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Your Business (“Borrow Right,” page 14), 
Joe DiNicolantonio, head of Regions 
Business Banking, looks at the various 
considerations and options business 
owners have when getting a loan.

We wrap up this issue with a fascinating 
Spotlight interview with Harold Sirkin, 
managing director and senior partner at 
The Boston Consulting Group (“Made in 
the U.S.A.,” page 18). Sirkin offers his 
thought-provoking perspective on the 
growth potential for U.S. manufacturing 
and what it means for U.S. business 
leaders and entrepreneurs. 

We hope you enjoy reading this edition 
of Insights and fi nd it both interesting 
and informative. Remember that your 
Wealth Advisor is here to answer any 
and all fi nancial questions you may have. 
As always, engaging in a Regions Wealth 
Assessment is a great way to start the 
conversation. Your Wealth Advisor can 
then access many resources and experts 
at Regions to help you grow and preserve 
your wealth and meet your specifi c fi nancial 
goals. We’re invested in your success.

Sincerely,

ANNE D. COPELAND
EXECUTIVE VICE PRESIDENT
REGIONS PRIVATE WEALTH MANAGEMENT

W
hether you’re planning 
for retirement or 
another specifi c 
fi nancial goal, 
it’s essential that 

your assets be invested as wisely and 
effectively as possible.

Your Regions Wealth Advisor has access 
to a vast range of investment expertise 
and resources and can build a customized 
team of professionals to help ensure 
your unique fi nancial goals are met. 
Regardless of your investing need — 
whether it’s generating a more effective 
retirement income stream, identifying 
investments that meet your objectives or 
better diversifying assets across multiple 
accounts — your Wealth Advisor can 
address it.

To make Insights more valuable to you, 
we’re happy to introduce a new regular 
column in Wealth Intelligence called 
Wise Investor. It will feature timely 
investing topics and tips that you can 
discuss with your Wealth Advisor. 

Beyond our helpful cover story on 
retirement income planning, this 
issue explores various ways that your 
Wealth Advisor can guide you no matter 
what stage of life you’re in. In NextGen 
(“Building Your Wealth,” page 7) 
we provide tips for how adults in 
their 20s, 30s and 40s can create an 
investment strategy geared to long-term 
growth. In Legacy (“After the Break,” 
page 16), we explain how people 
going through a divorce can manage 
the fi nancial aspects of it. And in 

INVESTING IN 
YOUR FUTURE 

 EMAIL 
COMMENTS, SUGGESTIONS AND IDEAS TO 
REGIONSINSIGHTS@REGIONS.COM

“Your Regions 
Wealth Advisor 
has access to 
a vast range 
of investment 
expertise and 
resources and 
can build a 
customized team 
of professionals 
to help ensure 
your unique 
fi nancial goals 
are met.
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Wealth Intelligence 
How to protect yourself when investing in privately held 
businesses; why high earners have a harder time replacing 
income in retirement; tips for bond investors as interest 
rates rise; a look at the true costs of boat ownership. p4

NextGen Building Your Wealth
Here’s a look at five asset allocation tips that can help 
investors in their 20s, 30s and 40s position their portfolios  
for long-term growth. p7

Cover Story Designing a Retirement Income Plan
Deciding how you’ll generate income and invest during your 
retirement years helps you live out the retirement you want 
while preserving your wealth. We explain how your Regions 
Wealth Advisor can help you build such a plan. p8

Regions’ Perspective A Closer Look
A Regions Wealth Assessment® can help you and your  
Wealth Advisor better address your retirement income needs 
and design an effective plan. p13

Your Business Borrow Right
Before you take out a loan or pursue other financing for  
your business, understand your options. Joe DiNicolantonio, 
head of Regions Business Banking, explains the key 
considerations. p14

Legacy After the Break
We lay out strategies for improving your financial situation and 
protecting your loved ones after a divorce. p16

Spotlight Made in the U.S.A.
Why is U.S. manufacturing making a comeback and what does 
it mean for business leaders today? Harold Sirkin of The Boston 
Consulting Group explains his research. p18
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Professional advice and conclusions can differ based upon different factual circumstances and events, and a professional should be consulted if any specific advice or guidance is needed on any of these topics. 
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Control
New federal rules allow privately held businesses to 
solicit equity investments from “accredited investors” — 
those with more than $1 million in net worth or $200,000 in 
annual income. The Securities and Exchange Commission 
is expected to soon release rules that will also allow 
unaccredited investors to make so-called crowdfunding 
investments.

While funding private ventures may be a tempting 
way to try to boost your investment returns, be careful: 
Investing in privately held businesses, particularly startups 
and early-stage businesses, is generally far riskier than 
investing in publicly traded companies.

HERE ARE THREE THINGS 
TO CONSIDER BEFORE MAKING 
AN EQUITY INVESTMENT:

RESEARCH THE BUSINESS 
AND MANAGEMENT TEAM.

If you hear about a business investment 
opportunity through a web site or an 
acquaintance, approach it cautiously. 
Learn as much as you can about it. Search 
for news coverage of the business and talk to 
company leaders. Ideally, the management 
team has a proven track record of starting 
and running successful businesses. Ask 
questions: How will the business generate 
revenue? What successes has it had to date? 
Have major angel investment groups or 
venture capitalists invested in the fi rm? If 
you have any doubts or can’t get satisfactory 
answers to your questions, you may want to 
walk away. Crowdfunding sites vet offers 
to different degrees, so it’s a good idea to 
fi nd out what level of due diligence a site 
conducts before funding ventures through it.

DON’T LET EMOTIONS 
TRUMP SOUND JUDGMENT.

Some of the most popular crowdfunding 
campaigns are those with an emotional 
tug — a startup with an inspirational 
story or creative business plan. While 
it’s easy to get caught up in the moment, 
base your investment decisions on sound 
fi nancial reasoning. Take time to evaluate 
how the investment fi ts into your overall 
fi nancial plan.

UNDERSTAND THE RISKS.
Devoting a small portion of your

overall portfolio to equity crowdfunding 
may be rewarding, but don’t overdo it. 
Remember that startups and early-stage 
businesses have a high rate of failure. 
Generally, less than 20% of a portfolio 
should be devoted to high-risk investments 
such as private equity. 

YOUR WEALTH ADVISOR CAN HELP YOU 
DETERMINE HOW PRIVATE EQUITY 

INVESTMENTS FIT INTO YOUR OVERALL 
FINANCIAL STRATEGY.  

$$
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MANAGING YOUR BONDS  
AS RATES GO UP

It’s no secret that rising interest rates can be painful for bond investors.  
As rates rise, bond prices typically fall. Here are five strategies for coping with  

rising interest rates in your bond portfolio to discuss with your Wealth Advisor:

SOURCE: EMPLOYEE BENEFIT RESEARCH INSTITUTE, HOW DOES HOUSEHOLD INCOME CHANGE IN THE TEN YEARS AROUND AGE 65?, SEPTEMBER 2013.
*HOUSEHOLDS WITH ANNUAL INCOMES OF MORE THAN $1 MILLION WERE EXCLUDED FROM THE STUDY. 

1
Shifting more of  

your portfolio into  
bonds with shorter  

maturities allows you  
to take advantage  

of rising bond yields 
without locking up 

money at lower rates.

2
BUILD  

A BOND  
LADDER

Investing in bonds  
with staggered  

maturities can help  
you continuously  
generate income  
while reinvesting  

in bonds with  
higher yields. 

3
ADD MORE  

NON-TREASURY 
BONDS

Municipal and  
corporate bonds  

aren’t as sensitive to 
rising interest rates  
as U.S. Treasurys.  
Munis also offer  

attractive tax-free 
growth to investors in 
higher tax brackets. 

4
CONSIDER  

BANK-LOAN  
PORTFOLIOS

Also called  
“floating-rate funds,” 

they invest in  
variable-rate bank 
loans taken out by 

corporations and can 
be especially appealing 
in a low-interest-rate 
environment because 

their rates reset  
quarterly or semiannually.

5
 

Foreign bond funds 
can help diversify 
your investment  

portfolio while also 
giving you access to 
bonds in developed 

and emerging markets 
that may offer  

higher yields. 

The Replacement Challenge
HERE’S A SURPRISING REALITY: The more money you earn during your working years, the harder it will likely be to 
replace that income in retirement. 

The Employee Benefit Research Institute (EBRI) evaluated income data of 3,358 people approaching retirement 
and found that those in lower income brackets were able to supplement more of their preretirement income than 
those who earned more. One reason: Social Security retirement payments — capped at a maximum annual benefit 
of $31,704 in 2014 — replace a much larger share of income for lower-income Americans. Moreover, EBRI notes, 
it’s far more challenging to save up enough to replace a $150,000 salary in retirement than, say, a $40,000 salary. 

 Average pre-65 income        Average income replacement

163% 100% 78% 63%

$21,527 $54,185 $91,258 $208,966

GO 
INTERNATIONAL

LOOK 
SHORTER-TERM
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Anchors A-Weigh
Thought about buying a boat? Make sure you’re prepared for the wave of costs that come 
with it. Buying a boat may be a great lifestyle investment, but not every buyer is 

fully aware of the financial commitment. Discuss the financial aspects of 
boat ownership with your Regions Wealth Advisor before embarking on it.

MAINTENANCE: Cleaning, painting and repairs can add up to roughly 10% of a boat’s 
value each year, experts say. 1 If you have a $30,000 boat, you may want to budget 
$3,000 for its annual upkeep.

 STORAGE: Unless you store your boat at home, you will have to pay a marina or other 
storage facility. Monthly fees can run anywhere from $2 to $15 per foot of boat length, 
depending on the storage facility's location. That means storage could range from 
between $600 to $4,300 annually for a 24-foot boat.

 INSURANCE: You can add boat coverage on to your homeowners or auto 
insurance, but you may want more comprehensive coverage with a separate 
policy. Boat insurance policies often start around $300 per year, but can be 
much higher for large boats and in hurricane-prone areas. 

 TAXES: Certain states levy taxes on boats. South Carolina, for example, 
charges an annual property tax based on 10.5% of a boat’s assessed value. 

 FUEL: Unless you have a sailboat, you have to pay for gas and oil. 
A basic formula for estimating gas usage is to assume that your 
boat uses one gallon per hour for every 10 units of horsepower 
in strength, according to BoatingMag.com.2 So if your boat has 
a 150-horsepower engine, it would use about 15 gallons of 
fuel per hour.

These are just some of the costs that come with owning a 
boat. Others can include registration and ramp fees and 
extra equipment you may want to help you enjoy your 
boat. Your Wealth Advisor can help evaluate how boat 
ownership fits into your financial plan and help you 
explore cost-effective boat fi nancing opportunities. 

1Bloomberg.com, “The Real Cost of Owning a Boat,” May 15, 2012.         2BoatingMag.com, “Calculating Fuel Consumption,” Sept. 13, 2013.
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N E X T G E N

IN YOUR 20s, 30s AND 40s, you may have many 
financial goals, whether buying a house, attending 
graduate school, raising kids or starting a business. 
But it’s also an important time to focus on growing 

your wealth: You have the luxury of a long time horizon, 
which means you can generally assume more risk in your 
investing strategy than someone much older.

A Regions Wealth Advisor, along with a team of  
investment specialists, can help you build a detailed  
asset allocation strategy tailored to your specific long- 
and short-term goals and risk tolerance — regardless 
of what stage of life you’re in. Here, however, are five 
general tips:

1. GO FOR GROWTH. While there’s no formula for deter-
mining the right asset allocation strategy, you will likely 
want to keep at least 70% of your portfolio in growth-
oriented assets, such as stocks, that have tended to 
outperform bonds and outpace inflation historically.

BUILDING YOUR WEALTH
Five asset allocation tips for investors in their 20s, 30s and 40s

2. TAKE ASSET ALLOCATION TO THE NEXT LEVEL. 
You’ll want to make sure you’re diversified 
within each asset category. For example, the 
stock portion of your portfolio should include 
investments in companies of different sizes, 
sectors, and global regions. Your bond investments 
can include some higher-risk bonds, such as 
emerging-market bonds, that offer bigger yields. 
But be sure to include some lower- and medium-
risk bonds as well.

3. DIVERSIFY FURTHER WITH ALTERNATIVES. 
Consider adding some alternative investments to 
your portfolio that may produce greater returns. 
You might spread up to 20% of your portfolio  
among real estate investments, natural resources, 
private equity and hedge funds. Keep in mind 
that owning these types of investments can also 
mean assuming more risk.

4. DON’T FORGET TAX DIVERSIFICATION. 
Consider strategies to minimize your tax bill 
such as tax-free municipal bonds and tax-loss 
harvesting. Taking advantage of retirement plans, 
such as 401(k)s and SEP-IRAs, that provide a tax 
deduction on contributions today can also help 
offset your tax liability as you build your nest egg. 
When you’re young, a Roth IRA or Roth 401(k) — 
offering tax-free withdrawals during retirement 
— may be beneficial if you expect your tax rates to 
be higher at that point than they are today.

5. GET A REGIONS WEALTH ASSESSMENT®.  
An RWA is an innovative wealth and risk 
assessment tool that helps you identify the 
right asset allocation. It provides a holistic 
overview to help you design your current 
financial plan for today’s needs and demands, 
while also achieving your goals for the future. 
The RWA is a complimentary service and is 
recommended every few years or whenever you 
experience a major life event, such as starting a 
new job or business partnership, getting married, 
having a child or receiving an inheritance. Contact 
your Wealth Advisor to schedule a meeting. 

The average U.S. inflation rate

The average annual return on U.S. stocks9.2%
7.0%
2.4%

The average annual return on U.S. bonds

PERFORMANCE TRENDS
Here’s a comparison of how U.S. stocks and bonds  
have performed over the past 20 years,* along with  
the inflation rate over the same period:

SOURCE: MORNINGSTAR INC. 

* DATA FROM 1/1/94 THROUGH 12/31/13. STOCK RETURNS ARE BASED ON THE 
IA SBBI STANDARD & POOR’S 500-STOCK INDEX, BOND RETURNS ON 
THE IA SBBI LONG-TERM GOVERNMENT BOND INDEX, AND INFLATION 
ON THE IA SBBI U.S. INFLATION INDEX.



R E G I O N S  I N S I G H T S   S P R I N G  2 0 1 48

C O V E R  S T O R Y

JE
T

T
A

 P
R

O
D

U
C

T
IO

N
S

How your Regions Wealth 
Advisor can help you generate 
a reliable income stream, 
minimize taxes and preserve 
your wealth during your 
retirement years

DESIGNING A 
RETIREMENT 
INCOME 
PLAN

R
ETIREMENT OFFERS you 
the chance to fi nally spend your 
time and money exactly as you 
want. But you need a roadmap 
to ensure that happens.

Building a retirement income plan is one of 
the best ways to help ensure a fi nancially secure 
and rewarding retirement. This planning will 
answer key questions such as: How much 
income do you need each year or month in 
retirement to achieve your lifestyle goals? 
Which assets make sense to build your 
income stream from, and how do you maximize 
that income? How do you protect your wealth 
from risks such as healthcare costs, rising 
infl ation and market downturns? 

“An income plan, especially a written one, 
takes the emotion out of the decisions we 
make before and during retirement,” says 
Bill Scofield, Director of Wealth Planning 
for Regions Private Wealth Management. 
“We can look at the numbers and say, ‘Here 
are the needs we project, here are the goals, 
and here’s what we have to do to get there.’”
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The ideal time to start working on a plan is well before retirement, 
because that will give you the most options and fl exibility for 

designing an effective income and investing strategy. 
— BILL SCOFIELD, DIRECTOR OF WEALTH PLANNING
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FIRST STEPS
The ideal time to start working on such a plan is well 
before retirement, Scofield says, because that will 
give you the most options and flexibility for designing 
an effective income and investing strategy. You may 
decide, for example, to adjust your asset allocation to 
reach your desired income stream or to sell particular 
investments a few years before retirement. Certain 
individuals, such as business owners and corporate 
executives, often have unique retirement-planning 
concerns that are best discussed sooner than later. 
(See sidebar.)

If you fail to plan — even if you are very wealthy — 
you may worry about how long your assets will last. 
Even worse, you may have to make lifestyle sacrifices 
as your retirement progresses. But, take heart: Even if 
you didn’t start early enough, you can still take steps 
today to create or improve your plan.

PUTTING IT TOGETHER
Some people start to think about retirement goals in 
their 20s and 30s. But serious retirement income 
planning often doesn’t start until the late 40s or early 
50s, Scofield says. That’s when you’ll likely start to get a 
sense of what your retirement lifestyle might look like 
and how you might pay for it. By starting your planning 
at this stage of your life, you have the time to make 
decisions that can make a big impact on your lifestyle 
years down the line.

Your Regions Wealth Advisor can guide you through 
the key considerations and decisions of your specific 
situation. Using your current lifestyle as a base, you can 
imagine what expenses might diminish or disappear — 
a child’s college expenses or mortgage payments, for  

example — and which might increase, like travel  
or healthcare costs.

You can then make projections about your income. 
What do you expect to receive from your stake in a 
business or land ownership? Rental property income? 
Retirement plans or other investments? Pensions? 
Social Security? Your Wealth Advisor can build a  
customized team of experts, from investment specialists 
to real estate management experts, to help address your 
personal situation. A Regions Wealth Assessment® can 
also help greatly in the retirement income-planning 
process. (See “A Closer Look” on page 13 for details.)

For clients whose income expectations and needs are 
fairly closely matched, it helps to do precise planning 
that projects the income stream and expenses for each 
year. If there is an income shortage, then your Wealth 
Advisor can suggest ways to bring them together — such  
as changing the investment mix or adjusting your 
spending goals. 

It’s a good idea to review your retirement income 
plan at least once a year. You’ll also want to review the 
plan after a major upturn or downturn in the markets 
or in response to a significant life change, such as leaving 
a job, receiving an inheritance or getting divorced. 

INVESTING WITH CARE
Affluent individuals and couples often have unique 
retirement-planning concerns and more options 
for how to generate their income. Smart investment 
management is key. Some key retirement investing 
questions to address:

  Do you need to access more than the income  
off your investments (the dividends and interest) 
or will you periodically spend down your  
principal? 

  How much can you afford to withdraw from your 
principal at different stages in retirement while 
ensuring your savings last throughout your lifetime? 
How might this affect the amount you can give to 
charitable causes or heirs? 

  How should you invest your assets based on your 
risk tolerance, time horizon, market conditions  
and other factors?

  Which assets should you convert into income,  
and when? 

NAVIGATING LOW INTEREST RATES
Many retirees worry about how to generate sufficient 
income when interest rates are low. “When the 
interest our clients can receive from CDs, bonds 
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or the like is not sufficient, then our clients worry 
they’ll have to start digging into principal to meet 
their needs,” Scofield says. But selling assets or 
reducing your spending are not the only ways 
to address this problem, he adds. Depending on 
your risk tolerance, more of your portfolio could be 
invested in assets that create larger income streams, 
such as high-quality dividend-producing stocks, 
real estate investment trusts (REITs), or Treasury 
Inflation Protected Securities (TIPS).

MANAGING YOUR TAXES
Tax planning is also important for retirees who want 
to maximize their income or leave a legacy. Some 
affluent investors have the bulk of their wealth in 
taxable assets rather than in tax-advantaged accounts 
such as a 401(k) or IRA. “Part of the challenge is to be 
more efficient in how we invest and harvest those 
assets,” Scofield says. That includes being strategic 

in the timing of asset sales and shifting assets into 
tax-efficient vehicles like municipal bonds or tax-
exempt funds, when appropriate.

You also must figure out which accounts and assets  
to access in which order. It often makes sense to draw 
down taxable accounts first in order to preserve savings 
in tax-advantaged accounts. Benefits to that approach: 
If that money is later given to a tax-exempt charity, 
the organization may never have to pay taxes on the 
gift. If it is left to an heir, then there may be options to 
allow that heir to continue to enjoy tax-deferred growth 
of the account for decades to come.

However, there can be times when it makes sense 
to withdraw from both taxable and tax-advantaged 
accounts at the same time in order to optimize your 
tax situation. You also must start taking required minimum 
distributions (RMDs) from IRAs and other tax-deferred 
qualified plans starting at age 70 ½ and need to adjust 
your withdrawal strategy to account for that.

Business owners often have special concerns 
when it comes to retirement planning — so 
it makes sense to start addressing these 
concerns at least a few years before your 
expected retirement. For example, many 
business owners hold the bulk of their wealth 
in their businesses and need greater liquidity 
in order to pay for their retirement needs 
and goals.

Your Wealth Advisor can connect you with business succession and estate-planning 
advisors at Regions who can help guide you through your options for selling or 
gifting your business. These may include getting a fair-market valuation of your 
business, identifying potential buyers, setting up a trust or other vehicle for 
passing along a business tax-efficiently and evaluating which option makes the 
most sense for you.

Your Wealth Advisor can also help you determine how to invest your assets most  
appropriately based on your risk tolerance and income needs.

RETIREMENT 
INCOME 
PLANNING  
FOR BUSINESS 
OWNERS
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FURTHER OPPORTUNITIES
Beyond investment management and retirement  
withdrawal considerations, you may have more complex  
needs and goals that your Wealth Advisor can help 
address. Investors who want the freedom to spend down 
their principal yet still leave money to heirs or charity, 
for example, may want to consider using life insurance 
as a vehicle for achieving both goals, Scofield says. When 
properly structured, a life insurance policy’s benefit 
can be held in an irrevocable life insurance trust (ILIT) 
outside the estate and be exempt from estate taxes.

Other types of trusts, including charitable trusts, grantor 
retained annuity trusts and living trusts, can also help with 
trying to couple retirement income planning with longer-
term estate-planning goals. Business owners, in particular, 
may need to figure out how to effectively protect their busi-
ness assets when they pass them along to future generations.

You may be particularly concerned about creating a 
sustainable income stream that will unquestionably last 
throughout your lifetime. One option is to get an annuity  
that guarantees income in return for a lump-sum 
investment. Many annuities offer the flexibility to also 
provide minimum payments. However, annuities also 
charge fees and may restrict your ability to access or pass 

down the annuitized assets. Depending on your goals, 
your Wealth Advisor can help you evaluate an annuity 
as an option or create an income plan that essentially 
annuitizes your wealth without one.

Another consideration is Social Security. Benefits may 
account for just a small portion of your total retirement 
income due to benefit caps. (The maximum annual Social 
Security retirement benefit in 2014 is $31,704, for example.) 
Your Wealth Advisor can help you and/or a spouse determine 
how to maximize your Social Security benefits by timing them 
wisely. “Social Security benefits may be useful insurance 
if you live much longer than expected, or your healthcare 
costs are much higher than you thought,” Scofield adds.

FINE-TUNING YOUR PLAN
As you get older and progress further into retirement, you 
may have fewer viable options for designing an effective  
income plan. That’s why it’s so important to plan ahead. 
But there are always options for adjusting your 
investments when you’re already retired, Scofield says.

“It all comes down to planning, diversification, and 
monitoring your retirement plan,” he says. “And that’s 
true both as you’re approaching retirement and when 
you’re progressing through it.” 

7 KEY STEPS
Here are seven ways your Regions Wealth Advisor can help you build a strong retirement income plan:

Get a Regions  
Wealth Assessment® 
to review your current 
wealth allocation and 
consider how it will 

affect your retirement 
income needs.

Review your  
retirement plans  

and goals to  
customize a plan  
that fulfills them.

Assemble a team of experts, 
including insurance 

advisors, trust advisors 
and business specialists  

to help you create a 
plan that meets your 

financial goals.

Create a projection  
of your living expenses 

and spending plans  
for retirement to get an 

accurate picture of  
your income needs.

 
Consider how 

to withdraw from  
your various assets 
and accounts most  
tax-efficiently in  

retirement.

Evaluate and 
minimize key risks to 
your retirement plans, 

such as healthcare 
costs, market volatility 

and inflation.

Determine 
how you will pass 
 along your assets  
most efficiently to  
family members  

and/or charitable  
organizations.

❷ ❸❶ ❹

❺ ❻ ❼
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R E G I O N S ’  P E R S P E C T I V E

BY MARK BLACKWELL

MISSISSIPPI AREA 
WEALTH EXECUTIVE

A CLOSER LOOK
How the 
Regions Wealth 
Assessment 
can help you 
achieve your 
retirement 
income goals

A
S  YOU APPROACH or settle 
into retirement, your fi nancial 
objectives or retirement goals — 
whether that includes traveling 
the world, pursuing a dream, 

spending time with family or creating a 
fi nancial legacy — may change signifi cantly. 
You must ensure your assets are invested 
properly so you can generate the income 
stream you need to achieve them.

The Regions Wealth Assessment® (RWA) 
is an innovative tool that helps you better 
visualize your current wealth allocation and 
financial risk exposure. It provides insights 
into building a stronger retirement income 
plan and can help you and your Wealth 
Advisor address key topics, such as:

  DETERMINING  your retirement 
income needs

  PROTECTING your assets against 
key fi nancial risks

  ACCESSING your resources in a 
tax-effi cient manner

  ADDRESSING non-market based 
risks like long-term care needs

  FULFILLING your family legacy 
and philanthropic goals.

The purpose of the RWA is to create a 
strong connection between how your portfolio 
is managed and the goals and values that are 
most important to you. We can provide the RWA 
to clients at every stage of life and recommend 
completing a full assessment every couple of 
years or whenever you encounter major life 
events such as a birth or death in the family, 
change in business ownership, job loss or 
inheritance. For a client approaching retirement, 
the RWA provides a unique perspective on 
risk and return that is essential in refi ning 
your goals and designing a portfolio that 
refl ects those goals.

TAILORED TO YOU
Many clients approaching retirement have 
special concerns that the RWA can help address. 
Business owners, for example, may face 
liquidity challenges because so much of their 

net worth is wrapped up in their enterprise. 
We recently met with the owners of two 
separate businesses who hoped to retire in 
two to three years. Each had unique concerns 
that were addressed through their RWA. 

The fi rst business owner lacked a succession 
plan and liquidity. We brought in a business 
valuation specialist to create a succession plan. 
The owner decided to sell his business to a 
key employee, who will purchase the business 
over a three-year time frame, providing the 
owner with increased liquidity, a smooth 
succession and a fully diversifi ed portfolio of 
market-based investments purchased with 
the proceeds of the sale.  

The second business owner had mature 
children active in the family enterprise. He 
chose to retain ownership of his business 
during his lifetime, while gradually reducing 
his role in its day-to-day operations and drawing 
a retirement income from the enterprise. A 
Regions insurance specialist designed a solution 
that will allow his heirs to buy the business 
from his estate after he passes away. He, too, 
achieved greater liquidity, a smooth succession 
and a reliable retirement income. Through the 
guidance of the Wealth Advisor utilizing the 
RWA, they will each meet their goals thanks to 
the customized solutions developed for them. 

The RWA is an essential tool that we use to 
understand the resources you have accumulated 
or will yet accumulate to meet your goals, 
dreams and ambitions. Your Wealth Advisor is 
supported by a broad team of experts — including 
trust advisors, lending advisors, portfolio 
managers, insurance specialists, land managers 
and others — who can be brought into the 
discussion as needed. They can help guide you in 
designing and implementing a retirement income 
and asset protection plan that meets your 
unique retirement 
and legacy goals. 
Our team approach 
ensures that you 
and your family 
continue to receive 
quality, customized 
advice today and 
throughout your 
retirement. 

CONTACT 
YOUR WEALTH 
ADVISOR TO 
SCHEDULE YOUR 
COMPLIMENTARY 
REGIONS WEALTH 
ASSESSMENT.
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BORROW 
RIGHT 
What to consider 
when getting a loan 
for your business 

T
HERE’S OPTIMISM in the air, 
and it’s not just spring weather. 
U.S. economic growth has 
accelerated, many businesses 
— particularly small businesses — 
are seeing profits rise, and  
the markets recently reached 
new highs. 

More good news: With interest rates still hovering 
near historically low levels, it’s a great time to  
consider your business’s current and future borrowing 
needs and evaluate lending solutions that can meet 
them, says Joe DiNicolantonio, head of Regions  
Business Banking. Affluent business owners may 
have specific borrowing needs that fit into their  
long-term financial planning. Your Wealth Advisor 
can help you consider the various types of business 
lending vehicles available and connect you with a 
Regions Business Banker. 

“Take this opportunity to work with your Wealth 
Advisor, review your situation and figure out  
whether it makes sense to take advantage of today’s  
environment,” DiNicolantonio says. “It’s reasonable to 
expect that interest rates will continue to rise,” so it’s 
better to review your borrowing needs and options 
sooner than later.

CHOOSING THE RIGHT STRUCTURE
Business owners generally have two main categories of 
loans to choose from: secured and unsecured. Which 
one makes sense for your business depends on factors 
such as your operational model, how much you’re  
borrowing, your assets and how long you need the loan. 

Secured loans are just what they sound like.  
The loan is “secured” by collateral put up by the 
borrower to ensure repayment. Collateral can  
vary widely, depending on the type of business  
and the structure of the loan. It can be accounts  
receivable, real-estate holdings, machinery or even 
your investment portfolio. “Secured loans usually 
come with more flexible terms and lower interest 
rates than unsecured loans because the bank is  
assuming less risk,” DiNicolantonio says. 

Unsecured loans are backed only by the good 
credit of the borrower, so they tend to have slightly 
higher interest rates and come in lower dollar 
amounts. “Typically, unsecured loans are used to 
meet short-term or seasonal needs,” he adds.

TERM LOAN OR CREDIT LINE?
Another consideration is whether you need a term 
loan or a line of credit (LOC). Your Wealth Advisor 
can introduce you to a Regions Business Banker, 
who can give guidance on the best option for your 
business depending on how the money will be used. 
For example, term loans are usually taken out to 
finance a specific purchase, such as a new piece of 
machinery. The loan’s length is tied directly to the 
useful life expectancy of the acquisition. So if you are 
buying a building, the term of a real-estate loan 
would generally be longer than what you get for, say, 
purchasing a new computer system. 

LOCs are often used to cover cyclical changes in 
cash flow or expenses. Retailers, for example, may use 
a credit line to stock up on inventory before the holiday 
shopping season or a farmer may use it to cover the 
upfront costs of putting in a crop. Like a credit card, 
you only use it when you need it, and you tend to pay 
it back over a few months rather than a few years. 

FINDING “THE ONE”
Beyond these basic options, however, there are still 
many different solutions and structures available to 
you. Finding the right one depends on your business’s 
unique needs and goals. 

For example, DiNicolantonio and his team  
recently worked with a medical practice that needed 
help buying out a retiring doctor using a customized 
partner buy-in loan. The doctor was able to retire  
in full without straining the practice’s finances. 
“We bundled a variety of business assets, including 
receivables and the building, to help the remaining 
partners get a more favorable loan,” he says.

That degree of customization, however, requires 
a thorough understanding of the entire business, 
including financial records, tax returns, a complete 
list of assets, and future projections to show how the 
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loan will be repaid. “We go out to the business, tour the facility and understand how that business operates so that 
we can understand how to best partner with the owners to help them achieve their goals,” DiNicolantonio says. 

Regions Business Bankers also work closely with Wealth Advisors, DiNicolantonio says, to ensure the loan is 
structured appropriately for your business’s needs and that the repayment schedule is “not too aggressive or ties 
up too much capital in collateral.”

He adds: “For the long-term success of any business, it is critical to have a financial partner who is there with 
them and that understands that business in good times and bad. That builds confi dence and trust on both sides.” 

KNOW YOUR OPTIONS

Constructing 
a new 
building

Transferring 
business 
ownership

Funding crop production needs

Modernizing, 
renovating 

and improving 
existing 

buildings

Purchasing 
machinery, 
equipment 
or vehicles

Funding working 
capital needs

Regions offers businesses a wide range of business 
lending options and is a Preferred SBA lender. 
Common business needs that a loan can fulfi ll include:

Refi nancing 
existing 
debt

YOUR WEALTH ADVISOR, WITH GUIDANCE FROM A REGIONS BUSINESS BANKER, CAN HELP YOU 
IDENTIFY AND ENACT THE FINANCIAL SOLUTIONS THAT BEST MEET YOUR BUSINESS'S SPECIFIC NEEDS.
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AFTER THE BREAK

It’s important to review the 
beneficiary designations and titling 
on all accounts and make sure they 
reflect the divorcee’s current wishes. 
“One of the biggest things people 
overlook is changing their beneficiary 
designations,” says Rozier. This is 
critical: Beneficiary designations  
generally trump a person’s will, 
meaning a former spouse could 
inherit an account’s proceeds if he or 
she wasn’t removed as the beneficiary.

A divorcee will also want to review 
any joint accounts to ensure they have 
been retitled to reflect sole ownership.

BUILD A NEW  
FINANCIAL PLAN
Another key step is gaining 
a clear understanding of just 
how the assets and income a 
divorcee receives will cover 
the expenses and liabilities 
for which he or she is now 
responsible. “What are you left 
with and at this point, what do 
you need?” Rozier asks. This 
typically requires developing 
a financial plan that considers 
both ongoing expenses, such 
as mortgage payments, as well 
as longer-term financial goals, 
such as having enough money 
to retire comfortably. 

A critical element of a solid 
post-divorce financial plan is 
ensuring that the assets retained 
in the settlement are invested 
based on the divorcee’s new 
needs and goals. An individual’s 
optimal asset allocation and 
risk exposure may change 
significantly due to a divorce, 
Rozier points out. For example, 
if one spouse was a particularly 
aggressive investor during the 
marriage, it may be prudent 

How to get your 
financial house  
in order amid and 
after a divorce

I
F DIVORCE ISN’T 
STRESSFUL ENOUGH, 
many divorcees also 
must deal with a number 
of challenging financial 
matters. These include 
separating their financial 

lives from that of their former spouse 
and making sure they understand 
how to best manage the assets for 
which they’re now responsible. 

“For a spouse who wasn’t very 
financially involved, there can be a 
real learning curve,” says Marilyn 
Rozier, a Trust Advisor with  
Regions Private Wealth Management. 
Many recent divorcees also need 
to revise their insurance coverage, 
evaluate how the divorce affects 
their tax obligations and take steps 
to protect the financial interests  
of their children.

Though it may be tempting to 
hold off addressing financial matters 
after a divorce, it’s generally better 
to deal with them sooner than later.

GET ACCOUNTS IN ORDER
A good place for recent divorcees 
to start — often even before the 
divorce is final — is to do some 
financial housekeeping. They will 
want to gather account numbers 
and other details of their financial 
assets, such as bank, insurance and 
retirement accounts, for which 
they may be now solely responsible. K

E
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“For a spouse 
who wasn’t 

very financially 
involved,  

there can be  
a real learning 

curve.”

“For a spouse 
who wasn’t 

very financially 
involved,  

there can be  
a real learning 

curve.”
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for the other spouse to shift to a 
more conservative asset mix  
post-divorce in order to reduce  
his or her risk exposure. 

PROTECT THE CHILDREN 
Beyond the financial housekeeping 
and planning, many divorcees want 
to protect their children. Several 
strategies can help achieve that 
goal. For instance, a divorcee who 
depends on a former spouse for  
alimony or child support may want 
to purchase a life insurance policy 
on the spouse or have existing  
policies transferred to him- or 
herself as the new owner. This 
offers protection in case the former 
spouse passes away, at which point 
the support payments would end. 

Alternatively, a divorcee can 
create an Irrevocable Life Insurance 
Trust (ILIT), which is a trust that 

holds life insurance policies and can 
offer several estate-planning benefits. 
The ILIT becomes the owner of the 
insurance policy, and a trustee over-
sees it. This ensures that the funds 
are there for the children, Rozier says.

UNDERSTAND THE  
TAX CONSEQUENCES
Divorce also has tax implications. 
Alimony payments, for example, 
generally can be deducted by 
the spouse paying them, and are 
included as income by the spouse 
receiving them. Conversely, child 
support typically is not deductible 
by the spouse paying it, nor is it 
taxable to the spouse receiving it. 

In addition, the assets a spouse 
receives in a divorce settlement 
may be subject to taxes. That’s often 
the case with retirement plans, as 
any withdrawals from them may 

be taxable. A divorcee who begins 
withdrawing funds before he or she 
has hit the qualifying age may have 
to pay penalties. For those who were 
planning to use withdrawals to cover 
current expenses, learning that the 
amount of funds available may be 
reduced by taxes or penalties “can be 
a cruel realization,” Rozier says. 

REVIEW THE ESTATE PLANS
When it comes to post-divorce estate 
planning, a key goal is often ensuring 
that one’s assets will pass to children 
and grandchildren as intended. 
Certain types of trusts, such as 
living trusts or Qualified Terminal 
Interest Property Trusts (“QTIPs”), 
can help ensure that a divorcee’s 
assets go to the intended individuals.

A trust can be particularly valuable 
in preserving assets for a divorcee’s 
children if he or she remarries. 

In many states, if a divorcee 
passes away and hasn’t estab-
lished a trust or some other 
way of safeguarding the assets 
brought into a subsequent  
marriage, the new spouse will 
be entitled to half the estate. 

Having a prenuptial 
agreement in any subsequent 
marriages after a divorce is 
“also a must,” Rozier adds. 
It’s not necessarily a matter 
of whether the new marriage 
lasts; rather, it is another way 
of ensuring that the children 
from the first marriage or 
other heirs will inherit the 
personal items or financial  
assets intended for them. 

GETTING DIVORCED OFTEN INVOLVES  
MAKING A NUMBER OF IMPORTANT  
FINANCIAL DECISIONS. YOUR REGIONS 
WEALTH ADVISOR CAN HELP CRAFT 
FINANCIAL AND ESTATE PLANS TO PROTECT 
THE INTERESTS OF THOSE INVOLVED. 
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U.S. MANUFACTURING ONCE SEEMED IN IRREVERSIBLE DECLINE as  
companies moved their production operations overseas to places 
like China. Times are changing.

Harold (Hal) Sirkin, managing director and senior partner at The Boston 
Consulting Group and co-author of “The U.S. Manufacturing Renaissance:  
How Shifting Global Economics are Creating an American Comeback,” 
has spent years researching U.S. manufacturing trends. Insights recently 
spoke with Sirkin about his positive outlook for domestic manufacturing 
and what it means for the U.S. economy, workers and businesses.

Q:    WHY ARE SOME COMPANIES NOW BRINGING THEIR  
MANUFACTURING BACK TO THE U.S.?

SIRKIN: It comes down to economics. U.S. companies can no longer reap the 
financial rewards of manufacturing in China that they could 10 or 15 years 
ago. China’s average manufacturing wage rose from 58 cents an hour in 
2001 to about $6 an hour today. Of course, that is still substantially lower 
than the roughly $25 an hour or so average U.S. manufacturing wage. But 
U.S. workers’ productivity is about 3 to 3.2 times higher than it is in China. 
Once you consider that, the labor cost differences have narrowed greatly. 
Beyond that, you have to factor in other direct and indirect costs of manu-
facturing in China, including transportation and shipping expenses, being 
far away from your supplier, the potential for intellectual property theft 
and navigating the Chinese market and government controls.

Q:    CAN YOU QUANTIFY THIS TREND? HOW BIG OF AN EFFECT IS  
MANUFACTURING’S COMEBACK HAVING ON U.S. JOBS AND THE ECONOMY?

SIRKIN: It’s too early to know exactly what the economic effects will be, 
because accurate statistics aren’t available. But we can identify more than 
200 companies, both large and small, that have moved their manufacturing  
to the U.S. in recent years. These include Ford Motor and Coleman, the 
camping gear company. We’ve even seen European companies like Siemens 
and Rolls-Royce decide to start making their products in the U.S. because 
they realize it’s cheaper. We also expect that the energy sector will largely 
benefit from this growth. U.S. manufacturers will use the low-cost energy 
produced in the U.S., and domestic energy suppliers will benefit from that 
increased demand. We have projected that the U.S. manufacturing renaissance 
will lead to the creation of 5 million new jobs in both manufacturing and 
energy by 2020.

Q:    HOW WILL U.S. MANUFACTURING GROWTH SPECIFICALLY AFFECT 
ECONOMIES IN SOUTHERN AND MIDWESTERN STATES?

SIRKIN: It could be particularly good for them, as we’ve already seen many 
companies choosing to establish their manufacturing operations in those 
states. Companies often favor working in the South, for example, because the 
labor conditions tend to be better there, thanks to a more flexible workforce 
and a lower cost of living. Industries like transportation goods, computers 
and electronics, fabricated metals, appliances and furniture already have 
a strong manufacturing presence in the South. F
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MADE 
IN 

THE 
U.S.A.

Why U.S. 
manufacturing 

is making a 
comeback and  
what it means  
for the economy,  

job growth  
and businesses

HAROLD SIRKIN

MANAGING DIRECTOR  
AND SENIOR PARTNER, 
THE BOSTON CONSULTING 
GROUP
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Q:    BEYOND THE ECONOMIC FACTORS OF DOMESTIC 
MANUFACTURING, MANY COMPANIES LIKE THE ABILITY TO 
TOUT THAT THEIR PRODUCTS ARE “MADE IN THE U.S.A.” 
DO CONSUMERS ACTUALLY CARE ABOUT THAT MESSAGE?

SIRKIN: I think there’s been a change in consumers’ thinking 
because of the recession and the concern over job creation. 
We’ve also seen in our survey work that consumers believe 
U.S.-made goods are better quality than those made in low-cost 
countries. Tests in stores have shown that if prices and deemed 
quality are identical between a U.S.-made and foreign-made 
product, people will generally buy the U.S. one. They will even 
pay a premium of 5% to 10% for U.S.-made goods for certain 
types of health and baby products.

Q:   HOW MANY OF THE MANUFACTURING JOBS PULLED  
OUT OF CHINA ACTUALLY RETURN TO THE U.S.?

SIRKIN: Our models show that only about 20% to 25% of the 
products that are “reshored” — or have their manufacturing 
moved from China to somewhere else — will move to the U.S. 
The majority will move to other countries with low-cost 
manufacturing, such as Mexico and Indonesia. 

Q:    THERE’S BEEN MUCH WRITTEN ABOUT THE AUTOMATION OF U.S. MANUFACTURING AND  
HOW ROBOTICS WILL SOMEDAY REPLACE WORKERS. WHAT EFFECT WILL THIS HAVE?

SIRKIN: Robotics have been used for a long time, but the economics are getting much better. The price for programmable 
logic controllers, which are at the heart of robotics, is about 85% less than it was 15 years ago. That’s good for U.S. manufacturers  
because it allows them to lower their labor costs through robotics at a time when most countries’ labor costs are rising. Particularly 
in the U.S., Europe and Japan, where labor costs are high, automation can help make manufacturing sectors more competitive.

Q:    WHAT DOES THE MANUFACTURING RENAISSANCE MEAN FOR SMALL BUSINESSES AND START-UPS TODAY?

SIRKIN: Now is a good time for businesses to think about where they manufacture because the economics have changed. 
They should also think about exporting their products to foreign countries. We’ve seen a significant increase in U.S. exports 
over the last five years because our manufacturing has gotten more cost competitive. We’re seeing more and more small- and 
midsize businesses start exporting because they can sell their products at a lower cost than you could buy them currently 
in parts of Europe. Obviously, small businesses need to find a customer base when selling in foreign markets. But programs 
through the U.S. Commerce Department and Small Business Administration can help with that. 

ASSEMBLY LINE AT THE NISSAN 
MOTOR CO. MANUFACTURING  
FACILITY IN SMYRNA, TENN.




