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TEEN & YOUNG 

ADULT WORKSHOP 

Nurturing the next  

generation… 
 

There is a new generation of 

clients walking into our of-

fice and they seem to be get-

ting younger and younger.  It 

is not uncommon to see a 13 

year old come through my 

door, after an earlier conver-

sation with their parents, and 

ask me to “teach” them about 

money.  Most of us have 

worked long and hard for our 

money and we don’t want to 

see it squandered away after 

we pass on.   
 

Wouldn’t it be nice to see our 

young adults become suc-

cessful with money matters?  

Wouldn’t it be nice if they 

had the confidence and 

knowledge to handle finan-

cial situations with ease?  

Well, they can if they are 

taught how!   
 

I will be conducting a work-

shop this summer to teach 

young adults to deal with 

money and to help graduates 

who have started a new job 

pick out their benefits and 

invest in their 401k plans.  

So, after vacations are over 

and everyone is getting ready 

to go back to school, I hope 

they will join me! 
 

The workshop will be 2 

hours.  The first hour is for 

those 18 years old and 

younger.  The second hour 

is for college students and 

those new to the workforce.   
 

The first portion will be 

dedicated to those who ob-

tain their income from part 

time jobs such as babysit-

ting, allowance, dog sitting 

and things like that.  I will 

teach them about banking, 

investments and general 

money management.  
 

The second hour will be for 

the college students and 

young adults with full time 

jobs who do not yet know 

what to do with their money.  

I will show them how they 

should look at their cash 

flow and how to make deci-

sions that match their val-

ues.  (Sorry, but I can’t 

change their values!)  But, 

what I will do is give them a 

“real life” budget and show 

them how others have man-

aged to become millionaires.  

I also plan to have a banker 

there to further explain their 

services. 
 

Additionally, when your 

kids become adults, you 

need to inform them of 

where to find your invest-

ment and insurance state-

ments, will and trust, pass-

words and the phone num- 

From Jill . . . . . . . . . . . . . 

46 E. Square Lake Rd. 
Troy, MI  48085 

Phone:  248-879-4510 
Fax:       248-879-4560 

 
Hours:   

M—F 9am-4pm 

Also available  
Tuesday evenings and  

Saturday mornings. 

 

òWe make wealth simple!ó 
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ANNUAL REVIEWS & 

CHECK IN CALLS! 

Planning without Fear! 
 

Are you being paralyzed by 

financial anxieties? 
 

One tactic to break free of 

this is to abandon the idea 

that you can plan. 
 

When reviewing a financial 

plan, the potential range of 

outcomes is always wider 

than we imagine.  When we 

make recommendations and 

give sound financial advice, 

we have to get comfortable 

with being uncomfortable.  

bers of your advisors to help 

them with anything they 

may need.  It is also a  

good idea to ask them who 

wants the house and other 

personal items to avoid ar-

guments in the future.  In 

my experience, when a par-

ent becomes ill or dies, fam-

ily members can sometimes 

act irrational. 
 

If you do not have children, 

please offer this service to 

your nieces and nephews, 

grandchildren, neighbor or 

any other young person in 

your life to help them get off 

to a great start in life.  This 

workshop will be limited to 

my clients referrals only and 

not to the general public.   

Also, I plan to offer it every 

summer so they can “brush 

up” on their financial skills 

and feel more comfortable 

seeking the advice of a pro-

fessional. 

The highest compliment our 

clients can give to us is to 

 recommend us to a friend.   

 

We appreciate your  

referrals! 

Since my father has been ill 

over the past six months, we 

are slightly behind on schedul-

ing and conducting your re-

views.  We have been dili-

gently calling to set up your 

meeting and are working hard 

to be caught up by the end of 

the summer.  If you have a 

pressing matter or have not yet 

received a call, please call us.   

We will make time for you! 



Roger Ibbotson, the founder of Ibbotson 

Associates and current Chairman and 

CIO of Zebra Capital, answered in 

newspaper speak, a short “yes” to 

whether asset allocation and diversifica-

tion still work.  He noted that in 2008, 

about 25% of US listed stocks lost at 

least 75% of their value.  “But only four 

of the more than 6600 unlevered open-

end mutual funds available for sale lost 

more than 75% in 2008— so diversifi-

cation does work! 
 

Aging Matters!  
 

First of all, let’s face it, nobody is get-

ting any younger!  Some of you are 

finding it challenging enough to take 

care of yourselves and maybe your kids, 

let alone your aging parents.  Be sure 

you and your loved ones have signed a 

durable power of attorney and have 

spoken with a lawyer about estate plan-

ning.  We have been providing a 

“beneficiary audit sheet” at every re-

view so that you can be sure everything 

is in order.  It is important for you to 

see a lawyer and give us instructions of 

any beneficiary changes or TOD 

(transfer of death) changes on your ac-

counts.   
 

For those of you taking care of loved 

ones that are elderly, it is important to 

keep clear, concise documents to keep 

your siblings informed .  I have heard 

many stories where one family member 

is taking care of a parent and in the 11th 

hour, another family member comes in 

and questions everything that may have 

been accomplished.  Other family mem-

bers  need to be informed and caregiv-

ers  need to be transparent.  Here are a 

few easy guidelines to follow if you are 

caring for a loved one: 
 

Simplify and consolidate your ac-

counts. 

Request duplicate monthly state-

ments.   

Do not be satisfied with boilerplate 

legal language on your power of 

attorney.  Discuss your situation 

thoroughly. 
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Appoint and delegate duties. 

Determine a care plan and modify 

your home if necessary. 

Talk to their medical profession-

als and ask questions. 

Be sure to get everything in order 

while the elderly person is compe-

tent. 
 

Many of our clients have dealt with 

issues regarding their families and we 

have wonderful professionals and re-

ferrals who can assist you.  Planning 

can be very frustrating and over-

whelming.  You do not have to do it 

alone.  Call us if you need any assis-

tance. 

Vg`sƍr Mdws  

We are in full swing with our annual 

reviews and many of you are seeing that 

your portfolios are close to recovering 

from the fall 2008 crash.  So, where do 

we stand and where do we go from here 

in terms of your investment portfolio? 

Some of you have stood firm, but have 

not rebalanced your portfolio to account 

for changing circumstances.  Others 

may have toned down your portfolio and 

feel some regret now that the market is 

showing positive returns.  Either way, 

your life may have changed and your 

portfolio needs to change with it.  Have 

your objectives, time frame, risk or fi-

nancial situation changed?  All of these 

things need to be taken into account 

when reviewing your portfolio. 

In these turbulent times, investing in the 

stock market is not for the faint of heart.  

What I try to do is protect people from 

making mistakes.  I may have asked you 

how much you are willing to lose and 

you may have said 20%.  If you then 

lose 20%, is your reaction different?  

Perceptions of any kind of risk can 

change dramatically when people go 

from a cold state, where they tend to 

make rational decisions, to an emo-

tional, hot state, where they are more 

likely to be impulsive and irrational.  

The problem is when people get to a hot 

state due to loses, they may act very 

differently than they do in a cold state, 

when things are more hypothetical.  At a 

recent review, one client admitted that 

now when he looks back, he regretted 

toning down his portfolio and remem-

bers how I tried to talk him out of it.  He 

was saving for retirement and had over 

15 years before he needed his money.  

So, he would now be seeing recovery 

and potential gains.  The good news is 

that he learned from this experience and 

will invest for his risk and goals and not 

react in an emotional manner next time.  

My job is to help you move from an 

emotionally charged state to a calm, 

rational one in which you can make 

solid decisions. 

òItõs good to have money and 

the things money can buy, 

but, itõs good too, to check up 

once in awhile and make 

sure that you havenõt lost the 

things money canõt buy.ó 

 

 -George Horace Lorimer 

Notable Quotes 

Tools For YOU! 
 

At GLEBA & ASSOCIATES  it is 

our number one goal to provide you 

with the best in personal service.   
 

The following are just a few tools we 

use to help you stay informed: 
 

Quarterly Reports 

Annual Reviews 

CIR Statements 

Conference Calls  

Emails and notices   

Updated Website   
 

Please feel free to contact us if there 

is anything we can do for you. 


