
It may seem strange to discuss 

surfing at this time of year, par-
ticularly when the winter freeze 
is just finally beginning to thaw.  
However, surfers know some-
thing about how to take ad-
vantage of natural forces, which 
translates well to portfolio man-
agement. By definition, surfers 
ride their boards on the crest of a 
wave as it carries them toward 
the shore. They find the best the 
ocean has to offer and take ad-
vantage of its momentum.   

So how do we find the equivalent 
in the markets, and participate in 
the market during periods of 
price appreciation and help mini-
mize downside when markets are 
falling – In other words, how do 
you surf only when the waves are 
good? 

My interest in market momentum 
was sparked during a discussion 
with a long-time client in the 

wake of the 2008 market crash, 
who asked me,  “How much fur-
ther down do I have to ride this 
thing?” As I talked to more cli-
ents, it became clear that “buy 
and hold” had become “buy and 
hope” as a strategy.  Put simply, 
investors felt helpless and were 
hungry for a new idea that 
brought a more understandable 
and proactive discipline to the 
picture. 
 
With this in mind, I developed 
GenWealth’s Momentum Portfolio 
Strategy.   
 
If you’re not already familiar with 
it, our Momentum Portfolio Strat-
egy has transformed the buy, 
hold and “ride-out-the storm” fi-
nancial approach of yesterday.  It 
starts with daily monitoring of 
market indices.  By assigning high 
and low trigger points, we gauge 
the markets’ momentum.   
 
Continued on page 4. 
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We’re pleased to introduce our firm’s newsletter, The GenWealth 
Journal.  In each issue, we’ll offer market insight, educational material 
and on a lighter note, we’ll share some personal stories to keep you en-
tertained.  We hope you enjoy reading it...and we encourage you to pass 

it along to others! 



Kimberly DiBlasi 

Chief Operations & Compliance Officer 

As many of you know, Kim is the gal to 
call if you have questions about your ac-
counts managed here at Genwealth. She’s 
an operational wizard and can solve a 
multitude of problems.  Back in 2008, we 
were fortunate enough to “lure” Kim 
away from her previous employer and 
bring her over to GenWealth. 

Earlier this year, Kim was promoted from 
Sales Assistant to Chief Operations and 
Compliance Officer.  She is responsible 
for all account operations and insuring 
that our practice is in compliance with 
SEC regulations.   

Kim is Mom to daughter Deanna           
(age 6).  She loves the beach and spends 
weekends  in the summer at her family’s 
home in Wildwood Crest.  Last year she 
became a Tony Robbins devotee.  If you 
don’t know about Tony…talk to Kim.  She 
can share her amazing experience of 
quitting smoking (literally overnight) and 
walking on hot coals!  

 

Annalisa Jones 

Sales Assistant & Para planner 

About one year ago we had the good for-
tune of hiring Annalisa.  After 5 years in 
the hedge fund world at Deutsche Bank, 
she switched to our little bit of Wall 
Street right here on Main Street! 

A long time Maplewoodian, Annalisa can 
walk to work - even in a blizzard!  She’s 
the “early bird” in the office and if you 
call before market hours, it’s Annalisa, 
(with her melodic voice), who will an-
swer the phone.  While she  is pursuing 
her Para planner Certification, Annalisa 
already supports Michael by running 
strategic scenarios and analyzing finan-
cial planning options for clients.  

Annalisa and her husband Nik were re-
cently filmed for the DIY Network’s show 
“Man Caves” and endured a film crew and 
the extreme makeover of their detached 
garage into a Western Saloon!  She will 
let us know when it broadcasts. 

A Message from Marketing 

In this first issue of our “new and improved” newsletter, I thought I’d 
take a moment to recognize the hard-working staff at The GenWealth 

Group.  One of the key principles of our practice is the idea of accessibil-
ity.  When you call our office, you’ll surely talk to a live person.  We want 

you to know us as well as we know you!   
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The Company We Keep 

Cherie Leanza, Vice President, Marketing 

Left to right:  Annalisa Jones, 
Sales Assistant & Para planner; 

Michael P. Leanza, CFP, Founder 
and President; Cherie Leanza, 

Vice President, Marketing; Kim-
berly DiBlasi, Chief Operations 

and Compliance Officer. 
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Harper McKinley Aaron was born January 13th, 2011, to 
Lisa and Josh Aaron in NYC.  Lisa is the daughter of our 
long-time clients, Richie and Dale Gianni of Livingston, NJ. 

Harper is seen peacefully asleep with her cousin Bella.  
The photo was taken by the Gianni’s s daughter-in-law 
Jody Gianni (Bella’s mom).   Jody is a talented photogra-
pher and more of her work can be seen at 
www.jodygianni.com. 
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A New Baby To Love! 

Skiing and 
Culture in 
Salt Lake 

City 

Harper asleep in cousin Bella’s arms.   

Our clients, Nick and Dawn Bertha, and 
their  three children recently returned 
from a vacation to Salt Lake City.  Nick re-
ports that the ski experience was amazing 
with three feet of snow the first weekend.  
They skied Park City, Deer Valley, The 
Canyons, Alta and Snowbasin.  Each was 
unique and it snowed in the mountains 
every day.  This was difficult to reconcile 
with the average downtown temp of 46 
degrees! 

The trip was highlighted by the cultural 
experience of seeing the famous Mormon 
Tabernacle and its choir perform live fol-
lowed by a tour of the Temple Square fa-
cility.  It was a great education for the 
whole family.  The city was clean and 
friendly with lots of local brew pub culture 
and many Eastern European students.     

All things considered, the snow, conven-
ience and environment were wonderful 
and the Berthas are interested in return-
ing for a summer exploration of the re-
gion’s outdoor options. 

Nicholas Bertha, DO, FACS, is co-director of 
Advanced Laparoscopic Surgeons in Flor-
ham Park, New Jersey.  He is a board-
certified surgeon with specialized training 
in advanced laparoscopy.  Dr. Bertha was 
named in the Top Docs issue of NJ Monthly 
in 2007, 2008, 2009 and 2010. 

Milestones 
As Financial Advisors, we have the great fortune of 
sharing important life “milestones” with our clients.  
From college funding to retirement planning...we’re 

there to guide you along the road.   

 

This section features personal stories or important 
events from our clients and their families.  We invite 
you to share yours!  Send an email Cherie Leanza at 

cherie@thegenwealthgroup.com. 



Financial planning services provided 
by The GenWealth Group, a Regis-
tered Investment Advisor. Securities 
and asset management services of-
fered through LPL Financial. Member 
FINRA & SIPC.  
 
The LPL Financial registered repre-
sentatives associated with this news-
letter may only discuss and/or trans-
act securities business with residents 
of the following states: Arizona (AZ), 
Connecticut (CT), Delaware (DE), 
Florida (FL), Georgia (GA), Massachu-
setts (MA), New Hampshire (NH), 
New Jersey (NJ), New York (NY), 
North Carolina (NC), Ohio (OH), 
Pennsylvania (PA), Washington 
(WA). 
We are licensed to sell insurance 
products in the following states:  New 
Jersey (NJ), New York (NY), North 
Carolina (NC). 

When we see upward momentum, we buy.  When we see prices moving below 
our set trigger points, we sell.  We hold assets in the protection of cash until 
the next buy signal is received (an indication of positive market momentum).   
 
After nearly 2 years, the strategy continues to offer clients greater consistency 
and transparency in their holdings.  By managing the money directly, Gen-
Wealth is able to act more rapidly to market forces and volatility. 
 
Case in point…in mid-March, events in Japan adversely impacted markets and 
triggered a sell in our international positions.  We were able to effectively sell 
out of those positions and stem further losses for our clients. 
 
Furthermore, we refined the strategy earlier in 2011 to include the following: 
 

  Volatility Indicator:  We are using a volatility indicator to help us speed or 
slow the exit/entry points.  In times of high market volatility, we will now 
exit sooner and we won’t be re-entering until volatility stabilizes.  Until 
now, we re-entered recently sold positions regardless of market volatili-
ty.  Our objective is to have fewer trades during volatile periods and more 
consistency in the portfolio. 

  Modify Positions in Momentum:  We reduced the number of positions in 
the portfolio (from nine down to six).  Also, we more evenly balanced the 
portfolio between equities and inflation hedge positions.   

  Addition of Bonds:  For nearly all clients, we are going to suggest that they 
have an appropriate level of bonds (based on their risk tolerance) in their 
portfolio (separate from Momentum) to provide further consistency 
month to month. 

 
GenWealth’s Momentum Strategy offers clients an investment approach that 
alleviates emotional decision-making and provides more consistently in the 
portfolio.  If you have questions about how Momentum could work (or is 
working) in your portfolio, please call our office. 
 
 

No strategy protects against loss.  Securities offered through LPL Financial, 
Member FINRA/SIPC.  Investment advice offered through The GenWealth 
Group, Inc., a Registered Investment Advisor and separate entity from LPL 
Financial.  
* As reported by Financial Planning Magazine.  June 1996-2010, based on to-
tal revenue.  

Surf… (continued from page 1) 

Our Team: 
Michael Leanza, CFP® 

Founder and President 
 
Cherie Leanza 
Vice President, Marketing 
 
Kimberly DiBlasi 
Chief Operations and 
Compliance Officer 
 
Annalisa Jones 
Sales Assistant and  
Para planner 

 
We invite you to learn 
how GenWealth can help 
you grow and preserve 
the wealth you’ve worked 
hard to accumulate.  
Please call 973-761-0400 
or visit us online. 
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