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donʼt know about the rest of you, but I was pretty much a basket case throughout 2011 as the market went through its gyrations – even though I have an
excellent team of advisors. How could I plan for what was coming next? Who knows what the next horizon will bring? While I fretted about staying in or
getting out of the market, the one thing I always managed to do was remember that my wealth management “picture” was not solely comprised of the
health of my investment portfolio, but as important, the state of my trusts; my insurance standings (life, long-term care, and property and casualty); how

my tax situation would be affected by changes in my life and my charitable decisions. Plus, I had some real life changes occurring that could affect my wealth
management picture.

I was selling a house, building a house, renting a house while building a house, and taking on a second job as head of a non-
profit to help them out. And, oh yes, I got divorced. So while my investment portfolios were indeed top of mind, I am happy to

say that thanks to my awareness my wealth management picture was far more than my investment portfolio. I felt extremely
well “protected” by my entire team – many of whom are represented in this yearʼs Wealth Management supplement.

I
“How To Be or Not To Be A Basket Case”

Planning For the Next Horizon withCamille Jayne

I got my bridge loan to purchase my lot through Farmers and Merchants Bank, so I wouldnʼt have to deplete my market
rate savings account before I sold my house in Irvine to buy a new lot. And just in case something happened to me when

my house was half built, I took out a short-term life insurance policy with Tyler Terry of The Waltos Group at
Northwestern Mutual Financial Network to cover the cost building of my house (which would just have to be sold in this

uncertain market), so that my estate could pass in whole to my beneficiaries.

I had Lupe Erwin, a high net-worth insurance specialist at Wood Gutmann & Bogart cover my rental property with con-
tents insurance, as well as my new building site with COC (cost of construction) insurance, which necessitated new

umbrella insurance. Lupe made me understand years ago that property and casualty insurance is in the practice of risk
avoidance. She very clearly teaches me and our Matters at Hand clients what will affect our P&C insurance going forward:

“The continuing euro zone decline, the U.S. debt crisis and the uncertainty of an election year all place insurers in a precari-
ous position that the industry does not take lightly. For the consumer, this translates to the tightening of P&C insurance prac-
tices. As insurers suffer losses as a result of the continuing euro zone crisis, they could start depleting capital that could bring

regulatory scrutiny. So what does this mean for us in 2012? Your insurance company may not be able to make offerings
it has in the past, and premiums may continue to increase.”

I made sure that my IRA at First American Trust was invested for the long-term versus short-term,
and upon the advice of my CPA, changed my IRA beneficiary to a charity to which I know I want to

leave money, so no taxes would have to be taken from that money upon my death. And I used my
Comerica account to manage the disbursements for building the house and paying all the bills.

I kept well invested in dividend paying stocks with a track record of raising dividends
(helping to provide a stabilizing force in my portfolio, mitigate volatility and create a cush-

ion for down markets), thanks to the counsel of my investment advisors. Thankfully,
since I strongly believe in having a Corporate Trustee for oneʼs trusts, I knew I didnʼt

have to change anything no matter what changed/happened in my life – even get-
ting divorced. That is a pet peeve of mine: if you want to save yourself stress, and
you care about your family and friends, never name any of them as your Successor
Trustee(s). Always name a Corporate Trustee (like mine: First American Trust or

Farmers & Merchants Trust Co.).

For the first time on the advice of my advisors, I invested in annuities trying to protect
against inevitable rising taxes and lower interest rates for my future income. Ralph

Adamo, president of Integrity Wealth Management, aptly states: “Investors should prepare
for a continued lower interest environment that will likely persist for some time, and simultane-

ously understand that we are all in for increased income tax rates. Planning for retirement income
or a portfolio of any kind in a high tax, low interest rate environment requires understanding tools that

can provide guaranteed payouts while offering offsetting tax advantages to address these two headwinds
of low interest and high taxes.”

My CPA worked with my investment advisor with regard to some charitable options. Tim Kay, a partner at Snell
& Wilmer agreed, saying “Historic low interest rates provide clients with the opportunity to arbitrage investment
returns for the benefit of children. Top estate planning strategies could include grantor-retained annuity trusts
and charitable lead trusts, for those who are charitably inclined. Use follow on irrevocable grantor trusts to
increase the transfer tax savings and amplify the benefit to children by planning that parents will pay the
taxes on income earned by the trusts.”

On the advice of my Merrill Lynch advisor, I invested in some gold funds in and out much of the year
which really paid off. Supporting this advice, “In these troubling economic times, investors should follow the
new Golden Rule: He who has the gold makes the rules,” it was important to recognize the value of the
dollar and Euros may fluctuate or crash, but for thousands of years, gold has universally been viewed as
having intrinsic value. Many experts agree now is the time to diversify at least part of your investment and
retirement portfolios into gold,” added Mel Wacks, Morgan Gold contributor.

But I was so worried about the European debt troubles and all the volatility. Will we have inflation or
deflation? What will happen with taxes? Will Chinaʼs slowing growth become a concern for my invest-
ments? I heeded the words of the esteemed Andrew J. Policano, dean of UC Irvineʼs Paul Merage
School of Business: “The financial crisis in the EU is having significant repercussions on the U.S. and
world economies. Because individual countries do not control their own currency, they cannot use the
traditional vehicles of devaluation of their currency and domestic inflation to stabilize their economy ...
A recession in the EU hurts the U.S. because the EU is our largest trading partner. Portfolios should
diversify toward emerging economies in equities and fixed income, as well as careful stock selection
among global, long-term performers.”

Camille Jayne

Founder, Matters at HandTM 

Wealth Management Facilitators & Educators
President & CEO, The Community House
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I finally listened to my financial advisors who counseled that moving around too much is
not prudent. Think about it, the large cap stock companies I have in my portfolio arenʼt
going out of business if the markets in Europe, China or Greece stumble. (The way I drink
Diet Coke, Coke will always be strong!)

My corporate trustee, Kimberly Dwan Bernatz, CFP and SVP at First American Trust
knew I had little stomach for volatility in my IRA, so Kimberly had this advice for me, “The
uncertainty in domestic and global economic markets highlights the importance of what
have been the foundational principles of our investment philosophy for years. First, accu-
rately identify your appetite for volatility and define your long-term objectives. Next, re-visit
them periodically. And finally, diversify investments. No one can identify the next ʻeconom-
ic bubbleʼ ready to burst, but a portfolio allocated among a variety of asset classes signifi-
cantly reduces risk and allows for fewer sleepless nights. This is important to our clients
for whom we serve as investment advisor and for our clients for whom we serve as their
Corporate Trustee.” And my IRA did great last year!

Being from Detroit, I was glued to the TV when Chryslerʼs Clint Eastwood Super Bowl
halftime commercial about Detroit and the U.S. coming back aired. We are coming back,
but at an excruciatingly slow pace. I am glad Carla Furuno, SVP, City National Bank has
an upbeat, yet realistic, attitude when she cautions, “The U.S. is on a positive economic
trajectory, but there are key economic issues yet to be resolved, and the uncertainty con-
tributes to market volatility. Investors should be prepared for continued swings in the mar-
ket, and should ensure their portfolio is well-diversified and reflects their tolerance for risk.
Itʼs important to keep your eye on your long-term strategy and not make financial or
investment decisions based on the latest headlines.”

For some of our wealthier Matters at Hand clients, we pointed out the need for planning,
and taking action now versus later, since Gordon Schaller, partner at Jeffer Mangels
Butler & Mitchell cautions his clients “…about the Administrationʼs ʻWe Canʼt Waitʼ pro-
gram … matters that we always thought would require legislative approval, or proper reg-
ulatory vetting, are now being done with the stroke of the pen, because the Administration
ʻcanʼt waitʼ for Congress to act. In a politically uncertain year, this could include the elimi-
nation of family valuation discounts and imposition of minimum 10-year GRAT terms for
example. With a $5.12 million gift tax exemption for the balance of 2012, I am urging my
clients to do such planning as soon as possible.”

I realized how important it was to not become “paralyzed” during times such as
2011/2012, but rather to take advantage of certain things as Jeff Saccacio of
PricewaterhouseCooperʼs Southern California Personal Financial Services leader outlines:
“With true economy recovery an uncertainty, the U.S. budget stretched to its limits, people
need to capitalize on opportunities that may soon go away. Included are opportunities
allowing an individual to transfer up to $5.12 million free from gift tax, low interest rates
facilitating family planning including intra family loans for business and investment oppor-

tunities, and accommodating tax policy. Low interest rates, depressed asset values and
favorable tax policy make now the best time in a generation to plan.”

If the capital gains tax shoots up from the current 15% to 23.8% in 2013, people who
might consider selling a business or considering dissolving a concentrated stock position,
or who otherwise have significant unrealized long-term gains, might want to heed the
advice of “act now” to sell these assets while the capital gains tax rate is at 15%.

My business colleague who owns her family business is upset, of course, that her house
and business have lost a great deal in value. However, as Tax National Director of
Comerica Bank Thomas Seck, advises this might not be all bad, “The current decreased
values in real estate and family businesses, coupled with the 2012 $5.12M federal estate
tax exemption create an excellent time to make large gifts to junior generations and shift
the future growth. Low interest rates also make sales to grantor trusts, which cause the
income tax payments on trust assets to be paid by the seller/senior generation, an incredi-
bly effective way to make gift tax free payments and reduce estate tax.”

My mother is turning 90 this June (healthy and happy so far – knock on wood), and we
found that taking out a permanent life insurance policy after being widowed was one of the
best things we could have done for her. Her dividends are now paying her annual premi-
um, she is increasing her cash value during her life, and she will have a tax-efficient way
to pass wealth to future generations. The death benefit will not be subject to income tax,
and since itʼs in an ILIT, it will be free from estate tax.

This is supported by what Robert J. Waltos, Jr., managing partner, The Waltos
Group/Northwestern Mutual says: “The secret to achieving great wealth is to invest in the
next bubble before it inflates and to sell your stake in the bubble before it implodes. Of
course, such clairvoyance is elusive. An alternative approach that is more likely to lead to
financial security is to follow sound financial principles: Protect against risk, diversify and
use dollar cost averaging. You may not be able to brag occasionally at cocktail parties, but
you are less likely to be disappointed, and more likely to achieve your objective.”

Many advisors counsel that during a year (or years) of uncertainty, to remember the
words in 1939 on a poster printed by the British government to boost morale at the begin-
ning of World War II: “Keep calm and carry on.” Hard advice to follow, and even harder to
understand why we should follow this advice during the most volatile decade since the
1930s. On the other hand, what else can we do? Jay Ferrara, VP at Farmers and
Merchants Trust Co., echoes the “steady as she goes” feelings of 1939 pointing out, “The
key factors affecting our industry are tied to sustainable economic improvement via accel-
erated job creation and a stabilization of the residential housing market. While there have
been subtle signs of improvement, a sustainable recovery remains far off. As a result, a
conservative investment strategy focused on principal preservation is the key to weather-
ing this volatile and unpredictable economy. This equates to underweighting in equity allo-
cation and an overweighting toward fixed income.”

In my effort to continually talk to people – whether they be Matters at Hand clients, busi-
ness management teams, or just friends and colleagues, I try to encourage each one to
understand they should not just focus on whatʼs happening to the assets they have in their
portfolio – but equally important is to make sure all of the key components of your wealth
picture are reviewed and updated on a regular basis:

Please read the articles in this yearʼs supplement from some of the most expert wealth
management advisors in Orange County. I am glad many of them are part of my team.
They might not realize it, but I really do sleep better at night, knowing theyʼve got my back.

Camille Jayne, Founder, Matters at Hand (mattersathand.com); President & CEO, The
Community House (tchserves.org)

Tom Varbedian and
Camille Jayne

1. Revocable living trust (which protects you and your assets while you are living, going 
through life transitions and ensures your assets are distributed the way you want after 
death).

2. Consider a variety of irrevocable, charitable lead and qualified personal residence 
trusts (QPRT) to take advantage of the 2012 increased gift tax exemption.

3. Term life insurance (make sure it hasnʼt expired; update the beneficiaries 
based on life changes; insure both the breadwinner and the stay at home parent). 
Consider making your favorite charity a beneficiary.

4. Disability insurance (have enough to pay bills if incapacitated from an 
accident or sickness).

5. Long-term care insurance (get it to pay for your care so as not to deplete your 
portfolio, since Medicare will not pay for these expenses).

6. Permanent whole life insurance (to get cash value build up and flexibility).
7. Save family relationships and stress by having a Corporate Trustee as your Successor 

or Co-Successor Trustee.
8. Coordinate with your CPA and investment advisor each quarter.
9. Property and casualty insurance needs to be reviewed by your P&C expert for your 

holdings (homes, buildings, land, vehicles, scooters, jewelry, art and travel plans) at 
least twice a year.

10. Key person insurance is often over looked and will save a lot of angst if put in place 
(plus avoids having to deal with a partnerʼs spouse).

11. Streamline banking relationships and accounts where possible, and take advantage 
of all that your private banker has to offer you.

12. Work closely with your estate planning, corporate and real estate attorneys as you 
consider taking advantage of current tax exemption levels.
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ealth managers offer a range of financial
services to help high net-worth individuals
structure their investment portfolio, reduce
or avoid taxes and preserve their assets.

These services generally include tax planning, income
and investment planning, risk management, liability
analysis and estate planning.

Yet wealth management services are far from interchangeable. It is essential to partner with
a firm that will carefully analyze your individual needs and goals, and apply technically sound
tools and services designed to meet them.

Leveraging nearly 30 years of experience in the financial services industry, Integrity Wealth
Management (IWM) Founder and President Ralph Adamo has developed a number of propri-
etary tools that deliver unique benefits to high net-worth individuals and families.

The WealthTrac™ Proprietary Wealth Management Process
WealthTrac™ is the first and only trademarked process of its kind, and is designed to help

high net-worth individuals achieve the clarity and enlightenment that a sound wealth optimiza-
tion process affords. Because no two individuals have the same financial profile, Integrity
Wealth Management uses WealthTrac™ to customize each financial program to meet your spe-
cific objectives and concerns.

The process begins with a partnership wherein you and IWM work together to prioritize your
goals and develop a comprehensive personal financial life plan. This plan seeks to meet your
immediate needs and continues to address the financial health and confidence of future gener-
ations. WealthTrac™ incorporates three components that work to reflect all of your financial
interests
Teamwork – Fully integrated collaboration among all your financial professionals is critical.

As a key component of WealthTrac™, Integrity Wealth Management coordinates your wealth
plan with your attorney, CPA, banker and other professionals to ensure that everyone is on the
same page with your financial program and working toward the same goal.
Proactive and diligent performance – Attentive and resolute service ensures that the ele-

ments of your financial life plan come together smoothly and on schedule. The IWM team works
with you and your advisors to facilitate delivery and integration of services across the various
professional disciplines to move your plan to the next step.
Ongoing evaluation and revision – In life, and in your financial matters, the only certainty

is change. WealthTrac™ includes an ongoing evaluation component that provides the flexibility
to adapt to both planned and unplanned changes in your financial profile.

Tax-Advantaged Philanthropic Giving
Integrity Wealth Management is progressive in the way that it works with donors and chari-

ties. Early in his career, Ralph Adamo recognized the need for more donor-centric ways for
charities to raise funds, and applied his unique understanding of how the head, the heart and
the wallet connect to developing a proprietary tool set for philanthropic giving.

Because IWM values donors first as clients, they strategically develop the numeric modeling
of cash flows, tax flows and net-worth projections, and are in a strong position to support the
donor-client and his or her advisory team in all philanthropic gift planning decisions.

IWM helps the donor-client thoroughly understand the application of planned gift solutions uti-
lizing more fully the philanthropic tax code, and by so doing, puts the donor in a position to con-
sider gifts of a grand scale without taking away the inheritance from heirs and other interests.

Through these proprietary philanthropic giving strategies, IWM connects the powerful aspects
of philanthropy and all its human and financial underpinnings to the multitude of tools that
todayʼs tax law affords the interested donor. IWM is uniquely positioned to help clarify the needs
of donors as they relate to tax law technique of choice, and apply those tools properly to each
donorʼs circumstances. The result is philanthropic giving strategies that work seamlessly with

W

Innovations in Wealth Management: 
How Proprietary Planning Tools Can Help You Create a More Impactful 

and Lasting Financial Legacy

your overall wealth plan.

Wealth Management Services t hat Reach Farther,
Accomplish More

In todayʼs ever-changing and often unpredictable
financial landscape, it is essential to combine compre-
hensive wealth management services with a commit-

ment to continual innovation. Integrity Wealth Management utilizes this unique approach to help
clients structure prudently thought-out portfolios, reduce or avoid taxes, preserve their hard-
earned assets and secure financial legacies that stand the test of time.

For more information on wealth management services and the proprietary strategies
described here, contact Integrity Wealth Management at 949.955.1188.

Building Futures With Integrity

3991 MacArthur Blvd., Suite 215, Newport Beach, CA 92660
949.955.1188

949.955.1187 (fax)
www.integrityiwm.com

Securities and advisory services offered through FSC Securities Corporation, Member
FINRA/SIPC, and a registered investment advisor. Integrity Wealth Management is not affiliat-
ed with FSC Securities and is not a Broker Dealer.

Ralph Adamo
Over the past 30 years, Integrity Wealth Management Founder and

President Ralph Adamo has personally helped more than 700 high
net-worth families turn their success into lasting significance through
the use of innovative and highly personalized wealth management
strategies. Ralph Adamo is the originator of WealthTrac™, a propri-
etary 125-step process for optimizing wealth management planning
and implementation.

A strong supporter of local charities, Ralph serves as founder of the
Orange County Chapter of Advisors in Philanthropy, and is a member
of CHOC Childrenʼs Hospital Foundation Professional Advisory
Council and Habitat for Humanityʼs 2011 Leadership Build Day.

Ralph serves as chairman of the Orange County Financial Planning Associationʼs
Community Relations/Public Awareness Committee. He is a presenter for national estate
planning forums and nonprofit organizations, and has appeared on KCAL 9 and KOCI FM
101.5, as well as in OC Metro, 714, Reuters, and the Journal of Financial Planning and
Investment News.

Ralphʼs financial advisory credentials include the well-respected CFP®, ChFC, CLU
and CAP designations. He has completed his masterʼs degree in financial services
(MSFS), is an investment advisor representative (IAR) and a registered securities repre-
sentative.

Ralph founded Integrity Wealth Management in 2003. He has built a team of profes-
sionals that provide clients with the stability of collective experience and an insightful cre-
ative strategy to achieve their lifelong financial goals. For more information, visit
www.integrityiwm.com.
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nvestors who are tired of earning near-zero interest from Certificates of Deposits or
Money Market accounts, and have had enough of struggling just to break even in the
stock market may be surprised to learn that they can convert part or all of their invest-
ments to the Gold Standard. Some people

are talking about the possibility of the United
States returning to physical gold in order to stop
the Federal Reserve System from indiscriminantly
printing paper money. The chances are slim to
none that this will actually happen, but thanks to a
relatively little-known law – the Tax Payer Relief
Act of 1997 – investors can now include gold and
other precious metals as part of their retirement
savings.

Schwab and Fidelity probably wonʼt tell you about this investment
Investors shouldnʼt wait for Charles Schwab, Fidelity and the like to tell them about this

option, because these companies wonʼt – they simply donʼt have the expertise regarding sell-
ing physical gold in retirement funds.

You canʼt run out and buy coins from a bank or coin dealer, store it in a safe deposit box, and
consider it part of your IRA or 401K. There are rules. Only certain gold coins are acceptable
and only certain companies can store your gold. As with any investment, there is no substitute
for experience and trust.

Learn from history
In 1907 United States Gold Certificates circulated – paper money that clearly stated that the

United States would pay to the bearer the face value of the banknote in “gold coins.” So you
could take these banknotes to any bank, hand them to the teller, and get United States gold

I

Investors Can Return to the 
“Gold Standard” Now!

by Mel Wacks, Member of the Numismatic Literary Guild

coins adding up to the face value of the paper money in return. In 1907, the median salary in
America was $438 per year – equivalent to about 21 United States gold coins. If someone had
saved their entire salary in paper money (whether it was put under a mattress or even if it had

accumulated interest at todayʼs ridiculously low rates), today that original $438
might buy a day at Disneyland for a family of three. But if someone had put aside
the 21 $20 gold coins, they would now be worth over $31,000 – enough for a lux-
urious vacation for that family of three for a month or two!

If history repeats (and it usually does) you have a choice of saving enough to
last you for a few years (with retirement funds in CDs, Money Markets, stocks,
etc.) or with the potential of lasting for decades (with retirement funds invested

in IRA/401K-approved United States gold coins).

Educate yourself…and receive a free 100-year-old silver dollar
Before you make any investment, you must do diligent research. Read

as much as you can, speak to experts face-to-face and then decide for
yourself. But donʼt do nothing. My wife has a magnet on the refrigerator

saying: “IF YOU ALWAYS DO WHAT YOU DID BEFORE, YOU WILL
ALWAYS GET WHAT YOU GOT BEFORE.” You can start by contacting a

company whose principals are recognized experts in the United States gold coin
marketplace, and who can show you how to take advantage of the Gold Standard in retirement
plans (with no hard sell and no obligation to buy anything).

To get a free Retirement Guide, call Morgan Gold at 800.585.1773. Even better, call for an
appointment (including evenings or weekends) to visit their convenient Irvine headquarters at
19900 MacArthur Blvd., Suite 150. If you visit, indicate that Mel sent you and you will receive a
valuable free gift – an over 100-year-old Morgan Silver Dollar issued by the United States Mint,
containing nearly 1 oz. of pure silver.
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n todayʼs challenging and competitive business and corporate environment, the trend for
many commercial real estate firms is an attempt to be all things to all clients – in short –
an expert at everything. Cresa has always been the exception. Our focus, company infra-
structure and expertise align directly with the needs of corporate facility occupants, not the

landlord.
Having earned the trust and confidence of over many Fortune 500 companies, Cresaʼs expe-

rienced advisors and integrated service groups deliver strategies and solutions that drive a
companyʼs profitability. Cresa is an international corporate real estate
advisory firm that exclusively represents tenants. Currently with 55 offices,
Cresa is the leading tenant representation firm in North America. Through
our joint venture partnership with Savills, one of the worldʼs largest inter-
national commercial real estate services firms; we cover more than 255
locations in 40 countries. Our clients benefit from our broad global reach
and our consultative, collaborative approach. This global coverage and
broad range of fully integrated services enables us to provide leadership
and solutions related to virtually any type of assignment in nearly any
location throughout the world.

Cresa 2012 Economic Outlook
One of the many services Cresa provides is to arm our clients with current market informa-

tion to better support their decisions to expand, contract or renew – along with extensive eco-
nomic data for their non-real estate specific business requirements.

Last month, we partnered with Chapman University to present our 2012 Economic Outlook
at the Island Hotel grand ballroom in Newport Beach. At this client-only, special event, more
than 250 clients were given an extensive and exclusive industry outlook by our internal team of
manager experts and Dr. Esmael Adibi, Director of the Anderson Center for Economic
Research and the Anderson Chair of Economic Analysis at Chapman University. This event was
an excellent opportunity for clients to have economic and real estate trends presented in an inti-
mate setting, along with a chance to network with other senior executives and ask questions
critical to their business lines.  A few of those findings include:

Orange County Office and Industrial Sector Review
Based on the lack of new product completed, combined with the slight upticks predicted for

select asking rents, tenants now evaluating an office move will require even more expert advice
and guidance to secure the best deal.

As one of the most dynamic markets in Southern California, Orange Countyʼs office market

I
Cresa’s Tenant and Corporate User Focus Expands a Firm’s Wealth

has had to cope with the same serious challenges facing surrounding office markets. But this
established marketʼs fundamental advantages – its coastal location, excellent transportation
options, selection of Class A office product and attractive pricing – combined with an improving
job outlook – should help buoy this marketplace somewhat over the 12 to 18 months.

Moving into 2012, the pace of the office recovery will be at a steady creep and not at the faster
pace many real estate industry experts and owners would prefer. The most important factor
influencing the health of the local office market will be the rate of job creation. Orange County
was the first MSA to add jobs post recession and currently has one of the lowest unemployment
rates in the state. As such, the office market should begin to move forward next year – albeit
slowly.

Southern California is the top logistics market in the country and the overall Orange County
industrial market will continue to benefit from this ranking. A healthy 35% of the total water con-
tainer traffic will pass through the ports of LA and Long Beach. An increasing number of logis-
tics firms want to be firmly established in this dynamic marketplace when the economy begins
to pick up. 

As vacancy rates begin to finally dip slightly, rents should indicate select submarket improve-
ments as well. This trend could make considerations to relocate, expand or downsize that much
more challenging for tenants in 2012.

Workforce Consulting – More Important Than Ever!
With the recent demise of redevelopment agencies in the State of California and the ever-

tightening city, county and state budget outlooks, many government support teams will be dras-
tically downsized, or in some cases even eliminated. Cresa realizes the quality of employees
and resulting costs are a major consideration for most clients. As such, we can assist with labor
costs studies, comparative wage analysis, sector saturation analysis, delivery time/freight costs,
utility costs and rebate incentives, crime research, natural disaster risk and the ever-important
demographic studies. 

Cresa – The Tenantʼs Advantage
We exceed our clientʼs expectations because of our steadfast focus and our track record of

significant savings to our clients. This approach has helped us win many industry accolades and
grow to become North Americaʼs largest corporate real estate support firm that exclusively rep-
resents tenants.

For additional information, or assistance, please contact Mr. Patrick L. Murphy, managing
principal at 949.706.6929, or PMurphy@cresa.com, or visit our corporate website at Cresa.com.

Cresa
Cresa is an international corporate real estate advisory firm that exclusively represents

tenants and specializes in the delivery of fully integrated real estate services. Currently with
55 offices, Cresa is the leading tenant representation firm in North America. Through our joint
venture partnership with Savills, one of the worldʼs largest international commercial real

estate services firms, we cover more than 255 locations in 40 countries. Our clients benefit
from our broad global reach and our consultative, collaborative approach. This global cover-
age and broad range of fully integrated services enables us to provide leadership and solu-
tions related to virtually any type of assignment in nearly any location throughout the world.

Pat Murphy
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ommitment to Clients
The Waltos Groupʼs mission is to deliver on our

promise to help create and secure legacies in our com-
munity. Our crucial role at the Waltos Group is to help

clients choose the right financial solution to address their
needs. Our advisors and financial representatives work with
our clients to help them prepare for their financial futures.
They do so by listening carefully as their clients explain their
unique financial goals and lifelong dreams, and providing solutions that include:

� Investment Services
� Financial Planning
� Employee & Executive Benefit Services
� Estate Planning
� Advisory Services
Among the products we offer are:
� Life Insurance
� Disability Income Insurance
� Long-Term Care Insurance
� Mutual Funds
� Annuities
Our organization focuses on risk-based solutions first; followed by

wealth accumulation, wealth preservation and wealth distribution. We
really do this by developing long-term client relationships; not by com-
pleting transactions. We focus on having consistent contact and mean-
ingful communication. This strategy works for our clients in all economic
cycles.

The Waltos Group also has a reputation for excellence in the full range of brokerage and con-
sulting services we offer to employers to help manage their employee benefits programs
through our Strategic Employee Benefits Services¹. In addition to our own professional staff and
value-added services, SEBS is able to provide a wealth of resources to its clients through pres-
tigious national affiliations. SEBS is committed to delivering tailored benefit solutions with
thoughtful strategic planning, valuable professional services and technology-based solutions
that result in sustained customer and employee satisfaction. Through initiative and follow-
through, SEBS helps its customers find answers, implement
solutions and anticipate outcomes.”

Commitment to Career Development
The Waltos Group is continually taking active steps to grow in

order to keep pace with the growing demand for financial secu-
rity guidance, products and services. Over the next five years,
we plan on adding nearly 150 additional financial representatives
along with 100 additional people to serve those representatives.
We are excited to have recently signed lease extensions into
2022 and finished a remodel of nearly 30,000 square feet in
Newport Beach in addition to our three other local offices. Northwestern Mutual is proud to be
named as “Best Place to Work in the Insurance Industry” by Glassdoor.comʼs “Best Places to
Work” Survey, Dec. 2010.

In 2012, we plan to add 50 full-time representatives and 75 interns. We are excited to offer
our financial representatives exclusive access to a variety of innovative solutions and services
in an environment where their potential is as virtually unlimited as their energy, commitment and
drive.

In addition to doubling the number of financial representatives at our firm in the next few
years, we also have internships available. Northwestern Mutualʼs internship is ranked “One of
Americaʼs Top Ten Internships for 2010” by Vault Guide to Top Internships (2010 edition), for a
good reason – it gives you real-world experience from day one. As a financial representative
intern, you are trained and mentored by industry veterans who know what it takes to succeed.

C

The Waltos Group Makes a Difference in Orange County
The Waltos Group of Northwestern Mutual consists of over 100 financial representatives serving over 40,000

clients in Orange, Los Angeles, Riverside and San Bernardino Counties
You learn how to run a business from one of the most
respected companies around. And you test drive a promising
career where you can achieve your goals and have an impact
on peopleʼs lives.

Commitment to Strength
Our financial representatives, advisors and specialists are

part of a network that has continued to stand strong in all types of economies. Northwestern
Mutual has been around for 154 years, serving Orange County since 1886, and since then has
only had seven leaders, including the current managing partner, Bob Waltos. Now operating as
The Waltos Group this office remains strong, stable and committed to doing the right thing for
our policy-owners. We are proud that in March 2011, FORTUNE magazine ranked
Northwestern Mutual as one of the “Worldʼs Most Admired Companies” in the life/health insur-
ance industry. In addition, Northwestern Mutualʼs ratings are unsurpassed in the industry from
the four major ratings agencies². Although future dividends cannot be guaranteed, we expect to
pay more than $4.9 billion dividends to eligible policy owners in 2012, which will be the second
highest payout in company history and, during the economic volatility of 2009 and 2010,
Northwestern Mutual maintained a strong capital position by focusing on the fundamentals and
remaining committed to its long-term perspective. We guard, protect and value our reputation;
it is both our legacy and our future.

Commitment to Community
The Waltos Group is an active member of the community. We are consistently involved with

a variety of local organizations including: Chapman University (Bob Waltos is chairman of the
board of counselors), The Tiger Woods Learning Center, Big Brothers Big Sisters of Orange
County, The Cystic Fibrosis Foundation, Mariners Christian School, Hoag Hospital, CHOC,
University of California Irvine Wealth Management School, CSUF, CSULB, Orange County
Young Executives, Working Wardrobes, the Santa Ana Chamber of Commerce, Hillview Acres,
Cure Duchenes and many more. We believe that it is critical to show how passionate we are
about giving back; not only through monetary means, but also through the personal time com-
mitments of the more than 100 financial professionals in our organization. Our financial repre-
sentatives are continually spending their time giving back to a variety of charity organizations,
spending thousands of hours every year. Many of our financial representatives are Bigs through
the Big Brother Big Sister Program and they spend hours with young children making a differ-

ence in their lives. We are also proud to host and sponsor many
events throughout the year in hopes to make our community a
better place. The extent of our commitment sets us apart from
other organizations in our industry.

The Waltos Group likes to think of our associates as “Quiet
Achievers,” a term coined and used to bestow an annual award
upon an OC individual who has demonstrated exemplary vision
and leadership improving life in the community for others at an
event sponsored by O.C. Metro business magazine, also sup-
ported by The Waltos Group.

For more information please call Bob Waltos, managing partner at 949.863.5851 and visit our
website www.waltosgroup.com.

1 Strategic Employee Benefit Services is a marketing program in which local independently
owned and operated companies that are not subsidiaries or affiliates of The Northwestern
Mutual Life Insurance Company provide comprehensive employee benefit services.  Strategic
Employee Benefit Services provides Northwestern Mutual Financial Representatives with
access to a variety of top employee benefit companies.

2 A.M. Best Company A++(highest), 2/2011; Fitch Ratings AAA(highest), 8/2011; Moodyʼs
Investor Service Aaa (highest), 6/2011; Standard & Poorʼs AA+(second highest), 8/2011.
Ratings are subject to change.

Waltos Group Recruiting

Bob Waltos

“We go about our business quietly and get the job
done, never losing sight of the bigger picture – 

the welfare of the entire community. We believe in
working to make a difference for each client 

individually. The success of one can spread to 
success for many.” 

- Bob Waltos
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C Irvine Business School Expands
Summer Residential for
Underprivileged Teens

He was a teenager when his father
died. His 48-year-old mother was left to raise
three children and manage the family finances
on her own. With no experience handling
money, she found the latter task especially
daunting and made her son pledge that if he
could ever influence womenʼs education, he
would be sure they were always encouraged to
take an interest in money matters.

Mark Moehlman, a principal at Wealth
Management Network and founding chair of
the Center for Investment & Wealth
Management (CIWM) at UC Irvineʼs Paul
Merage School of Business, kept his promise.

He brought up a daughter who today is a
successful financier and director of a New York
City hedge fund. And this past summer, with
the help of co-chair and CIWM Director Melissa
Beck, a number of charter CIWM members and
volunteers, and the wholehearted support of
the Merage School Dean Andy Policano,
Moehlman launched the inaugural Financial
Literacy Summer Residential Program to the
benefit of 30 well-deserving, eighth- and ninth-
grade girls.

“Itʼs important to understand that women control 60 percent of private, personal wealth in
America,” he says. “Whatʼs surprising is that to this day students received no formal training in
money management. In fact, many of those weʼre targeting with this new camp will be the first
in their families to go to college. I have a special
place in my heart for the plight of our youth who donʼt
know how to handle money, and Iʼm thrilled this pro-
gram is finally happening.”

The inaugural Financial Literacy Residential was
held during the Summer 2011. The presenting sponsor for the 2011 event was Opus
Community Foundation. Other generous contributors included City National Bank,
DuckworthMehner Private Wealth Advisors Inc., Every Monday Matters, Payden & Rygel
Investment Management, PIMCO, Taco Bell, Wealth Management Network and WISE Women
Investing in Security and Education. The program gathered its recruits with the help of organ-
izations such as Project HOPE School
Foundation, Boys and Girls Club, Girl Scouts
and Operation Jumpstart. More than 80 appli-
cations were received from students in Orange,
Los Angeles and Riverside Counties. Out of
those applicants, 30 girls were chosen to par-
ticipate.

The six-day residential featured games and
teambuilding activities and fun nights out at
various campus events. Daily seminars from
notables like Neiman Marcusʼ Ariela Shani and
Marche Moderneʼs Chef Amelia Marneau on
the basics of healthy financial habits, including
budgeting, credit management, consumer pit-
falls, savings and philanthropy, were augment-
ed by trips to Taco Bell headquarters and a visit
with Bill Gross on the trading floor at PIMCO.
Highlighting the week were the $100 Schwab
accounts given as a reward to each student fol-
lowing presentations they gave on stocks they
selected and researched. The girls even expe-
rienced a taste of college life in the dorms, a
jazz dance class, ropes teamwork course and
a variety of cultural events around Orange
County.

“Back home there are girls who are interest-
ed in college but donʼt really know anything

U
Financial Literacy: A Gift For Life

about it, so itʼs hard to talk to them. Whereas
these girls are learning just as much about it as
I am, so we can have conversations about col-
lege and it makes you feel like you have other
people to support you,” said Tahlese Wright,
2011 Financial Literacy Residential graduate.

The curriculum of the inaugural program cov-
ered basic budgeting, banking, credit and finan-
cial market comprehension, essential life skills
that are not readily available to most youth.
Among the classes the students attended were:

� Budgeting: Making the Most of Your Money
� Good Debt, Bad Debt: Using Credit Wisely
� Stock and Bonds: What is the Difference 

and What Does it Mean to Own Them
� Your Money: Keeping it Safe (Banking, 

Checking, Savings, Investment Accounts)
� Doing Good: The Responsibility of Paying it 

Forward
� College: What You Need to Do Between 

Now and Then, and How to Pat For it
� Career Panel (From Brokers to Chefs, 

Money Matters in Every Career)
� Consumer Awareness: The Influence of 

Advertising
� Creating Your Personal Brand
“This program provided an extremely valuable

asset to these girls. By giving them a brief glimpse into financial literacy they realized that one
day they could be economically secure and independent. The girls that participated in this pro-
gram now have an understanding of how to better their future,” said Mary Garcia, program

assistant and coordinator for Project HOPE School
Foundation.

The camp culminated in a graduation ceremony
with the families of all participants invited. Presiding
over the ceremony was Merage School Dean Andy
Policano with keynote speaker and Every Monday

Matters co-author Matthew Emerzian whose words sought to inspire life-changing – and world-
changing – goals for the graduates.

“The primary purpose of our program is to provide a foundation of financial knowledge while
at the same time creating an enjoyable summer camp,” said Melissa Beck. “We want these

girls to come away feeling excited about their
experience, empowered by what theyʼve
learned and hopeful for the future.”

The 2012 Financial Literacy Residential will
be opened up to both boys and girls in separate
six-day sessions. Ideal candidates for the 2012
program will be eighth- and ninth-grade stu-
dents who have a minimum 3.0 GPA and have
indicated some desire to attend college.

“There is much that can be accomplished
when the mission and the inspiration is clear,”
said Andy Policano, dean of The Paul Merage
School of Business at UC Irvine. “The Merage
School takes pride in its mission to enhance
socially responsible growth and to offer a highly
personalized environment, whether that is to
our students or to our community. I am glad this
innovative program has found its way to our
campus, and to our hearts.”

For companies and individuals who wish to
get involved and help sponsor a student contact
Melissa Beck at 949.824.2675 or by email at
melissa.beck@uci.edu. To learn more about the
program or to apply for the 2012 Financial
Literacy Summer Residential Program go to
merage.uci.edu/go/literacy.

Financial Literacy graduate Neve B. with The Paul Merage School of Business Dean Andy
Policano.

Financial Literacy students selected and researched stocks, then created a presentation to explain
their choices.  Each student was rewarded for their work with their own $100 Schwab account.

Mark Moehlman, whose personal inspiration was instrumental in the development of the Financial
Literacy Summer Residential, with 2011 program graduate Tahlese W.

Financial Literacy Program
Volunteers Who Made it Happen
Pam Adams, The Adams Financial Group of Wells Fargo Advisors
Lisa Barron, The Paul Merage School of Business
Mary Borg, Bank of the West
Jane Couperus, Knightsbridge Asset Management
Kara Duckworth, DuckworthMehner
Mike Duckworth, DuckworthMehner
Jennifer Friend, Selman Breitman LLP
Carla Furuno, City National Bank
Shawnette Gauer, Charles Schwab Institutional
Miles Healey Sandy Juranich, GenSpring Family Offices 
Debi Klein, The Paul Merage School of Business
Sarah Lyons, Lord Abbett
Mark Moehlman, The Wealth Management Network
Daryl Pelc, Boeing
Dominique Reese, CommuniTree
Pat Soldano, GenSpring Family Offices 
Emily Sukman, Experian
Jennifer Williams, Merrill Lynch
Evelyn Zohlen, Inspired Financial
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“ City National 
protects a lifetime of 
accomplishments.”
When I sold my business, I needed to protect what 
I’d worked for my entire life. I chose City National 
to manage my wealth. � ey’ve provided everything 
I needed throughout my entire career – and they’ve 
proven to have my best interests at heart.

City National is � e way up® for me.

Terry Vance
President, Vance & Hines Racing

Hear Terry’s complete story at cnb.com/thewayup. 

Experience the 
City National Diff erence.SM

Call (866) 792-8320 or visit cnb.com 
to fi nd a business banker near you.

City National Wealth Management    Member FDIC
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Chasing Returns
n the subject of market timing, legendary investor John Bogle, founder of The Vanguard
Group, said “After nearly fifty years in this business, I do not know of anybody who has
done it successfully and consistently. I donʼt even know anybody who knows anybody
who has done it successfully and consistently.”

The vicissitudes of the market influence us to want to believe in the quixotic effectiveness of
market timing, and 2011 was no exception. Empirical evidence shows that the more volatile the
markets appear, the more
likely it is that individual
investors will try to maximize
returns by chasing the “win-
ners” and abandoning the
“losers.” However, as a
strategy, playing the lotto
might be more effective; there is certainly less downside for this similarly aleatory strategy.

Each year for the past 17 years, Dalbar releases a study of mutual fund returns versus
investor returns. One would hypothesize that their performance would parallel one another.
However, what we have learned from these studies over the years is that
investors flock to the highest performing funds and flee the poorer per-
forming funds, often, just as each are about to revert to the mean.
Consequently, investors consistently under-perform their relevant bench-
mark. Chasing yesterdayʼs hot-dot fund is tantamount to market timing
and produces similarly poor results. Once again we learn that it is “time in”
the market not “timing of” the market that produces more favorable results.

As we enter 2012, this paradigm is once again present. What worked in
2010 did not work in 2011. And what worked in 2011 has not worked well
in the first month of 2012. The best stock in the S&P 500 in 2010 (+140%)
lost 20% in 2011. Conversely, the best stock in 2011 (+101%) lost 13% in
2010. Chasing yesterdayʼs winners wonʼt work tomorrow; donʼt chase the
last hot-dot. There is no substitute for due diligence and thorough analysis if you wish to pro-
duce solid results over multiple years.

Eventually, everything reverts to the mean. In other words, returns, whether overly positive
or negative, will eventually move back to the mean or the average. As a result, the frenzied
strategy of investing for the future while looking squarely in the rearview mirror will only result
in subpar returns. The most reasonable strategy to produce returns over the long term is by fol-
lowing a dedicated and disciplined strategy based on solid fundamentals and long-term secu-
lar trends.

2012 is well underway and already we have seen the S&P 500 for January gain nearly 4.5%
total return, that is more than double all of 2011 and the strongest January since 1997. So, how
will you read these tea leaves and what strategy will you employ to reach your financial goals
and objectives?

For more information, please contact Chris Walters, executive vice president of CitizensTrust
at 888.290.8222.

Chris Walters

“There is no substitute for 
due diligence and thorough analysis if you wish 

to produce solid results over multiple years.”

CitizensTrust
CVB Financial Corp. is the holding company for CitizensTrust and Citizens Business

Bank, a $6.5 billion financial services company based in Ontario, Calif.  Citizens Business
Bank serves 40 cities with 42 business financial centers, five commercial banking centers
and three CitizensTrust offices serving the Inland Empire, Los Angeles County, Orange
County and the Central Valley areas of California.

Shares of CVB Financial Corp. common stock are listed on the NASDAQ under the tick-
er symbol of CVBF. For investor information on CVB Financial Corp., visit our Citizens
Business Bank website at www.cbbank.com and click on the CVB Investor tab. 

O
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mericans have long been known for their generosity and their ability to meet the needs
of others; this was never more evident than in their response to the devastating earth-
quakes in Japan and Haiti. However, these same world events have caused the more
sophisticated donor to seek alternatives in meeting current philanthropic goals, while

providing the means to protect and prolong the legacy they create. These realistic requirements
motivated the creation of the Comerica Charitable Trust. The Comerica Charitable Trust pro-
vides an efficient, effective and simplistic method of creating a fund that will benefit a donorʼs
favorite charitable organization(s), now and potentially in perpetuity.

The Trust serves the needs all types of donors: individuals, families, corporations and non-
profit organizations. Comerica Bank & Trust, N.A. is the Trustee of the Trust. The Trust is admin-
istered by the Comerica Charitable Services Group, a specialty group within the Private
Fiduciary Services group business unit of the Wealth and Institutional Management area of
Comerica Bank.

The Comerica Charitable Trust is a 501(c)(3) Organization. Therefore, creating a fund within
its borders will generate all of the potential charitable tax and economic benefits that a donor
expects from any public charity. In addition, a fund created within the Comerica Charitable Trust
can involve future generations of your family as the philanthropic advisors to your fund, and
firmly establish your charitable intent now and in the future.

Since the donor fund you are about to create is a reflection of you, your family and your
beliefs; it is important that you be completely comfortable with the vehicle; how it functions and
the various options a donor can incorporate into the fund. The following overview is an expla-
nation of the various advantages and formats of this beneficial vehicle.

Types of Donor Funds
A donor fund functions in a manner similar to a private foundation, in that it enables the donor

to establish a charitable vehicle that will make gifts, or “grants” to specific charitable goals or
organizations. In essence, it organizes the donorʼs charitable gifting. There are two distinct
types of donor funds:

� Expendable Fund – meaning the “grants” will be made from income and principal. Many
view an Expendable Fund as a “charitable checkbook;” assets or cash are regularly gifted to
the fund and distributed to the named charitable entities shortly thereafter.

� Endowed Fund – meaning that regular “grants” will be made in accordance with an estab-
lished distribution policy established by the Trustee of the Comerica Charitable Trust. [The
amount is typically 5% of the average annual Fair Market Value (FMV) and based upon the past
fiscal year.] The distribution policy can vary periodically due to changes in regulation and pru-
dent fiduciary policy.

Even within these two types of Funds, the Donor may further customize the fund to function
as an:

� Advised Fund – meaning that your fund will make “grants” to any recognized 501(c)(3)
charitable organization within the United States based upon the suggestion(s) made by the
donor/advisor. An Advised Fund can be established for a predetermined number of years or in
perpetuity. Further, Successor Advisors can be named to continue the charitable legacy.

� Designated Fund – meaning the specific charitable organizations, or specific types of
charities are selected by the donor(s) at the time the fund is created. This form is normally
selected by donors with specific goals for specific charities who want their support to last (with-
out variation or amendment to their goal) for a determined number of years or in perpetuity.

There are situations in which a fund will be a “hybrid” or combination of these types of funds.
For example, a donor may create an Expendable Fund during their lifetime, which will become
an Endowed Fund at their passing, or by the direction of their named successor family advi-
sors. This is a further example of how the fund can be customized to meet exact charitable
goals.

How to Establish a Donor Fund
1. Complete the Donor Fund Data Form. The “Donor Fund Data Form” is a tool which is

used to establish the goals for the fund, or the donor intent. It can also be useful to assist donors
in formulating potential ideas or begin the process toward goals for your fund to achieve.
Additionally, the questions on this form will assist the Comerica Charitable Trust in establishing
the correct parameters of your fund. For example, aside from charitable goals, this form estab-
lishes the longevity of the fund, as well as the advisors the donor wishes to name and estab-
lishes the succession plan for fund that will last in perpetuity. The data listed on this form will
assist the Comerica Charitable Trust in meeting the donorʼs charitable intent at all times.

A

Creating a Donor Fund 
Within the Comerica Charitable Trust

by Mitchell (Mick) Koster; Vice President & Philanthropic Advisor, California Region; Comerica Bank

2. Establish the Name of the Donor Fund. Also listed on the Donor Fund Data Form is the
Proposed Fund Name. Once again, this fund is intended to meet the customized goals of its
founder or the donor. Recognition or anonymity can be very important to the customization of
this vehicle. A fund name should be selected that meets the intent of the donor and reflects their
personal view on philanthropy.

3. The Donor Contribution Agreement is prepared. This is the actual governing agreement
that establishes the goals and objectives for the fund. This document should be reviewed by the
donor(s) and their legal advisors for compliance and an accurate depiction of the donor intent.

4. Asset Selection and Funding. While the first three steps are being reviewed and com-
pleted, the donor(s) should meet with the Financial Advisor to select the best asset or assets
that accomplish the gift value and provide maximum tax benefit. When this schedule of assets
(which can be cash, publicly traded securities, or other appreciated assets agreed upon by the
Trustee) is established, the fund can accept the assets and the gifting process is completed and
the fund is operational.

Policies relating to Donor Funds
1. Each donor fund is assessed a fee by the Comerica Charitable Trust and paid by the fund 

in accordance with the published schedule of fees.
2. The donor/advisor will receive a quarterly statement from the Trustee depicting the

financial holdings of the fund, income earned, expenses, as well as the grant 
disbursements.

3. There is a $50,000.00 minimum contribution to establish a fund with the Comerica
Charitable Trust.

4. Additional contributions to the fund may be made at any time in any increment thereafter.
5. The number of successor advisors named in a donor fund is unlimited and perpetual.

Succession planning may be established to perpetuate family participation for generations.
6. Donor advisors may also recommend the type of investment for their fund from a selection 

of best-of-class investment funds and/or a customized investment program will be 
established for funds of a specific fair market value and anticipated grant disbursements.

7. The minimum grant made from any fund is $250.00.
8. All grants must be made to recognized 501(c)(3) charitable organizations within the United 

States of America. No grants will be made to foreign charities.
9. No grants will be made to individuals.
10. Grants may not be made for purchases, sponsorships or personal donor benefit.
11. No fund raising expenses may be paid from the fund.
12. The fund may not employ anyone.
13. The fund cannot be utilized to satisfy a personal pledge.
14. Total grant distributions for a given year from a donor fund are recommended to equal 5% 

of the fundʼs average value (Fair Market Value) over the previous fiscal year.
Note: This is a recommendation only and is not a requirement. However, the Trust will notify

advisor(s) as to the recommended distribution amount each year. This distribution policy is sub-
ject to amendment and modification by the trustee.

Comerica Bank and its affiliates do not provide tax or legal advice.  Please consult with your
advisors regarding your specific situation.

Comerica Bank Member FDIC, Equal Opportunity Lender, Equal Housing Lender

Mitchell (Mick) Koster
Mick Koster is a nationally recognized leader in philanthropy and

charitable giving. As Vice President & Philanthropic Advisor for the
Comerica Charitable Services Group, he assists wealthy individuals
in contributing their accumulated wealth to charity. In addition, he
works directly with Comerica not-for-profit clients, particularly in the
western United States, in establishing and growing their endowment
funds.

He holds a BA from Calvin College in Grand Rapids, Michigan, and
a Masterʼs in Public Administration from Michigan State University
with a concentration in nonprofit management.

For more information, please contact Mick Koster at 408.930.2415,
or email at mekoster@comerica.com.

Comerica Bank

Comerica Bank, with 14 banking centers located throughout Orange County, is
a subsidiary of Comerica Incorporated. Comerica is a financial services compa-
ny strategically aligned into three major business segments: the Business Bank,
the Retail Bank and Wealth Management. Comerica focuses on relationships

and helping people and businesses be successful. Comerica is one of the
nation’s oldest banks and has been a healthy financial institution for more than
162 years.
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hen youʼre focused on running a business, itʼs easy to postpone financial and estate
planning. But 2012 is different. Why? Because the next 11 months present an
unprecedented opportunity to preserve more of your hard-earned wealth and leave
less to the IRS. This is thanks to favorable estate and gift tax rates and exemptions

that, barring an unlikely extension by Congress, will expire on December 31.
Specifically, the gift tax exemption in 2012 allows individuals to gift up to $5.12 million with-

W

Is 2012 the Last Great Year to Preserve Your Wealth?
by Corinne Baughman, Partner, Moss Adams LLP; and Jason Romano, Partner, 

Moss Adams Wealth Advisors LLC

Corinne Baughman
Corinne Baughman, CPA, helps closely held and venture-backed

companies with mergers and acquisitions, ownership transitions,
entity selection and more. She can be reached at 949.221.4048 or
at corinne.baughman@mossadams.com.

Jason Romano
Jason Romano, CFP®, AIF, provides personal financial planning

and investment management services to families and individuals.
He can be reached at 310.295.3731 or at jason.romano@moss
adams.com.

out incurring any current cash transfer taxes. Any amount beyond that would be taxed at a
rate of 35 percent. In 2013, however, the exemption amount returns to only $1 million and the
rate jumps to as high as 55 percent. Income tax rates on ordinary income and capital gains
are also scheduled to increase dramatically, making it all the more important for you to explore
planning strategies sooner rather than later.

Of course, you could wait and see whether Congress extends some of these tax provisions.
But for most part, the potential tax savings now are simply too big to ignore. Plus, the grow-
ing federal deficit points to the potential for higher taxes in the future.

Know Your Wealth, Know Your Needs
If youʼre thinking about creating an estate plan or reevaluating your existing plan, youʼll want

to ask yourself a number of questions, including:
� Will my plan meet my personal and family goals?
� Whatʼs my estate worth today, and how much might it be worth in the future?
� Does my plan leverage current tax rates to help reduce my estate taxes?
� Do I have excess wealth I can afford to pass on to future generations without concern

that Iʼll need it later?
And then thereʼs the question business owners often donʼt think to ask themselves: How

much of my net worth is tied up in my business? The answer is, itʼs likely your biggest asset,
and it probably makes up a significant portion of your total estate. This can have a huge
impact on your plan.

In fact, many business owners are surprised when they realize the cash impact estate taxes
can have on their business interests – they donʼt perceive themselves as wealthy, possibly
because their wealth is tied up in an illiquid asset (their business). But estate taxes are gen-
erally due in cash nine months after death and can be more than 50 percent of the value of
an estate. This estate tax liability can severely impact your business and your survivors, and
many businesses have been forced into a “fire sale” simply to pay an ownerʼs estate taxes.

Align the Sale of Your Business with Your Estate Plan
Whether you plan to sell your company in two or 20 years, aligning your estate and finan-

cial plans with your business plans can provide for a smooth transition of your ownership
interests. It can also help ensure that the value you get from a sale meets the long-term needs
of both you and your loved ones, so that you can maintain your lifestyle after the sale of your
business.

Further, taking into account your business considerations as well as personal ones will help
you understand whether an opportunity to sell your business is the right one. It will also force
you to address important ownership and management succession issues, such as identifying
the next generation of company leaders.

Youʼre in Control
Your comfort level is what is most important in creating estate, financial and business plans

that work for you. A good advisor should be there to guide you along the way, but youʼre
always in the driverʼs seat.

With a thoughtful plan in place, youʼll be in a much better position to maximize the value of
a sell transaction as well as face a wide range of future uncertainties: a shift in tax policy, a
change to your business, fluctuations in the stock market, or a downturn in the economy. No
matter what, being prepared means being better able to reach your overall wealth-preserva-
tion goals.
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“Last Chance” Estate Planning May End Soon
by Gordon A. Schaller and Scott A. Harshman, Jeffer Mangels Butler & Mitchell LLP

uch has been written about the perfect storm of estate planning: the coincidence of
low values, low interest rates, valuation discounts and the $5 million ($10 million for a
married couple) gift and estate tax exemption. Unfortunately, the $5 million gift and
estate tax exemption ends (reverting to $1 million) after December 31, 2012. Values

of certain assets are increasing. However, most importantly, valuation discounts may be severe-
ly restricted at any time by IRS regulations. Thus, the best opportunities may close well before
December 31, 2012. Donʼt wait for this “last chance” at once-in-a-generation estate planning.

Over the last three years of economic crisis and
unfunded legislative spending, extraordinary
deficits have been created and will continue for
years to come. Congress and the Administration
continue to examine all available means for rais-
ing new tax revenue, including additional gift and
estate tax revenue. The Administrationʼs revenue
raising proposals for the last three budgets,
include: (1) disregarding valuation discounts
applicable to certain restrictions on transfer of
interests in family-controlled entities; and (2) limiting grantor retained annuity trusts to a min-
imum 10-year term. In addition, the IRS has for several years maintained that it has the
authority to restrict or eliminate valuation discounts by regulation. Several political and legal
factors suggest that such regulations could be issued at any time, effective on the date of
publication, without an opportunity for notice and comment. President Obama has promul-
gated the “We Canʼt Wait” doctrine to justify extensive regulatory actions and bypass
Congress. If there is political concern regarding the potential outcome of the 2012 elections,
there is strong incentive to implement more “canʼt wait” regulations, including eliminating
family valuation discounts.

Many traditional planning techniques employ valuation discounts to enhance the transfer
of wealth to heirs with little or no gift or estate tax consequences. For example, a Grantor
Retained Annuity Trust (“GRAT”) allows a person to transfer assets to a trust in exchange
for payment from the trust of a yearly amount that includes an interest factor set by the IRS,
which is 1.4% for February 2012. Valuation discounts effectively lower the required annual
payment, thus increasing the amount that passes to the beneficiaries when the GRAT ends.
This has been a favorite wealth transfer technique of the rich and famous, including the
Gates, Buffet and Walton families, and numerous Google millionaires.

Elimination of family valuation discounts would impact many other conventional planning
techniques. One is a sale to an intentionally defective grantor trust (“sale to a DGT”). A sale
to a DGT has several advantages over a GRAT. Another technique that would be impacted
is a transfer to a charitable lead annuity trust (“CLAT”). The CLAT is a Trust to which the
grantor transfers assets and the Trust pays a yearly amount to a charity for a period of years,
after which any remaining trust assets pass to the grantorʼs children or other beneficiaries.
The annuity payment is a fixed percentage of the initial value of the assets transferred to the
CLAT, including valuation discounts. The value of the gift to the remainder beneficiaries is
measured by the initial discounted value of assets, value of the annuity payments and term.
There are many nuances applicable in considering these and other planning techniques that
should be reviewed with a qualified estate planning professional.

Finally, the grand revenue raiser-rates and exemptions. No one would have predicted that
2010 would be the year with no estate tax or that the gift and estate tax exemptions would
increase to $5 million with a maximum estate and gift tax rate of 35% in 2011 and 2012. Now,
the specter of huge 2013 estate and gift tax increases looms. This window of opportunity,
combined with the possible loss of valuation discounts, should create some urgency for
those desiring to transfer wealth to children and grandchildren. Advisors and clients should
act now.

Jeffer Mangels Butler & Mitchell LLP
Jeffer Mangels Butler & Mitchell LLP (JMBM) has one of Californiaʼs most active trusts

& estates practices in full-service law firm. Our trusts & estates practice focuses on estate
planning, wealth transfer planning, trust administration and the resolution of trust disputes.
Our clients include individuals, family offices, and public and private charitable organiza-
tions. From our offices in Irvine, Los Angeles and San Francisco, we serve our clientsʼ
interests worldwide. For more information go to www.JMBM.com.

Gordon Schaller
Gordon Schaller is a prominent Orange County tax and estate-

planning attorney. Gordon focuses his practice on taxation issues,
estate planning, business succession, charitable and wealth man-
agement services and trust and estate litigation. His 30 years of
experience in wealth management and his intimate knowledge of
financial, estate, life insurance and tax structures, helps him add
value to every clientʼs unique situation. Contact Gordon at
949.623.7222 or GSchaller@jmbm.com.

Scott Harshman
Scott Harshman is an experienced tax and estate-planning attor-

ney in Orange County. He has extensive experience in tax, trust and
estate matters and business planning for high net-worth individuals,
including wealth transfer planning, income tax planning, corporate
and partnership taxation, business succession planning, and inter-
national estate and tax planning. Scott also has expertise in the
structure and formation of nonprofit entities. Contact Scott at
949.623.7224 or SHarshman@jmbm.com.
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Farmers And Merchants Trust Company: 
Defining Wealth For Generations

“It is a privilege to be entrusted with the safekeeping of wealth from generation to generation.  
Therefore, we must ensure security, stability and peace of mind.” 

— C.J. Walker, Founder, Farmers and Merchants Trust Company

f you asked our clients how they define wealth, 
you would quickly find it is a word of limitless 
definitions. Some might say it is the confidence 
that future generations will have the tools 
for success. Others might insist that it is the 
pride of a portfolio of prudent and sustainable 

investments. And many may value the fulfillment of 
participating in charities and foundations that make 
the world a better place. 

When C.J. Walker founded Farmers and Merchants 
Trust Company in 1920, he set out to work directly 
with members of our community to help them 
discover their own unique definition of wealth and 
build a legacy that would last generations. The 
demands of modern society and current challenges 
in the economy call for a nimble yet sophisticated 
approach to trust management. This practice 
remains a very personal endeavor that requires 
a commitment to ethics, local expertise and the 
knowledge that can only be gained by generations 
of experience. These characteristics are in our DNA 
at Farmers and Merchants Trust Company. 

“The time is always right  
to do what is right”
Let’s begin with the most important characteristic: 
ethics. This is not limited to a written mission 
statement or company policy, but is a proactive 
mission to improve the world around us. At Farmers 
and Merchants Trust Company, we start every day 
with a simple yet profound saying by Dr. Martin 
Luther King, Jr.: “The time is always right to do what 
is right.” This phrase reverberates in both our day-
to-day activities and our staff’s commitment outside 
of the office. Every member of our executive team 
serves on the boards of major hospitals, schools, 
nonprofit organizations and religious organizations. 
In addition to serving as a source of personal and 
spiritual fulfillment, these initiatives also enable us to 
better serve our clients in their charitable planning, 
aligning them with powerful organizations that share 
their values and mission. Our unyielding commitment 
to ethics and service is the guiding light that leads 
Farmers and Merchants Trust Company and its 
clients onward into a brighter future. 

Local expertise in  
a global economy
We are part of a global economy where technology 
has obliterated physical barriers and enabled us 
to take a business initiative overseas with the click 

of a mouse. Despite these innovations, creating 
a legacy of wealth is highly dependent on local 
factors that require you to have your feet firmly 
planted on community soil. Farmers and Merchants 
Trust Company is the oldest continuously operating 
trust company in California. This has always been 
our home and we understand the many cultural, 
geographical and economic dynamics that set 
Southern California apart. Our rich history in the 
region enables us to offer services unique to our 
industry. Because our entire management team 
is located in Long Beach and Orange County, we 
can provide almost immediate responses to our 
clients’ requests. We also have forged relationships 
with influential local organizations and create key 
synergies between our clients and the community. 

In addition to traditional wealth management 
expertise, Farmers and Merchants Trust Company 
has extensive real estate experience spanning 
several generations, primarily in Southern 
California. Our experience in the acquisition, sale 
and management of commercial, industrial and 
residential real estate properties gives our clients 
significant added value as we manage their assets. 

Relationships that  
span generations
In most industries, a longstanding client relationship 
may last several years, with rare exceptions 
spanning decades. Many of Farmers and 
Merchants Trust Company’s clients reach back 
to the mid 20th century. This has taught us three 
valuable lessons: 1.) making conservative, long-
term investments is the key to growing wealth,  
2.) clients should be treated like members of your 
own family and 3.) educating future generations will 
promote long-term wealth. 

At Farmers and Merchants Trust Company, every 
client relationship has its own living, breathing 
history. We know this from firsthand experience. 
Farmers and Merchants Trust Company spans 
five generations of the Walker family and the many 
experiences that contributed to the family’s legacy 
directly translate into our client relationships.  

Finally, we understand that knowledge is the key 
to promoting long-term wealth. In 2012, we will 
release a financial education series to help future 
generations become wise and ethical stewards of 
their wealth. 

Farmers and Merchants Trust Company 
offers a breadth of services, all focused 
on helping our clients create, maintain 
and grow their wealth from generation  
to generation:

• Personal Trust Management

• Investment Management

• Charitable Trust Management 

• Foundation & Endowments

• Agent for Trustee

• IRA & Employee Benefits

• Real Estate Management

Orange County: 949.900.8021       www.fmtrust.com      Los Angeles County: 562.590.6309
 24300 Paseo de Valencia  |  Laguna Hills, CA 92653    302 Pine Ave.  |  Long Beach, CA 90802

I

Protecting and Managing The Assets  
of Our Clients Since 1920

From left: Daniel K. Walker, Jay Ferrara, Christine Walker,  
Kevin M. Tiber, Sean A. Miller
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retirement savings they will withdraw each year in retirement, compared with only 36% of those
who have never worked with a financial advisor. Running out of money is a concern for 35% of
respondents who have never worked with an advisor, but for those who do work with an advi-
sor, only 24% said they were worried about running out of money. Professional financial advice
is a key resource for developing a roadmap for retirement.

Know the Right Questions to Ask
Too often, as people consider whom to hire as their professional financial advisor, the first two

questions they pose in the screening process are: “What are your fees and what is your per-
formance?” Just imagine taking a similar approach when booking a trip on a cruise ship. If you
only asked how much it will cost and the length of the trip, you may find yourself bunking below
decks in steerage versus traveling first class and, you could very well arrive at the wrong des-
tination!

While fees and performance are important pieces of information to know, there are other key
questions that should be asked and factored into the mix. Consider if the financial advisor is
qualified to provide you with answers to the following questions:

� Can I afford to retire when I want and still meet my retirement objectives?
� Are my assets allocated properly to meet my short- and long-term goals while letting me 

sleep well at night?
� Is my income in-line with my spending?
� Does my estate plan reflect my desires?
� Am I doing everything I can to minimize my taxes including income, capital gain and estate 

taxes?

The Process in a Nutshell
A good planner will navigate you through the six steps of the financial planning process:

Throughout the process, a broad range of wealth management issues should be addressed,
including but not limited to: cash flow planning, investment allocation, college savings, retire-
ment goals, stock option planning, insurance needs, philanthropic goals, titling of assets and
planning for transfer of wealth upon death. Addressing these issues should provide a thorough
roadmap to make sure you are on pace to achieve your financial goals and objectives.

Summary
Investor behavior tends to focus on stock picking and chasing previous investment perform-

ance while ignoring factors with outcomes that can be controlled. By seeking the advice of a
qualified financial planner, you can gain a more clear understanding of how to effectively attain
your goals. Armed with this knowledge and an effective plan, comes peace of mind and a
greater likelihood of achieving your goals. So, just how far up the ladder are you and is it lean-
ing on the right wall?

o paraphrase Stephen Coveyʼs famous quote, “It would be a waste to spend your life
climbing a ladder only to find that when you get to the top, itʼs leaning against the wrong
wall.” This happens all too often with investors who, as they make investment choices
along the ladder to retirement, donʼt ask the right questions or succumb to negative

behaviors that run contrary to their best interests.

Investor Behavior
One of those negative behaviors is that investors tend to focus primarily on making the right

stock pick in the hope of getting a big payoff in rate of return. The media, with its endless broad-
casts and articles that peddle the hot stock or asset “class-de-jour” and with its heavy focus on
returns, fuel this behavior. Weʼve been conditioned to think that rate of return is the only thing

that matters. But to what end and with what risk?
What investors need to know is that itʼs more important to look beyond the right stock pick

and focus on the right process that will ultimately get them to their long-term goal. We donʼt real-
ly have control over market rates of return, but we do have control over our own financial goals
and expectations, and we have control over implementing the right plan that should lead us
there. A professional financial advisor is a valuable resource to help investors navigate through
that process.

A recent survey (Sept. 2011) by Franklin Templeton indicates that having professional finan-
cial advice clearly makes a difference in how individuals approach their retirement goals. The
survey found that 66% of Americans who work with a financial advisor know how much of their

T

Are You on the Right Rung of Your Retirement Ladder?
Tips to avoid being wrung out at retirement

by Kimberly Dwan Bernatz, CFP®, First American Trust

First American Trust Corporate Headquarters

First American Trust
Headquartered in Southern California, First American Trust has approximately $3 billion in

assets under administration and is a subsidiary of First American Financial Corporation,
which traces its origins back to 1889. First American Trustʼs Wealth Advisory Services focus
on Investment Advisory, Personal Trust, Fiduciary Real Estate, Fiduciary Business Services,

Estate Administration, Retirement Planning, Financial Planning and Philanthropic Advisory
Services. All services are delivered through highly trained professionals who work in local
offices. Throughout its history, First American Trust has remained solid, stable and respon-
sive to the needs of their clients.

Kimberly Bernatz
Kimberly Bernatz, CFP® is senior vice president and director of

Wealth Management Advisory with First American Trust. She leads a
team of wealth management advisors who work with successful indi-
viduals, families and foundations to help them plan for and achieve
their current and future financial needs.

An active volunteer in our local community, Kimberly serves as
Chairman of the Hoag Hospital Foundation Planned Giving and
Endowment Council, Membership Chair for the UCI Paul Merage
School of Business Center for Investment and Wealth Management,
Immediate Past-Chairman of the Board of Pacific Chorale and as an
Advisory Council member for the Assistance League of Newport-Mesa. Kimberly can be
reached at 714.250.8127 or kbernatz@firstam.com.
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ur world is changing quickly, and personal insurance
for the affluent household is trying to keep up the
pace. Innovative as the industry is right now, it is in
many ways just catching up with technological, envi-
ronmental and financial shifts that continue to evolve

at a rapid pace.
While we still are exposed to the same familiar hazards, our

world has become increasingly complex and insurance com-
panies are reacting by addressing the new issues that con-
cern those with the most at risk. Now, more than ever, there
is a need for new protections.

So what are some innovations should you be looking for in
your personal insurance program?

� Social Media Liability – check your homeowners and
excess liability programs for social media related liability
exclusions. Defamation, invasion of privacy take on a whole

O

How Will My Personal Insurance Protect Me in an Environment Where the Risks Are
New, Changing and Present-day Exposures Are Different?

new meaning today. Cases of cyber bullying and even spon-
taneous blogs or other content can get you in serious legal
trouble.

� Green Coverage – there has long been a demand and
now most luxury insures will allow the use of environmental-
ly friendly building materials as replacement components
following a covered loss. New contracts now often cover
increased green building alternatives cost, green buildings
reengineering and recertification expense, vegetative roofs
and an increased period of restoration for green building
alternatives, especially important for larger residences.
Always check your policy and if it is not included, it may be
available by endorsement.

� Insuring Your Reputation as an Asset – the Internet
does not forgive or forget. Family indiscretions, disgruntled
employees and competitors can all devastate our personal

and professional reputations online. Many
high-end insurance carriers now provide cov-
erage to help you restore your online reputa-
tion and often provide crisis management
indemnity to help deal with other forms of
media and public relations.

� Kidnap and Ransom Insurance –
although not new, policies are now being writ-
ten to accommodate recent threats and
changing corporate, political and social envi-
ronments. Kidnapping is one of the fastest-
growing industries in the world. The hostage is
a commodity and struggling economies make
the world a more dangerous place for execu-
tive and family travel. Polices are now broad-
er than ever and easily available.

� The New Collection, Wine; as a con-
sumable that appreciates in value as it ages,
wine is a unique asset. Just as fine arts and
jewelry collections are often scheduled, wine
inventories with great value should also be
insured separately from your general home-
ownersʼ insurance policy. Itemized coverage
is recommended for wines valued at $10,000
or more and can be combined with blanket
coverage to provide the best protection for
your collection. Make sure your policy covers
loss due to power outage or mechanical
breakdown of heating, cooling and humidity
control equipment, all of which are critical cov-
erages for oenophiles.

The affluent family has sophisticated insur-
ance needs that can go well beyond the limits
of a Main Street homeowners, automobile and
excess liability policies, and these needs are
evolving. Individuals are often unaware of
what is available to protect their wealth and
assets from familiar and emerging risks. An in-
depth conversation with an insurance profes-
sional with experience advising wealthy indi-
viduals and families is the first step in making
sure you have covered your bases.

For more information, contact Lupe Erwin at
714.505.7000 or lupe@wgbib.com.

Lupe Erwin

“When the people at First Republic say 
something is going to be done at a certain
time, it’s done.”
SUSAN PHILLIPS, RETIREE/EDUCATOR
FOUNDER, SUSAN PHILLIPS DAY SCHOOL

3991 macarthur boulevard, suite 300 (at bowsprit), newport beach  (949) 756-8828
1-877-743-7777 • www.firstrepublic.com • new york stock exchange symbol: frc

brokerage services provided through first republic securities co., llc. member finra/sipc 

pr ivate  banking • wealth management • brokerage • trust

investment products: • not fdic insured • no bank guarantee • may lose value
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