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W E L C O M E

personalized investment expertise and 
services through your Wealth Advisor. 
Whether you’re looking to identify 
investments that meet specifi c goals, 
set up a 529 college-savings plan for 
a child or grandchild or generate more 
income from your assets, Regions can 
be your resource. 

A helpful way to start the New Year is 
to review your portfolio and make sure 
your assets are properly allocated for 
the year ahead. The innovative Regions 
Wealth Assessment® process provides 
a snapshot of your wealth allocation 
as well as how to better allocate your 
assets to protect you and your family’s 
financial well-being.

Contact your Wealth Advisor to set 
up your Regions Wealth Assessment 
or to discuss any fi nancial questions or 
concerns you might have for the year 
ahead. We’re here to ensure you have 
the best experience possible in 2014 
and beyond.

Sincerely,

ANNE D. COPELAND
EXECUTIVE VICE PRESIDENT
REGIONS PRIVATE WEALTH MANAGEMENT

T
he U.S. economy and 
equity markets have 
recovered considerably, 
and that leaves investors 
with questions and 

challenges for the year ahead: Will U.S. 
stocks continue to outperform in 2014? 
How do you ensure your unique fi nancial  
plan is best positioned for the future? 

Your Regions Wealth Advisor is here to 
be your guide. Your advisor can provide 
you with reliable and objective guidance 
on U.S. and international investing, 
tapping into Regions’ robust investment 
advisory services and expertise. He or 
she can help you evaluate your fi nancial 
goals and build a plan that meets 
your needs today while growing and 
preserving your wealth for the future.

This edition of Insights explores the 
fi nancial opportunities investors have 
today, as well as explaining how your 
Wealth Advisor can help fulfi ll them. 
In our cover story (“Investing in 
2014,” page 8), Regions Investment 
Management leaders provide their 
outlook for the U.S. economy, stocks, 
bonds and alternative investments in 
the year ahead. They explain the 
challenges investors may face, such 
as rising interest rates and a maturing 
U.S. bull market, and provide insights 
on how to confront them.

Following that, in Regions’ Perspective 
(“Solutions That Fit,” page 13), Jim 
Nonnengard, President of Regions 
Investment Services, explains how 
you can access a broad range of 

INVESTING EXPERTISE 
TAILORED TO YOU

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

“Your advisor 
can provide you 
with reliable 
and objective 
guidance 
on U.S. and 
international 
investing, 
tapping into 
Regions’ robust 
investment 
advisory 
services and 
expertise.
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Wealth Intelligence
Strategies for generating more income on cash as interest 
rates rise; how a Regions Wealth Assessment® can help you 
improve your portfolio for 2014; a state-by-state breakdown  
of how housing prices have recovered since the recession;  
tips for investing in fine wines. p4

Your Practice Defining Your Needs
A defined-benefit plan can help private practice professionals 
save more for retirement and defer more taxes. But first you 
should consider the pros and cons. p7

Cover Story Investing in 2014
What’s in store for the U.S. economy and markets in 2014? 
How are stocks and bonds likely to perform? Three Regions 
Investment Management leaders provide their outlook for the 
year ahead and guidance for investors. p8

Regions’ Perspective Solutions That Fit
As the New Year begins, it’s a perfect time to review your 
investment objectives and strategy. Jim Nonnengard, 
President of Regions Investment Services, explains the broad 
range of investment expertise you can access through your 
Wealth Advisor. p13

Your Business Planning Your Exit
Postponing key decisions about your business’s future can cost 
you. Here are steps business owners should take to help protect 
their long-term financial security. p14

Legacy A Lifetime of Care
Parents of a child with a physical or mental disability may want 
to consider establishing a special needs trust. p16

Spotlight Playing to Win  
Baseball legend Cal Ripken, Jr. shares the keys to his 
successful career. 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. 

© 2014 Regions Bank | Equal Housing Lender | Member FDIC | 1-800-826-6933
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Setting  
Goals  
for 2014
THE NEW YEAR offers a 
good chance to review your 
financial plan, set goals and 
ensure you’re managing your 
wealth as effectively as possible. 
One helpful step is getting a 
Regions Wealth Assessment.®

The RWA is a complimentary  
service provided by your 
Wealth Advisor that can help 
you visualize your entire 
financial picture and how your 
assets are positioned based 
on the amount and the type of 
risk they carry.  This snapshot 
of your  financial health can  
help guide conversations and 
decisions on key financial-
planning topics, including 
investment opportunities and 

strategies 
for 2014, 
estate 
planning 
and wealth 
transfer, 
business 
planning,  
diversifica-

tion and wealth preservation.
If you haven’t already, talk with 

your Regions Wealth Advisor 
about scheduling an RWA to 
get your 2014 financial planning 
off to a strong start. 

  Cashing In      
       on  
          Climbing
               Rates 

As interest rates rise, there’s more reason to pay attention  
to your cash holdings. You may have more opportunities to  
generate higher interest payments than in recent years.  
Here are some options to consider with your Wealth Advisor:

HIGH-YIELD BANK ACCOUNTS: Certain checking and savings accounts 
pay higher rates in return for holding a minimum balance or making a 
minimum number of transactions. The interest rate on these accounts 
can be as much as one percentage point higher than the rate on standard 
checking and savings accounts. 

SHORT-TERM CERTIFICATES OF DEPOSIT: CDs have paid ultra-low rates 
in recent years. But that will likely change. As rates rise, consider building 
a “ladder” by spreading your savings across CDs with various terms and 
interest rates.  That allows you to take advantage of climbing rates without  
locking up all your cash for a long time period. 

MONEY MARKET FUNDS: Unlike money market deposit accounts, these 
mutual funds are not guaranteed by the Federal Deposit Insurance Corp. 
However, money funds very rarely drop in value. They invest in short-term 
securities, including U.S. Treasury bills, and typically pay higher yields 
than deposit accounts. Most offer check-writing.

SERIES I SAVINGS BONDS (“I-BONDS”): Their interest is adjusted semi-
annually and based on a fixed rate and the Consumer Price Index,  meaning 
they tend to pay more in inflationary periods. I-bonds were recently paying 
1.38%.1 However, you generally forfeit three months’ interest if you redeem 
I-bonds within the first five years.

PRE-REFUNDED MUNICIPAL BONDS: Affluent investors may benefit from 
the tax-free treatment of municipal bonds. Pre-refunded munis, however, 
are typically more secure than standard munis because they are bonds that 
were called early by the issuer and backed by an escrow account funded 
with U.S. Treasury bills. 

1TreasuryDirect.gov, Series I Savings Bonds; rate as of Nov. 1, 2013.
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Will Home Prices Continue Their 
Comeback?
PRICES OF SINGLE-FAMILY HOMES MADE A STRONG COMEBACK IN 2013, bolstering many Americans’ net worth. But 
the recovery has been uneven, and most housing markets are still well below their pre-recession peak. Many analysts predict 
that prices will continue to recover but not as quickly as they did in 2012 and 2013. Here’s a look at how single-family 
home prices performed over the 12 months ending in August 2013 in all 50 states, as well as how much certain states’ 
housing prices are off from their pre-recession peak.

*PEAK PRICES VARIED AMONG ALL THE MARKETS, THOUGH ALL OCCURRED BETWEEN 2006 AND 2008. 
SOURCE: CORELOGIC, HOME PRICE INDEX REPORT, AUGUST 2013
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Uncorking Opportunity 

   1 

INVEST IN PREMIUM STORAGE.
Wine’s value hinges on how 
well it’s stored. Bottles should 
be kept in a dark place at about 
55 degrees Fahrenheit, according 
to WineSpectator.com.2 A 
temperature- and humidity-
controlled cooler or cellar in 
your home or a bonded ware-
house can help you keep your 
wines at their optimal state.

HERE ARE FIVE TIPS FOR BUDDING WINE INVESTORS:

   2 

LEARN HOW TO VALUE WINE. 
Key factors that determine the 
future value of wine include supply 
and demand — scarcity of a well-
rated wine can increase its value 
— critic ratings, vintage, economic 
and weather conditions in wine-
growing regions and maturity. 
“Old World” wine-growing  regions 
such as Bordeaux and Burgundy 
still tend to account for the 
majority of investment-grade 
wines. You can research wine 
ratings and industry news and keep 
track of values by subscribing to 
sites such as ERobertParker.com, 
WineSpectator.com or 
Vinfolio.com. Auction sites 
such as WineBid.com and
WineCommune.com can also 
give you a flavor of a wine’s 
current selling price.

   4 

BUY AT A DISCOUNT.
The less you spend on bottles, 
the more growth potential 
they have. Seek out vendors 
that offer bulk discounts, such 
as 10% or 20% off a case of 
12 bottles or consider buying 
wines directly from vineyards 
that offer member discounts 
or may even allow you to buy 
“en primeur” — meaning before 
the wine is even bottled. Of 
course, buying before bottling 
carries extra risk. Make sure to 
buy from vendors that take care 
to store and transport their 
bottles correctly.

   3 

CONSIDER OTHER TYPES 
OF WINE INVESTMENTS. 

If you’re interested in wine investing but 
not so much in selecting and storing bottles, 
you can also invest in wine company stocks 
or funds that trade wine. Newly enacted 
federal crowdfunding rules also may make 
funding of startup wineries and other 
wine-related ventures more attractive to 
accredited investors.

   5 

PROCEED CAREFULLY. 
Investing in wine can be rewarding 
and help you diversify your 
portfolio. But many factors can 
affect a wine’s ultimate value, and 
prices can fl uctuate signifi cantly. 
It’s best to talk with your Regions 
Wealth Advisor before starting 
to invest regularly in wine and 
review how wine investments 
may fi t into your portfolio. 

Wine afi cionados may consider turning their passion for vino into an investment opportunity. 
After all, if you enjoy researching fi ne wines, you may be a good judge of which vintages 

will reap the largest return in value. Keep in mind that investing in wine can be risky 
and volatile — and not for the faint of heart. In fact, the prices of fi ne wine plunged 25% to 40% 

between mid-2011 and mid-20121 due to the debt crisis in the Eurozone. 

1Reuters, “Fine Wine Prices Plunge; Invest or Drink?” June 15, 2012.     2WineSpectator.com, “How to Store Wine 101: 7 Basics You Need to Know,” Aug. 24, 2011.

SOURCE: LIV-EX.COM

Liv-ex Fine Wine 
100 Index

243
Sept. 2007

268
Sept. 2013

365
June 2011

207
Dec. 2008

* Index shows price movement of 100 of the most sought-after wines 
on the secondary market. Price based at 100 in January 2004.
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Defined-benefit “Keogh” or  
qualified plans may allow some private practice  
professionals to defer taxes on more income and save 
more for retirement than in defined-contribution plans, 
such as 401(k)s or SEP-IRAs. But they’re also more 
complex and come with potential drawbacks. 

Before you establish such a plan at your business, 
it’s important to understand how they work and the 
rules you will be required to follow. Here’s a look at 
some of the potential pros and cons:

UPSIDES
 HIGHER CONTRIBUTIONS ALLOWED
Defined-benefit plans allow private practice owners  
to make contributions based on the benefit that  
will someday be produced. Especially for high  
earners in their 50s or 60s, that can mean annual  
tax-deferred savings of far more than the limits 
imposed on SEP-IRAs or solo 401(k)s. How high can 
contributions go? In 2014, contributions are capped  
at the lesser of the amount needed to produce pension 
benefits of $210,000 a year in retirement or 100% of 
average compensation for the three highest earning  
years. That means a lawyer, doctor or other small 
practice owner may be able to save more than $100,000 
annually in a Keogh — or at least $50,000 more annually 
than what could be saved in other types of plans.

 TAX ADVANTAGES
Higher contributions to defined-benefit plans mean 
practice professionals can defer taxes on more income 
during their working years and then pay the taxes during 
retirement, when their tax rates may be lower.

 INVESTMENT FLEXIBILITY 
Defined-benefit plans can include the same types of 
investments as other plans, including various types  
of mutual funds or exchange-traded funds.

DEFINING  
YOUR NEEDS
A look at the pros and cons 
of saving in a defined-benefit 
retirement plan in your practice

CONSIDERATIONS
 EMPLOYER CONTRIBUTION RULES 
Employers must make plan contributions 
for all eligible employees, and that can 
get expensive depending on employee 
demographics such as their ages and 
salaries. However, employers can use a 
vesting schedule that allows employees 
to fully receive their contributions over 
several years instead of immediately. 
Generally, defined-benefit plans are 
best-suited for very small practices 
with fewer than 10 employees or even 
solo business owners.

 STRICTER RULES 
Once your practice starts funding a 
defined-benefit plan, it must continue  
to make annual contributions for all  
eligible employees or face a 10% excise 
tax on delinquent contributions. In  
addition, you and employees in the plan 
are not allowed to make a withdrawal 
because of a financial hardship.

MORE ADMINISTRATION 
Defined-benefit plans can involve 
considerable paperwork and oversight. 
Yearly contribution amounts must be 
calculated by an actuary. 

YOUR WEALTH 
ADVISOR CAN 
CUSTOMIZE A  
TEAM OF EXPERTS 
TO HELP YOU 
REVIEW YOUR 
PRACTICE’S 
RETIREMENT  
PLAN, MANAGE IT  
EFFECTIVELY  
AND IDENTIFY  
INVESTMENTS 
THAT SUIT  
YOUR BUSINESS 
NEEDS.
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INVESTING IN 2014
Regions Investment Management* leaders highlight their outlook 

and opportunities for investors in the year ahead

T 
HE FINANCIAL, 
HOUSING AND 
JOB MARKETS 
made a solid 
comeback in 2013. 
But with U.S. 

stock indexes such as the S&P 
500 hitting new highs, political 
gridlock in Washington and 
potential shifts in Federal Reserve 
monetary policy, some analysts 
fear the recovery could stall 
in 2014.

Insights recently spoke with 
Regions Investment Management 
Chief Investment Offi cer Brian 
Sullivan, Equity Research Director 
Francesca Smitherman, and 
Fixed Income Director John 
Boston about their investment 
forecasts for the year ahead 
and how investors can optimize 
their opportunities in today’s 
economic landscape. 

Q:    WHERE DO YOU SEE 
THE U.S. ECONOMY 
HEADING IN 2014?

SULLIVAN: We’re optimistic. We 
think that we’ll see accelerating 
economic growth in 2014. We see 
three primary reasons for this. 
First is the reduction in fiscal 
restraint by government at all 
levels. State and local governments 
have been cutting back on their 
spending and employment for a 
long time, and we think that’s going 
to decrease. At the federal level, 
the fi scal restraint associated with 
the federal government’s budget 
cuts due to the sequester will not 
be the headwind to growth in 2014 
that it was in 2013. 

Secondly, we think the housing 
recovery will continue in 2014.
Employment is growing, and house-
hold formation continues to grow 
faster than the pace of new-home 
construction. Housing remains so 
affordable that a rise in interest rates 
should not have a major impact.

Third, we should continue to 
see benefi ts from the surge in energy 
production in the United States 
thanks to new technologies for 
extracting shale oil and gas. Consumers 
will benefi t from lower energy bills, 
and more of our energy dollars are 
benefi ting our domestic economy. 
We estimate that greater domestic 
production — combined with a 
reduction in energy demand — means 
that $400 million a day is staying 
here rather than going overseas.

Q:    COULD MORE POLITICAL 
GRIDLOCK IN WASHINGTON 
DERAIL THE ECONOMY 
THIS YEAR? 

SULLIVAN: In 2013, politically fueled 
crises actually turned into oppor-
tunities for investors. They cause 
concern and uncertainty, and when 
that dries up — even if the result is not 
that great — it tends to drive the markets 
up. Look at all the concern over the 
sequester. It was seen as the worst 
possible result, but the markets 
recovered in pretty short order. Then 
there were the budget and debt-ceiling 
fi ghts, and even though the problem 
was only delayed a few months, the 
market rallied back to new highs. We 
had three dips through the summer 
and fall of 2013. Each time investors 
took them as buying opportunities, 
and each dip was shallower than the 
one before it. By the time of the debt-
ceiling debate that’s scheduled for early 
2014, investors may not react much. 

Q:    AND WHAT ABOUT
THE MARKETS? 
WILL THEY CONTINUE TO
BE BULLISH IN 2014?  

SMITHERMAN: We feel it’s likely to 
continue. We were positive on stocks 
going into 2013 because we saw the 
reduction of uncertainty in Washington 
and globally. As that uncertainty 
dissipated — especially in Europe 
— there was a revaluation of market 
multiples. We also saw a trend where 
companies were raising dividends, 
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increasing share repurchases and 
generally returning  capital to share-
holders. And we think that’s going 
to continue going forward.

Another factor: Funds have been 
moving away from stocks and into 
bonds and alternative investments 
for years. Alternatives have under-
performed stocks for the past few 
years and our outlook for bonds is 

very muted. We think fund fl ows 
will favor equities. 

If we take a conservative look at 
the market — assuming 5% earnings 
growth and a 2% yield on the S&P 
500, with no multiple expansion — 
then we could see 7% to 8% returns 
on the S&P 500 in 2014. It’s certainly 
less than what we saw in 2013, but 
still respectable.

“With expected 
returns in the 2% 
range, bonds may not 
even keep pace with 
infl ation. That’s very 
diffi cult for investors 
who need income.”
JOHN BOSTON 

* Regions Investment Management, Inc. (RIM) is an affi liate of Regions Bank, and is wholly owned by Regions Financial Services Holding, LLC. RIM is a Registered Investment Adviser under 
the Investment Adviser’s Act of 1940. For additional information concerning RIM, please request a copy of RIM’s Form ADV Part 2A from your fi nancial professional. 

“We’re 
optimistic. 
We think 
that we’ll see 
accelerating 
economic 
growth in 
2014.”
BRIAN SULLIVAN

“If we take a 
conservative look at 

the market ... then 
we could see 7% to 
8% returns on the 
S&P 500 in 2014.”

FRANCESCA SMITHERMAN

“If we take a 
conservative look at 

the market ... then 
we could see 7% to 
8% returns on the 
S&P 500 in 2014.”

FRANCESCA SMITHERMAN

“If we take a 
conservative look at 

the market ... then 
we could see 7% to 
8% returns on the 
S&P 500 in 2014.”

FRANCESCA SMITHERMAN

“We’re “We’re “We’re 
optimistic. optimistic. optimistic. 
We think We think We think 
that we’ll see that we’ll see that we’ll see 
accelerating accelerating accelerating 
economic economic economic 
growth in growth in growth in 
2014.”2014.”2014.”
BRIAN SULLIVANBRIAN SULLIVANBRIAN SULLIVAN
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Q:    CORPORATE PROFIT MARGINS HAVE REACHED HISTORIC HIGHS.
IF THEY REVERT TO THE MEAN, COULD THAT CAUSE A MARKET DOWNTURN? 

SMITHERMAN: There’s a common misconception that margins have risen solely 
due to cutting labor costs. But it has more to do with changes in the makeup of 
the S&P 500’s earnings structure. The S&P is constantly changing in terms of the 
companies it includes and its weighting by market capitalization. Over time, 
lower-margin sectors such as utilities have become less of a factor in the index. 
Higher-margin sectors like technology and consumer discretionary companies 
like retailers have grown. And even within these high-margin sectors, the company 
mix has changed and strategies are changing. Within tech, for example, companies are 
moving from lower-margin hardware to higher-margin software. Within consumer 
discretionary, lower-margin companies such as retailers and automakers are giving 
way to higher-margin media companies.  

Another factor that has increased margins is the greater dependence on revenues from 
outside the United States. That has lowered the effective tax rate these companies are paying.

Last but not least, low interest rates have kept interest costs down. These factors 
have little to do with labor, and we think they are largely sustainable. So we think 
margins will be slow to revert to the historical mean, barring a recession. 

Q:    WITHIN EQUITIES, WHICH AREAS ARE LIKELY TO OUTPERFORM?
SMITHERMAN: One thing that was particularly pronounced in 2013, particularly 
since interest rates started rising, has been the outperformance of lower-quality, 
smaller-capitalization stocks. Much of our research points to these stocks continuing 
to outperform as long as the economic environment is improving and there’s a market 
appetite for risk. However, as we approach the later part of the market cycle, larger 

companies’ attractive 
valuations and superior 
risk profiles will come to 
the forefront and the 
smaller, riskier stocks will 
likely begin to price in more 
realistic expectations.

In addition, we see pockets 
of the market, particularly 
the global cyclical sectors 
— industrials, materials and 
technology — where the 
capital spending has not 
come through. The consumer 
has led this economy for a 
long time, and there hasn’t 
been a lot of readiness on the 
part of corporations to spend 
their cash. The companies 
that have paid the price for 
this are enterprise technology 
companies and capital goods 
manufacturers. Now there’s 
significant pent-up demand 
in these sectors, as there was 
for housing in 2013. So this is 
a portion of the market that 
has yet to perform. 

Record Profi ts 
By second-quarter 2013, after-tax corporate profi ts as a percentage of 
U.S. gross domestic product (GDP) reached an all-time high of 10.9%. 
Stock performance in 2014 could partly depend on whether these margins 
are sustainable.

SOURCE: FEDERAL RESERVE ECONOMIC DATA
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Q:    FOREIGN MARKETS HAVE TAKEN A HIT WITH AUSTERITY IN EUROPE AND A 
SLOWDOWN IN DEVELOPING MARKETS. WHERE DO YOU SEE THAT HEADING?

BOSTON: Fortunately, the crisis in Europe has abated with the European Central Bank’s pledge 
to aggressively maintain the euro. Europe has a little breathing room to implement changes. 
The Middle East is obviously very unpredictable right now. But the U.S. is becoming more energy 
independent. In fact, greater energy production here at home is already reducing our trade defi cit 
because of a reduction in oil imports. That’s a good sign for the strength of the dollar which, in 
turn, puts a damper on domestic infl ation and long-term interest rates.

Q:    WHAT DO YOU SEE HAPPENING WITH INTEREST RATES, AND WHAT COULD BE 
THEIR IMPACT ON INVESTORS?

BOSTON: Barring a recession — which isn’t in our forecast — this era of exceptional monetary 
ease will end soon. We expect the 10-year Treasury yield to rise toward 4%, though likely in fi ts 
and starts. Coupled with stronger growth, this could be a positive for common stock prices; it’s a 
pattern we’ve seen before. But it won’t help bond investors, because as yields go up, bond prices 
go down. With expected returns in the 2% range, bonds may not even keep pace with infl ation. 
That’s very diffi cult for investors who need income. The common recommendation to control 
interest rate risk is to reduce the maturity structure of your bond portfolio, but that just further 
reduces income. 

Bonds may still have a place in investors’ portfolio for diversifi cation, but it’s more important 
than ever to have a professional help you control risk and maximize yield. For example, municipal 
bonds are a good source of tax-advantaged income and can offer better yields. But it’s crucial to 
research the underlying fundamentals, because despite the improvements in state and local budgets, 
there are many issuers from which we would not purchase based on their credit profi le. On the 
corporate side, companies are increasing their borrowing. That presents additional risks and 
makes careful corporate bond selection all the more important. 

Upward Bound? 
The yield on the 10-year Treasury note hit an all-time low in July 2012. Yields are likely to continue to 
climb in 2014 as the U.S. economy recovers further and the Federal Reserve reins in its bond-buying 
program, also known as quantitative easing.

SOURCE: FEDERAL RESERVE ECONOMIC DATA. DATA THROUGH OCTOBER 2013.
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YOUR REGIONS WEALTH ADVISOR, SUPPORTED BY OTHER FINANCIAL PROFESSIONALS 
SUCH AS PORTFOLIO MANAGERS, CAN HELP REVIEW YOUR INVESTMENT PORTFOLIO AND 
ASSET ALLOCATION TO ENSURE THEY ARE WELL-POSITIONED FOR THE YEAR AHEAD.

Q:    ARE THERE ALTERNATIVE INVESTMENTS THAT INVESTORS SHOULD CONSIDER RIGHT NOW?

SULLIVAN: If you can afford a degree of additional risk, now might be the time to shift from lending to 
owning. That may involve more common stock, or you could look into an investment like timberland. 
Timberland has an expected appreciation rate that is comparable to the return on equities, and it can also 
generate an income fl ow through the proceeds from harvesting trees. Similarly, you could own rental 
properties, which may appreciate in value while also producing income from rents. 

In Brief
A recap of how Regions Investment Management leaders see the economy and 
markets performing in 2014:

        U.S. ECONOMY: 
Growth will likely accelerate, thanks 
to a recovering private sector driven by 
employment growth, improving housing 
markets, increasing U.S. domestic 
energy production and fewer cutbacks 
in government spending. 

       BONDS: 
As the Federal Reserve pulls back on 
its monetary “easing,” interest rates are 
likely to rise. This will lead to falling 

government bond prices 
and returns that might not 
keep pace with infl ation.

        U.S. ECONOMY:         U.S. ECONOMY:         U.S. ECONOMY:         U.S. ECONOMY:         U.S. ECONOMY: 

      INTERNATIONAL MARKETS:
The Eurozone is expected to continue its slow recovery, 
while emerging markets’ growth could be restrained.

      STOCKS: 
U.S. equity markets will likely continue 
to rise, though growth could slow as 
the bull market enters its sixth year. 
Stocks could be helped by individual 
investors shifting away from bonds.

6 YEARS



W I N T E R  2 0 1 4   R E G I O N S  I N S I G H T S 13

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

BY JIM NONNENGARD

PRESIDENT, REGIONS 
INVESTMENT SERVICES

SOLUTIONS THAT FIT

Y
our Regions Wealth Advisor is 
an invaluable resource as you 
review your fi nancial strategies 
and goals for 2014. Supporting 
him or her is a team of experi-

enced fi nancial specialists who can advise 
you on issues such as investment planning, 
insurance, business planning and the transfer 
of your wealth to future generations.

Regions Investment Solutions* is the 
investment services program at Regions 
Bank, serving the needs of Private 
Wealth Management clients and banking 
customers in our individual branches.  
Regions Investment Solutions’ Financial 
Consultants are partners of your Wealth 
Advisor and support efforts to deliver a 
complete fi nancial package. 

HELPING YOU EXECUTE A 
PERSONALIZED INVESTMENT PLAN
As you prepare for 2014, the partnership 
between a Wealth Advisor and a Financial 
Consultant can help deliver a personalized 
investment plan tailored to your needs. 
This plan may include:

•  REVIEWING your current portfolio, 
long-term goals, investing experience, 
time horizon and risk tolerance

•  SELECTING individual securities or 
funds that match your objectives, risk 
tolerance and liquidity needs

•  UNDERSTANDING the risk and return 
potential of individual investment 
strategies

•  IMPLEMENTING your investment plan in 
a tax-effi cient and cost-effi cient manner.

MAKING SENSE OF TODAY’S 
INVESTMENT LANDSCAPE
The climate for investors remains highly 
complex. Managing interest-rate risk in 
your bond portfolio, protecting against 
downside market risks in stocks, generating 
reliable income from a portfolio and 
dealing with economic uncertainty are 
common concerns we hear from our clients. 

A Financial Consultant can serve to 
help you navigate the present and future 
investment landscape. As a starting point, 
a Financial Consultant will help you 
identify your goals and explore potential 
solutions, including the following:

SIMPLIFYING ACCOUNT MANAGEMENT
If you have brokerage accounts at more 
than one fi rm, Regions Investment 
Solutions can help you consolidate your 
accounts into a single relationship, 
providing you with a clearer view of your 
holdings. By consolidating accounts and 
viewing accounts through a single state-
ment, you can potentially reduce costs and 
improve the tax effi ciency of your portfolio, 
as well as making sure your overall invest-
ment strategy is implemented. 

As you work with your Wealth Advisor 
to build your wealth management plan for 
2014, please know that Financial Consultants 
are available to help. Your Wealth Advisor 
can introduce you to a Financial Consultant 
who will provide you with more information 
about any of the services available through 
Regions Investment Solutions. 

Regions’ 
fi nancial 
specialists 
can help you 
reach your 
investing 
goals for 
2014

INVESTMENT GOALS POTENTIAL SOLUTIONS

Saving for college 529 plans

Planning for retirement IRAs, 401(k) rollovers, 
variable annuities

Protecting against 
stock-market losses

Reducing stock-market exposure, 
exploring variable annuities 
with income guarantees

Maintaining liquidity 
without selling assets

Personal loans that use 
securities as collateral

Generating income 
from a bond portfolio

Bond ladders (a portfolio of 
individual bonds featuring 
different maturities)

Making active stock 
or bond trades

Self-directed brokerage account, 
in which you can buy and 
sell stocks, bonds and other 
securities directly

Gifting securities 
to charity

Exploring options for making a 
direct, tax-effi cient gift of securi-
ties to a nonprofi t organization

"""
"""
"""
"""
"""

"""

"""

* Regions Investment Solutions is a marketing name of Cetera Investment Services. Securities, insurance products and advisory services are offered through, and Financial Consultants are 
registered with, Cetera Investment Services, LLC, member FINRA/SIPC. Investments are: Not insured I May lose value I Not fi nancial institution guaranteed I Not a deposit I Not insured by any 
federal government agency. Cetera Investment Services is not an affi liate of Regions Bank. Jim Nonnengard is a registered representative with Cetera Investment Services.
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PLANNING 
YOUR EXIT 
Five steps can help business 
owners protect their future,  
their family and their legacy 

MANY BUSINESS OWNERS rely 
on their enterprise not only to generate 
income today, but also to provide for 
themselves and their family in the 
future. In fact, it’s not unusual for 
the business to represent their single 
largest financial asset. 

Despite this heavy reliance, 
however, business owners often 
have no exit strategy in the event of 
their disability, retirement or death, 
according to the Small Business 
Administration.1 This leaves their 
financial security — and that of their 
heirs — vulnerable to the vagaries  
of the marketplace. 

“Designing an exit strategy 
today that integrates your estate, 
retirement and succession plans 
can help ensure a smooth transition  
while maximizing the value of  
your business,” says Julie Weaver,  
a Wealth Strategist with Regions 
Private Wealth Management. Here 
are five steps business owners can 
take today to prepare for the future 
and protect their financial security.

1    KNOW WHAT YOU WANT.
Basically, Weaver says, 
there are three potential 
types of successors to a 

business: Family members, partners 
or key employees, and outside buyers. 
Every step you take — from how you 
structure the business today to how 
you prepare for its transfer down the 
road — will be based on that choice. 
However, this is often the hardest 
decision to make, and ultimately 
the reason that many entrepreneurs 
postpone planning their exits. “Most 
business owners have spent their 
lifetime creating and nurturing the 
business, and identifying the right 
successor often seems an insur-
mountable obstacle,” she says.

Delaying decisions over trans-
ferring your business, however, 
can come at a hefty price. Under 
the worst-case scenario, all of your 
hard work could be lost if you die 
or become incapacitated without a 



Y O U R  B U S I N E S S

W I N T E R  2 0 1 4   R E G I O N S  I N S I G H T S 15

4    CONSIDER YOUR  
ESTATE PLAN.
First there is the issue 
of taxes. For 2014,  

the estate-tax exemption after  
inflation adjustments will be $5.34 
million per person, or $10.68 million 
per married couple. Everything 
over that will be subject to a 40% 
federal estate tax. There are a variety 
of planning techniques, such as 
establishing a grantor retained 
annuity trust (GRAT), that could 
be used to mitigate taxes while 
ensuring your legacy. 

Even if your business is safely 
within that tax-exempt range, you 
need to ensure your spouse and heirs 
are taken care of. For example, if 
the business is a partnership, there 
should be a succession plan in place 
between the partners that protects 
the surviving spouse, either through 
a buy-sell agreement or a restricted 
stock arrangement. 

5    BUILD A TEAM. 
It takes a team to get any 
business prepared for 
a smooth transition. A 

certified professional accountant 
can provide a deep understanding  
of your company’s financial data  
and recordkeeping, while an attorney 
can draft key documents, such as 
buy-sell agreements and durable 
powers of attorney. Your Regions 
Wealth Advisor can lead this team 
of advisors to ensure coordination 
and make sure your financial goals 
— including your retirement, estate 
and succession-planning goals — 
are fulfilled along the way. 

contingency plan. Looking ahead, 
the longer you wait, the fewer  
options you will have to maximize 
your wealth and properly prepare 
a successor, ensuring a smooth and 
sustainable transfer when you’re 
ready to retire.

2     HAVE A REALISTIC  
IDEA OF YOUR FIRM’S 
FAIR MARKET VALUE.
Understanding the true 

market value of your business is 
critical to any succession plan. If 
you expect to pass it on to family 
members, the Internal Revenue 
Service will demand a third-party 
valuation to determine any estate 
tax liability, and both your retire-
ment and your estate plan will 
hinge on that number. 

If you want to turn it over to key 
employees through an employee 
stock ownership plan (ESOP), for 
example, the company will need an 
appraised fair market value for the 
stock. Even if you are planning to sell 
it to an outside interest, you’ll need 
to know what the business is worth 
long before the negotiations begin, 
Weaver says. 

3     IDENTIFY POTENTIAL 
SUCCESSORS  
OR BUYERS.
Once you know how you 

want to transfer your business, the 
next question is, who will receive 
it? Many family-business owners 
would rather just leave it to fate 
than choose among their kids — but 
that could be a disastrous mistake. 
Making the decision now based on 
your children’s skills and current 
involvement can head off disputes 
in the future and ensure the long-
term viability of the company. More 
importantly, it gives you plenty  
of time to adequately groom the 
successor, which often takes more 
than five years, Weaver says. 

NEED HELP PLANNING FOR YOUR  
BUSINESS’S FUTURE? YOUR REGIONS 
WEALTH ADVISOR CAN HELP YOU 
EVALUATE POTENTIAL STRATEGIES 
THAT PROTECT YOU AND YOUR FAMILY’S 
FINANCIAL SECURITY.

Benefits of 
Planning
Proper exit planning 
provides business 
owners several  
significant financial 
opportunities:

   Minimize taxes  
on a business 
transfer

   Take advantage  
of today’s  
low-interest-rate 
environment 

    Increase the  
business’s  
pre-transfer  
value 

    Maximize current 
laws favorable  
to attractive 
transfer strategies

   Convert the 
entity’s structure 
to improve tax 
efficiency

   Lower the costs  
of a transfer 

   Reduce stress, 
while building 
confidence  
in the company’s  
long-term 
prospects

1sba.gov, “Plan Your Exit.”
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A LIFETIME OF CARE

P
ARENTS of a child 
with a physical or 
mental disability 
often focus much 
of their time and 
energy managing  
their son’s or 

daughter’s medical challenges. As 
a result, it can be easy to overlook 
the value of planning for that child’s 
long-term financial well-being. 

 Developing a strategy to provide  
financially for a young or adult 
offspring with disabilities can bring 
peace of mind and help ensure that 
his or her needs — as well as those 
of the rest of the family — are met, 
even after the parents are gone. 

 One tool that can be especially 
helpful is a “special” or “supplemental” 
needs trust. “Special needs trusts 
can be a wonderful way to take care 
of a loved one with a disability,” says 
Heather Boyet, Vice President and 

Trust Advisor with Regions Private 
Wealth Management. 

HOW IT WORKS 
A special needs trust  can cover 
expenses that enhance the child’s 
quality of life that often aren’t fully 
covered by insurance or government 
disability programs. This may include 
physical or mental therapy, computer 
equipment, transportation to medical 
appointments and even vacations.

 What’s more, a properly designed  
special needs trust shouldn’t 
compromise a child’s eligibility for 
government benefits like Medicaid or 
Supplemental Security Income (SSI). 
This is significant, as government  
regulations generally mean that a 
special needs child with assets of 
more than just $2,000 may no longer 
qualify for some government benefits. 
However, due to the size of the funds 
of the trust, some trustees may take 

A special needs 
trust can help 
parents ensure 
that children 
with disabilities 
have sufficient 
resources and  
a good quality  
of life 
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“Special needs trusts can 
be a wonderful way to  
take care of a loved one 
with a disability.”
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the option to disburse additional 
funds and disqualify government 
benefits if it is in the beneficiary’s 
best interest. 

The government restricts who 
can be a beneficiary of a special needs 
trust. It’s generally available only to 
people considered disabled under 
the Social Security Act. With some 
special needs trusts, the beneficiary 
must be younger than 65 when they 
are established. In addition, the 
beneficiary can’t have direct access 
to the funds in the trust. Instead, a 
trustee must manage the assets. 

 Although each special needs trust 
is unique, it generally falls under one  
of two categories: A “first-party” trust 
is funded with any assets the child 
possesses, such as money from an 
inheritance, retirement plan or  
legal settlement. (One note: If the 
beneficiary dies while assets remain 
in a first-party trust, the government 
may be able to recoup the cost of 
the government benefits he or she 
received while alive.) 

 In contrast, a “third-party” special 
needs trust is funded by someone 
other than the individual with 
special needs, typically his or her 

parents. The funding doesn’t have 
to occur when the trust is created, 
but can take place later. For instance, 
a trust could be funded with the  
proceeds of a life insurance policy 
when the parents pass away. 

 
MAKING IT EFFECTIVE
Once a special needs trust is  
established, it — and not the individual 
with the special needs — should be 
the designated beneficiary on any 
retirement accounts or insurance 
policies. Similarly, relatives who 
would like to include the child within 
their wills should be asked to direct 
any bequests to the trust rather than 
the individual in order to reduce the 
risk that the beneficiary’s asset level  
will leave him or her ineligible for 
government benefits. 

 The trustee has several significant 
responsibilities. Beyond managing 
the trust’s assets to best meet the 
beneficiary’s long-term needs, he or 
she usually will work with the child’s 
healthcare providers and caregivers 
to ensure high-quality, cost-effective 
care. The trustee also will have to 
follow applicable regulations. For 
instance, distributions from the trust 

should not be made directly to the 
beneficiary, as that could disqualify 
him or her from government benefits.

 Most parents consider several 
factors when deciding how much 
property to place in the trust. These 
typically include an assessment of 
their own income and resources and 
any other children to whom they’d 
like to bequeath assets, as well as an 
estimate of the expenses the child is 
likely to incur over his or her lifetime. 

 While parents initially may expect 
to transfer their assets to another 
loved one to handle the finances for 
a child with special needs, it makes 
sense to first consider the potential 
drawbacks of a family member taking 
this role. For example, what if times 
are hard and that family member has 
bad financial judgment, or if there are 
creditor issues, divorce proceedings 
or even bankruptcy? 

If you have a child with special 
needs, your Regions Wealth Advisor 
together with a Trust Advisor can 
help you secure his or her financial 
future through competent, compas-
sionate planning and assess whether 
a special needs trust or another 
planning strategy is right for you. 

EXTRA CARE GUIDANCE  
LETTER 
This can help the trustee or other 
caregivers better understand the 
child’s healthcare needs, personal 
interests and preferences. For  
instance, it might mention the 
child’s favorite foods or activities. 
“That letter is key,” Boyet says.  
“It’s a letter from the parents saying, 
‘This is a list of important things to 
know about my child.’” Although 
it doesn’t create a legal obligation, 
the letter can help those caring  
for the beneficiary do so with 
greater awareness.

Along with the trust, most parents of children with special needs 
will want to draw up a couple of other important documents:

POWER OF  
ATTORNEY OR 
GUARDIANSHIP 
RIGHTS 
This can allow parents continued  
access to their child’s medical records 
and enable them to make financial 
and healthcare decisions after the 
child turns age 18.H
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CAL RIPKEN, JR. KNOWS A THING 
OR TWO ABOUT PERSEVERANCE. 
The legendary shortstop, who 
spent his professional career 
playing for the Baltimore Orioles, 
was nicknamed the “Iron Man” for 
breaking Lou Gehrig’s record for 
playing the most consecutive games 
in baseball history — 2,632 to be 
exact — over nearly 17 seasons. He 
still holds that record.

Ripken recently shared his keys to 
success in the Regions Speaker Series 
Fundamentals with Cal Ripken, Jr. for 
Private Wealth Management and 
Commercial Banking clients.

PASSION
Loving what you do is the secret to 
happiness and success. And when 
times get difficult — and they will — 
is when you need that passion most. 

In 1988, the Baltimore Orioles lost  
21 games to start the season. We 
were the laughingstock of the league. 
It was the worst time imaginable as 
a professional baseball player. But 
even in those adverse conditions, I 
kept searching for a solution because 
I was so passionate about the game. 
The following season, we played for 
the pennant against the Toronto Blue 
Jays. It’s one of those experiences 
where, if you get through that, you 
can certainly get through anything 
life throws at you.

COMPETITION
I’ve found two types of competition 
very motivating: One is competing 
against myself, and the other is  
competing against my teammates. 
To compete against yourself, you have 
to be honest. You need the courage to 

say, “What are my strengths and my 
weaknesses?” You must be willing to 
practice things you’re weak at to get 
better. When it came to working with 
younger teammates, I gave them all 
my wisdom, as well as befriending and 
supporting them. But when it came 
time to execute on all these plays we’d 
been practicing, in my mind, I was 
competing with them. So if somebody 
was watching a game, they might say, 
“That kid is pretty good, but he’s no 
Ripken yet.” That form of competition 
really gave me an edge. 

CONSISTENCY 
You can’t always get the game-winning 
hit or the game-saving catch. It’s all 
the things you do in between that will 
define your value. As an offensive 
player, I was third in the batting 
lineup most of my career. But I could P
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PLAYING 
TO WIN
Baseball legend  
Cal Ripken, Jr. shares 
the keys to his 
successful career
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also bunt, get runners from second to third and even 
steal bases. At one point, I started calling pitches to the 
catcher and discovered I was pretty good at that, too. 
Frank Robinson, my manager, told me there were a few 
times he was going to take me out of a game’s lineup during 
my playing streak. But he said every time he thought 
about it, he remembered all my other skills and couldn’t 
replace me. If you spread yourself out and make more 
contributions, you’ll be irreplaceable no matter what you do.

CONVICTION
At some points in life, you have to stand up for what 
you believe in. Sometimes everybody is going to be 
weak around you. In my family growing up, we talked 
about two kinds of stubbornness. There was good 
stubbornness — when you stood up for what you believed 
in — and there was bad stubbornness, when you were 
just arbitrarily being stubborn and uncooperative. My 
mom taught us how to differentiate between the two.

STRENGTH
Baseball is a sport where you need both emotional 
and physical strength, because you play it every day. 
You don’t get time to heal, you don’t get time off and 
you have to fi gure out how to play at less than 100%. 
Now that I have my own company, I’ve discovered 
another kind of strength. We have about 60 full-time 
young employees. I’ve learned that nothing replaces 
preparation. When you’re talking with young people, 
they want to go do it by the seat of their pants. They 
don’t want to learn the presentation; they want to go 
out and sell, sell, sell. I tell them that, for those four 
measly at-bats you get during a game, it takes a 
thousand practice swings to give yourself the best 
chance. You’re not going to have sustained success 
unless you prepare and practice. 

LIFE MANAGEMENT
I dislike it when people say, “If it’s outside of your 
control, just go with the fl ow.” Why would I just let 
something happen I didn’t agree with? I try to think 
about what kind of control I have to make some-
thing better. For example, I played for the Orioles 
for 21 years and had nine managers over that stretch. 
I learned that you can either accept what the manager 
does, or you can be proactive. On the fi rst day of spring 
training, I would ask my manager a simple question: 
How do you see my spring training unfolding? He 
would suggest I plan my own schedule for the six 
weeks. I would write it out, and my manager would 
follow it. The other guys on my team would get mad. 
I told them, “All you have to do is have an adult 
conversation with your manager.” How many other 
players do you think took my advice? Zero. 

CLOCKWISE FROM TOP:
RIPKEN MAKING HIS 
FINAL APPEARANCE 
IN A MAJOR LEAGUE 

ALL-STAR GAME IN 2001 
AFTER 19 STRAIGHT 

APPEARANCES; 
GIVING YOUNG PEOPLE 

SOME POINTERS AT 
THE RIPKEN BASEBALL 

COMPLEX IN MYRTLE 
BEACH, S.C.; 

RIPKEN’S WIFE, KELLY, 
HIS CHILDREN AND 

HIS MOTHER AT THE 
2007 BASEBALL HALL 

OF FAME INDUCTION 
CEREMONY; SIGNING  

COPIES OF HIS 
BOOK “HOTHEAD.”
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INSIGHTS

You’re in a position where you have very specifi c needs and goals for yourself, your business 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 to address all your needs, including succession planning for the future. 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.

REGIONS PRIVATE WEALTH MANAGEMENT – 
CUSTOM WEALTH STRATEGIES FOR YOU AND YOU ALONE. 

© 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.

This might have been a picture 
of someone looking successful 

in a walnut paneled office.

Walnut is nice, but maybe not “you.”
POINT IS: Your Regions Wealth Advisor wants to get to know the real you first.
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