANGE COUNTY BUSINESS JOURNAL B-43

WEALTH-Guide_Layout 1  3/9/17  3:31 PM  Page 43



B-44 ORANGE COUNTY BUSINESS JOURNAL                                                                                         Local breaking news: www.ocbj.com MARCH 13, 2017

Many families spend their lives accumulating and building their family wealth, only
to have the next generation squander away that hard-earned fortune. So what can
be done to avoid having the fruits of your labor end with the next generation?

It all starts with teaching your children from a young age the important lessons
about money. Here are some financial tips to help you raise children through
adulthood to help them become financially responsible:

u You can never start too early in teaching children that money doesn’t grow on
trees. Many parents think that giving children an allowance will teach them the
value of money. However, an allowance without work associated with it, sets up
children with an unsustainable and perhaps, an unrealistic expectation of their
financial future. Teach your children that work has value and dignity, with work
bringing a paycheck, and no work meaning no payday.

u Educate your children that there are three categories for allocating the
resources you acquire: you can spend, invest or give away money. All three
categories have their place. If children learn at an early age that these are equally
important categories, they will think about money in a different way than only
equating that money=spending.

u Children are by nature, focused on their own needs and wants. It takes an adult
to help children understand that not everyone in the world has the same lifestyle
that they do. When my niece was seven years old, I sponsored a child in Africa on
her behalf so that she would begin to understand how privileged she was and how
important it is to help others who live in different circumstances. Consider how you
can engage your children in connecting to other families who do not live your
same lifestyle.

u Seek out teaching tools that can make learning about finances fun. Dave
Ramsey has dedicated his adult life to teaching others how to be financially free
and at peace. His game for children called “Act Your Wage Board Game” is
designed for children and parents to interact together through a game in order to
teach children to be good financial citizens.

u Once your children become teenagers, financial status and keeping up with the
Jones’ come to the forefront like never before. This is where parents tend to
succumb to an entitlement mentality. However, if your goal for your family’s wealth
is to outlive your children’s children, this is the time to remain firm with your
teenagers. The important decisions at this time may include: buying their first car,
spending money for dating, trips with other families and the all-important
wardrobe. While these items have their merit, if they are all obtained immediately
and completely, they can easily be taken for granted. When I bought my first car,
my parents matched me dollar-for-dollar on what I contributed. I was able to
choose the make and model of the car that I wanted. Because I contributed to the
purchase, I was a stakeholder with pride of ownership.

u In high school, it is time to lock down the basics of implementing financial
management strategies for your children while still under your roof. This is the
time to open a checking account and learn how to balance it, fund a savings
account and start an investment account. My father helped me start investing in
stocks while I was in high school and well, the rest is history! A great way to start
your teenager investing is by funding a Roth IRA. They can currently contribute up
to $5,500 per year as long as they have at least that much in earned income.

u Now is also the time to involve your children in how money is distributed to
various charities. I suggest you schedule a family meeting in order to determine
what values are important to your family in giving, to vet potential charities and to
determine which charities will or will not be funded. Make sure to involve your
teenagers’ interests so that they feel a part of the giving process.

u In college, it’s time to start and maintain a budget. I suggest doling out a
monthly stipend for your child to then be responsible for managing expenses.
College is now the work that they are responsible to complete. Expect a few rough
patches as your child makes spending mistakes. However, it is best for them to
make these mistakes in college, before they get out in the real world. The biggest
mistake to help them avoid is getting into debt by overspending.

Ensuring Your Family’s Legacy Continues Past the Next Generation 
A Roadmap to Your Children’s Financial Success

by Loreen Gilbert, Founder, WealthWise Financial Services

u It is also a good time to educate your child on how buying a house works. They
need to understand how much it costs, how much they need for a down payment
and how important a good credit score will be for their financial future. Many
parents buy a house or condo for their child to live in college so that they can
collect the rent from other college friends living in the same place. This is a great
idea to show your child that you always want to be the one who owns the property
and collects the rent rather than the one renting it from someone else.

u After graduation, it’s time for your young adult child to start saving for retirement.
Teaching them to save 10-15% of their income from the beginning of earning
years will set them up for disciplined investing. Perhaps you will have them work in
the family business or help them fund a new business or nonprofit. No matter how
you help your young adult children launch into the workforce, help them
understand that they must now make their own way and that the purse strings are
not forever.

u Now what if your child wants to move back home? You may want to consider
purchasing a condo where the young adult pays you rent. That way, they are not
moving back home and hopefully, you can collect some revenue.

u The next step is to transfer your family’s financial values in a written format.
Having a handbook on what your family stands for in the world is a beautiful gift to
give your child. This is a tool that can be passed on to their children to start a
family legacy.

u Finally, whether you’re using a revocable living trust or an irrevocable trust in
transferring assets to the next generation, utilize sub-trusts and a corporate
trustee with specific directives as to when and for what money can be accessed.
You not only have to protect your children from themselves, but also from any
future spouses who may have different ideas on how to preserve family wealth.

For additional information, contact us at 949.748.1177 or
info@wealthwisefinancial.com.

Loreen Gilbert
Loreen Gilbert is an experienced wealth manager who has spent more than
25 years creating comprehensive wealth strategies for her clients. Upon
graduating from the University of Texas at Austin with a degree in Business
Administration, she launched her career in investment management services.
Gilbert has been in private practice as a wealth manager since 1997, and is
the founder and president of WealthWise Financial Services, which offers
securities and investment advisory services to individuals, business owners
and corporations through her affiliation as a registered principal with LPL
Financial.

Loreen Gilbert is a registered representative with and securities offered
through LPL Financial, Member FINRA/SIPC
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Family offices are believed to have existed for centuries, beginning with
aristocratic European families and later adopted by American industrialists. The
concept of the family office in the United States evolved out of necessity during
the late 19th century as some of the great American families of wealth, such as
the DuPonts, Fords and Rockefellers, accumulated their vast fortunes. With
significant wealth came considerable complexity, and the establishment of single
family offices (SFOs) to exclusively manage the financial, business and personal
affairs of these multi-generational families. The demand for family office services
increased as more families achieved significant wealth, but the cost of running a
SFO also grew, making it prohibitive to all but an elite few. After that, families
began to combine offices and share resources to defray the cost of specialized
personnel. Thus, the multi-family office (MFO) was born.

GenSpring Family Offices was founded in 1989 by a single family with the support
of a small group of founding families and industry luminaries. Frustrated that they
could not find a wealth management firm who “sat on the same side of the table,”
they set out to improve the original family office model in three ways:
1. Create a “Multi-Family” Office
From the beginning, GenSpring was founded to serve multiple families. With that
comes the ability to exercise much greater buying power on behalf of clients to
reduce costs and improve access to leading providers while creating a
collaborative community of families to share best practices.
2. Advise Over All Aspects of Wealth to Best Manage Complexity
Integrate and cost-efficiently manage all elements of family wealth, financial and
non-financial, to improve the likelihood of long-term success and family unity.
3. Professionally Manage for Sustainability
Create a professional family office organization that can provide wealth
management stability through life events and continuity across generations.

What Is a Multi-Family Office?
by Chris A. Walters, Managing Director, Western Region

GenSpring’s integrated service model not only focuses on the family’s financial
capital but, importantly, centers on the family’s human and intellectual capital –
who they are and what they know. Further, to prepare family members for a life
with wealth and meaning, GenSpring categorizes their needs into ten distinct, but
interrelated elements, which include Lifestyle, Expense Management, Taxes,
Document Management, Fiduciary, Investments, Education, Estate, Philanthropy
and Governance. From these ten elements, we are able to construct the distinct
family office that uniquely meet the needs of your family.

For more information, visit www.GenSpring.com.

Chris Walters
Chris Walters is the Managing Director for the
Western U.S. and responsible for all aspects of
GenSpring’s business in assisting families on a
wide variety of wealth management needs,
including estate planning, tax, financial planning,
fiduciary, philanthropy and family governance
issues. Chris works closely with our Member
Families and their client relationship team, as well
as other professional advisors outside of
GenSpring, to ensure that all aspects of a family’s
wealth management plan are closely coordinated. Additionally, Chris is a
noted speaker on behavioral finance, family dynamics and family legacy
planning, Chris has been interviewed in Barron’s, Wall Street Journal,
Bloomberg and Business Week. Contact Chris at 714.641.1402.
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SBS Payroll has served organizations throughout Los Angeles, Orange County,
Riverside, and San Diego with payroll services since 1997. We are committed to
making business easier for you by providing the knowledge, tools and resources to
successfully manage your payroll and related human capital management (HCM)
functions as SBS is more than just payroll.

The SBS Payroll Difference
There are many payroll provider choices. Here’s why you should consider SBS:
u Complete HCM and Workforce Management: we offer more than just payroll,
including time and attendance, benefits administration, and HR solutions including
employee self-service
u Payroll Billing Structure: you are charged based on active employees, not per
payroll
u Shared Service from Payroll Tax Management: a sister company, also owned by
FBG Holdings
u Customer Focused: we are proactive, responsive and answer our phones
u Complete Security: we are SSAE SOC 1 Type II certified, have a $50 million
crime bond, and conduct both annual and semi-annual financial audits
u Long-Term Experience and Stability: we’ve worked with some of our current
customers for more than 20 years

Payroll
Our core payroll solution is cloud-based and user-friendly, making processing your
payroll easier and more accurate than ever before. It also establishes a foundation
on which you can add time and attendance, benefits administration and HR
solutions – all within one source. You’ll never have to worry again about duplicate
data entry, or importing and exporting payroll or employee information between
separate applications.

Time and Attendance
Benefits of our automated timekeeping solution that is integrated with our payroll

SBS Payroll Meets the HCM Needs of Southern California
system include:
u Ensures compliance with labor laws, government and union regulations
u Maintains employee data in one location
u Identifies and alerts you of potential payroll issues before they occur
u Captures assignments, projects and expenses regardless of location of the
employee or office

Benefits Administration
Our benefits administration module helps you quickly and easily manage:
u Employee benefits enrollment and changes
u 401(k), workers’ compensation
u COBRA administration
u Cafeteria Plan/HRA/HSA administration
u Affordable Care Act (ACA) reporting and management

HR
Our HR module helps you manage the following:
u Personnel file management
u Job applicant tracking
u Performance reviews
u Online employee scheduling
u Online file cabinet
u PTO tracking

A Few of Our Longest Client Engagements
We believe that an important sign of a partner that you can trust is one with a long
track record of client success. We celebrate the following four clients and their long-
term history with SBS Payroll.
u Hodge and Hodge – Since October 10, 1997: insurance brokers protecting assets
in Orange County since 1959
u Irvine Scientific – Since January 1, 1998: a worldwide leader in the innovation and
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manufacture of cell culture media, reagents, and medical devices
u AeroAntenna – Since January 7, 1998: an antenna and RF technology design and
manufacturing company
u CGM – Since January 1, 1995  : a findings and wholesale jewelry supplier serving
retail and jewelry designers for 30 years

Your Payroll Service Partner
These and many other clients count on SBS to provide complete payroll and HCM
solutions with the best in customer care. SBS’s seasoned executive team has
benchmarked several standards used in the financial trade today.

We service clients across all industries with specializations in non-profit

organizations, manufacturing, professional services, and construction services.
Professional, knowledgeable and responsive account executives enable SBS to
maintain a client retention rate that is above the industry average.

SBS is located in Santa Ana and is part of the FBG Holdings family of companies, all
of which are 100% employee-owned by nearly 100 people with additional offices in
Pasadena and Corona. 

What can we do for you?

For more information, call 855.591.9860, email info@SBSPayroll.com or visit
www.SBSPayroll.com.

Payroll's Director of Sales, Matthew Whiteley at a recent payroll industry event panel discussion
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Consumer confidence hit 114.8 in February this year. That’s the first time it beat
the pre-recession high of 111.9 reached in July 2007. It’s also higher than 111.6
which it hit this past January. 

The Consumer Confidence Index measures American’s attitudes about current
and future economic conditions. It tells us how optimistic people are about the
current economy, their ability to find jobs and how open they are to shopping.
From a quick glance, this seems like very good news for our financial future.
Yet if consumer confidence goes too high, the excessive demand could trigger
inflation, or create a much larger and global complication.

What isn’t often reported is the very same survey always lags because most
people don’t feel that the economy has changed until after it actually has. In fact,
only 5,000 people of an estimated 242,470,820 adults living in America are
surveyed each month to determine the confidence index, yet that study guides the
stock markets and the value of the U.S. dollar for us all.

America’s economy is an on-going balancing act between deflation and inflation;
and, with the United States on a financial trajectory similar to both Greece and
Japan, even at a slower rate, more inflation will be needed to stave off deflation.
History proves the U.S. Federal Reserve will do whatever it can do to prevent
deflation from taking a foothold. Inevitably, that means printing more money and
attempting to shrink the national debt. Inflation is obviously bad news for retirees
and savers because their fixed incomes and bank accounts may quickly weaken. 

There is a tax-free and protective means for you and your family to preserve and
increase your wealth.  The answer surrounds gold. Gold coins, especially rare
gold coins, are in high demand now. As investor’s flock to the haven of gold and
the increasing benefits of rare coins, there is a local business model catching
global attention. That business focus has long been Laguna Beach’s Tangible
Investments.

Tangible Investments has been in business for over 30 years and has processed
over $2 billion in successful transactions. Before his 21st birthday, Mr. DiGenova
became a millionaire through astutely buying and selling rare U.S. coins. Since
then, he has continued to increase his own net worth and takes great pride in

The 2017 State of the U.S. Personal and Family Wealth
building numerous investor’s portfolios. Mr. DiGenova is an internationally
recognized expert in the field of numismatics (rare coins and paper currency).
As co-founder of the Professional Coin Grading Service (PCGS) – the highest
standard in third party grading and certification of rare coins, Mr. DiGenova and
his team at Tangible Investments take personal care to artfully shape and build
strong financial portfolios one client at a time. 

Tangible Investments is an accredited member of the Professional Numismatist
Guild (PNG) – a non-profit association of elite coin dealers providing topics,
knowledge and enforcing integrity. To be a PNG member, an individual must
have extensive experience in the rare coin field, prove significant financial worth
and be elected to sustain this privilege. Mr. DiGenova has, along with the rest of
his executive team, maintained this accreditation for decades.

The growing attraction for gold is that it preserves wealth and has done so
throughout the history of mankind. Add numismatic and collecting benefits to this

precious metal and you shape a structured, long-term, protective and wealth-
focused future. This is the message that Silvano DiGenova, President of
Tangible Investments, wants to communicate to the public.

The Value and Benefits of Ultra Rare U.S. Coins Beyond Gold & Silver
Specializing in the acquisition and selling of prestigious, rare and ultra-rare U.S.
coins, Tangible Investments is the country’s leading purveyor of coins. Coins that
are nearly impossible to purchase for most investors, yet often available through
Tangible Investments. “It’s about cultivating lasting relationships built on trust,” says
Mike Bonham, VP of Client Relations with the firm. Mike had sold an 1865 $20 gold
coin PCGS Proof 65 to an investor in 1994 at the fair market value of $312,500, a
price based on this particular coin in immaculate condition. Twenty years later, in
2014, Mike helped the investor sell the same coin to an interested party for $2
million, a substantial 600% return on investment. There are many similar situations,
where Tangible Investments sold a coin to a client then, years later, through their
well-connected network of buyers and sellers, was able to broker a sell so that the
original buyer benefited from the increased value of the rare coin. 

Holding physical assets like gold and silver rare coins can provide a hedge
against currency devaluation, inflation, and even economic collapse. This is
especially true in volatile stock market conditions. The stock market has crashed
twenty times in the past 100 years and we are due for another. Gold has always
sustained or increased its value during these turbulent times.

Moreover, it is important to remember paper or digital stocks do not have
intrinsic value on their own. Coins that are made from precious metals like
gold and silver do have an intrinsic value and often hold a collectible value.
While the value of bullion coins lies primarily in their precious metal content,
the value of rare coins is determined by their quality, rarity, and historical
significance. Investors have total control over the type and amount of coins in
their portfolio. Investors have little control over the actions of the company
they invest in.

To learn more about using gold and silver to diversify and protect your wealth, or
if you’re interested in looking at the unique investment opportunities associated
with some of the rarest coins in U.S. history, please call 949.441.4646 or visit
www.GoCoins.com.

The $10,000 bill was offered between 1928 and 1934 to settle bank-to-bank transactions - few bills made it into general circulation. Today, that same bill, in prime condition, would be worth
$200,000 amongst numismatics. If you had used the $10,000 bill to purchase 500 $20 St. Gaudens gold coins, you’d have $750,000 today. If the money had been used to invest in $10,000 in ultra
rare coins, you would see gains as strong as $20,000,000. If you had cashed the bill and had $10,000 total in various denominations, the value of the same money today would be about $700.
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