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A D V ER TORI A L

Top Three Tips for Baby Boomer 
Wealth Management 
by Bruce Knowlton, Partner, Moss Adams LLP, and Jason Romano, Principal,  
Moss Adams Wealth Advisors

Baby boomers are aging into their later 
years as business in the United States 
booms, putting wealth management in an 
increasingly high-stakes environment.

As the nation goes through the biggest 
wealth transfer it’s ever seen, the spotlight  
is centered squarely on estate planning.

The challenge is nothing short of complex. 
Companies and individuals face additional  
US oversight and regulations on international 
investments—stemming from increased 
international investment and companies 
migrating to overseas markets over the past 
couple decades—as well as a multidecade 
high on US taxes and low interest rates. 

Those who don’t plan meticulously to protect 
their assets and avoid costly tax inefficiencies 
could lose millions. What should they do to 
reduce such risks?

The top three tips are simple: Set heirs up 
for success with wealth transfer plans; 
bring in advisors to help identify financial 
opportunities and navigate international 
legal complexities; and stay current on 
federal regulatory changes.

One: Set Heirs Up for Success

Without a proper plan for passing on funds, 
baby boomers could see a large portion of 
their estate—40 percent once they exceed 
the exemption threshold—go to estate tax 
rather than their heirs. A plan can also keep 
heirs motivated to develop independent 
earning potential, without which they could 
lack a source of income if the funds run out. 

One helpful strategy is timed release of the 
funds. For instance, the funding release 
can come in chunks of 20 percent at age 
30, 25 percent at age 35, and so on as they 
age.  Another strategy is to make funds only 
available as a match to income earned. For 
instance, if an individual earned $50,000 
annually, he or she would then have access to 
$50,000 of an inherited fund annually.

Attorneys are adding to that idea by 
drafting new ways for wealthy parents and 
grandparents to help their heirs manage 
wealth, such as putting a portion of the funds 

in a foundation or charity and passing off 
management responsibilities to a family 
member.

Some of the nation’s wealthiest individuals 
have been doing this already by tasking 
their family members with advancing family 
philanthropic goals by managing large 
portions of their estate via family charitable 
foundations. With the help of a professional 
advisor, this can become their full-time 
job—another technique to help ensure the 
development of long-term earning potential.

Two: Bring in an International Tax  
and Financial Advisor 

The ease of international communication 
facilitated by the Internet has blown the 
lid off the limits of international business. 
As a result, businesses and their owners 
are increasingly taking advantage of 

international markets, 
which are often less 
saturated than those 
within US borders.  

With this comes 
complications for 

managing wealth. The US has some of the 
most rigid and complex tax and financial 
disclosure requirements. Other nations often 
have different approaches, especially when 
it comes to internationally based estates, 
and the estate tax picture can be much more 
complicated. It’s important to understand the 
tax requirements in every country where an 
individual does business or invests to avoid 
inefficiencies from a tax perspective. 

Keep in mind that opportunities are 
plentiful at home as well. Real estate values 
are climbing, which means Section 1031 
exchanges are back in vogue. These enable 
real estate investors to defer tax on their real 
property gains by trading out of one property 
and into another. 

Three: Stay Current on Federal  
Regulatory Changes 

As the nation sits on the cusp of the 2016 
election cycle, chatter in the investment 
world swirls around how tax plans, interest 
rates, and the Affordable Care Act (ACA) 
might change under the new administration. 
Every year brings significant tax law changes 
as the dynamics of wealth redistribution and 
global competition puts pressure on  
US investors and businesses.

When it comes to interest rates, many believe 
they’ll rise, but a rise in interest rates has 
been anticipated for quite some time with 
little actual movement.

While these rates are great for borrowing, 
they provide poor returns for those investing 
in bonds. The best way to deal with that is to 
run financial projections.

For example, if an individuals needs  
$1 million a year but is generating only 
$800,000 and thus dipping into principal to 
the tune of $200,000 per year, a projection 
helps determine whether he or she is on track 
to run out of money.

Investors should keep in mind that some 
investments like tax-free municipal bonds 
are exempt from the new taxes created by the 
ACA. Some active business owners and real 
estate investors also have some exemptions 
available from the ACA.

As with all possible changes, it’s important 
not to blindly plan based on an assumption 
that any expected change—be it higher 
interest rates or lower taxes—will happen. 
Being aware of the possible changes and their 
implications is highly advantageous.

Contact your tax professional for help on  
how to best tailor your wealth management 
plan to meet these complex challenges. Those  
who manage their wealth using plans that  
are clear, address the international and  
US realities of today, and meet their goals  
are more likely to retain their wealth long 
into the future. 

Jason Romano has been providing 
integrated wealth management services 
since 1994. He focuses on personal 
financial planning and investment 
management services in all stages of 
financial planning, including insurance, 
taxes and retirement, through  

Moss Adams Wealth Management. He can be reached  
at (310)-295-3731 or jason.romano@mossadams.com.

Bruce Knowlton has practiced public 
accounting for more than 30 years.  
He leads the firm’s Private Client  
Services Practice for the San Diego  
office, specializing in tax consulting  
with an emphasis on closely held 
businesses entities, including 

partnerships, C corporations, S corporations and  
LLCs. He can be reached at (858) 627-1407  
or bruce.knowlton@mossadams.com.

San Diego (858) 627-1400    W W W.MOSSADAMS.COM

Those who don’t plan meticulously to 
protect their assets and avoid costly 
tax inefficiencies could lose millions. 
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Assurance, tax, and consulting offered through Moss Adams LLP. 
Investment advisory and personal financial planning offered through 
Moss Adams Wealth Advisors LLC. Investment banking offered 
through Moss Adams Capital LLC.W W W. M O S S A D A M S .C O M / P R I VAT E C L I E N T S

When you’re thinking of others—your family, your community, 
their future—investing takes place in a whole new context.  
The right advisor is one who understands that your personal  
and business challenges go hand in hand.

From tax planning to wealth management and family office 
planning, we help individuals and business owners invest  
wisely, plan strategically, and set a clear course to their goals. 
How can we help you prosper?

Like you, we pay 
close attention 
to the numbers.
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(BPT) - Financial and 
business education is a criti-
cal pathway for the future of 
America’s small business com-
munity.

To start with, business 
owners should ask themselves: 
“What is the true value of my 
business?” It’s an important 
question because the value of 
your business will have a big 
impact on both the profession-
al and personal aspects of your 
life, including the well-being 
of your family, employees and 
possibly even the community 
in which your business in lo-
cated.

The 2015 Business Owner 
Perspectives study commis-
sioned by Massachusetts Mu-
tual Life Insurance Company 
(MassMutual) revealed about 
half of business owners say 
they’ve had their business-
es valued in the past three 
years, yet one out of three says 
they’ve done the valuations 
themselves. When business 
owners value the business 
themselves, they can signifi-
cantly over or under value 
their business.

Knowing your business’ 

true value gives you a more re-
alistic perspective and allows 
you to put effective strategies 
into place for future growth, 
business continuation, succes-
sion planning, and retirement 
planning.

Here are three tips for 
evaluating what your 
business is worth.

1 Time to know 
the value of 
your business. 

Because of constant change 
in the economic, competitive 
and regulatory landscape in 
which so many businesses 
exist today, it’s a good idea 
to review the value of your 
business on a regular basis. 
Doing this will allow you to 
have a firm grasp on the busi-
ness’s current value and track 
its growth over an extend-
ed period of time. With this 
knowledge, you could consider 
adjusting your business plans 
to focus more on the drivers of 
value, or simply be in a better 
position to take advantage of 
opportunities. In addition to 
measuring business health and 

Robert Ekhaml CLU®, ChFC®, CASL®
Wealth Management Advisor
CA# 0C58448
(619) 230-8059
robertekhaml.com

MOST FINANCIAL COMPANIES ARE INTERESTED IN YOUR MONEY.
WE’RE INTERESTED IN YOUR INTERESTS.

05-4010 © 2016 Northwestern Mutual is the marketing name for The Northwestern Mutual Life Insurance Company (NM), Milwaukee, WI (life and disability insurance, annuities, and life insurance with long-term care benefits) and its subsidiaries. Northwestern Mutual Investment Services, LLC 
(NMIS) (securities), a subsidiary of NM, broker-dealer, registered investment adviser, and member of FINRA and SIPC. Robert John Ekhaml, Insurance Agent(s) of NM. Robert John Ekhaml, Registered Representative(s) of NMIS. Robert John Ekhaml, Representative(s) of Northwestern Mutual Wealth 
Management Company®, (NMWMC) Milwaukee, WI, (fiduciary and fee-based planning) subsidiary of NM and a federal savings bank. The Chartered Advisor for Senior Living (CASL®) designation is conferred by The American College of Financial Services

3 Tips for Evaluating  
What Your Business Is Worth

Knowing your business’  true value  
gives you a more realistic perspective and allows  

you to put effective strategies into place for future growth,  
business continuation, succession planning,  

and retirement planning.
Tips - continued on page A34
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Dedicated to the San Diego community, our team has been 
giving clients financial peace of mind for 25 years. 

Following a strong last quarter of 2015, equity markets took investors 
on a wild ride during the first three months of 2016. After dropping 
11 percent in the first six weeks of the year (through February 11), the 

S&P 500 Index abruptly reversed course and finished the quarter in positive 
territory.

When stock prices decline, it is tempting to reduce equity exposure until 
“circumstances improve” or the “outlook gets better.” However, had you sold 
at the February low, you would have missed the nearly 12 percent rebound in 
the S&P 500 reached by March 31. Anyone who tries to time the market has 
to be correct twice — when to get out and when to get back in. History shows 
that very few investors get both decisions right. A better strategy is to follow 
a disciplined approach to rebalancing and ignore the sometimes dramatic, 
short-term price movements and the hysteria created by financial media.

While perhaps less exciting than an active market timing strategy, a 
disciplined, market-based investment approach, focused on those elements 
an investor can directly control, has historically yielded higher long-term 
returns and greater tax efficiency. Those elements of direct control include:

•  Identifying a long-term asset allocation target closely aligned with 
the investor’s investment objectives, time horizon, and tolerance for 
volatility

• Ensuring broad diversification both among and within asset classes

•  Minimizing portfolio costs, including management fees, mutual fund 
expenses, and transaction costs

•  Minimizing taxes by locating assets in suitable accounts, opportunistically 
harvesting losses and deferring gain realization, and optimizing 
charitable giving

•  Opportunistically rebalancing to a long-term target asset allocation to 
maintain the desired level of portfolio risk

In the short run, equity markets can be driven by mass psychology, making 
them notoriously unpredictable. But over longer timeframes, propelled by 
inexorable economic growth, equities have a demonstrated track record of 
generating attractive returns. Multiple studies have shown that most investors 
dramatically underperform these returns because they fall prey to short-term 
emotional and behavioral tendencies, causing them to buy high and sell low. 
Overcoming these traps, and successfully capturing equity market returns, 
requires patience and a disciplined, low-cost investment strategy.

It’s Time in the Market That Builds Returns,  
Not Timing the Market

“Time is the friend of the wonderful business, the enemy of the mediocre.” — Warren Buffett 
By Alana Asmussen, CFA, CFP®

Submitted by Dowling & Yahnke, LLC
Alana Asmussen, CFA, CFP®, Partner and Portfolio Manager
Dowling & Yahnke, LLC 
12340 El Camino Real, Suite 450, San Diego, CA 92130
www.dywealth.com • 858-509-9500

To learn more about Dowling & Yahnke’s investment approach and 
services, call Alana Asmussen at (858) 509-9500, or email alana.asmussen@dywealth.com.

Multiple studies have shown that most investors 
dramatically underperform these returns  

because they fall prey to short-term emotional  
and behavioral tendencies,  

causing them to buy high and sell low. 
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4756 Mission Gorge Place, San Diego, CA 92120 

P: 619.682.5155 

F: 619.682.5159

www.jasandiego.org 

info@jasandiego.org 

facebook.com/JASanDiego

twitter.com/JASanDiego

President & CEO Joanne Pastula 

Established in 1950

Mission Statement

Junior Achievement programs empower young people to own their economic success. 

Our goal is to prepare young people to get a job, start a business and understand how 

money works. 

Goals for 2014-15

We will impact 53,775 students with financial literacy, work readiness and 

entrepreneurship programs in the classroom and at McGrath Family JA BizTown. 

Introducing JA Finance Park- A high-touch, high-tech experiential learning 

program for teens, young adults and San Diego families. Follow the progress at  

www.jasandiego.org/jafinancepark. 

Service Area

San Diego and Imperial Counties 

Fundraising Events 

Play4JA/Bowl-A-Thon  

January-June 2015:  Companies put together teams to raise funds for Junior 

Achievement. 

San Diego Business Hall of Fame & JA Golf Classic 

September 2015 at the Grand Del Mar:  

Please visit our website at www.jasandiego.org or contact events@jasandiego.org. 

Volunteer Opportunities

We have volunteer opportunities available throughout San Diego County.  

www.jasandiego.org 

Giving Opportunities

Please contact Tara Michener at tmichener@jasandiego.org to explore funding 

opportunities. 

Board of Directors

Vernon Aguirre, Popular Community Bank 

Randy Ataide J.D., Point Loma Nazarene University 

Ted Baker, Baker Electric Solar, Inc. 

Todd Bennett, Barney & Barney, a Marsh McLennan Agency LLC

Joye Blount, U.S. Bank

Kevan Bradshaw, PricewaterhouseCoopers LLP 

Michael Brown, Dowling & Yahnke

Janet Burgin, Bank of the West 

Brian Cahill, Balfour Beatty Construction 

John Collins Ed.D., Poway Unified School District

Mike Conboy, BBVA Compass 

Dino D’Auria, Silvergate Bank 

Rodger Dougherty, Kaiser Permanente

David Engblom, Banc of California 

Francisco Escobedo Ed.D., Chula Vista Elementary School District 

Jeff Etherington, Alaska Airlines

Emad Fareed, KPMG

Kevin Foley, The UPS Store 

Wendy Gillespie, Frontier Trading Inc., Starhawk Prod., Capdevilla/Gillespie 

Foundation 

Craig Golding, Cohn Reznick 

Karen Harrison, Bank of America 

Linde Hotchkiss, Willis Group 

Robert John Hughes, KPRI 102.1FM 

Abby Khan, TW Rubin Group Inc.

Christina La Page, Wells Fargo

Philip Lurie, ZUZA

Chuck Manzuk, Sempra Energy Utilities/SDG&E 

Cindy Marten, San Diego Unified School District

David Miyashiro, Cajon Valley Union School District

Randy Okamura, AT&T California

Christy Patnoe, Cox Communications 

Shane Paul, Jack in the Box 

Tracy Powell, California Bank & Trust 

Stephen Rosetta, Cushman & Wakefield  

Michael Schleyhahn, San Diego Fluid System Technologies

Drew Schlosberg, U-T San Diego  

Phyliss Schmedake, Altman Plants 

Ken Schmitt, Turning Point Executive Search 

Debra Schwartz, Mission Federal Credit Union 

Troy Seelye, Illumina

Angela Shafer-Payne, San Diego County Regional Airport Authority 

Andrew Shean, Ashford University 

Sandra Shippey, Procopio, Cory, Hargreaves & Savitch LLP

Laura Slanec, SeaWorld 

Alan Spector, Entrepreneur 

Susan Steele, Deloitte Tax LLP

Seth Stein, The Eastridge Group

Candice Stephens, Citibank

David Sterlitz, Union Bank

Lori Ann Stevens, Turner Construction Company 

Nilay Thakkar, Acme Business Consulting

Andy Warren, Moss-Adams LLP

Chad Whitehead, Ernst & Young LLP

Junior Achievement  

of San Diego County, Inc.
EMPOWERING YOUNG PEOPLE TO 

OWN THEIR ECONOMIC SUCCESS

We teach kids how to get job, start a business and how money works.
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Tax ID 95-1727087

JASANDIEGO.ORG

619.682.5155  
4756 Mission Gorge Place, San Diego, CA 92120

Every year, Junior Achievement of San Diego impacts 53,000 

students in K-12 classrooms. Our educational

programs teach kids financial literacy, 

entrepreneurship, & work readiness.

Get involved today to

impact tomorrow.
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SAN DIEGO BUSINESS JOURNAL PRESENTS

Showcase Your Charity

2016 GIVING GUIDE

For more information, contact  
Dale Ganzow at 858-277-4832
or e-mail dganzow@sdbj.com

This annual Guide explores the relationships between San Diego nonprofits and the 
companies that help to support them. Introduce your nonprofit organization to the 
business decision-makers in the San Diego Business Journal readership.

The Giving Guide is designed to help busy philanthropic-minded executives choose 
the community partners that best fit their needs.

The Giving Guide will feature in-depth two-page profiles on local nonprofit 
organizations in the area and is an ideal platform for your nonprofit to showcase the 
work you’re doing in our community.

PUBLICATION DATE:
NOVEMBER 7, 2016

SPACE RESERVATION:
OCTOBER 17, 2016

preparing it for sale at some 
immediate or future date, there 
are other considerations in 
knowing what your business 
is worth, including funding 
a buy-sell agreement, retire-
ment income planning and es-
tate tax planning.

2 Turn to a 
credentialed 
valuation 

expert. 
A proper business 

valuation is not a “rule of 
thumb” or a figure agreed 
to with a handshake; it’s 
thoughtfully crafted by a 
credentialed appraiser after 
thorough research and is 
documented in writing. 
Credentials to look for 
include: Certified Valuation 
Analyst (CVA), Accredited 
Senior Appraiser (ASA) 
or Accredited in Business 
Valuation (ABV).

3 Fund any 
potential 
“value gaps.”  

Once you know the value 
of your business, it’s common 
for there to be a discrepancy 
between what you thought 
the business was worth and 
what you need the business 
to be worth. The good news 

is proper planning can help 
reduce potential “value gaps” 
created by an owner’s over- 
or under-estimation of the 
business’s value. For example, 
having assets outside the busi-
ness, such as qualified plans 
and other investments, can 

help reduce the value gap in 
your retirement plan. In addi-
tion, insurance products, such 
as life insurance and disability 
income insurance, can help ad-
dress the value gap created if 
a business goes into forced liq-
uidation following the death or 
disability of an owner.

Take the next step. Talk 
to a qualified financial profes-
sional about where your busi-
ness is now and where you’d 
like it to be in the future, and 
to find financial solutions that 
can help you reach your goals.

In addition to measuring business health and preparing it for sale 
at some immediate or future date, there are other considerations in 
knowing what your business is worth, including funding a buy-sell 
agreement, retirement income planning and estate tax planning.

Once you know the 
value of your business, 
it's common for there 
to be a discrepancy 
between what you 

thought the business 
was worth and what 
you need the business 

to be worth. 

TIPS
continued from page A32


