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Eclipses and Financial Markets

Watching the August 21st

eclipse along the totality band 
brought home how traumatic Wbrought home how traumatic W

the event must have been in earlier 
centuries. Daylight fading, tempera-
tures dropping, and darkness coming 
over the land with no assurance that 
this too would pass would have been 
terrifying. Only by knowing this 
is a recurring cycle, created by the 
predictable movement of the earth, 
moon and sun, does an eclipse turn 
into a festival.

Bear markets need the perspective 
of knowledge as well if investors are 
to survive them and move on to the 
next phase of the market. Much like 
an eclipse, we need to understand that 
this is a recurring cycle in order to turn 
a down market into an opportunity 
for profi t. While eclipses are far more 

predictable than human behavior and 
its impact on fi nancial markets, we do 
know from experience that:
1. Bear markets are inevitable.

There is something in the human 
psyche that makes us prone to 
cycles of irrational exuberance 
followed by excessive negativism.

2. Bear markets do end. Eventually 
prices are pushed down to a level 

at which smart money can see little 
downside to investing and demand 
begins to push prices back up.

By accepting the reality of bear 
markets, we can put in place strategies 
to detect increasing risk in the market 
and to limit losses when downturns 
begin. And, because we also under-
stand that bear markets end and the 
sun will return, we can plan for captur-
ing the upturn early in the cycle.

Just as bear markets are inevita-
ble, in a capitalistic system, where the 
opportunity to seek personal profi t 
exists, new uptrends in the market are 
inevitable. Given an opportunity to 
innovate, to build, and to offer prod-
ucts and services that in turn make 
one wealthier, human nature takes 
over and the upward climb begins 
once again.

Warren Wall, CFP©, MBA Third Quarter July-September 2017

2017 2016 2015 2014 2013 2012
DJIA +13.37 +13.42 -2.23 +7.52 +26.50 +7.26

NASDAQ +20.67 +7.50 +5.73 +13.40 +38.32 +15.91
S&P 500 +12.53 +9.54 -0.73 +11.39 +29.60 +13.41

Sources: cnbc.com, bigcharts.com, treasury.gov - 09/29/17 Indices are unmanaged, do not incur fees or
expenses, and cannot be invested into directly. These returns do not include dividends.

The Market Outlook

The stock market ended strong for 
the month of September. The 
S&P 500 TR Index jumped up 

+2.06% for the month and ended up 
+4.48% for the 3rd Quarter. Most all 
US Equity Markets closed higher as 
well. The Bond Market closed mixed 
for September. The Barclays Aggregate 
Bond and US Corporate Bond indexes 
both closed lower in September drop-
ping -0.48% and -0.18% respectively. 

On the positive, both bond indexes 
closed higher during the 3rd Quar-
ter. High Yield bonds closed +0.88% 
higher in September and +2.02% 
during the 3rd Quarter.

Equities have rallied eight straight 
quarters, the longest winning streak 
since 2015 - despite growing tensions 
with North Korea, a devastating U.S. 
hurricane season and escalating politi-
cal turmoil. Will this rally continue?

Based on market seasonality, 
equities tend to do well in the 4th 
Quarter of each year. The average 4th 
Quarter gain has been +6.20% since 
2009. However, not everyone is bull-
ish. Ten of 18 Wall Street analysts 
surveyed by Bloomberg see the S&P 
500 ending the year lower from here. 
David Stockman, a former director of 
Offi ce Management and Budget during 
the Reagan administration, continues 
to believe the 8½ year stock market 
rally is in serious danger. According 
to Stockman, “There is a correction 
every seven to eight years, and they 
tend to be anywhere from 40 to 70%!” 



The best time to reduce the impact 
of taxes on your income is long 
before you start compiling infor-

mation for fi ling your taxes. By the 
fourth quarter of the year, the count-
down is on for putting effective strate-
gies in place.

Managing the tax bite starts 
with understanding what triggers tax 
liability.

The structure of your account
If your funds are invested in a 

tax-deferred account – such as an Indi-
vidual Retirement Account, 401(k), 
403(b), SEP-IRA, etc., you are typi-
cally able to defer taxes on earnings 
you contribute to the account and 
all gains from profi table sale of assets, 
interest, and dividends until monies 
are withdrawn from the account at 
retirement. You don’t have to worry 
about tracking income or profi ts. 
Everything will be taxed at your 
personal income level when with-
drawn (unless you withdraw funds 
before retirement, in which case you 
will incur additional penalties).

If your funds are invested in a 
taxable account, such as a regular 
brokerage account or mutual fund 
account, you will incur taxes every 
year on (1) any interest, ordinary 
dividends, and short-term capital 
gains you receive, taxed at your top 
personal income tax rate and (2) 
qualifi ed dividends and long-term 
gains from the sale of securities in the 
account (less losses), taxed at fi xed 
levels – 0%, 15% and 20% at the 
federal level – based on your income 
tax bracket. High-income taxpayers 
are assessed an additional 3.8% tax on 
certain investment income, as part of 
the Affordable Care Act.

Profi ts from the sale of securities 
are considered short-term gains for 
assets held for less than one year or 
long-term gains for assets held for more 
than one year before sale.

What if your investments have 
gone down in value? It doesn’t matter 
as far as the taxman is concerned. All 

that matters is whether or not you had 
gains from actual interest and/or divi-
dends paid, or from the sale of assets in 
the account.

The mutual fund tax impact
Internal transactions within 

mutual funds will impact you from 
a tax standpoint. While most funds 
managers are relatively adept at limit-
ing short-term gains, gains from the 
sale of positions within the fund and 
dividends must be distributed to share-
holders on, at minimum, an annual 
basis and must be reported on your 
taxes, even if you do not sell shares or 
withdraw the gains. At the end of the 
year, the mutual fund will issue Form 
1099-DIV, detailing long and short-
term gains and distributions for your 
use in compiling your tax return.

All dividends, short and long-
term gains, on which you are taxed, 
increase your tax basis in your mutual 
fund. When you liquidate positions in 
a taxable mutual fund, taxes are calcu-
lated based on the price of the shares 
when sold less your original purchase 
price and ALL previously taxed gains 
– this reduces the tax impact when you 
sell fund shares and assures that you 
are taxed on gains only once. 

Basic guidelines to help 
reduce taxes:

Defer taxes by maximizing your 
use of tax-advantaged accounts, such 
as retirement accounts. Withdrawals 
will be taxed at the investor’s personal 
income tax rate, but will be able to 
grow and compound tax-deferred.

If you have both taxable and tax 
deferred accounts, match the right 
account with the right investment. 
Investments or investment approaches 
that incur a primarily short-term gains, 
dividends, and distributions are best 
placed in a tax-deferred account.

Use a taxable account for individ-
ual investments most likely to be held 
in excess of a year generating primar-
ily long-term gains. This will typically 

result in the lowest tax impact for 
these investments. The investor also 
has the fl exibility to plan capturing 
losses to offset gains.

When investing in index-funds, 
use Exchange Traded Funds (ETFs) 
rather than mutual funds. Mutual 
fund managers must constantly 
re-balance the fund by selling securi-
ties to accommodate shareholder 
redemptions or to re-allocate assets. 
An ETF manager accommodates 
investment infl ows and outfl ows 
by creating or redeeming “creation 
units,” which are baskets of assets that 
approximate the entirety of the ETF 
investment exposure. As a result, the 
investor usually is not exposed to capi-
tal gains to accommodate redemptions 
or rebalancing. Exceptions are inverse 
and leveraged funds – which have 
proven relatively tax ineffi cient, inter-
national funds and commodity ETFs.

Take full advantage of deduc-
tions. Above-the-line deductions 
don’t require itemizing and include 
expenses such as alimony payments, 
self-employment taxes, IRA contribu-
tions, school supplies, student-loan 
interest paid, and more. To make the 
most out of itemized deductions, such 
as medical and dental expenses, chari-
table contributions, work-related costs, 
theft, disaster and casualty losses, and 
other deductible items, “bundle” those 
expenses, concentrating deductions in 
every other year, so that you’re able to 
itemize in one year and take the stan-
dard deduction in the next.

In the end, the government will 
get its share, but there’s no reason 
not to strive to limit the tax bite as 
much as possible. After all, the less the 
government takes, the more you have 
to invest and to ultimately spend on 
your needs.

If you have questions on taxes and 
your investments, give us a call and 
let’s review your situation and how 
your tax bite can be minimized to your 
long-term advantage.

It’s Time to Start Thinking About Taxes



PERFORMANCE REPORT 
(Total Annualized Returns Net After Maximum Fees) 

Hypothetical Asset Allocations 2017 
3rd Qtr 1 Year 3 Year 5 Year 9 Year 

Aggressive Growth 
90% Tactical Market Leader (TML) 

4.70% 8.75% 4.67% 9.38% 10.84% 
10% High Yield Bull/Bear (HYBB) 
Capital Growth 
75% Tactical Market Leader (TML) 

3.86% 7.86% 4.63% 8.45% 11.18% 15% Bond Allocation Program (BAP) 
10% High Yield Bull/Bear (HYBB) 
Balanced Growth 
60% Tactical Market Leader (TML) 

2.92% 6.61% 4.58% 7.53% 12.40% 20% Bond Allocation Program (BAP) 
20% High Yield Bull/Bear (HYBB) 
Conservative 
40% Tactical Market Leader (TML) 

1.79% 5.33% 4.46% 6.24% 12.77% 40% Bond Allocation Program (BAP) 
20% High Yield Bull/Bear (HYBB) 
Preservation 
20% Tactical Market Leader (TML) 

0.70% 4.07% 4.32% 4.95% 13.03% 60% Bond Allocation Program (BAP) 
20% High Yield Bull/Bear (HYBB) 

00% Bond Allocation Program (BAP) 

MARKET INDICIES 
S&P 500 Composite Index (with Dividends) 4.49% 18.63% 10.83% 14.24% 9.09% 
Barclay US Aggregate Bond Index 0.85% 0.07% 2.72% 2.07% 4.82% 
Barclay US 1-5 Yr Gov't/Credit Index 0.44% 0.51% 1.50% 1.20% 3.32% 
IMPORTANT DISCLOSURE INFORMATION  This performance report is a generalized or 
hypothetical presentation of how investors with different risk profiles might allocate between 
specific W. Wall and Company, Inc.(WCI) managed investment programs. Performance
results illustrated represents a combination of both "actual" and "hypothetical" his-
torical performance. Request a copy of WCI’s investment programs to see actual 
performance history. WCI clients should refer to their  individual quarterly perfor-
mance reports for their specific program allocation  and performance history. Past
performance may not be indicative of future results. Therefore, no current client or prospec-
tive client should assume that future performance will be profitable,  or equal to the 
WCI  program performance results reflected or any corresponding market indices. Specific 
client recommendations would depend upon a client’s unique risk profile, age, income 
needs, tax bracket and net worth. All performance results reflect the reinvestment of divi-
dends and other account earnings, and are net of applicable account transaction and custo-
dy charges. The maximum WCI management and custodian fees and any separate fees 
assessed directly by each unaffiliated mutual fund holding that compromises each portfolio 
has also been deducted. The S&P 500 Composite Index ("S&P")  is a market capitalization-
weighted index of 500 widely held stocks often used as a proxy for the stock market. The 
Barclay U.S. Aggregate Bond Index ("AGG") is a market capitalization weighted index of 
investment grade fixed rate debt issues, including government, corporate, asset-backed, 
and mortgage-backed securities, with maturities of at least one year. This index is often 
used as a proxy for the general bond market. The Barclay 1-5 Year Gov’t/Credit Index (“1-
5G-C”) includes US Government and investment grade corporate bonds that have maturities 
between one and five years. This index is used as a proxy for the short-term bond market. 
The historical performance results of the S&P, AGG and 1-5G-C do not reflect the deduction 
of transaction, custody or management fees, the incurrence of would have the effect of 
decreasing indicated historical the S&P, AGG and 1-5G-C performance results. The histori-
cal S&P, AGG and 1-5G-C performance results are provided exclusively for comparison 
purposes only, so as to provide general comparative information to assist a client or pro-
spective client in determining whether the performance of a WCI portfolio meets, or contin-
ues to meet, his or her investment objectives. The S&P, AGG or 1-5G-C indices are not 
directly tradable investments. It should not be assumed that WCI account holdings will corre-
spond directly to any such comparative indices. Please note: Although performance results 
do reflect deductions for WCI management fees and related custody expenses, the results 
do not reflect the impact of taxes. WCI investment programs generally involve above-
average turnover, which could negatively impact upon gains experienced by an individual 
client in a taxable account. Specific WCI investment program performance, fees and related 
disclosures are available upon request. 

For reasons including variances in portfolio account holdings, variances in the invest-
ment management fee incurred, market fluctuation, the date on which a client engaged 
WCI’s investment management services, and any account contributions or withdrawals, the  

performance of a specific WCI client’s account may have varied substantially from the indi-
cated composite model portfolio performance results. In addition, the underlying individual 
mutual funds that has comprised, and will continue to comprise, the model programs are 
subject to change at the discretion of WCI. 
 Hypothetical performance results were achieved by means of the retroactive applica-
tion of the model portfolio, and, as such, the corresponding hypothetical results have inher-
ent limitations, including: (1) the model results do not reflect the results of actual trading 
using participant assets, but were achieved by means of the retroactive application of each 
of the above referenced models, certain aspects of which may have been designed with the 
benefit of hindsight; (2) back tested performance may not reflect the impact that any material 
market or economic factors might have had on the adviser’s use of the model if the model 
had been used during the period to actually mange participant assets; and, (3) for various 
reasons (including the reasons indicated above), participants may have experienced invest-
ment results during the corresponding time periods that were materially different from those 
portrayed in each model. Hypothetical illustrations do not illustrate the impact of mutual fund 
short term redemption fees. Mutual funds used in the hypothetical back test may differ from 
what mutual funds will actually be used in this program. Actual performance typically 
underperforms hypothetical performance results.  
In the event that there has been a change in a client’s investment objectives or financial 
situation, clients are encouraged to advise their financial advisor immediately. Different 
types of investments and/or investment strategies involve varying levels of risk, and there 
can be no assurance that any specific investment or investment strategy (including the 
investments purchased and/or investment strategies devised or undertaken by WCI) will be 
either suitable or profitable for a client’s or prospective client’s portfolio. Accordingly, no 
client or prospective client should assume that the above model portfolios (or any compo-
nent thereof) serve as the receipt of, or a substitute for, personalized advice from WCI, or 
from any other investment professional. 
 All performance results have been compiled solely by WCI utilizing the performance 
results reported by each respective mutual fund and ETF that comprised the portfolio, are 
unaudited, and have not been independently verified. WCI also maintains all information 
supporting the performance results in accordance with regulatory requirements. 
 Information pertaining to WCI’s advisory operations, services, and fees is set forth in 
WCI’s current Form ADV II, a copy of which is available from WCI upon request. Information 
pertaining to any mutual fund or variable annuity sub account that is current component of 
WCI model portfolios are set forth in each respective prospectus, copies of which are availa-
ble from WCI or directly from the mutual fund or variable annuity company. Some but not all 
articles are written by WCI. Articles not written by WCI are provided by Financial Communi-
cation Associates Inc, a source deemed reliable. 

Report Created 10/05/17



Fighting the Grumpies

As if we didn’t have enough to 
worry about as we age, from Aworry about as we age, from Amedical costs to fears of outliv-

ing our money and more, it turns 
out there is yet another threat ahead 
– grumpiness.

If you have noticed a lot more 
grumpy people about and particularly 
grumpy older men you are not alone. 
One reason is that there are a lot 
more older men and women around. 
Men over 65 now number in excess of 
21 million in the U.S., while women 
have topped 27 million. The grumpy 
bulge shows up in the ballooning of 
the over-60 crowd in the 35 years 
from 1981 to 2016.

Lower testosterone levels can cause 
mood swings, depression and plain old 
grumpiness. Because testosterone levels 
decrease gradually, grumpiness may also 
increase gradually, muffl ing its onset. 
In addition to age, a number of factors 
can lower testosterone including stress, 
a poor diet with too many bad fats, 
autoimmune diseases, some drugs, and 
abdominal fat, which produces estro-
gen, neutralizing testosterone and caus-
ing levels to drop further.

(2) Health issues.
Grumpiness and increased irritabil-

ity also tend increase if you are deal-
ing with wearisome health problems, 
chronic pain, fatigue, or sleep problems.

(3) Emotional issues
Emotional issues dramatically 

impact our outlook on life and incli-
nation to experience irritability or 
just plain grumpiness. Stress or loss of 
partner; changes in living situations; 
fear of losing control, looking fool-
ish, being in trouble, or maybe even 
getting hurt, can all contribute to 
frustration or a sense of powerlessness. 
Realizing one is no longer young, and 
may never achieve dreams and ambi-
tions can increase negativity. As can 
fear of running out of money.

(4) Retirement
Retiring can be a cause of grumpi-

ness in successful individuals who feel 
they have no aspirations or goals left 
to achieve. Without work, one can 
lack a sense of purpose or self worth. 
Getting older also makes us more 
aware of our own mortality as friends 
and loved ones die. We worry about 
the future.

Curing the grumpies starts with 

making certain there is not a hormonal 
or health reason. Once those issues 
are considered, you need to start look-
ing at what in particular makes you 
grumpy. Rather than indulging in more 
of that irritant, it helps to avoid prob-
lem sources. Sometimes, simply turn-
ing off the news can work wonders. 
Getting away from grumpiness may 
require an activity you enjoy that 
involves you with other people. Volun-
teering can restore a sense of purpose 
and make one appreciate the good 
fortune in one’s life.

There are also times when a little 
therapy will not go amiss. Grumpi-
ness may be a way of avoiding an issue 
you don’t want to deal with, or of 
keeping people at arms’ length. If you 
genuinely enjoy being a curmudgeon, 
grumpiness may be a tool to perfect 
your persona. But grumpiness can also 
be a form of depression that takes joy 
out of life. Given we may be around a 
lot longer than earlier generations, it 
doesn’t make sense to let grumpiness 
take the fun out of life and push people 
away from us.

Grumpiness has become so wide-
spread that it is actually the subject of 
considerable research as well as numer-
ous books ranging from “How Not To 
Murder Your Grumpy” to “You Can 
Heal Your Life.”

The good news is that there is 
typically a reason for increased grumpi-
ness, and it may well be fi xable.

(1) Those Darn Hormones
Women and teenagers aren’t the 

only ones suffering hormonal swings. 
It turns out that men also experience 
hormonal changes as they age with 
testosterone levels dropping as they 
approach 60 and into their older years. 

Stockman added in a recent interview 
with CNBC, “If you have to work for a 
living, get out of the casino because it 
is a dangerous place.”

As a risk-manager, Wall & Com-
pany continues to monitor market 
trends for changes and will respond, 
as necessary, to protect clients’ assets 
during the next bear market.

Stock Positions:
Based on continued positive equity 

market trends, all our equity programs 
continue to be fully invested.

Bond Positions:
As of the close of September, our 

fl agship Bond Allocation Program 
(BAP) continues to be defensively 
invested with 50% invested within 
Bond Funds and 50% within the safety 
of money market funds, while waiting 
for bond market trend clarity.

The Market Outlook
continued from page 1



Meet the W. Wall and Company, Inc. Team! 

B ehind the success of every W. Wall and Company, Inc. client is the focused effort of a dedicated 
team of financial professionals.  We would like to take a moment to introduce you to our team. 

Warren Wall, MBA, CFP®  
Senior Advisor,  warren@wallco.com

President of Wall and Company, Inc., Warren has over 25 years in the financial ser-
vices industry. He is a Certified Financial Planner who is dedicated to creating wealth 
and financial security for his clients.  Warren is also the co-author of three books on 
retirement planning and is a well-respected financial educator. He enjoys hiking, bik-
ing, skiing and exploring the great outdoors with his wife Lauren and loyal Golden Re-
triever Juni.

Andrea is the firms Office Manager and handles the firms bookkeeping, compliance 
and trade execution support. Andrea graduated from Asheville-Buncombe Technical 
Community College with her Associate of Arts in Accounting in 2001. After hours An-
drea enjoys spending time with family, crafting, hiking, fishing, photography and camp-
ing.

Andrea Robertson 
Office Manager, andrea@wallco.com 

Ashley Dunaway  
Service Manager, ashley@wallco.com 
Ashley has spent the past decade working in the Financial Services industry. She 
graduated from Barstow Community College with her Associates in Arts in Business 
Administration in 2005. Ashley provides client services as well as trade execution sup-
port for the firm's investment management programs. In her spare time, she enjoys 
spending time with her three children, hiking, photography and crafts. 

Nate O’Steen 
Associate Advisor, nate@wallco.com 
Nate has a B.A. degree in Economics & French from Hamilton College,  located in Up-
state New York. Nate works with Wall and Company clients as part of the firm’s Client 
Advisor Team. He is a Registered Investment Advisor Representative and Certified 
with the National Social Security Association (NSSA). The NSSA certificate provides 
advisors with the education to help their clients claim Social Security benefits in order 
to optimize their lifetime Social Security income. Outside of work, Nate enjoys hiking 
and biking in the mountains of Western NC with his wife and three children.



PRIVACY NOTICE

W. Wall and Company, Inc. (referred to as “Wall”) maintains physical, electronic, and procedural 

safeguards that comply with federal standards to protect its clients’ nonpublic personal information 

(“information”).  Through this policy and its underlying procedures, Wall attempts to secure the 

confidentiality of customer records and information and protect against anticipated threats or hazards to 

the security or integrity of customer records and information.   

It is the policy of Wall to restrict access to all current and former clients’ information (i.e., 

information and records pertaining to personal background, investment objectives, financial situation, tax 

information/returns, investment holdings, account numbers, account balances, etc.) to those employees 

and affiliated/nonaffiliated entities who need to know that information in order to provide products or 

services to the client.  Wall may disclose the client’s information if Wall: (1) is authorized to disclose, or  

it is necessary to disclose such information in furtherance of the investment management and/or 

regulatory process, to individuals and/or entities not affiliated with Wall , including, but not limited to the 

client’s other professional advisors and/or service providers (i.e., attorney, accountant, insurance agent, 

broker-dealer, investment adviser, account custodian, third-party statement providers, etc.); (2) required to 

do so by judicial or regulatory process; or (3) otherwise permitted to do so in accordance with the 

parameters of applicable federal and/or state privacy regulations.  The disclosure of information contained 

in any document completed by the client for processing and/or transmittal by Wall in order to facilitate 

the commencement/continuation/termination of a business relationship between the client and a 

nonaffiliated third party service provider (i.e., broker-dealer, trust company, investment adviser, account 

data/performance reporting services, account custodian, insurance company, etc.), including information 

contained in any document completed and/or executed by the client for Wall (i.e., advisory agreement, 

client information form, etc.), shall be deemed as having been automatically authorized by the client with 

respect to the corresponding nonaffiliated third party service provider.  

Wall permits only authorized employees and affiliates who have signed a copy of Wall’s Privacy 

Policy to have access to client information.  Employees violating Wall’s Privacy Policy will be subject to 

Wall’s disciplinary process.  Additionally, whenever Wall hires other organizations to provide services to 

Wall’s clients, Wall will require them to sign confidentiality agreements and/or the Privacy Policy. 

Should you have any questions regarding the above, please contact Warren Wall, Chief 

Compliance Officer. 


