MAKE GROW LIVE

The 10 best executive 10 must-ask questions What to know before

health centers; Facebook’s for your financial advisor; chartering a yacht; how
bottom line; how Lululemon Qatar’s Persian Gulf to buy the world’s most
made yoga hot. success story. exclusive tickets.

Worth

THE EVOLUTION OF FINANCIAL INTELLIGENCE

WORTH.COM

e
VOLUME 19 | EDITION 04



Fairfield County, CT = Leading Wealth Advisor
LLBH Private Wealth Management LLC

Kevin Burns, Partner, Bill Loftus, Partner
Bill Lomas, CFP®, CIMA®, CRPC, Partner
Jim Pratt-Heaney, CIMA®, Partner

How do | create a goals-based
financial plan and get my current
investments to follow it?

By Bill Lomas

Unbelievably many wealthy fami-
lies have never taken the time to
develop a financial plan. Yet it is a
critical first step toward achieving
peace of mind and developing an
asset allocation strategy designed
specifically to meet personal and
family goals.

To help visualize a family’s current
asset base, we break out invest-
ments into three separate risk
pools: personal protection, market
exposure and aspirational. This
structure, developed by Ashvin
Chhabra, stresses putting a client’s
lifestyle goals and risks ahead of
traditional modern portfolio theory
Goals-based
planning takes into account a

allocation models.

client’s “sleep factor,” which is
largely ignored in common planning
strategies. Many wealthy families
want a customized, purpose-driven
plan they can embrace, and they
appreciate a portfolio constructed
specifically around a true under-
standing of their personal goals.
The personal risk pool includes
assets that focus on safety and

preservation of lifestyle, principal
protection and cash flow. This
account pays the bills, and some
clients have multiple years of living
expenses in their safety pool.

The market-exposure pool is
designed to maintain a client’s
lifestyle by providing a hedge
against inflation through a broadly
diversified portfolio balanced
between risk and return.

The aspirational risk pool holds
assets meant to outperform the
markets by taking measured risk.
These can be more long term and
illiquid by nature and can include
concentrated equity positions,
illiquid or privately held assets. It
is designed to provide significant
growth but often can have significant
risk. These assets often represent
the intellectual and emotional cap-
ital of a family, such as a family
business.

After assets have been delineated
into these intuitive risk pools, a
quantitative and qualitative review
follows in which client goals and
cash-flow requirements are aligned.

A customized portfolio is then
designed and stress tested with
probability analysis software to
provide a solution that is designed
to meet family goals at a comfort-
able risk level. This customized
plan acts as a touchstone in volatile
markets to help investors avoid
common mistakes made when emo-
tion often rules.

The plan is dynamic and can
shift as the client’s needs and cir-
cumstances change. Goals-based
planning has assisted many investors
in recognizing what risks they are
taking, and what risk they need to
take to realize their different goals.
Whether it is to build a family
legacy, provide a certain lifestyle, or
fund a charitable foundation, goals-
based planning is a useful starting
point. A plan to accomplish any
task is critical.

There is an old saying, “If you do
not know where you are going any
road will get you there”

Do you have that road map for
you and your family’s financial and
life goals? ®

This article contains general information that is not suitable for everyone. The information contained herein should not be construed as personal-
ized investment advice. Past performance is no guarantee of future results, and information contained herein (especially with regard to current
interest rates) is subject to change. Nothing herein is intended to constitute accounting or legal advice (or advice on how to avoid paying taxes),
and you should consult with a lawyer or accountant before making any decision.




“This structure...stresses
putting a client’s lifestyle
goals and risks ahead of
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After 15 years teaching, Jim Pratt-Heaney joined EF Hutton in 1986. He became a vice president at Smith Barney
before moving to Merrill Lynch in 1998. He is a Certified Investment Manager Analyst and leads LLBH's asset
management. Bill Lomas started with Paine Webber in 1981, spent 18 years as a senior vice president at
Prudential Securities and Smith Barney and joined Merrill Lynch in 1998. Mr. Lomas, a Certified Financial Planner™
and Chartered Retirement Planning Counselor M, leads LLBH's holistic investment planning process. Kevin
Burns, whose career began at PaineWebber in 1981, became a senior vice president at Oppenheimer & Co.
and Smith Barney before joining Merrill Lynch in 2000. He leads LLBH's new client asset acquisition and client
service and contact operation. In 1986, Bill Loftus joined Merrill Lynch and then spent 10 years as a senior vice
president at Smith Barney before returning to Merrill Lynch in 1998. He leads LLBH's corporate executive
advanced wealth planning, lending and alternative investments.

Assets Under Management Compensation Method
$600 million (team) Asset-based
Minimum Fee for Initial Meeting Primary Custodian for Investor Assets Pershing

None required Professional Services Provided

Minimum Net Worth Requirement Planning, investment advisory, money management, advanced wealth transfer
$10 million (for investment services) planning and corporate services

Largest Client Net Worth Association Memberships

$100 million Investment Management Consultants Association

Financial Services Experience Website ¢ Email

120 years (combined) LLBHpwm.com | blomas@Ilbhpwm.com
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The Worth Leading Wealth Advisor admittance process is based on, but not limited to, the Advisor’s experience, education, fiduciary status, compliance record, wealth management services,
methods of compensation and scope of current business. In order to be considered for the Worth Leading Wealth Advisors Program, financial professionals must be willing to provide complete
and full disclosure to investors so that independent analysts from Paladin Registry can thoroughly screen and evaluate their credentials, ethics and business practices. Once admitted,
Advisors pay a fee to be included. Investors and potential investors are solely responsible for the decision to select particular Advisors.




