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WHAT YOU NEED TO KNOW FOR YOUR MONEY, FAMILY AND LIFE.

Intelligence

Y
our goals are the reason you work, save, plan and invest. They 
may include retirement, a better life for your family or something 
completely unique to you. They are what drive you. And while 
the markets are part of your plan to reach those goals, they are, 

even in the best of times, uncertain and highly complex. That’s why we’ve 
devoted this issue to some of the ways your goals are connected to this 
broader world. 

Our cover story gets at the crux of the matter, asking “How Much Risk Can 
You Take?” (page 6)—and exploring why 
being realistic about your reactions to 
things like market volatility is vital to your 
long-term strategies. At the same time, 
we look at how the long-forgotten force 
of inflation may roil the markets in “Is 
Inflation Coming?” (page 4).  

You don’t plan and invest in a vacuum, so 
family is always a priority—except when 
it’s a bundle of competing priorities. 
That’s one financial knot we begin to 
untangle in “Sandwich Generation 
Survival Tips” (page 12). And for many, 

the ultimate goal is to finally sell the business they’ve worked on for 
years. How to begin that process is the focus of “Putting a Price on Your 
Company” (page 10).

Thinking about your goals and the state of the markets can only sharpen 
the focus of your next conversation with your Wealth Advisor. We hope 
this issue will help reconnect you with the bedrock of how and why you 
invest, plan and adapt for the challenges you face each day.

Risk, the Markets  
and Your Goals 
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T
he good news is that Americans are 
living longer. The not-so-good news 
is that our longevity “bonus” could 
come with an increased likelihood of 

disability or declining health. According to 
one estimate, 70% of 65-year-olds will go on 
to need long-term care at some point in their 
lives. That care can be very expensive—the 
annual median cost of a private room in a 
nursing home was more than $97,000 in 2017. 

“If you’re age 50 or over, you may want to 
start looking into long-term care insurance,” 
says Curtis Fessler, Wealth Strategist for 
Regions Private Wealth Management. There 
are several ways to pay for long-term care, 
Fessler says. But traditional long-term 
care insurance policies have grown more 
restrictive in terms of what they can be used 
to pay for, while premiums have risen. 

Insurers are innovating to fill the void. If 
you’ve already set aside money specifically 
for health care, you can place it into a  
more flexible version of the traditional 
long-term care policy that offers some 
of the features of a variable annuity. The 
qualifications to access that money are going 
to be similar: You must be unable to feed, 
dress and/or bathe yourself. But you can 
access the money more easily, using it for 
other purposes or tying it to an insurance 
product that might have a death benefit, 
Fessler says.

Paying for policy riders that are tied to 
permanent life insurance contracts is 
another, more popular, approach to paying 
for potential long-term care needs. With 

The Future of Long-Term 
Care Insurance
There are options when it comes to long-term-care insurance.  
But going without may not be one of them.

these policies, you can access up to 2% of 
your death benefit while you’re still alive. 
“It’s cash,” Fessler says, “so you can literally 
use it for whatever you’d like, whether it be 
traditional care, paying someone to get your 
groceries, cut your grass, install a wheelchair 
ramp in your house or drive you to see your 
grandchildren.”

Fessler offers one further option: layering 
multiple life insurance policies with long-term 
care riders as you age, so that you can add 
ancillary long-term care coverage as you 
become more likely to need it. So-called self-
insurance is also a possibility, but consult with 
your tax advisor or accountant about possible 
capital gains and other taxes if you have to sell 
assets to fund long-term care.  
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Health care costs later in life can be worrisome.  
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From pay disparities to longer lives, women have 
unique retirement concerns.
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Teaching children about money helps instill 
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T
he important lessons most parents 
want their kids to learn about 
values and money can seem even 
more vital when you’re affluent. We 

want our children to enjoy all that we can 
provide, but we don’t want them to take 
their blessings for granted. “It’s really our 
responsibility as parents to teach financial 
values and literacy,” says Julie Kaltenrieder, 
Wealth Advisor for Regions Private Wealth 
Management, “and we can really empower 
our kids.” Kaltenrieder offers these 
suggestions for teaching kids at various ages.

• The Early Years How can we provide
the best for our kids without having them
develop a sense of entitlement? “Bad habits
are hard to break, so the sooner we can
start influencing our kids, the better the
outcome,” Kaltenrieder says. Keep the focus
simple with very young children, talking, for
instance, about donating to charity, showing
how work helps pay bills or the cost of family

• High School “By the time kids reach
high school you should be having
long-term, goal-oriented conversations
with them,” Kaltenrieder says. Connect
conversations about personal values to
explanations of financial topics. “Talk
about the genesis of your family’s money
and what sacrifices were made to achieve
it,” she says. Understanding the bigger
picture of how they’re connected to
their money can help give them
perspective.

Values are the most important things 
you can teach, since money, particularly 
for affluent families, often comes with 
responsibility. “It’s important that 
kids understand that money creates 
opportunities for great things but also 
creates opportunities for people to go 
down the wrong path,” Kaltenrieder says. 
“Having good, strong values and learning 
delayed gratification will help.”  

vacations, and the difference between a 
need and a want.

• Elementary School Lessons about
financial limitations, thrift and resilience can
come with the help of a weekly allowance.
Kaltenrieder suggests using separate
containers in which children can put money
for saving, spending and charity. She also
recommends letting kids make their own
choices. “Don’t come to their rescue if they
want to buy something but they’re short
on money,” she says. “Instead, offer them
solutions, because you’re trying to teach
them real-life lessons.”

• Middle School “Kids in middle school
are fascinated by money,” Kaltenrieder says, 
“which gives you the chance to talk about 
larger issues, like values and what money 
does—and doesn’t—offer.” Discuss specifics 
like saving, budgeting, cash versus credit, and
even how credit card interest works. HE
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 Kids and Affluence 
How to talk to your kids about money so that they appreciate their good fortune, 
while teaching them to thoughtfully manage what they have.
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WHILE YOU’RE WORKING…

$0.81
In 2018, the amount that American 

women working full-time, year-round, 
earned per dollar vs. American men 

Source: Institute for Women’s Policy Research, “The  
Status of Women in the States” Fact Sheet, March 2018

$531,502
How much less such women (born 
between 1955 and 1959) earn in a 

lifetime than their male counterparts

Source: Institute for Women’s Policy Research, “The 
Status of Women in the States 2015” (page 50)

“One difference is the time many women spend out of the workforce  
to raise children. Women need to do their research when getting back into 

the job market, learn their worth and negotiate for it.”

AS YOU’RE SAVING…

 54%
Percentage of working women who 
don’t contribute to retirement plans

Source: Department of Labor,  
“Women and Retirement Savings”

$94,774
Average IRA balance held by a 

woman in 2014—a full $58,875 less 
than the average man’s balance

Source: Employee Benefit Research Institute, “Individual 
Retirement Account Balances, Contributions, Withdrawals, 
and Asset Allocation Longitudinal Results 2010–2014: The 

EBRI IRA Database,” Issue Brief, Jan. 17, 2017 (page 8)

“Women should start saving as soon as they get out of college.  
When it comes to saving, time is your friend when you’re younger.”

AND IN RETIREMENT…

+2 YEARS
Women turning 65 today can  

expect to live until almost 87; a man 
can expect to live a little past 84

Source: Social Security Administration, “Life Expectancy”

25%
How much less women age 65 and older 
earn than their male counterparts—a gap 

that widens to 44% by age 80

Source: National Institute on Retirement Security,  
“Women 80% More Likely to Be Impoverished  

in Retirement,” March 2016

“As a woman, a longer lifespan needs to be part of your overall financial plan.  
It’s also important for women to be part of household financial discussions all along, 

in case something happens to your partner or spouse.”

Women & Retirement: 
Mind the Gaps
Despite all the progress made in recent years, women still face challenges 
in terms of pay, work tenure, savings and lifespan. We asked Kim Hone,  
Wealth Advisor at Regions Private Wealth Management, for her advice.
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Amid solid corporate 
earnings, low 
unemployment and 
rising wages, the U.S. 

economy is showing signs of 
strength not seen since before 
the financial crisis of 2008.  
While that’s good news in  
many ways, a robust economy 
raises the prospect of something 
that Americans haven’t seen 
much of in recent years: inflation.

“The economy has recovered and 
employment has improved, to the 
point that businesses are really finding 
it difficult to hire and retain qualified 
workers,” says David Tannehill, 
Director of Fixed Income Research 
and High Yield Strategies at Regions 
Investment Management. “As a result, 
wage-gain expectations have started 
to pick up, which has fueled some 
inflation concerns.”

Inflation, if unchecked, can quickly 

PROTECTING YOUR RETIREMENT
Cash is particularly vulnerable to rising 
prices. Though higher interest rates 
mean you’ll earn more on your cash, 
money markets or CDs, “on an after-tax 
and an after-inflation-adjusted basis, 
you could actually be losing some 
money,” Tannehill notes.

That can be especially problematic 
during retirement, when you’re likely 
to need ready access to liquid funds 
in order to meet your living expenses.

One potential way to stay invested 
while still generating income is by 
buying a series of short-term bonds 
that mature in sequence—a process 
known as bond laddering. “You’re 
generating income,” Tannehill says, 
“and as your bonds mature, if inflation 
is causing interest rates to be higher, 
you have an opportunity to reinvest 
those matured bonds into a higher 
interest rate environment.”

For retirees, as for other investors, 
the key is to “stay diversified and  
not have all of your eggs in one  
basket,” Tannehill says. Whether 
inflation rises, drops or stays the same, 
he adds, the best defense for changing 
economic conditions is keeping a 
primary focus on your individual  
goals and the long-term strategies 
you’ve worked out with your advisor  
to meet them. 

erode the purchasing power of your 
dollar. But Tannehill believes that 
domestic and global economic and 
demographic forces—combined with 
the Federal Reserve’s desire to keep 
inflation under control—make the 
return of damaging inflation, such as 
we saw in the 1970s, unlikely.

WHY SOME INFLATION IS GOOD
Although consumers never enjoy paying 
higher prices, modest inflation is actually 

a sign of a strong, healthy economy, 
Tannehill notes. The Federal Reserve 
traditionally shoots for annual inflation 
of around 2%. “A steady, predictable rate 
builds confidence and makes it much 
easier for companies, households and 
governments to budget their incomes 
and expenses,” Tannehill says.

In the years following the financial 
crisis, the Fed kept interest rates down 
in an attempt to revive the economy. 
Should inflation start to rise toward CA
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Is Inflation  
Coming?
Rising prices may be worrisome, but modest 
increases can signify a healthy economy. Here’s some 
perspective on what it could mean for you.

  Talk to your Regions Wealth Advisor about:

•  Whether increased inflation is likely to 
affect your investments

•  Whether there are steps you can take 
to position your bond portfolio to take 
advantage of rising interest rates

•  How rising inflation could affect your 
investment income, and what you might 
do about it

3% or beyond, the Fed would likely 
do the opposite, Tannehill believes. 
Raising rates makes borrowing money 
more expensive and tends to slow an 
economy down. In March, the Fed 
raised the upper end of its key Federal 
Funds Rate from 1.5% to 1.75%—and 
signaled plans to similarly raise rates 
twice more by the end of 2018.

If inflation were to spike in spite 
of higher rates, the Fed could also 
accelerate its sale of the massive 
stockpile of bonds it acquired after 
the financial crisis. By shrinking 
its portfolio, the Fed would tend to 
reduce the country’s money supply 
and slow the economy, Tannehill says.

DEMOGRAPHIC FORCES
Even without such actions, Tannehill 
says, an increasingly globalized 
economy argues against an extended 
period of high inflation. For one thing, 
the populations of the United States 
and many other developed countries 
are rapidly aging, and young people  
are delaying the start of families.  
Such trends tend to slow the growth  
of an economy. 

And while unemployment is 
down, the rise of robots and other 
technologies enable companies to 
produce more goods with fewer 
workers. That makes it less likely that 
we’ll see the sort of labor shortage that 
might result in a big spike in wages 
and, hence, inflation, Tannehill notes.

WHAT YOU CAN DO ABOUT IT
The economy and markets can be 
unpredictable, however, especially 
in the short term, Tannehill says. For 
example, rising trade tensions, with  
the United States announcing tariffs 
and other countries threatening to 

retaliate, could lead to a short-term 
spike in inflation. 

Your response to the possibility 
of inflation may depend on your 
personal views and situation. Before 
making any decisions, speak with 
your Regions Wealth Advisor to make 
sure that any steps you take fit with 
your underlying financial goals. “Each 
client’s goals and objectives need to 
be focused on their particular needs, 
along with their risk tolerances,” 
Tannehill says.

If you’re concerned about 
inflation, one form of protection 
may be Treasury Inflation-Protected 
Securities, or TIPS. With TIPS, 
unlike conventional bonds, your 
principal increases when inflation 
(as measured by the consumer price 
index) rises. The trade-off is that 
TIPS often pay a lower interest rate 
than other government bonds. And 
they can be more complex from a tax 
perspective, so be sure to discuss the 
pros and cons with your tax advisor, 
Tannehill says.

Other options might include 
real estate and commodities. Since 
commodities (whether energy, metals 
or agricultural products) are actual 
goods, their value tends to rise right 
along with higher prices, Tannehill 
says. “That could possibly offset 
declines you may have in stocks 
or bonds,” he adds. “That’s the idea 
behind diversified strategies.”

Your response 
to the possibility 
of inflation may 
depend on your 
personal views  
and situation. 

WHILE THE COMMENTS REFLECT THE OPINIONS OF THE ANALYST WHO IS BEING QUOTED, THEY DO NOT NECESSARILY REFLECT THOSE OF REGIONS BANK OR REGIONS INVESTMENT  
MANAGEMENT, INC. (RIM). RIM IS AN INVESTMENT ADVISOR REGISTERED WITH THE U.S. SECURITIES & EXCHANGE COMMISSION PURSUANT TO THE INVESTMENT ADVISERS ACT OF 1940.  

RIM IS A WHOLLY OWNED SUBSIDIARY OF REGIONS BANK, WHICH IN TURN IS A WHOLLY OWNED SUBSIDIARY OF REGIONS FINANCIAL CORPORATION.
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If market volatility keeps you up at night, you may 
need to change your attitude—or your investments. 

How Much 
   

Can You Take?
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In Focus

D 
oes a sharp drop in the stock market make you want to sprint for 
the exits? You’re not alone. One of the illogical open secrets of the 
supposedly rational financial markets is that all it takes for a “risk 
tolerant” investor to become risk averse is a 10% or 20% drop in the 
Dow Jones Industrial Average. 

“Most people say that they can handle a 10% drop in the market, but when their 
$10 million portfolio drops to $9 million, they react completely differently,” says 
Alan McKnight, Chief Investment Officer at Regions Wealth Management. 

McKnight blames himself—well, at least as a part of the community of investment 
professionals who fail to realize that when professional investment advisors talk 
about risk, their clients often misunderstand what they mean. 

When investors speak about investment risks, they’re worried about the chance of 
loss, he explains. When advisors speak about risk, they’re talking about volatility—
how much an investment’s performance is likely to deviate in price. “We have not 
done a good job of linking the two,” he says.

In a market that hangs its hat on the close correlation between risk and reward, 
that’s an important distinction. And it helps explain why advisors actually think 
that putting all of your money in supposedly “safe” investments may be the riskiest 
course of all.
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•   Whether or not your current portfolio is 
aligned with your risk tolerance

•   Strategies that might help moderate the 
effect of inflation and market volatility 
on your investments

•   What options you might have for a  
“Plan B” if market volatility affects your 
near-term goals

  Talk to your Regions Wealth Advisor about:

Risk versus reward

To clarify, let’s take a look at a handful 
of investment categories—big company 
stocks; long-term government bonds; 
and U.S. Treasury bills—and how they’ve 
performed over time.

• U.S. stocks are considered the 
riskiest of these assets because stock 
prices fluctuate widely over short 
periods. Indeed, in the worst year for 
U.S. stocks, prices dropped a whopping 
43.34%. In their best year, stocks 
returned nearly 54%. Over the long 
haul, the overall return of big company 
U.S. stocks has averaged 10%—some 7 
percentage points more than the long-
term rate of inflation. 

market (one where stock prices drop 
20% or more) lasts just 13 months. 

But what if you’re retiring in a 
few years? Or you don’t have the 
temperament to suffer through a 
dramatic market swing? That’s what 
diversification is for. 

Instead of investing every dollar in 
one asset class like the hypothetical 
investor above, the wise person has 
some money in stocks—both domestic 
and international—some in bonds and 
some in cash. The cash stockpile is there 
to make you secure in the notion that 
you can handle emergencies, as well 
as for day-to-day needs in retirement, 
like groceries; the bonds are there for 
stability and diversification; while the 
stocks may provide the long-term 
growth that helps you maintain your 
buying power even into your dotage, 
long after you’ve left the working world.

The right amount of each investment 
will vary from person to person, based 
on their assets, circumstances and 
ability to tolerate market swings. What’s 
imperative is that you have a thought-
out plan that you can live with through 
thick and thin. If you don’t, the biggest 
risk to your wealth may be you. 

“It’s easy to say that you can tolerate 
a 20% loss, but if you have an emotional 
reaction and sell out in a panic, you 
can turn a temporary market loss 
into a permanent loss of capital,” says 
McKnight. “It’s very important to be able 
to stick with the plan.”  
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In Focus

your investments were in big company 
U.S. stocks, your portfolio would suffer a 
lot of ups and downs along the way. 

In fact, you should expect the S&P 500 
(the most popular index measuring U.S. 
stock returns) to drop by 5% three times 
every year, by 10% once a year and by 
20% every three years, says McKnight. 
But the upswings are typically equally 
dramatic. And if you can stomach the 
ride, the rewards can be substantial. 

Assuming that you realized that 
10% average annual return, you’d have 
accumulated $1.13 million at the end of 
the 30-year period. (Interesting sidenote: 
a mere $180,000 of that more-than-a-
million-dollar pot of money came from 
his contributions; the rest was built up 
through compound investment returns.)

If you’d chosen to invest in Treasury 
bills instead, your portfolio would have 
suffer nearly no swings in value at all. 
But it would be worth just $312,211 at 
the end of the 30-year period—some 
72% less than if he’d taken the “riskier” 
course.

Bigger risks

Importantly, too, inflation eats into buying 
power over time at an average rate of 
2.9%, which means the person who took 
the safe course was just treading water, 
economically speaking; while the person 
who took some risk actually boosted his 
buying power over time.

“If you have so much capital that you 
can live on your savings without any 
return at all, you don’t need to take any 
investment risk,” says McKnight. “But 
very few people fall into that category.”

The chance of running out of money 
before you run out of breath may be far 
more significant than the risk of having 
to ride through a temporary market 
downturn, he adds. While market 
downturns are regular, they are also 
typically short-lived. The average bear 

• U.S. Treasury bills, on the other 
hand, are the least risky asset. While 
they don’t appreciate much on an annual 
basis, they also rarely depreciate. In the 
worst year, total returns on Treasury 
bills fell a minuscule 0.02%. The average 
annual return on Treasury bills is about 
3.4%—just a hair over the long-term rate 
of inflation.

• Long-term government bonds 
make up the middle ground, losing less 
than 15% in their worst year, and returning 
about 5.5% on average over the long haul.

In dollars

What do those numbers mean to a long-
term investor? Let’s say you invest $500 
a month over the course of 30 years. If 

Money and Emotions
How to keep cool when the markets heat up.

Why do otherwise smart people do 
ill-advised things, like selling 
investments in a panic after a market 
drop? Because the primitive side of 
their brain tells them to, says Dr. Brad 
Klontz, a psychologist and founder of 
the Financial Psychology Institute. 

Our emotional responses, and the parts 
of the brain that control them, were 
programmed back in the caveman era, 
when “fight or flight” was a matter of 
survival, he explains. And while sprinting 
away from danger might work well when 
you’re staring down a saber-toothed 
tiger, it’s not a good response to the 
economic dangers you might perceive 
while watching CNBC.

“We have market data that tells us that 
stock returns rise on a pretty nice 
upward moving line over time, so the 
biggest risk—historically—has not been 
the market, but our behavior,” he says. 
“You can’t let a narrow frame of 
reference—what’s happening right  
now—push you into making an 
emotional mistake that will affect your 
long-term wealth.”

To combat this powerful emotional 
response, Klontz suggests you look at 
both your risk capacity and your risk 
“composure.” The difference?

•  Your capacity to tolerate risk is tied to 
your age and your assets. If you’re 
young, healthy, wealthy and employed, 
you’re likely to have plenty of risk 
capacity—the physical wherewithal to 
survive a market loss. 

•  Your risk composure is all about 
emotion, Klontz says. “It’s what you 
actually did the last time the market 
tanked.” If you shrugged off the last 

market drop—or even bought in at 
bargain prices—your risk composure  
is stellar.

One exercise to build risk composure 
boils down to taking a look at when you 
might be tempted to panic, and 
practicing how not to. Since we have 
trouble judging abstract risk, Klontz 
suggests turning percentages into 
concrete dollars and cents. In other 
words, instead of telling yourself that you 
shouldn’t panic if your $1 million portfolio 
drops 20%, tell yourself that you 
shouldn’t panic if your portfolio’s value 
drops to $800,000. By making the 
potential loss real, you can reduce the 
shock to your emotional brain and, 
hopefully, head off a primitive response.

Alan McKnight, Chief Investment Officer 
at Regions Wealth Management, also 
thinks it’s worthwhile to talk through 
contingency plans of how you might 
handle a worst-case scenario. 

Let’s say, for example, that you suffer a 
big market loss on the eve of retirement. 
Do you still have enough money to retire 
when you wanted to? Could you retire a 
year later, or cut out a few frills? What if 
you downsized your home? 

“You should have a decision tree that 
you can anchor to,” he says. Then, 
instead of thinking that all is lost when 
the market takes a dive, you can remind 
yourself that you have, say, five options 
that all provide a reasonable retirement 
—even if they’re not your first choice. 

“People fall short when they don’t see all 
of those options,” McKnight adds. “If you 
can explore those at the outset, you can 
go back to them when the market rattles 
your composure.”
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Questions to Ask  
Before You Take Over
When acquiring or inheriting a company, it’s important to look into  
factors beyond the balance sheet.

Questions to Ask  
Before You Take Over
When acquiring or inheriting a company, it’s important to look into  
factors beyond the balance sheet.
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While it may seem to be a 
question with a simple 
answer, determining 
the market value of a 

business can be a complicated process.
Every business can be measured by 

a host of metrics, with things like debt-
to-equity ratio or discounted cash-flow 
analysis. And experts take differing 
views on which balance-sheet factors 
deserve the most weight—comparative 
sales? repeat customers? —when they 
try to arrive at an accurate valuation.

Complicating matters further is the 
fact that business valuation can be 
emotional for business owners. How 
do you put a dollar amount on the 

memories generated by a 100-year-old 
family business? How do you find a 
fitting reward for an owner who poured 
his or her heart into building a business 
from scratch?

That’s why Regions Private Wealth 
Management Wealth Strategist Bryan P. 
Koepp advises business owners to take 
a deep breath—and a step back—when 
approaching the question of how much 
their company is worth. With company 
valuations, the first step is to identify 
the “key priority,” or the reason for the 
valuation. That will determine whether 
you want that number to be as high—
or as low—as possible. 

“There are many ways to value a 

business,” Koepp says. “But if you’re 
looking to cash out, you want to 
maximize the upside—while if the 
owner wants to pass shares to family, 
then the goal should be to determine 
the lowest defensible valuation deemed 
pertinent by the IRS.”

THE LAW OF VALUATION
“Today’s rules for valuation are based 
upon initial considerations set by 
the IRS in 1959, when the IRS issued 
Revenue Ruling 59-60. It holds that a 
company’s value is determined  
by ‘what a willing buyer would pay 
and what a willing seller would sell  
at, when all facts are transparent  

Putting a Price on 
Your Company
There are a number of reasons you may want or need to know the value of your 
company. Use these ideas to get started.

  Talk to your Regions Wealth Advisor about:

•  Measuring factors that align best with 
your key priorities to put a value to your 
business

•  Strategies and tactics to employ that  
will make your business more attractive 
for a sale

•  How to best minimize gift and estate 
taxes when gifting shares of your 
company to family and friends

and there is no fraud or duress,’ ” 
explains Koepp. 

In terms of a simple, shorthand 
valuation formula for arriving at that 
determination, Koepp favors using 
a company’s EBITDA—earnings 
before interest, taxes, depreciation 
and amortization—multiplied by a 
factor based on an analysis of other 
companies in the same sector and 
market as your own. At the same 
time, he notes, be sure to take a full 
accounting of any other relevant 
elements of your business—such as real 
estate holdings, patents and operating 
systems—which can drive value.

TALLYING THE INTANGIBLE
But you shouldn’t limit those factors to 
just earnings and traditional balance-
sheet assets, says Koepp. 

“The workforce and the management 
team of the business are also 
important,” he says. “Is the team solid? 
Are key people locked in place and do 
they have a strong core?”

Another often-overlooked asset 
that’s vital to any company is 
goodwill, which Koepp defines as 
“the reputation and intangibles the 
business brings to the community.” 
Having strong goodwill makes it easier 
for a new owner to take over and grow 
the business, he says.

On the negative side of the ledger 
are the company’s expenses, which 
can prove especially complex for 
closely held enterprises. “If you’re 
running personal expenses through 
the business, like cars and insurance, 
evaluators are going to subtract those 

items because they are likely to leave 
the company with you,” says Koepp, 
who notes that subtracting personal 
expenses from the equation can boost 
the bottom line.

Similarly, and perhaps ironically, 
having a surplus cash position may 
not help the value of the company, 
he says. “A company’s cash holdings 
would come off the table with you in a 
potential transaction.”

Finally, the growth potential of 
a company can be analyzed, too. 
Evaluators will look at the business 
sectors, competition, expansion plans, 
current debt and outstanding liabilities 
to get a sense of the future that they 
might be buying into.
 
PASSING VALUE, NOT SELLING IT
For owners who want to gift shares of 
the business to family, however, Koepp 
advocates accentuating the aspects 
of the business that could provide 
discounts off the fair market valuation, 
in order to minimize the gift or estate 
taxes applied to the transaction.

For instance, he says, if the fair 
market value of a business came in 
at $10 million, and you can make the 
argument for a 30% discount for lack 
of marketability, then the gift value of 
the business would be $7 million—
potentially reducing the taxes owed 
on the transfer. “This way, you can 

bestow $10 million of stock, but for 
approximately $7 million of federal gift 
and estate tax exemption. The use of a 
certified valuation strategist who will 
defend their findings is paramount to 
ensuring seamless planning.” 

In addition to using a defensible 
valuation, Koepp recommends that his 
clients explore the various trust-based 
tactics that can have advantages when 
passing along a business to family.

PREPARING TO SELL 
For those thinking of selling their 
business, Koepp stresses the 
importance of working with a strong 
mergers and acquisitions firm to 
ensure that they maximize the 
potential benefits of the transaction.

Koepp advises anyone thinking 
about selling a business to first meet 
with a professional, and to define their 
key priorities from the outset. “At the 
end of the day, it really comes down 
to the goals of the business owner. 
Identification of key priorities gives 
a business owner the best chance of 
achieving what they define as success, 
no matter what the valuation turns  
out to be.”  

“If the owner wants  
to pass shares to  
family, then the  
goal should be to 
determine the lowest 
defensible valuation 
deemed pertinent  
by the IRS.”

—  Bryan P. Koepp,  
Wealth Strategist, Regions  
Private Wealth Management
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experiences, skills and gifts, and they 
start to see themselves in a different 
light. Oftentimes it takes someone else 
showing you what you’re capable of to 
believe it for yourself.

A FULFILLING SECOND ACT
I’ve been blessed with a long and 
successful career, and my work with 
RetirementJobs allows me to help 
others find fulfillment and meaning 
through work. My clients appreciate 
the one-on-one time, even if it’s just to 
restructure a resume or learn how to 
use the newest job search engines. I am 
giving back to my community every day. 
I suppose, in a way, I’ve been training 
my whole life for this.  

MAKING LEMONADE
When I was laid off from my job at 
a telecom giant, I was torn about 
where to take my career. I had been 
in HR in one form or another since the 
1980s, and although I had done some 
consulting, I didn’t initially see it as a 
full-time role. I took a step back, looked 
at all of the skills I had gained from my 
jobs and experiences over the years, 
and realized I had a lot to offer. So I 
put my lifetime of knowledge to work, 
assisting companies with mergers and 
acquisitions, relationship management 
and communication processes. It wasn’t 
until later that I began working with 
individuals, which has provided a whole 
different feeling of giving back.

OVERCOMING STEREOTYPES
There’s an idea in the workforce that 
older folks aren’t technologically sound—
but that is completely false. I’ve worked 

for computer companies my whole life, so 
in a lot of ways I’ve been an early adopter 
of technology. At 70 years old I can do 
anything I’m taught, and there are a lot of 
people out there—especially in big cities—
who are qualified for support, teaching and 
consulting roles in a number of industries. If 
you were a software engineer for 30 years 
and took a five-year sabbatical, you’re not 
all of a sudden condemned to bagging 
groceries. It sounds silly, but this is how a 
lot of people think.

BEING SEEN
My clients are coming to me at a low point 
in their lives; they’re lacking confidence 
and they feel like they’re going through 
these challenges alone. These days, 
most people between the ages of 55 and 
65 still need to work—they’re putting 
kids through college, they’re paying off 
debt or they’re simply looking for more 
meaning in life. I talk to clients about their 

TO FIND OUT MORE about planning for a 
second career, talk to your Wealth Advisor 
and visit regions.com/insights/wealth

As a Wealth Executive, I’m used to helping my clients 
through a host of life’s challenges. And in recent years, 
more clients are coming to me with worrying stories 
about their aging parents—from health problems like 

dementia to attempts to defraud them of their wealth. 

One woman said her mother had become convinced that she had 
won a new sluxury car, even though she’d never entered a raffle. 
Others report their parents getting calls from people claiming 
to have their grandkids held hostage, stating they need to wire 
money or the kids will get hurt.

All of this is going on while my clients are busy working and 
raising their own children. And these are just some of the stresses 
faced by the so-called Sandwich Generation—people typically 
in their 40s and 50s who have both a parent aged 65 or older and a 
child 18 or younger. In many cases, they provide financial support 
to both their kids and their parents. 

I work with these clients to help them navigate what can often be 
intense emotional and financial pressures without sacrificing 
their own well-being and priorities. Some of the tools I use include: 

• Proactive and ongoing planning. 
 Because people in this position must 
manage conflicting demands on their 
financial resources, planning becomes 
critical. By establishing priorities and 
a road map to their goals, it’s possible 
for them to simultaneously save for 
their retirement, a child’s college and 
adequate care for elderly parents. 
Planning also highlights the difficult 
choices and trade-offs they may need to 
make. I sometimes remind my clients 
that it’s possible to take out a loan for 
college, but nobody will lend them 
money for retirement. 

• A power of attorney and  
durable medical power of  
attorney. There often comes a time 
when elderly parents are no longer  
able to make sound financial or  
health-care decisions. Before that 
happens, I encourage my Sandwich 
Generation clients to secure the legal 
authority to make those important 
decisions by executing a power of 
attorney and a durable medical power of 
attorney. Be aware that some financial 
institutions won’t accept a blanket 
power of attorney, so take the time to 
find out what’s required to control your 
parents’ accounts. 

• A document locator. A complete 
financial picture is essential to good 
decision-making. But that’s impossible 
if you can’t locate a parent’s accounts, 
find important documents or identify 
her advisor. At Regions, we share a 
document locator with clients to help 
them collect all the information they 
need to make smart choices on a loved 
one’s behalf.

• A trusteed IRA. Clients often 
worry about the financial choices their 
children might make if they were to 
inherit a significant amount of money 
all at once. Trusts and trusteed IRAs are 
one way to pass money to your heirs, but 
with restrictions on how and when they 
access that money.   

I remind my clients that it’s possible to take 
out a loan for college, but nobody  

will lend them money for retirement. 

MISSY EPPERSON
 SVP,  South Louisiana and Mississippi Area Wealth 
Executive, Regions Private Wealth Management

The Second Act in 
American Life
Career counselor Dennis Fitzgerald dispels common myths about seniors and 
technology, and shares his sentiments on the work of helping his peers.

Sandwich Generation 
Survival Tips 

After the collapse of the telecommunications industry in the early 2000s, Dennis Fitzgerald 
combined decades of human resources and recruitment experience to become a consultant 
and executive coach. Eventually, his consulting career led him to RetirementJobs.com, where he 
works as a career counselor for Baby Boomers who face challenges reentering the workforce.
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