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After a difficult start to 2016, things have 

turned around for the moment and have 

rewarded those who have stayed focused 

through the first quarter.  

With so many distractions in the major 

headlines and the historical “sell in May 

and go away” theory being discussed, lets 

maintain a sense of calm and focus,  

but not lose sight on our individual  

goals and objectives. 

 

I had a conversation with a close  

friend of many years recently  

regarding why so many of us  

have a hard time achieving our  

goals;  Whether it’s weight loss, 

sticking to a workout schedule or 

preparing for retirement.   It reminded me 

of the book, Smart Women Finish Rich by 

David Bach.   

 

In his book he speaks of the importance of 

aligning your money with your values, or; 

in my words, our priorities with our values. 

 

Here’s a good example.  I hear from most 

new relationships their main priority is to 

achieve a secure income during 

retirement.  But when we dig a little 

deeper I see many times a pattern; when they 

have had the discipline to save throughout the 

past several years, instead of putting those 

funds away for their future income needs, it 

many times has been spent on other short term 

wants…not that they were not important or 

even necessities, but their spending habits and 

their long term retirement goals are not aligned             

            or maybe more importantly, defined to            

                  take priority over other short term                   

                  wants or even needs. 

   

                  In Smart Women Finish Rich the  

            author discusses the alternative long 

         term outcome of choosing not to  

        indulgence in a daily $4.00 coffee and 

         instead put those dollars away for 

retirement and with the power of 

compounding, how much a little can actually 

become, over time.   

  

It isn’t a judgment, but an observation.  We 

understand the importance of having an income 

during retirement, but if we haven’t to this 

point made it a priority, our money isn’t aligned 

with our values.  Once it becomes crystal clear 

and we commit to saving for our retirement, 

our priorities will supersede our short term 

spending habits, with long term saving values. 
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BULLETIN BOARD 

IRA Distributions 

Whenever an IRA Distribution is required, we 

send to our client(s) the IRA/ESA Distribution 

Request document.  If the funds are going into 

the IRA owner’s personal checking account, 

that is only his/her name is on the bank 

account only the IRA owner’s signature is 

required.   

When the funds are going to be deposited in a 

joint banking account, let’s say a 

wife/husband’s joint account, both the IRA 

owner and her/his spouse must sign the 

document. 

Please note, each IRA distribution request 

must be signed and dated the time the 

distribution is requested.  We cannot take a 

previously signed distribution request and 

update the date of distribution.  Thank you. 

Periodic or Income Distributions 

When we set up monthly distributions in a 

client’s account we have a choice to request 

Periodic or Income Distributions. 

If we choose Income Distribution, only the 

interest, or dividends collected during the 

month will be sent out.  Many times this type 

of income stream will vary month to month 

because the specific securities pay either 

monthly, quarterly or semi-annually.   

The other option is to choose Periodic 

Distributions. In this situation, we would 

estimate the annual income from all the 

securities we own in the account and divide by 

12 months, so that each monthly distribution 

is equal and consistent.   

When it comes time to take monthly 

distributions, we will discuss these options and 

choose the best option that works for your 

unique needs. 

 

Account Information Form (AIF) 

In the next several months, we will be sending 

out new account information 

documents (AIF) to many of our existing 

clients.  This document is required to be 

completed in its entirety and the following 

fields are material for us to Know Our 

Customer’s regulatory and suitability 

requirements. 

 

The AIF is a document that has changed over 

time and when new required information is 

needed or a change in the client’s registration 

or financial situation occurs, the AIF needs to 

be updated.  The information required is as 

follows: 

1. Account type and registration 

2. Customer name(s) 

3. Social Security Number or Taxpayer 

Identification Number 

4. Date of birth 

5. Mailing address 

6. Physical address if different than the 

mailing address (this is required to be the 

primary domicile of the account owner(s)) 

7. Phone number 

8. Employment status including the 

occupation and the name, address and 

telephone number of the employer 

9. USA PATRIOT Act Information 

10. Industry and other affiliations (if any) 

11. Household financial background 

12. Investment holdings and years of 

experience for each listed investment 

type 

13. Tax bracket 

14. Investment objective (select only 

one as the primary investment objective 

for the account) 

15. Risk tolerance (select only one 

which represents the greatest risk 

tolerance acceptable to the customer) 

16. Liquidity needs 

17. Time horizon 

18. U.S. taxpayer number certification 

19. Signature and date. 

  

I want to highlight item 15.   

Under our Risk Tolerance section we ask that 

the client understand what their highest 

degree of exposure might be they can accept; 

it doesn’t mean the account as a whole; rather 

it allows us to diversify their investments in a 

wide range of opportunities some of which 

may be classified as aggressive or high risk, but 

appropriate for their goals and objectives.    

Using the Riskalyze Program also helps us 

better narrow into a recommendation that fits 

our client’s overall goals and helps sets 

appropriate expectations.    

We know there is a lot of paperwork required, 

but it is for our client’s benefit and helps 

establish our long term working relationship. 
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IMPROVING COMMUNICATIONS 

 
by [Article Author] 

Communications have changed and evolved quickly over the past several years.  While we hope to constantly 
improve upon our website and social media sites, we still prefer meeting personally one on one, when it fits your 
busy schedule.   

Text Messaging 

We understand that many of our clients use 

their cells phones for their main source of 

communicating with family, friends and 

business partners.   

Please note when you communicate with us, 

we ask you do not use text messages, rather 

use our email, advisor@itsourlegacy.com for 

Doug and jdelgreco@nextfinancial.com for 

Jaime.   

We will not be able to respond to a text 

message since this is a form of instant 

messaging and at this time is not monitored.   

Emails 

Communicating with us via our email can be at 

times the best way to get ahold of us.  It also 

provides a historical archive for us to maintain.   

While we encourage you to call us, 

480.837.1736, sometimes we can respond 

quicker to an email. 

 

Encrypted Emails 

As our business has grown, so has the 

complexity of communicating with each of you 

with regards to cyber security. While Emails are 

a great way to stay in touch, we are restricted 

on what information that we can relay using a 

non-encrypted platform.  

To help improve the ease and security of 

sending personal information back and forth to 

each other, we are adopting an Encrypted Email 

service. In the past, we would have to fax or 

directly mail anything with personal 

information on it, so we are very excited about 

this new tool.  

Moving forward, any email that contains 

personal information in any form will be 

processed through our encrypted email server. 

An example would be our Albridge reports, 

copies of tax returns, etc.  

Encrypted emails will look different from the 

standard emails that you are receiving from us 

right now, as they will require you to log into 

our secure server to view the message. Once 

you have registered on our server, you will use 

the same login (which will be your email 

address) and the same password (you will set 

this on your initial login) to view any encrypted 

email that we send to you.   

When you receive your first encrypted email it 

will prompt you to create an account. If you 

have any questions or would like additional 

information about this service, please contact 

Jaime at 480.837.1736 

 

Weekly Email Articles and Economic 

Updates 

If we do not have your email, please contact 

us and provide us with your current email. 

Each Monday we provide an Economic 

Update, quickly reviewing the past weeks’ 

market highlights and important upcoming 

events.  It’s easy to read and helps keep those 

interested, up to date on current events. 

We also try to email at least one article of 

interest on a weekly basis we feel is relevant 

to you or maybe a family member or friend.  

These articles cover a wide range of topics 

such as estate planning, retirement, insurance 

and a number of general topics of interest.   

We have been given a lot of positive feedback 

regarding these articles for the wide variety of 

topics and their informative and educational 

approach to discussing what maybe a 

complicated topic with clarity and simplicity.   

We do have several relationships that do not 

have an email address or in some cases, do 

not have internet.  If you would like a hard 

copy of these articles, let us know and Jaime 

will add you to our weekly mailing list. 

 

 

 

We are very excited with the response we are 

getting with many of you who have taken your 

Riskalyze questionnaire. 

This new program is meant to help set realistic 

goals and expectations through determining 

your risk tolerance number.   

In the past it has been difficult understanding 

how our investments correlate to our internal 

or personal risk tolerance feelings as well as 

setting realistic expectations based on these 

feelings.   

We believe this program will be one of our 

most popular tools in helping us educate and 

understanding the potential risk in our 

portfolio and there by setting realistic 

expectations when we manage your 

investments. 

 

www.itsyourlegacy.com, click on the Riskalyze 

tab at the top of the home page.  Take a few 

minutes to watch the video and then click on 

the Riskalyze link on the bottom of the page.  

When you complete the questionnaire and 

send it to us, we will take the next step and 

Fast Facts 

 

 

mailto:advisor@itsourlegacy.com
mailto:jdelgreco@nextfinancial.com
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MONTHLY CLIENT REPORTS 

Direct Albridge Reports 

Starting in May, 2016 we will be sending 

directly to those relationships we have emails, 

their monthly Albridge Reports. 

The reports are set up specific to our client’s 

current objectives.  That is if you are taking 

income, you will have the Estimated Cash Flow 

by Security report in the report.  If you are not 

taking income, you will not see this report, but 

will see all the other performance reports. 

Reports are automatically set up to be sent the 

second weekend of each month, covering the 

previous month’s activity. 

Albridge Reports 

Our client performance reports are a vital and 

important communication tool in providing a 

detailed snapshot of our client’s holdings and 

how they have performed.  In the past we 

have mailed this report on a monthly basis. 

With the new Encryption email service, we 

will be able to email these reports monthly, or 

whenever you may wish to receive an 

updated or specific report. 

To establish your online access, please go to 

our website at www.itsyourlegacy.com and 

click on Account Access.                

www.itsyourlegacy.com 

If you do not have internet access, please 

contact us and we will continue to print and 

mail your reports. 

For those of you who are not registered on 

your Client Access Site, give us a call and we 

can help you through the process. 

 

Client Reports 
When you open your web portal to view 
your consolidated reports, if you click on 
the Report link you can customize your 
reports.  Here are a few of our favorites: 

The Client Snapshot is your default report 
you will see when you first open your web 
portal page.  It will quickly provide you a 
comprehensive overview of all your 
accounts, their performance and 
allocation. 

Estimated Cash Flow by Security is a 
detailed 12 month cash flow from your 
securities held in your Pershing Brokerage 
accounts.  Note if you hold a NON-Traded 
REIT or a variable annuity in your Pershing 
accounts, it does not show their 
distributions.  You will have to remember 
to add their distributions to your report. 

Comparative Holdings with Detail is 
another report you can generate that will 
show any purchases or redemptions you 
have made and the ending value as well as 
IRR (internal rate of return) of that 
security, for the period you have chosen. 

 

http://www.itsyourlegacy.com/
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  Families should know about these new tax-

advantaged savings vehicles. 

Provided by Douglas A. Schmidt, RFC 

Families with special needs children have a 

new tax-advantaged savings option. The ABLE 

account, also called a 529A savings account, is 

patterned after the popular 529 savings plan 

created to help parents save for a child’s 

higher education. Like 529 plans, they are run 

by the states rather than the federal 

government.
1,2

     

ABLE accounts address an underpublicized 

financial need. While some families open 

college savings accounts, very few start 

discrete savings accounts or trusts for children 

with disabilities. That difference may be partly 

due to the presumption that “the money will 

be there” when a disabled child becomes an 

adult.  

The money may not be there, at least not as 

much many families hope. Increasingly, state 

agencies and non-profit groups helping the 

disabled face funding challenges and pressure 

to limit the “entitlements” they distribute. 

Social Security, which provides Supplemental 

Security Income (SSI) to millions of disabled 

adults, faces its own set of pressures. 

Financially and legally, what changes when a 

special needs child turns 18? As an adult, a 

disabled person becomes eligible for Medicaid 

and monthly SSI payments, provided that he or 

she meets the financial requirements, typically 

only available to those with $2,000 or less in 

assets. Some special needs adults have more 

than $2,000 in assets in their name by age 18. 

Savings accumulate, family gifts and 

investments are made on behalf of the child, 

and suddenly that young man or woman is 

ineligible for fundamental health care and 

income benefits.
2
  

ABLE accounts nicely address this dilemma. 

Money accumulated in a tax-advantaged ABLE 

account does not count toward that $2,000 

total.
2,3

  

How much can you save annually through an 

ABLE account? Currently, an individual can 

contribute as much as $14,000 a year to one of 

these accounts; yearly contributions are 

capped at the current federal gift tax limit. The 

account can contain as much as $100,000 in 

some states, as much as $300,000 in others; 

the total limit corresponds to a state’s dollar 

limit on 529 college savings plans. Past that 

limit, the ABLE accountholder loses eligibility 

for SSI payments (though eligibility for 

Medicaid is retained).
2,3

 

More than 30 states have enacted ABLE 

accounts. If your state is not among them, you 

can go ahead and open an ABLE account 

through another state’s program.
1,2

 

ABLE accounts are becoming an important 

component of special needs planning. An 

account with a ceiling of $100,000 (or 

$300,000) probably won’t hold enough to 

cover lifetime care expenses for most disabled 

adults, even if replenished. So the ABLE 

account should not be seen as a standalone 

financial “answer” for families with mentally 

or physically challenged children, but as part of 

a greater financial strategy. An ABLE account 

can be used in tandem with a supplemental 

needs trust, as well as other savings efforts.
2,3

  

These accounts do have their shortcomings. 

The biggest drawback of ABLE accounts is that 

they do nothing for people who become 

disabled after age 26. By law, they cannot be 

opened for a disabled person older than 26 

unless proof is shown that the individual 

became disabled prior to that age. Another 

little-known demerit: states sponsoring ABLE 

accounts can seek repayment from those 

accounts for the cost of care covered by 

Medicaid if the beneficiary dies. A properly 

written and implemented trust should not face 

that request.
2,3

 

ABLE account contributions are not tax-

deductible (though they are excluded from 

federal gift tax). That trade-off is made in 

exchange for tax-free earnings and tax-free 

withdrawals. Withdrawals go untaxed so long 

as the money is spent on “qualified disability 

expenses,” which can range from education, 

housing, and transportation costs to financial 

management and legal fees. Non-qualified 

withdrawals are subject to ordinary income tax 

and a 10% IRS penalty. Only one 529A account 

is allowed per disabled individual, while 

multiple 529 plan accounts can be opened to 

fund a child’s college education.
2
  

The bottom line? ABLE accounts give families 

with special needs children a new way to save 

and invest for future needs and expenses.  

This material was prepared by MarketingPro, Inc., and does not necessarily 

represent the views of the presenting party, nor their affiliates. This information has 

been derived from sources believed to be accurate. Please note - investing involves 

risk, and past performance is no guarantee of future results. The publisher is not 

engaged in rendering legal, accounting or other professional services. If assistance is 

needed, the reader is advised to engage the services of a competent professional. 

This information should not be construed as investment, tax or legal advice and may 

not be relied on for the purpose of avoiding any Federal tax penalty. This is neither a 

solicitation nor recommendation to purchase or sell any investment or insurance 

product or service, and should not be relied upon as such. All indices are unmanaged 

and are not illustrative of any particular investment. 
Citations. 

1 - autismspeaks.org/advocacy/federal/able [12/25/15] 

2 - nolo.com/legal-encyclopedia/new-savings-accounts-able-disabled-people.html 

[1/20/16]  

3 - nytimes.com/2016/02/14/your-money/a-closer-look-at-529-able-accounts.html 

[2/14/16] 

 

ABLE Accounts for Loved Ones with Disabilities  
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Financial Fraudsters Preying on Boomers & Elders 

 

If something sounds too good to be true, 
guess what: it probably is.  

If you are in or near retirement, it is a 
safe bet that you would like more yield 
from your investments rather than less. 
That truth sometimes leads liars, 
scammers and fraudsters to pitch any 
number of too-good-to-be-true 
“investment opportunities” to retirees. 
Given all that and the classic money 
scams perpetrated on elders, you have 
good reason to be financially skeptical as 
you get older.     

Beware of unbelievable returns. 
Sometimes you hear radio commercials 
or see online ads that refer to “an 
investment” or “an investment 
opportunity” that is supposedly can’t-
miss. Its return beats the ones achieved 
by the best Wall Street money 
managers, only the richest Americans 
who know the “secrets” of wealth know 
about it, and so forth.  

Claims like these are red flags, the stuff 
of late-night infomercials. Still, interest 
rates are so low today – and retirees so 
hungry for decent yields – that every 
once in a while, someone takes the bait. 
Sometimes the return doesn’t match 
expectations (big surprise); sometimes 
their money vanishes in a Ponzi scheme 
or pyramid scheme of sorts. Any 
monthly or quarterly statements – if 
they are sent to the investor at all – 
should be taken with many grains of salt. 
If they seem to be manually prepared 
rather than sent from a custodian firm, 
that’s a hint of danger right there.  

Beware of equity investments with 
“guaranteed” returns. On Wall Street, 
nothing is guaranteed. 

 

Beware of unlicensed financial 
“professionals.” Yes, there are people 
operating as securities professionals and 
tax professionals without a valid license. 
If you or your friends or relatives have 
doubts about whether an individual is 
licensed or in good standing, you can go 
to finra.org, the website of the Financial 
Industry Regulatory Authority (formerly 
the National Association of Securities 
Dealers) and use their BrokerCheck 
feature.

1
 

Beware of the pump-and-dump. In the 
earlier days of the Web, you used to see 
online ads linked to this scam, but now 
email is the preferred route. This is the 
one where someone sends you an email – 
maybe it goes straight into your spam 
folder, but maybe not – telling you about 
this hot new microcap company about to 
burst, the shares are a penny each right 
now but they will be worth a thousand 
times more in the next 30 days. The offer 
may be entirely fraudulent, and you will 
simply say goodbye to whatever money 
you “invest” if you pursue it.  Last year, 
McAfee’s Threats Report noted a big 
jump in the frequency of such emails.

1
 

Watch out for elder scams. In addition 
to phony financial services professionals 
and exaggerated investment 
opportunities, we have fraudsters 
specifically trying to trick 
septuagenarians, octogenarians and 
even folks aged 90 and above. They 
succeed too often.  To varying degrees, 
all these ploys aim to exploit declining 
faculties or dementia. That makes them 
even uglier. 

You still see stories about elders 

succumbing to the “grandparent scam,” a 

modern-day riff on the old “Spanish 

prisoner” tale. Someone 

 

claiming to be a grandson or granddaughter calls 
and says they are in prison in another country or 
stranded without a car or return ticket in some 
remote or hazardous location, could you wire or 
transfer me some money, etc.  A disguised voice 
and a soupcon of personal information gleaned 
from everyday Internet searches still make this 
one work.  

Some elder scams seem recycled from old 
television plots. On old episodes of Dragnet, 
people used to get busted for magazine 
subscription scams – either falsely selling them 
door to door or over the phone for “charity,” or 
checking mailboxes in the neighborhood to see 
who gets what magazine, then phoning the elder 
to tell them that they’ve actually been getting 
the last X issues for free, their subscription has 
expired, the grace period is over, now they have 
to pay via credit card. This scam is still being 
used, successfully. Another one from the Dragnet 
archive is the “fake FDIC inspector” scam, where 
someone calls an elder up, claims to be with the 
FDIC and spins a convoluted story about an 
investigation of his or her bank. The elder can 
help the “FDIC” by coming down to the bank and 
withdrawing a few thousand bucks – handing it 
over to the “inspector” parked a few hundred 
feet from the bank as evidence, of course.

2
  

Widows and widowers may be victimized by the 
“debt collector” scam – a crook looks at local 
obituaries, then calls up the bereaved and claims 
unpaid debts of the late spouse need to be 
collected very soon. The caller is quite pushy, and 
forcefulness is also a hallmark of the tried-and-
true “home improvement” scam, in which a call 
or email mentions that the elder’s new 
refrigerator, air conditioner, sceptic tank, etc. 
has arrived and that a credit card number is 
needed to proceed with the installation.

2
 

A little healthy skepticism can’t hurt. If you are 
recently retired or approaching retirement age, 
be aware of these scams and schemes – and 
inform your elderly parents about them, too.   
 
This material was prepared by MarketingPro, Inc., and does not necessarily represent the 
views of the presenting party, nor their affiliates. This information has been derived from 
sources believed to be accurate. Please note - investing involves risk, and past 
performance is no guarantee of future results. The publisher is not engaged in rendering 
legal, accounting or other professional services. If assistance is needed, the reader is 
advised to engage the services of a competent professional. This information should not 
be construed as investment, tax or legal advice and may not be relied on for the purpose 
of avoiding any Federal tax penalty. This is neither a solicitation nor recommendation to 
purchase or sell any investment or insurance product or service, and should not be relied 
upon as such. All indices are unmanaged and are not illustrative of any particular 
investment.     
 
Citations. 
 
1 - marketwatch.com/story/dont-fall-prey-to-retirement-scams-2014-04-01 [4/1/14] 
 
2 - forbes.com/sites/sungardas/2014/09/09/what-everyone-should-know-about-
financial-fraud-against-the-elderly/ [9/9/14] 
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Why Life Insurance Matters 
 
Besides the death benefit, it may also help you 
financially during your life. 

As a recent Bankrate.com article noted, 43% 
of Americans have no life insurance. Some 
view it as optional; some have simply 
procrastinated when it comes to buying a 
policy. Others believe that they can’t afford it.

1
  

In reality, life insurance is cheap today. If you 
just want term life coverage – essentially life 
insurance that you “rent” for X number of years 
– you may find it quite affordable wherever you 
live. A little comparison shopping online reveals 
that a 40-year-old non-smoking woman in good 
health in Milwaukee would pay premiums of 
just $385-400 a year for a 20-year level term 
policy with a $500,000 death benefit. (She 
would have more than a dozen providers to 
choose from.)

2
   

If you choose permanent life insurance rather 
than term life, new possibilities emerge. In 
addition to a benefit for your heirs at your 
death, an insurance policy capable of building 
cash value gives you more capability to address 
financial needs during your lifetime. 

Permanent life insurance can let you build 
cash value. The premiums on a whole, universal 
or variable life policy are higher than for a term 
life policy, but there is a reason for that – as you 
pay into one of these policies, the policy 
accumulates cash value. That cash value grows 
without being taxed.

3
  

In all probability, the cash value will continue to 
be available as long as you live. Insurance 
companies have gone under, but the reality is 
that very, very few do. They guarantee the 
death benefit and the viability of the policy as 
long as you keep making the premium 
payments.  

If you need a loan someday, a Cash value life 
policy gives you an option. You can borrow 
against the cash value once you have funded 
the policy with a sufficient amount of 
premiums. (You can even tap the cash value to 
pay the premiums, if you like.)

3,4
  

The terms of such a loan from your policy may 

be much better than loan terms a bank could 

offer, and will certainly be preferable to the 

terms of a predatory lender. Taking a loan 

against your insurance policy also involves 

much less red tape and fine print than arranging 

a loan from a workplace retirement plan. One 

risk: if you die while the loan against the policy 

is still outstanding, the remaining balance 
may be deducted from the death benefit, 
and it will also be fully taxable.

4
  

Many of these policies come with degrees 
of flexibility. You may be able to transfer 
some of the cash value into another 
insurance product, with the death benefit 
unaffected.  

The death benefit, of course, can do 
much to preserve your loved ones’ quality 
of life. Life insurance death benefit 
proceeds are almost never taxed (only 
under rare circumstances does the IRS 
count them as gross income). So a 
permanent life policy will give your heirs 
money to address funeral and burial 
expenses and possible estate taxes, and the 
funds could provide them with part of their 
inheritance.

5
  

Cash value life insurance also means 
permanent coverage, as long as the policy 
is in force. The death benefit will not be 
readjusted or diminished if you fall ill, and if 
you buy a policy in your thirties or forties, 
you save money compared to those who 
purchase a policy after 50.   

Permanent life insurance is also highly 

useful in estate planning. There are all 

manner of trusts used in conjunction with 

permanent life policies, such as irrevocable 

life insurance trusts (ILITs), special needs 

trusts, spendthrift trusts, special living  

trusts, charitable remainder trusts, and 
more. Often, a trust can be named as 
beneficiary of a permanent life policy, an 
estate planning step toward an eventual 
financial benefit to heirs.

6
 

First and foremost, life insurance matters 
for its death benefit – but those considering 
it should not overlook its financial utility in 
other situations during the course of life. 

This material was prepared by MarketingPro, Inc., and does not necessarily 
represent the views of the presenting party, nor their affiliates. This 
information has been derived from sources believed to be accurate. Please 
note - investing involves risk, and past performance is no guarantee of future 
results. The publisher is not engaged in rendering legal, accounting or other 
professional services. If assistance is needed, the reader is advised to engage 
the services of a competent professional. This information should not be 
construed as investment, tax or legal advice and may not be relied on for the 
purpose of avoiding any Federal tax penalty. This is neither a solicitation nor 
recommendation to purchase or sell any investment or insurance product or 
service, and should not be relied upon as such. All indices are unmanaged and 
are not illustrative of any particular investment. 

Citations. 

1 - bankrate.com/financing/insurance/how-painful-is-the-life-insurance-talk/ [9/15/15]   

2 - tinyurl.com/oszbry4 [9/16/15] 

3 - investopedia.com/terms/c/cash-value-life-insurance.asp [9/16/15] 

4 - thesimpledollar.com/life-insurance-cash-value/ [9/16/15]  

5 - tinyurl.com/p266dp4 [6/4/15] 

6 - dailyfinance.com/2015/05/07/how-to-supercharge-trusts-with-life-
insurance/ [5/7/15] 
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FINAL THOUGHTS 

There is so much happening; it’s been 
wonderful to have Jaime working closely 
with me to make sure we stay on top of 
things. 

We have been working with several clients 

and testing the Riskalyze Client virtual 

meeting feature, this past month.  Once we 

have the virtual meeting working 100%, we 

are excited to launch it with everyone.   

Through this online meeting service, we will 

be able to schedule periodic meetings 

quickly and in-depth through an interactive 

“go-to-meeting” without having to come 

into the office.   So far the response has 

been outstanding! 

Please note Jaime and I will be out of the 

office, Wednesday, April 28
th

 through 

Sunday, May 1
st

 for our national education 

conference.  Should you need to contact us, 

please email us.  Should you call, we will 

not be returning calls until after 4pm during 

our conference. 

 

      

On behalf of Judy, Jaime and myself, thank 

you for your continued trust and confidence!  

At any time, please feel free to give us a call 

with any questions or concerns.  

Office Hours: 

16807 East Palisades Blvd., Suite 103 

Fountain Hills, Arizona  85268 

 

Monday thru Thursdays 8am to 4pm 

Fridays   8am to 2pm 

Saturdays               By appointment only 

Local:   480.837.1736 

Toll Free:   888.837.1736 

Facsimile:  480.837.1735 

Emails:  

Doug: advisor@itsyourlegacy.com 

Jaime: jdelgreco@nextfinancial.com 

Judy: judy@itsyourlegacy.com 

 

2016 Office Holidays 

Please make note of this year’s dates in which 

the New York Stock Exchange is going to be 

closed.  These dates also will apply to our 

office holiday schedule as well.  

May 30 Memorial Day Monday 

Jul 4 Independence Day Monday 

Sep 5 Labor Day Monday 

Nov 24 Thanksgiving Thursday 

Nov 25 (close at 1 ET) Friday 

Dec 23 Christmas Eve Observed 

Dec 26    Christmas Day Observed 

Evening with Friends 

We are very excited to bring back our poplar 

EVENING WITH FRIENDS this summer! 

These events are our way of saying thank you to 

our relationships as well as an opportunity for 

individuals thinking of retaining our services to get 

to know us in a very personal and relaxed 

atmosphere. 

The events are held at my home in Fountain Hills 

and held typically twice a month.  Starting in May, 

one event will be held on a Saturday, to 

accommodate those that may have to travel from 

outside of Fountain Hills as well as those that work 

during the week. 

Look for your invitation soon! 

 

NEXT National Education Conference 

Please note, both Jaime and myself with be out of 

the office, Wednesday, April 27
th

 thru Sunday, 

May 1
st

 for continuing education and advanced 

product training.  We can be reached at 

480.837.1736, but will not be returning calls until 

late afternoon, after classes.  Reaching us by email 

will be the best way to connect with us. 

 

mailto:judy@itsyourlegacy.com

