
In 20 years as an advisor, I have 

yet to meet a client with an accu-
rate handle on his/her monthly 
expenses.  When I ask the ques-
tion, the first figure a client 
throws out usually ends up being 
about half of what their monthly 
expenses actually are.   

Clients will list their mortgage, 
utilities, car expense and then 
nervously look away as they talk 
(often in front of a spouse) about 
how much really goes on the cred-
it cards.   

The real trouble lies not in only 
what goes on the “plastic,” but in 
the other expenses that simply go 
unaccounted like vacations, holi-
day gifts, unexpected car repairs, 
insurance costs—and don’t forget 
the “stash of cash” often slipped 
to the kids on the way back to 
college. 

So what’s the big deal?  Well—it 
all adds up. Turning a blind-eye 
to your true monthly expenses 
can eventually lead to trouble. 

In fact, an accurate gauge of your 
expenses is critical in retirement 
planning.  It’s a key input to Gen-
Wealth’s “Retirement Readi-
ness” projection. Maybe you’ve 
seen this analysis in your recent 

Annual Review meeting with 
me?  Our Retirement Readiness 
tool examines makes several use-
ful projections that offer a clear 
view of the road ahead. In a nut-
shell, it helps you “know your 
numbers:” 

How much longer should you 
continue working? 

How much should you save 
and invest each year? 

Will you be able (now and in 
retirement) to maintain your 
current lifestyle? 

For answers to any of these ques-
tions, start by getting a handle on 
some basics:   

 Track Your Spending:  Down-
load your checking account 
transactions for a full 12 
months and dump them into a 
spreadsheet. For most folks 
this will capture all expenses:  
the regular ones, the seasonal 
ones, and the sneaky ones.     

 

...continued on page 4 
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In April, Allison Green came in from San Fran-

cisco to celebrate Passover with her parents 
(long-time Maplewoodians, Bettye and Ray 
Green). The Greens have been clients of ours 
for years and Allison recently engaged us to 
manage her own investments.   

“I’m really glad to finally meet you!,” I said to 
her. “We know precisely when your parents 
visit you in California because they call our 
office to tell us that they’re going.”   

“Have they told you about the “red book?” she 
asked.   

Before they visit their children in California, 
the Greens typically call our office to advise of 
their travel plans and leave us emergency 
contact information. However, I didn’t recall 
them mentioning a “red book.” 

Receiving these kinds of “notifications” from 
our clients is really quite a statement about 
the role we play as trusted advisors. We do, in 
fact, keep careful records of our clients com-
ing and going—so that if markets become 
choppy (or some other rare, but dramatic 
event occurs)—we know just where to reach 
them.    

Allison went on to explain more about the 
“red book” that her father Ray, had painstak-
ingly created. It is a 3-ring binder with tabbed 
sections to hold important documents and 
other necessary information should his chil-
dren need it in an emergency. 

I sat down with Ray to learn more about it. He 
showed me each section (e.g.: assets, liabilities, 
health care data, advisors to contact) and how he or-
ganized it for easy reference.   

The Greens use this “red book” as a communication 
tool with their children. Each year, they review the 
contents together and share the details of their per-
sonal finances and important documents.   

“It allows me to take what’s in my head and put it 
down on paper,” Ray explained.  In sharing the book, 
a two-way conversation occurs. Our children can ask 
us questions and I think this is the best way for them 
to learn.”   

Having a “red book” seems like a logical idea. But are 
you daunted by the idea of gathering all of those doc-
uments?   

Think of it as a labor of love. By taking the time to 
tackle this project, you will be providing important 
information (and comfort) for your family in a time 
of confusion. Once you have created your “red book,” 
you’ll only have to update it going forward.  As plan-
ners, we think every family should have one.  

Here’s how to get started: 

First, choose the approach 

Maybe it’s a 3-ring binder or a filing system that 
you’ll use to hold everything.  Or maybe you’ll pur-
chase a pre-printed template of some kid and just fill 
it in.  Select your method for housing these important 
papers and instructions.  It should be secure but easy 
to access for the trusted few who need it. 

….continued on page 4 
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No, no, no….I’m not writing about having that kind of talk...the one you 
sheepishly have with your pre-teen.  I’m talking about another discus-
sion entirely.  Read on to learn about our clients Bettye and Ray Green.  
They’ve been having “the talk” with their children for years...and everyone 
is nicely on the same page. 
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Having “The Talk” 
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Risa Olinsky Is Honored 

It’s quite an amazing story.  One of our 
very special clients has begun a new, excit-

ing chapter in her life—even as she ap-

proaches her 90th birthday this Fall.   

Although we have several clients approach-

ing their 90s and living vibrant lives—Mrs. 

Susan Fu stands out in particular.   

After much debate, she decided to leave her 

big, old beautiful home in Maplewood and 

take a nice little apartment in Washington, 

DC to be closer to her (older) sister!     

We’ll miss seeing Susan driving around town 

in her bright yellow VW.  But, we’ll look 

forward to her update on  the political scene 

in DC at our next meeting!    

Milestones 
We have the great fortune of sharing important life 
“milestones” with our clients. We invite you to 
share yours!  Send an email to Cherie Leanza at 
cherie@thegenwealthgroup.com. 

Mrs. Fu Goes to 
Washington If you don’t know her...you should.  We’ve nicknamed 

her The Energizer Bunny.  Risa and her husband Mark 
(an attorney) are clients and 
friends of ours.   

As a Certified Wellness Coach 
and Personal Trainer, Risa’s 
mission is to get her clients on 
the right track to health and 
wellness.  She is well-suited for 
this profession and motivates 
everyone with her amazing en-
ergy.   

Risa usually begins her day 
with an hour’s walk around 
Maplewood, followed by a 
client coaching session, then 
it’s off to present to a busi-
ness group or time spent 
writing a blog or her “in-progress” book.   

With lots going on, Risa has remained an active mem-
ber of  The Maplewood Chamber of Commerce.  In 
June, she received their Annual Distinguished Service 
Award and was honored at a gala dinner at the Maple-
wood Country Club.  Each year, the Chamber recogniz-
es an individual, business or group for outstanding 
community service.  Over the past 25 years, Risa has 
used her pool of energy to help both businesses and 
residents of all ages. Congratulations Risa ! 

Risa Olinsky, MA  
Licensed Certified Wellness 

Coach 



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). 

Your Number… (continued from page 1) 

2.  Track Your Savings:  Your assets (aka “savings”) should be segmented into 
two kinds:  permanent vs. temporary.  

Permanent savings are assets that will only be used to fund your life in 
retirement.  Examples include accounts held here at GenWealth 
(401k, IRA, Pension).   

Temporary savings are monies to fund other things like vacations, 2nd 
homes, renovations, sports cars and college funding.  Most people 
think of 529 plans as permanent, but you can’t live off of college fund-
ing!  (unless your kid gets a great job...then you can live off of them for 
a while).   

 Examine:  Did you spend more than you earned this year? 

 Discuss:  In our next Annual Review, let’s have a thoughtful discussion 
about what you found. We’ll make sure that you “know your number.” 

 

 

Second, gather the documents  

Personal data for each family member (social security #, date of birth, etc.) 
List all advisors (financial planner, insurance agent, attorney, accountant) 
List all assets (investment accounts, bank accounts, stock options, real-
estate, cars, etc.) 
List all liabilities (mortgage, other loans, other debts or obligations) 
Insurance records (copies of policies for life, health, homeowners, auto, 
long-term care) 
Your will, living will, power of attorney 
Medical history, prescription information 
Deeds, title documents, birth certificates, etc. 

 

Third, have “the talk” 

Determine who needs to know this information 
Explain where important documents are located and how to access them 
(provide duplicate keys, passwords, combination to the safe, etc.) 
Have “the talk” annually 
Email me for our “Family Love Letter.”  It’s a great booklet that can get 
you started!  Cherie@thegenwealthgroup.com 

The “Red Book” (continued from page 2) 

Our Team: 
Michael Leanza, CFP® 

Founder and President 
 
Cherie Leanza 
Vice President, Marketing 
 
Kimberly DiBlasi 
Chief Operations and 
Compliance Officer 
 

 
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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