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W E L C O M E

Wealth Advisors, its relationship managers 
can help business owners review their 
fi nancial goals and fi nd solutions to help 
strengthen their competitive position.

Finally, we end this issue with a heartfelt 
Spotlight interview (“Beyond the Bike,” 
page 18) with professional motorbike 
racer Kevin Windham and his wife Dottie. 
Kevin talks about the challenges of retiring 
from his beloved sport at age 35 and how 
he plans to reinvent his career so that, in his 
words, “my best days aren’t behind me.” 
He explains his decision to develop a chain 
of health club franchises and how his 
Regions Wealth Advisor, Paul Harris, helped 
him create a stronger vision of his future.

We can all relate to the idea of wanting 
our future to be better than our past. 
Your fi nancial plan is key to ensuring that 
happens. Your Regions Wealth Advisor 
is here to be your trusted advisor and 
is always available to have an open and 
honest conversation or to review your wealth 
management needs. We want to help make 
your wealth management goals a reality.

Sincerely,

ANNE D. COPELAND
E XECUTIVE V ICE PRESIDENT
REGIONS PRIVATE WE ALTH MANAGEMENT

W
ith all the news 
about economic 
growth, it’s sometimes 
easy to forget about 
risk. But it only takes 

one event — one wake-up call — to show 
the importance of covering all the bases 
in your wealth management plan.

Our cover story in this edition of Insights
(“Five Long-Term Challenges to Your 
Wealth,” page 8) explores fi ve signifi cant 
risks affl uent families and individuals may 
face, from the direction of federal and state 
taxes to the fi nancial threats of a natural 
disaster or serious lawsuit. Bill Ritter, Senior 
Executive Vice President and Head of 
Regions Wealth Management, explains 
the importance of managing these 
risks and then provides strategies for 
addressing them.

In Regions’ Perspective (“Stay Protected, 
Move Ahead,” page 13), we look at 
how our innovative Regions Wealth 
Assessment® provides a snapshot of your 
assets to help you uncover ways to both 
better protect and maximize your wealth.

In Your Business (“Reining in Cash,” 
page 14), Ward Cheatham, Executive 
Vice President of Regions’ Commercial 
Banking unit, lays out fi ve best practices 
for managing cash in today’s recovering 
economy. Regions’ Commercial division 
is a strong partner of our Private Wealth 
Management group and offers businesses 
a range of customized services, from 
fi nancing to treasury management to foreign 
exchange. Coordinating with Regions 

LOOKING TO 
THE FUTURE

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

“Your Regions 
Wealth Advisor 
is here to be 
your trusted 
advisor and is 
always available 
to have an open 
and honest 
conversation 
or to review 
your wealth 
management 
needs.
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FLOOD 
OF COSTS

$2,000: cleaning

$2,159: doors, 
base trim and windows

$4,500:  
kitchen and bath 
cabinets

$15,870:  
fi nished fl oor 
(wood or carpet)

$1,920:  
interior wall fi nishes

$2,700:  
living room furniture

SOURCE: FLOODSMART.GOV

One natural disaster can cost 
a home or business owner 
thousands of dollars if the right 
protections aren’t in place.

Six inches of flooding to a 
2,000-square-foot home would 
create an estimated $39,150 
in losses, including:
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Wealth Intelligence Alternative investments don’t seem 
so alternative anymore; “flash sale” sites crop up in the 
luxury market; a survey explores how much umbrella liability 
coverage affluent families carry and how they view risk. p4

C-Suite Retirement Revisited  
Executives may be rethinking their retirement plans in today’s 
uncertain economy. Here are three questions to ask yourself 
before leaving your job. p7
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Beyond the short-term challenges of managing money in today’s 
economy, it’s important to keep an eye on several long-term 
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insights about how to mitigate them. p8
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An essential part of wealth management is risk management. 
Regions’ Leslie Carter-Prall explains how the innovative Regions 
Wealth Assessment® process can help. p13

Your Business Reining in Cash  
In today’s slow-growth economy, cash remains king. Ward Cheatham,  
Head of Regions’ Commercial Banking unit, explains best practices 
for maximizing cash flow. p14

Legacy Backing Up Mom and Dad  
Aging parents may need help managing their finances. Here are 
tips for providing financial assistance with sensitivity. p16

Spotlight Beyond the Bike  
World-renowned motorbike racer Kevin Windham and his wife 
Dottie talk about retirement from professional racing, their 
future and growing a health-club franchise. p18

The information provided in this publication is general in nature and should not be interpreted as legal, tax or other professional advice to any person regarding any of the topics covered in this publication. 
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. 

© 2013 Regions Bank | Equal Housing Lender | Member FDIC | 1-800-826-6933

Investment and Insurance Products:
 Are Not FDIC Insured           Not a Deposit           May Go Down in Value           Not Bank Guaranteed           Not Insured by Any Federal Government Agency

P8 5 LONG-TERM 
CHALLENGES TO 
YOUR WEALTH

P16  
BACKING UP 
MOM AND DAD

P18 BEYOND THE BIKE

P5 FL ASH FORWARD

SUMMER 2013 n REGIONS INSIGHTS17

LEGACY

FAMILY SUPPORT
By 2030, nearly 20% of the U.S. 
population is expected to be age 65 
and older. As longevity increases, more 
people will likely need to help their 
parents manage their fi nances and/or 
provide them with fi nancial support. 
A 2012 survey1 found that:
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or to access accounts online. This 
will allow you to monitor transactions 
and better ensure bills are not 
being overlooked. 

If a loved one’s abilities are 
more severely diminished, you 
may need to assume greater fi nancial 
responsibilities, such as directly 
handling bill payments. Setting up 
automatic payments and deposits 
can streamline the process. 

3  TALK WITH OTHERS IN YOUR 
FAMILY MEMBER'S LIFE. 

Especially if you’re not physically 
near the family member whom you 
are helping, it can be worthwhile to 
regularly touch base with a friend 
or relative who is closer and in more 
frequent contact. He or she should be 
in a better position to quickly notice 
and follow up on any red fl ags.

4  WHEN POSSIBLE, WORK WITH 
OTHER FAMILY MEMBERS. 

Even if you handle different tasks 
— say, one family member manages 
the fi nances while another keeps 
tabs on medical issues — each should 
have some idea what the others are 
doing. Sharing this information 
helps prevent unwarranted concerns 
or suspicions about the actions each 
person is taking. Also, the family 
member receiving help may be more 
receptive to suggestions if they’re 
not all coming from the same person. 
And if one family member needs to 
take over another’s duties, he or she 
will be better equipped. 

5  DOCUMENT THE ACTIONS 
YOU TAKE. 

Keeping clear, updated records 
of all transactions taken on behalf 
of your parent or other family 
member can help reduce any 
misunderstandings. Hold on to 
receipts and document the expenses 
you pay. Maintain a record of all 
income received, including pension,  
Social Security, and interest and 
dividend payments, as well as with-
drawals from retirement accounts. 

6  CONSIDER WHETHER YOU’LL 
NEED POWER OF ATTORNEY.

In general, power of attorney 
provides you with the ability to 
make legal decisions regarding your 
loved one’s fi nances or property. 
This could include signing a check 
on his or her behalf or selling a car 
that’s no longer in use. "Durable" 
power of attorney becomes effective 
as soon as the document awarding 
the power is signed; "springing" 
power of attorney, on the other 
hand, becomes effective only when 
a specifi c event — say, a parent 
becomes incapacitated — occurs. 

You’ll typically want to receive 
power of attorney while your loved 
one is still considered competent. 
Waiting until he or she can no longer 
make prudent decisions may require 
involving the court system. 

7  WORK WITH TRUSTED 
FINANCIAL PROFESSIONALS.

Working with a knowledgeable and 
independent advisor, such as your 
Regions Wealth Advisor, to manage 
your loved one’s fi nances can help 
you avoid mistakes that could prove 
costly over time. This can be critical 
if you need to address health care, 
long-term care, estate planning or 
other concerns for the future. 

Helping a family member manage 
his or her fi nances can be diffi cult, 
both emotionally and practically. 
However, carrying out this respon-
sibility with respect and discretion 
can help your loved one maintain a 
sound quality of life for as long as 
possible and provide you with better 
insight into your family’s overall 
fi nancial situation. 

1PEW RESEARCH CENTER, “THE SANDWICH 
GENERATION: RISING FINANCIAL BURDENS FOR 
MIDDLE-AGED AMERICANS,” JAN. 30, 2013.

58% say it is very likely that 
they will be responsible for caring 

for an aging parent or another 
elderly family member.

32% with at least one parent 
age 65 or older have provided 
fi nancial support to their parent 

in the past 12 months.

75% say adult children have 
a responsibility to provide fi nancial 

help to a parent in need.
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Alternatives Go Mainstream
Alternative investments — from commodities to real estate securities to private equity — don’t look 
so “alternative” anymore. As more investors seek to diversify their portfolios, buffer against market 
volatility and generate higher returns, they are moving beyond stocks and bonds. Just how big is the 
alternative investment movement?

Spreading Out
Alternative investments and nontraditional strategy investments comprised $625 billion — or 7% — of U.S. retail 
funds by the end of 2011. Here’s a breakdown:1

OTHER

$126 billion
PRECIOUS METALS

$122 billion
ALL OTHERS

$104 billion
REAL ESTATE

$72 billion
LEVERAGED INVESTMENTS 4

$63 billion
COMMODITIES

$59 billion
MARKET-NEUTRAL 
STRATEGIES2

$54 billion 
ENERGY

$25 billion
ABSOLUTE RETURN3

Weighing the Alternatives
Here’s a look at how indices that track three types of alternative investments — 
REITs, energy and precious metals — have performed relative to each other and the 
S&P 500 over the past fi ve years.

30

60

90

120

150

 S&P 500    
 DJ Composite All REIT   
 NYSE Energy   
 DJ Precious Metals

April 2008 April 2009 April 2010 April 2011 April 2012 April 2013

Global assets 
under management:1

 Alternative funds      All funds  $ In trillions   

2005

2011

1 McKinsey & Co., The Mainstreaming of Alternative Investments, 2012.  2Market-neutral strategies often take long and short positions in different stocks to increase the return from good stock 
selections and decrease the impact from broader market movements.  3Absolute return is an investment strategy that aims to produce ongoing positive returns by using strategies such as 
short-selling, futures, options, derivatives and unconventional assets.  4Leveraged investments use borrowed capital, such as margin loans, to try to increase the return of an investment.
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FLASH FORWARD
Even luxury shoppers love a good deal. The popularity of “flash sale” sites — those that offer 
limited-time discounts, usually via free email signup — has spilled into the luxury market. In fact, dozens 
of these sites now cater to high-end buyers, offering everything from fi ve-star resort stays to 
designer handbags to artisan cheese. 

HOTELS 
& TR AVEL

LUXURYLINK.COM 
Discounts to high-
end hotels and 
resorts worldwide, 
often wrapping in 
massages and 
meals; users bid 
auction-style or buy 
deals at set prices.

VACATIONIST.COM 
Offers sales of up 
to 60% off hotels 
selected by luxury 
travel experts; 
deals typically last 
three to seven days.

JETSETTER.COM 
Owned by 
TripAdvisor.com, 
offers fl ash deals 
of up to 50% off 
expert-approved 
hotels; bookings 
come with travel tips.

FASHION 
& HOME

HAUTELOOK.COM 
Owned by retailer 
Nordstrom, offers 
up to 75% off 
designer fashions, 
cosmetics, kids 
apparel and home 
décor items. 

FAB.COM 
No longer a true 
fl ash-sale site, it 
offers ongoing 
markdowns on 
everything from 
lamps to jewelry 
to smartphone 
accessories.

RUELALA.COM
Provides discounts 
of up to 80% on 
select designer 
brands of furniture, 
apparel and other 
luxury items.

KIDS 
& TOYS

ZULILY.COM 
Deals of up to 
90% off boutique 
mom, baby and 
kids’ apparel and 
gear, including 
strollers and 
children’s books.

THEMINISOCIAL.COM 
Discounts of 
70% or more on 
“modern designer” 
kids’ clothing, 
décor and toys.

TOTSY.COM
Offers deals of 
up to 90% on 
brand-name items 
for parents and 
kids from infancy 
to age 8.

FOOD 
& WINE

LOT18.COM 
Expert-chosen 
wines sold in 
bulk at various 
discounts; free 
shipping on 
orders of $149 
or more.

GILTTASTE.COM
Offers deals on 
many high-end 
delicacies, including 
cured meats, 
smoked fish, 
sweets, cheese, 
wine and coffee.

INVINO.COM
Based in Sonoma, 
Calif., works with 
wineries to offer 
up to 70% off 
well-rated wines; 
sales generally 24 
to 72 hours. 

E-COMMERCE 
SURGE
Forrester Research 
predicts online sales 
will reach $370 
billion by 2017.

SOURCE: FORRESTER RESEARCH 
ONLINE RETAIL FORECAST, 
2012 TO 2017 (U.S.)
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COMMON 
LIABILITY 

RISK FACTORS

 Driving

 Pool or trampoline in the yard

 Running a side business

 Serving on the board of a nonprofit or company

 Employing workers in the home

MANY AFFLUENT INDIVIDUALS AND FAMILIES OVERLOOK LIABILITY 
RISK FACTORS — WHETHER IT’S RUNNING A SIDE BUSINESS OR 
HAVING A POOL OR TRAMPOLINE IN THE YARD. YOUR REGIONS 
WEALTH ADVISOR CAN HELP EVALUATE YOUR RISK FACTORS, REVIEW 
CURRENT COVERAGE AND WORK WITH INDEPENDENT BROKERS TO 
FIND COST-EFFECTIVE POLICIES THAT MEET YOUR NEEDS.

UNDER THE 

Umbrella

BELIEVE THEIR WEALTH MAKES 
THEM A TARGET FOR LAWSUITS

(ON 1 TO 5 SCALE)

1ACE Private Risk Services, ACE Private Risk Services, Targeting the Rich: Liability Lawsuits and the Threat to Families with Emerging and Established WealthTargeting the Rich: Liability Lawsuits and the Threat to Families with Emerging and Established Wealth, March 2012.

AMOUNT OF 
UMBRELLA COVERAGE

(OF THE 79% COVERED)

79%

have 
umbrella coverage

don’t have any 
umbrella coverage

21%

% COVERED

A SURVEY1 OF HOUSEHOLDS WITH AT LEAST 
$5 MILLION IN INVESTIBLE ASSETS FOUND:

Don’t
Know

  $1 million to $2 million   14%

$5 million to $9 million     33%

$10 million to $19 million  10%

$20 million +   10%

   $3 million to $4 million   9%  

4     29% 3     30%

2   12%

  1 (Not at all a target)   6%

5 (Very much a target)     23%
Don’t
Know

   $3 million to $4 million   
3%

MOST PEOPLE, NATURALLY, DON’T LIKE TO 
IMAGINE BAD THINGS HAPPENING TO THEM. 
But when it comes to buying insurance, it’s often 
useful to think about “worst-case” scenarios.

For many high-net-worth families, that means 
making sure you’re protected in case of a costly 
personal liability lawsuit. Umbrella coverage takes 
over where your auto or homeowners insurance 
leaves off and protects your assets if, say, someone 
in your household gets sued after an auto accident. 
Umbrella coverage typically starts at $1 million 
and goes up to $10 million or more. Most auto 
and home policies only provide up to $500,000 
of liability protection, which can be far too little 
in the event of a major lawsuit.

Despite the need to protect assets from lawsuit 
risks, many high-net-worth families aren’t 
adequately covered by insurance — or don’t carry 
any umbrella coverage.
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C - S U I T E

YOUR REGIONS 
WEALTH ADVISOR 
CAN GUIDE 
YOU THROUGH 
KEY DECISIONS 
RELATED TO YOUR 
RETIREMENT 
PLANS, INCLUDING 
EVALUATING YOUR 
INCOME SOURCES 
AND HELPING YOU 
DEFINE YOUR GOALS.

RETIREMENT REVISITED
Three key questions executives should ask before quitting their jobs

Question #1 
WILL I HAVE ENOUGH INCOME TO MAINTAIN MY LIFESTYLE DURING RETIREMENT? 

Your retirement income will likely come from several places, including any pensions, 
deferred compensation plans, your savings and stock options. A common guideline is 
to plan on replacing at least 70% of your preretirement income to live comfortably, 
though that target can vary widely depending on your retirement goals. 

Adding up your likely costs in retirement can help you better understand your 
income needs. Beyond that, also consider whether you have the necessary resources 
to cover a major health care event and possible long-term care while maintaining 
your desired lifestyle or protecting your estate. 

Question #2 
HOW WILL RETIRING AFFECT MY EXECUTIVE RETIREMENT BENEFITS?

Many executives are privy to special retirement benefits, such as nonqualified 
deferred compensation and supplemental executive retirement plans. You may have  
the option to take certain assets as a lump sum or as an annuity. That decision 
should depend on factors such as your risk appetite, market conditions, tax rates, 
lifestyle and life expectancy.

Another consideration: If your company suffers financially in coming years, 
your deferred compensation may be at risk. 

Question #3 
DO I HAVE A CLEAR IMAGE OF MY RETIREMENT?

The idea of retiring may seem blissful, but it can be a tough 
transition if you don’t have well-defined expectations for 
how you want your retirement years to play out. Doing 
something you love will keep you happy and productive. 
This may include working part-time, traveling or relocating. 
All of these decisions have financial implications that need 
to be considered in advance. For example, continuing to 
work at your company part-time could reduce your pension 
benefits, as many plans calculate benefits using a formula 
that is based in part on your salary in the years before you 
retire. The sale of property, such as investment real estate 
or your primary residence, can affect your tax and income 
situations in retirement. 

1 Robert Half Management Resources, “Retirement Redux,” Feb. 21, 2013; survey was conducted by an independent research firm 
and based on more than 1,400 interviews with CFOs at U.S. companies with 20 or more employees.

THE FINANCIAL CRISIS 
THREW A LOT OF PEOPLE 
FOR A LOOP, including 
corporate executives contem- 
plating when to retire. Nearly 
40% of chief financial officers 
are more uncertain about 
when they will retire than 
they were five years ago, 
according to a recent survey 
by Robert Half Management 
Resources.1 Another 13% said 
their plans for retirement 
have changed altogether.

Today’s economic challenges 
and lengthening lifespans 
mean it’s more essential than 
ever for executives to time 
their retirement carefully.  
The decision can affect their 
financial resources in retire-
ment and, in turn, their  
quality of life. 
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Strategies for protecting 
your finances and lifestyle 
against ongoing risks

5 LONG-TERM 
CHALLENGES TO  
YOUR WEALTH

WHEN MOST PEOPLE  

THINK ABOUT FINANCIAL 

CHALLENGES, they think 
short-term: What’s about  
to happen in the stock  
market? What tax changes 
do I have to prepare for?  
But while such timely matters  
are certainly important, 
“taking a long-term, holistic  
view of risk can reveal 
more significant concerns 
that might affect you and 
your family’s wealth, even 
20 years from now,” says 
Bill Ritter, Senior Executive 
Vice President and Head of  
Regions Wealth Management.

BILL RITTER

SENIOR EXECUTIVE  
VICE PRESIDENT AND 
HEAD OF REGIONS 
WEALTH MANAGEMENT
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Here’s a look at five challenges you might face, along 
with strategies and insights for preparing for them.

  C H A L L E N G E  # 1  :

TAX UNCERTAINTY
Rising federal taxes on both income and investments are already 
affecting many high-net-worth investors. But questions remain 
about what might happen in coming years and decades, given ongoing  
concerns about the U.S. budget deficit and shortfalls within govern-
ment entitlement programs such as Medicare and Social Security.

The federal estate and gift tax exclusions, now set at an 
inflation-indexed $5.25 million for individuals ($10.5 million for 
couples), are unlikely to change in the next few years. However, 
other types of taxes — including state and local — could be raised 
to help improve government balance sheets.  It’s hard to predict 
beyond a few years how taxes will change, since they are so closely 
linked to public policy. “Rising taxes can be particularly concern-
ing for retirees and people approaching retirement,” Ritter says, 
because tax-deferred retirement plan distributions and pension 
benefits are generally taxed at ordinary income tax rates.

KEY ISSUES TO WATCH
Federal, state and local governments may raise various types of 
taxes on relatively short notice. It’s important to stay abreast of tax 
changes that could affect you personally and consider strategies for 
reducing the tax consequences of your investments and income.

STAYING AHEAD OF THE CURVE
Your Regions Wealth Advisor can help you navigate today’s tax 
realities and the possibility of rising federal, state and local taxes. 
Your Wealth Advisor can recommend strategies that may help 
minimize your long-term tax obligations, such as contributing  
to tax-advantaged retirement plans, establishing trusts and 
other gifting techniques, and making tax-efficient investments. 

What Goes Down Must Go Up?
The U.S. federal income tax bracket for joint and single filers with taxable 
income of an inflation-adjusted $150,000 has dropped over the years. 
But government revenue shortfalls suggest that trend may reverse over time.

Year Married filing jointly Single

1963 34% 53%

1973 39% 45%

1983 44% 50%

1993 31% 31%

2003 28% 28%

2013 28% 28%

SOURCE: THE TAX FOUNDATION

  C H A L L E N G E  # 2

LONGEVITY
The life expectancy of a 65-year-old today is about  
19 more years.1 But statistics suggest a high likeli-
hood that one person in a married couple will survive 
well into his or her 90s, or even past 100. While the 
risk of depleting your savings may be low, longevity 
can still affect your standard of living and the ulti-
mate value of your estate.

You’ll want to ensure that the retirement resources  
you’ve accumulated are sufficient enough to support 
your desired retirement lifestyle. Likewise, it’s  
important to efficiently withdraw your retirement 
savings to ensure they last as long as you need them 
to. Longevity questions can affect decisions such as 
when and how you retire, when you claim various 
retirement benefits and pensions, and how you invest 
so your savings don’t lose real value to inflation.

KEY ISSUES TO WATCH
“People commonly underestimate  
how long they will live, and married  
couples, in particular, need to pay  
close attention to the potential 
future income needs of both 
spouses,” Ritter says. Given that 
retirement could last 30 or more 
years, making sure your retirement 
income keeps up with inflation is 
also very important, he adds.

STAYING AHEAD OF THE CURVE
Talk with your Regions Wealth 
Advisor about strategies for 
creating sustainable lifetime 
income without taking on exces-
sive risk. Generating retirement 
income from multiple sources, 
for example, can help ensure you 
aren’t overly dependent on any 
one source. In addition, ask your 
advisor to help you determine 
which accounts and assets to 
draw down first in retirement to 
maximize income potential.

Stretching  
Out
The income  
potential* of  
a $1 million  
tax-deferred  
retirement  
account:

Over 10 years: 
$7,913 per month 
$94,956 per year

Over 20 years: 
$4,903 per month 
$58,836 per year

Over 30 years: 
$3,975 per month 
$47,700 per year

Over 40 years: 
$3,561 per month 
$42,732 per year

SOURCE: AARP.COM, 
RETIREMENT INCOME 
CALCULATOR

1CENTERS FOR DISEASE CONTROL AND PREVENTION, “HEALTH, UNITED 
STATES, 2011,” MAY 2012.

*INCOME AMOUNTS SHOWN ARE AFTER TAXES. EXAMPLE ASSUMES 
A 5% ANNUAL RETURN IN RETIREMENT AND DOES NOT FACTOR IN 
INFLATION, WHICH WOULD FURTHER REDUCE THE VALUE OF THE 
INCOME PRODUCED.
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The average 
annual costs 
of an assisted-
living facility 
and private 
room in a 
nursing home 
today are about 
$43,000 and 
$91,000,
respectively — 
and those costs 
are rising 
faster than 
infl ation.
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  C H A L L E N G E  # 3  :

HEALTHCARE 
AND LONG-TERM 
CARE COSTS
While a 65-year-old couple today may 
need up to $400,000 in savings just 
to cover future healthcare expenses,2 
those needs can run even higher for 
someone who experiences a major 
medical issue or someday requires 
care in an assisted-living facility or 
private room in a nursing home. The 
average annual costs of an assisted-
living facility and nursing home today 
are about $43,000 and $91,000,3 
respectively — and those costs are ris-
ing faster than infl ation. 

Carrying the right types and levels of 
insurance can help control these costs. 
“Many people, for example, will want to 
consider getting a long-term care policy 
to protect against the risks of very high 
late-in-life costs,” Ritter says. Using 
tax-advantaged health savings accounts 
(HSAs) and getting supplemental 
retiree health insurance can help 
relieve future healthcare expenses.

KEY ISSUES TO WATCH
The evolution of federal healthcare 
reform could affect any insurance 
coverage you receive through an 
employer, in the private market 
or through Medicare. Be sure to 
understand what expenses are 
covered and what costs may need 
to be covered by a supplemental 
policy or out of pocket. Moreover, 
the long-term care industry is 
changing rapidly. It’s important to 
evaluate any insurance plan you 
currently have and ensure any new 
long-term care policy is flexible 
enough to cover your potential care 
needs in the future. 

STAYING AHEAD OF THE CURVE
Ask your Regions Wealth Advisor
about how to plan for future 
healthcare costs within the 
context of your overall wealth 
management plan. Discuss options 
for long-term care coverage, 
including the option to self-insure. 
Consider how different types of 
health-related expenses, such as 
a serious illness or an extended 
hospital stay, might affect your 
total net worth.

Who 
Pays?
How Medicare 
benefi ciaries’1 health-
care costs were paid 
in 2009, by payer:

1DATA ONLY FOR MEDICARE BENEFICIARIES ENROLLED IN A FEE-FOR-SERVICE (FFS) PROGRAM.
SOURCE: MEDPAC.GOV, A DATA BOOK: HEALTH CARE SPENDING AND THE MEDICARE PROGRAM, JUNE 2012.
* PRIVATE INSURANCE INCLUDES INDIVIDUALLY PURCHASED COVERAGE AND EMPLOYER-SPONSORED COVERAGE.
** PUBLIC SUPPLEMENTS INCLUDE MEDICAID, DEPARTMENT OF VETERANS AFFAIRS AND OTHER PUBLIC COVERAGE.

MEDICARE
64%

PUBLIC 
SUPPLEMENTS** 

6%

PRIVATE
INSURANCE* 

16%

BENEFICIARIES’ 
OUT-OF-POCKET SPENDING

14%
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  C H A L L E N G E  # 4  : 

MARKET RISKS
In today’s quickly globalizing 
economy, events anywhere in the 
world can cause major shocks to 
the U.S. and international stock 
and bond markets. This reality has 
meant high levels of market vola-
tility in recent years, Ritter notes, 
particularly amid the U.S. fi nancial 
crisis and the euro-zone’s debt crisis. 
While stocks  have historically 
outperformed more conservative 
investments over long periods, a 
market crash right before retirement 
or another critical juncture — such 
as when sending the kids off to college 
— could cause great distress to your 
fi nancial resources and lifestyle.

Maintaining an appropriate 
level of wealth diversification and 
understanding how your diversifi-
cation affects your financial safety 
net are essential to navigating 
market risks.

KEY ISSUES TO WATCH
With the U.S. economy seemingly 
stuck in a low-growth phase and 

international markets becoming 
intertwined, consider how to 
better diversify and protect 
against market risk while also 
pursuing greater future growth. 
Investments such as real estate, 
emerging-market stocks, private 
equity and natural resources 
may help you diversify, increase 
growth potential and reduce your 
portfolio’s volatility.

STAYING AHEAD OF THE CURVE
Ask your Wealth Advisor about 
scheduling a Regions Wealth 
Assessment®. “The assessment 
offers a unique and comprehensive 
overview of your asset allocation, 
so you can better see how well you 
are diversified across three types 
of risk — personal, market and 
aspirational,” Ritter says. (See 
related article on page 13.) It helps 
identify opportunities for improving 
your diversifi cation and building a 
stronger safety net. In addition, it’s 
a good idea to review your wealth 
allocation with your advisor any time 
you experience a major life event, 
such as a change in marital status or 
a birth or death in the family.

Gauging Fear
The CBOE Volatility Index (VIX), often referred to as the 
“fear gauge,” measures expected volatility of U.S. stocks over 
the next 30 days. The VIX’s performance suggests volatility 
expectations fell early this year as the S&P 500 climbed.

Wealth 
Challenges 
for Business 
Owners
IF YOUR BUSINESS 
IS YOUR LARGEST 
ASSET, IT’S ALSO 
YOUR BIGGEST RISK. 
As a business owner, 
you may want to 
consider gradually 
diversifying part of 
your wealth away 
from your personal 
business while you’re 
still working in the 
business. 

YOU MAY ALSO WANT 
TO CONSIDER CREATING 
A SUCCESSION PLAN 
that prepares your 
business for multiple 
contingencies — such 
as a planned, orderly 
retirement of the 
primary owner or an 
unexpected sale. 

Your Regions Wealth 
Advisor can help you 
identify ways to 
diversify your wealth, 
fi nd resources for 
valuing your business, 
create a succession 
plan, maintain proper 
business insurance 
coverage and plan 
for potential business 
interruptions.

SOURCE: FACTIVA.COM

1/31/08 1/31/09 1/31/10 1/31/11 1/31/12 1/31/13

 VIX       S&P 500
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  C H A L L E N G E  # 5  :

UNEXPECTED EVENTS
Over many years, the odds of experiencing at least one signifi cant unexpected expense — such 
as a lawsuit, signifi cant property damage to a home or business or loss of a well-paying job — 
are high. “The risks to your wealth posed by such an event need to be addressed in your long-term 
planning,” Ritter says. For example, if you become unemployed or something happens to a 
business you own, how much would that disrupt your fi nancial security and lifestyle?

Various types of insurance policies and riders can help better protect your finances 
against these types of events. Umbrella insurance, for example, provides an extra layer 
of protection by paying for medical, court or other expenses once your home or auto insurance 
coverage limits are reached. Coverage levels start at $1 million and can run up to $10 

million and beyond, depending 
on your needs. 

KEY ISSUES TO WATCH
Keep tabs on your insurance 
coverage and how your needs change 
over time. Many homeowners 
insurance policies exclude damage 
caused by fl oods or other natural 
disasters. Additionally, as your 
income, wealth or business’s value 
grows, it’s important to make 
sure your insurance adequately 
protects it. 

STAYING AHEAD OF THE CURVE
Review your insurance coverage 
with your Wealth Advisor at 
least once a year or after a major 
life event. If you live in an area 
prone to floods, tornadoes or 
hurricanes, consider getting a 
special policy rider for natural 
disasters. Also make sure you 
are fi nancially protected in case of 
extended periods of unemployment 
or disruptions to income from 
owning a business. Your Regions 
Wealth Advisor can recommend 
coverage suited to your personal 
situation and needs. 

2EMPLOYEE BENEFIT RESEARCH INSTITUTE, “SAVINGS NEEDED FOR HEALTH EXPENSES FOR PEOPLE ELIGIBLE FOR MEDICARE: SOME RARE GOOD NEWS,” OCTOBER 2012.
3METLIFE MATURE MARKET INSTITUTE, MARKET SURVEY OF LONG-TERM CARE COSTS, 2012.

A FLOOD 
OF COSTS

One natural disaster can cost 
a home or business owner 
thousands of dollars if the right 
protections aren’t in place.

Six inches of flooding to a 
2,000-square-foot home would 
create an estimated $39,150 
in losses, including:

SOURCE: FLOODSMART.GOV

Cleaning:

$ 2,000.00

Doors, base 
trim and 
windows:

$   2,150.00

Kitchen 
and bath 
cabinets:

$ 4,500.00

Finished 
floor:
(wood or carpet)

$ 15,870.00

Interior wall 
finishes:

$ 1,920.00

Living room 
furniture:

$ 2,700.00
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R E G I O N S ’  P E R S P E C T I V E

BY LESLIE CARTER-PRALL

EXECUTIVE VICE PRESIDENT 
AND PRIVATE WEALTH 
MANAGEMENT EXECUTIVE 
FOR REGIONS IN 
INDIANAPOLIS

STAY PROTECTED, 
MOVE AHEAD

B
uilding wealth is an exciting 
endeavor. But in the day-to-
day rush to accomplish goals 
and look after your family, 
it’s easy to lose sight of the 

risks that can derail your efforts. This 
issue’s cover story describes such long-
term risks, among them the uncertainty 
surrounding taxes, whether you might 
outlive your savings and, of course, the 
fi nancial markets.

While we can’t make most of these 
risks go away, your Regions Wealth 
Advisor can help you plan for them. Our 
evaluative process, the Regions Wealth 
Assessment® (RWA), provides a complete, 
easy-to-understand snapshot of where 
your wealth resides in terms of risk and 
asset allocation. As such, it can help you 
and your advisor find ways to better 
protect you from risk, while at the 
same time putting you in a position to 
maximize your wealth.

THE RWA LOOKS AT THREE KINDS OF 
ASSETS AND INVESTMENTS:

•  PERSONAL OR PROTECTIVE, which 
focus on your basic needs today. Your 
cash and most conservative investments, 
such as your primary residence, typically 
fall under this category of risk.

•  MARKET, which help you maintain 
your standard of living down the road. 
Stock and bond investments typically 
fall here because they aim to preserve 
your lifestyle over the longer term.

•  ASPIRATIONAL, which help you 
enhance your lifestyle. The aspirational 
category contains your assets with 
the highest risk but also the highest 
potential return, such as your business, 
investment real estate, alternative 
investments or stock option positions.

Laid out clearly on a single page, the 
RWA helps you understand whether your 
current asset allocation minimizes the 
potentially adverse impact of long-term 
risks. You may fi nd yourself, for example, 
overexposed in the risky aspirational 
category. It might be better for you under 
that scenario to move assets into the 
personal category through measures such 
as obtaining an umbrella insurance policy 
or keeping larger cash reserves. The key: 
The RWA also leaves room for the risk-
taking that, for many of you, helped build 
your wealth in the fi rst place.

Another important long-term risk to 
consider — beyond those discussed in 
this issue’s cover story — is debt. Some of 
you may not realize that the amount or 
structure of your personal or business 
debt has jeopardized your lifestyle. Or, on 
the other hand, maybe you can afford to 
take on additional debt to make selective 
investments toward your aspirational 
goals. In any case, advice on reducing, 
expanding or restructuring debt is always 
made with your full fi nancial situation 
and future goals in mind. 

In helping you review and plan, we 
at Regions also understand that your 
vulnerability to this wide variety of risks 
depends on factors that are unique to 
you — your profession or business, your 
lifestyle, your wealth picture and your 
family situation. A self-made business 
owner with ongoing health issues and 
a small family will have very different 
concerns than a healthy surgeon with 
a complex family dynamic. The RWA 
frequently uncovers risks our clients had 
never considered before. 

We are here to help. Experts in the 
areas of investing, insurance, commercial 
banking and business services work with 
our Regions Wealth Advisors to design and 
execute a wealth plan that is as unique as 
you. It’s an empowering experience. 

A Regions 
Wealth 
Assessment 
helps you 
manage long-
term risks 
without being 
sidetracked 
by them
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REINING IN CASH
Tips for managing cash flow in today’s still-fragile economy

ECONOMIC CONDITIONS HAVE IMPROVED MEASURABLY since 

the height of the financial crisis a few years ago — and 

many businesses expect at least modest growth in 2013. 

That said, economic challenges and lingering uncertainty 

continue to make it vital for business owners to closely 

oversee their cash and maintain liquidity. “We continue 

to be in slow-growth and challenging times,” says Ward 

Cheatham, Executive Vice President of Regions’ Commercial 

Banking division. “With that backdrop, top-line revenue 

growth is not always visible. Businesses need to focus on 

profitability and maximizing working capital and cash flow.” 

Taking these five steps can help businesses better manage 

their cash in today’s environment:

WARD CHEATHAM

EXECUTIVE VICE PRESIDENT 
OF REGIONS’ COMMERCIAL 
BANKING DIVISION

❶   ANALYZE  
AND FORECAST  
CASH FLOW

Breaking down the numbers can 
help a business see how well it 
manages its cash and make useful 
projections about future cash  
shortfalls or surpluses. One major 
expense or an unexpectedly slow 
sales season may throw a company’s 
cash flow into dangerously negative 
territory, so it’s important to plan 
for such possibilities and determine  
in advance how to maximize 
liquidity. Many business software 
programs can help keep better tabs 
on various financial aspects — such 
as receivables, bank balances and 
credit-card ledgers — and generate 
cash-flow reports. 

❷   TIGHTEN BILLING  
AND COLLECTIONS  
PROCEDURES

When the economy hits a rough 
patch, customers may delay payments 
or stop paying altogether. A business 
must encourage its customers to pay 
in a timely manner so its own financial  
prospects aren’t hurt.

It might create a payment policy 
that clearly lays out its billing terms 
and ask customers to sign it. Certain 
rules and procedures can motivate 
customers to pay quickly. For example,  
a business may require customers 
to pay within 15 days of receiving 
a product or service or put down a 
deposit. Allowing customers to pay 
via credit card or giving discounts  
to customers who pay early or  
upfront can help increase the like-
lihood of payment.

Also, a business shouldn’t wait 
too long to pursue customers who 
fall behind. A friendly phone call 
soon after a payment becomes over-
due can go a long way. If a customer 
fails to pay within 30 days of the due 
date, it should consider more formal 
collections procedures, such as letters 
that request immediate payment. 
Some business owners don’t like 
the idea of resorting to a collections 
agency, but at some point, it may be 
the only way to get paid.
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❸ MANAGE YOUR OWN PAYABLES CAREFULLY
A business should also maximize its own payables as a 
way to improve fl exibility. If it has 30 days to pay a bill, 
for example, it might wait until the bill is due, or take 
advantage of early-payment discounts. Electronic or 
online bill paying can be used to schedule payments in 
advance. This allows a business to plan accordingly and 
avoid the risk of missing a due date.

❹ KEEP CASH RESERVES AND CREDIT LINES
A business should keep a cash cushion in case it runs 
into financial difficulties, such as an unexpected 
decline in revenues. Each business’s cash reserve needs 
are unique, depending on factors such as the number 
and salaries of employees and other regular expenses. 
However, many experts recommend that businesses 
keep at least three months’ worth of cash needs on 
hand. Beyond the cushion, it’s also worth establishing 
a credit line or other borrowing mechanism — before 
it’s needed — so the business has something to fall back 
on in case of a fi nancial crunch. “Businesses need to 
make sure that they remain visible in their industries 
and that they maintain the fl exibility they need to take 
advantage of growth opportunities when they appear,” 
Cheatham says. Financing or leasing equipment rather 
than buying it outright can also free up cash flow and 
reduce the odds of fi nancial strain, he adds.

❺ FIND A TRUSTED PARTNER
Most owners want to focus on their expertise and growing 
the business — not day-to-day fi nancial management. It 
often makes sense to work with a trusted partner that 
can help address a business’s unique financial needs 
and opportunities and provide guidance and solutions.

Regions’ Commercial Banking unit offers treasury 
management services, a full range of business loan and 
fi nancing options, currency exchange and other services 
to help businesses improve their cash fl ow and fi nancial 
management. Consultants help businesses review their 
unique needs and objectives and provide advisory 
services. “We make the experience seamless,”  Cheatham 
says.  “Before we provide services or guidance, we try to 
get a full understanding of the business and its needs so 
we can offer the best possible experience.” 

CONTACT YOUR REGIONS WEALTH 
ADVISOR TO LEARN MORE ABOUT 
COMMERCIAL BANKING SERVICES 
AND HOW THEY MIGHT HELP 
YOUR BUSINESS.

SOURCE: GREENWICH ASSOCIATES, MARCH 2013 
GREENWICH MARKET PULSE

* Greenwich Associates defi nes small businesses as those with between 
$1 million and $10 million in annual revenues and mid-sized businesses as 
those with annual revenues between $10 million and $500 million.

GROWTH 
EXPECTATIONS

62%

56%
of small businesses

EXPECT 
REVENUE 
GROWTH 
in 2013

of those mid-sized 
companies 
expect to see
5% OR 
MORE
revenue growth 
in 2013

62%
of those mid-sized of those mid-sized 

of mid-sized 
companies 
expect to see 
1% OR 
MORE
revenue growth 
in 2013

of those mid-sized 
companies 
expect to seeexpect to see
5% OR 
MORE

of those mid-sized of those mid-sized 

revenue growth 
in 2013in 2013in 2013

29%
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BACKING UP  
MOM AND DAD
Tips for helping aging parents and other loved ones 
manage their finances 

A less confrontational approach — 
perhaps as simple as asking if a  
tax return was delivered to the  
accountant — may be more effective 
in initiating an open conversation.

2   GAIN AN OVERALL UNDER-
STANDING OF YOUR LOVED 
ONE’S FINANCIAL SITUATION. 

Ideally, you’ll be able to find bank 
and investment account numbers 
and balances, insurance policies, 

I
T OFTEN STARTS WITH A 
MINOR, EVEN MUNDANE, 
INCIDENT. Perhaps you 
notice a parent or other family 
member receiving an inordinate  

number of mail-order purchases, or 
you come across bills that are long 
overdue. These may be early signs 
that your loved one needs assistance 
managing his or her finances. 

As life expectancy increases, more 
people today are providing, or expect 
to provide, emotional, financial and 
practical help to a parent or another 
aging family member. 

However, providing this assistance 
can be challenging. In some cases, the 
intended recipient resists, worried that 
accepting help signals a diminishing 
independence. At the same time, adult 
children may be uncomfortable taking 
on a parental role with a parent or 
older family member. And both sides 
may prefer to avoid such topics as 
aging, mortality and finances. 

Keep in mind, though, that 
helping your parents manage their 
finances can also benefit you and 
other family members. It can provide 
a clearer picture of your family’s 
financial situation and peace of 
mind knowing that affairs are in 
order. These tips can help you provide 
financial assistance to loved ones 
with sensitivity:

1  BEGIN SLOWLY. 
Rushing to wrest control of a family  
member’s accounts can backfire, 
prompting concern or even suspicion. IL
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ongoing bills and property titles, 
as well as contact information  
for the financial, health and legal 
professionals with whom your 
loved one works. 

If you’re worried that your family 
member is no longer exercising  
sound financial judgment, consider 
talking with that family member 
and his or her financial institutions 
about enabling you to automatically 
receive copies of account statements 
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FAMILY SUPPORT
By 2030, about 20% of the U.S. 
population will be age 65 and older. 
As longevity increases, more people 
will likely need to help their parents 
manage their finances and/or 
provide them with fi nancial support. 
A 2012 survey1 found that:
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or to access accounts online. This 
will allow you to monitor transactions 
and better ensure that bills are not 
being overlooked. 

If a loved one’s abilities are 
more severely diminished, you 
may need to assume greater fi nancial 
responsibilities, such as directly 
handling bill payments. Setting up 
automatic payments and deposits 
can streamline the process. 

3   TALK WITH OTHERS IN YOUR 
FAMILY MEMBER’S LIFE. 

Especially if you’re not physically 
near the family member you are 
helping, it can be worthwhile to 
regularly touch base with a friend 
or relative who is closer and in more 
frequent contact. He or she should 
be in a better position to quickly 
notice and follow up on any red fl ags.

4   WHEN POSSIBLE, WORK WITH 
OTHER FAMILY MEMBERS. 

Even if you handle different tasks 
— say, one family member manages 
the fi nances while another keeps 
tabs on medical issues — each should 
have some idea what the others are 
doing. Sharing this information 
helps prevent unwarranted concerns 
or suspicions about the actions each 
person is taking. Also, the family 
member receiving help may be more 
receptive to suggestions if they’re 
not all coming from the same person. 
And if one family member needs to 
take over another’s duties, he or she 
will be better equipped. 

5   DOCUMENT THE ACTIONS 
YOU TAKE. 

Keeping clear, updated records 
of all transactions taken on behalf 
of your parent or other family 
member can help reduce any 
misunderstandings. Hold on to 
receipts and document the expenses 
you pay. Maintain a record of all 
income received, including pension,  
Social Security, and interest and 
dividend payments, as well as with-
drawals from retirement accounts. 

6   CONSIDER WHETHER YOU’LL 
NEED POWER OF ATTORNEY.

In general, power of attorney 
provides you with the ability to 
make legal decisions regarding your 
loved one’s fi nances or property. 
This could include signing a check 
on his or her behalf or selling a car 
that’s no longer in use. “Durable” 
power of attorney becomes effective 
as soon as the document awarding 
the power is signed; “springing” 
power of attorney, on the other 
hand, becomes effective only when 
a specifi c event — say, if a parent 
becomes incapacitated — occurs. 

You’ll typically want to receive 
power of attorney while your loved 
one is still considered competent. 
Waiting until he or she can no longer 
make prudent decisions may require 
involving the court system. 

7   WORK WITH TRUSTED 
FINANCIAL PROFESSIONALS.

Working with a knowledgeable and 
independent advisor, such as your 
Regions Wealth Advisor, to manage 
your loved one’s fi nances can help 
you avoid mistakes that could prove 
costly over time. This can be critical 
if you need to address healthcare, 
long-term care, estate planning or 
other concerns for the future. 

Helping a family member manage 
his or her fi nances can be diffi cult, 
both emotionally and practically. 
However, carrying out this respon-
sibility with respect and discretion 
can help your loved one maintain a 
sound quality of life for as long as 
possible and provide you with better 
insight into your family’s overall 
fi nancial situation. 

1PEW RESEARCH CENTER, “THE SANDWICH 
GENERATION: RISING FINANCIAL BURDENS FOR 
MIDDLE-AGED AMERICANS,” JAN. 30, 2013.

58% say it is very likely that 
they will be responsible for caring 

for an aging parent or another 
elderly family member.

32% with at least one parent 
age 65 or older have provided 

fi nancial support to their parent 
in the past 12 months.

75% say adult children have 
a responsibility to provide fi nancial 

help to a parent in need.
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BEYOND  
THE BIKE
Retirement from motorcycle 
racing poses new obstacles  
and opportunities for  
Kevin Windham

Q:   YOU AND DOTTIE BEGAN OPENING PLANET FITNESS 
HEALTH CLUB FRANCHISES IN YOUR HOME STATE 
OF LOUISIANA. HOW DID THAT COME ABOUT?

KEVIN: We’re extremely fortunate, and a lot of credit 
goes to our Regions Wealth Advisor, Paul Harris. He’s 
been a huge asset in helping us with financial decisions 
and planning for the future. The Planet Fitness opportunity  
fell into place extremely well. The co-founder of Planet 
Fitness, Mike Grondahl, is a huge racing fan and even 
joined our racing team. We looked at the success of the 
company and saw that it’s grown exponentially over the 
past five years. Paul helped us break down the company’s 
numbers and business plan, and we feel it’s a great fit.

Q:  WHICH IS EASIER, DRIVING AT THE MOTOCROSS 
OR RUNNING A FRANCHISE?

KEVIN: Both have hurdles. I’d never heard the word 
“overhead” before I started the franchise. When you’re 
racing motorcycles, they pay you to eat, sleep and travel. 
But when you own a business, you’re dealing with all 
these financial decisions, such as employees, equipment, 
buildings and rent. It’s a learning curve.

W
ORLD-RENOWNED MOTOCROSS RACER 
KEVIN WINDHAM — “K-DUB” — 
surprised and saddened fans earlier 
this year when he announced he 
would no longer ride his dirt bike  

professionally. But only 35 years old, he faces a lot of tough 
questions. For one, how does he build a legacy in the second 
half of his working years as rewarding as his first half? 

Windham and his wife Dottie, who live in rural  
Mississippi with their four children, have spent the past few 
years working with their Regions Wealth Advisor to chart 
a course for the future and to develop a chain of health club 
franchises. Insights recently spoke with the Windhams 
about Kevin’s career and the next chapter of their lives.

Q:   RACING SEEMS LIKE A VERY EXCITING CAREER 
CHOICE, KEVIN. HOW DID YOU GET STARTED?

KEVIN: It’s truly been a lifelong affair. I started riding at 
the age of three. My older half-brother was riding when 
I was born. So even before age three, I was at the tracks, 
riding play bikes in the dirt. My 32 years in the business 
were a wild, fun ride.

Q:   IT MUST HAVE FELT STRANGE “RETIRING” AT 35, 
EVEN THOUGH THAT’S QUITE OLD FOR MOTOCROSS.

KEVIN: Motocross ages you, so I’m about 210 in motorcycle  
years! Seriously, though, it’s a tough sport. I’ve suffered 
injuries over the years and have metal plates and screws 
in my body. I think I made the right decision to step 
away, but it’s bittersweet. I’m only 35 and trying to  
redefine myself so that my best days aren’t behind me.
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Q:  THAT TRANSITION FROM PROFESSIONAL ATHLETE 
TO BUSINESS OWNER MUST BE TOUGH.

KEVIN: My wife will laugh because I say this all the 
time: You just have to keep good people around you, 
and I feel very confident in our team — both at Regions 
Private Wealth Management and on the banking side. 
That makes it much easier. You listen and you ask 
questions. I like to keep moving forward. Of course, 
the transition hasn’t always been a fairy tale. There 
are always going to be hurdles.

Q:  WHAT ARE YOUR PLANS FOR YOUR FORESEEABLE 
FUTURE AND YOUR PLANET FITNESS FRANCHISES? 

KEVIN: I have a 17-club development area that I’m 
building over the next seven years. We’re working on 
the fourth club right now. The first three have been 
extremely successful and fun. Beyond that, I’m also 
trying to stay relevant in motocross. I’m not racing, 
but I’m working hard with my team to pass on my 
experiences to the young riders who come along. So 
when I’m not traveling to races, I’m looking for the 
next health club location.

Q:  ON TOP OF YOUR BUSY CAREER, YOU HAVE 
MAINTAINED A STRONG MARRIAGE AND HAVE FOUR 
BEAUTIFUL CHILDREN. DOTTIE, YOU’VE CLEARLY 
BEEN INSTRUMENTAL WITH MANAGING ALL THIS. 
WHAT ROLE DO YOU PLAY?

DOTTIE: I’ve always had a great appreciation for the 
idea of being debt-free. Kevin likes to take on fi nancial 
challenges and risk. I’ve always been the one pulling the 
reins and working with Paul to build a fi nancial safety 
net. I don’t want us to end up like the athletes you hear 
about who assume the money will never stop coming in. 
I think we’ve done a great job of establishing retirement 
assets, building out the health clubs and trying to be as 
debt-free as possible. I’m the one who writes the checks 
and makes sure everything stays afl oat.

Q:   PAUL HAS BEEN VERY INVOLVED IN GUIDING YOU 
ON YOUR GOALS AND PLANS FOR THE FUTURE. 
CAN YOU TALK ABOUT WHAT KINDS OF FINANCIAL 
DECISIONS HE HELPS YOU WITH?

KEVIN: Paul has helped us with so many fi nancial matters. 
We live on about 900 acres of land. So we’re raising cattle 
to generate income off the land. He’s helped us invest in 
timber and buy an airplane. He’s also been so valuable in 
guiding us through business decisions with our health 
clubs. I’ve been a risk-taker my whole life, but I needed a 
stronger vision. I couldn’t possibly have the vision I have 
today without the help from Paul and Regions. 

KEVIN AND DOTTIE WINDHAM ANNOUNCED 
KEVIN’S RETIREMENT ON JAN. 19 AT AN 
EVENT IN ANAHEIM, CALIF.



INSIGHTS

You’re in a position where you have very specifi c needs and goals for yourself, the people you care about and your money. So off-the-shelf 
solutions are likely to fall short for you. What you do need is a comprehensive and unbiased approach to your fi nancial situation. An approach 
that is about more than just investments and will help you manage risk without closing the door on opportunities. Your Regions Wealth Advisor 
will use their extensive experience to lead a team of subject-matter experts and create a plan just for you. What’s more, we’ll deliver it to you 
with straight talk, practical recommendations and complete transparency from our very fi rst meeting onward.

To schedule a personal consultation with your Regions Wealth Advisor, 
call 1.800.826.6933 or visit us online at regions.com/wealth.
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REGIONS PRIVATE WEALTH MANAGEMENT – 
CUSTOM WEALTH STRATEGIES FOR YOU AND YOU ALONE. 

PRIVATE WEALTH MANAGEMENT

© 2013 Regions Bank. Investments in securities and insurance products held in trust accounts are not FDIC-insured, not deposits of Regions Bank or its affi liates, not guaranteed by Regions Bank or its affi liates, not insured by any federal government agency, and may 
go down in value.

We could show you a photo of 
someone on a golf course.

We’ll let other companies assume you golf.
POINT IS: Your Regions Wealth Advisor wants to get to know the real you fi rst.


