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I saw the sun today! 
 
Spring is here, things are bright and new and Rita and I just welcomed 
our second great grandchild. Brooklyn Elizabeth joined the family on 
April 26th weighing in at 7lbs 15oz, mother and baby are doing great! 
 
As I said, spring is here and things are bright, including the markets! I 
was trying to think of how I could take credit for this surge but so far I 
have not been able to come up with anything that would be believable, 
but I will keep trying. 
 
On a more serious note, I still believe that the continued upward trend in 
the market is based on the anticipation of some of the campaign rhetoric 
actually taking place. We have seen some movement in Washington on 
healthcare, tax reform and infrastructure spending, but most of the move-
ment has been verbal. 
 
There has been a lot of speculation on both the healthcare proposal and 
tax reform bill but the reality is that until these bills come out of the sen-
ate, we will not really know what changes there will actually be, nor will 
we know what effect, if any, the changes will have on the markets. 
 
When I look at the proposals have been presented, I am encouraged about 
tax reform, especially as it pertains to corporations, because if it is han-
dled properly, the corporate savings would be significant and would allow 
corporations to hire additional people, expand research and ultimately 
keep business in the United States. 
 
Looking at the markets and their reaction to news (good or bad) is inter-
esting to say the least. It is as if the markets are pretty much ignoring the 
news and continuing their upward trends. To be honest, I like it! 
 
As I looked at the current allocations in our managed portfolios, I feel 
confident that we are in a good position to take advantage of the current 
market trends. As always, we will remain cautious and be ready to move 
if the situation warrants.  
 
In closing, I want to thank all of you for continuing to put your faith in 
our firm, and I pledge to you that we will never take you for granted. 
 
Until next time… Remember that the only limitations in life are the ones 
we place on ourselves… Never limit your dreams! 
 

 

Wayne C. Maier 

CEO  
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“Looking at the markets 

and their reaction to 

news (good or bad) is 

interesting to say the 

least.” 

Wayne Maier 

Founder & CEO 



Joseph Maier 

Vice President 
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“Standard           

Deviation” 

This month I want to discuss the term “Standard Deviation”.  Standard 

Deviation is defined as “a measure of dispersion of a set of data from its 

mean”.  This is a somewhat complex data point that offers insight on 

how volatile an investment has performed over specific time 

frames.  Pick the time frame, 1 year, 3 years, 5 years and then the calcu-

lation is as follows, “find the square root of variance by determining the 

variation between each data point relative to the mean”.  

 

Let’s take a deeper look.  Currently, the S&P 500 is running an approxi-

mate 3 year Standard Deviation of 10.40%.  What this means is that 

over the past 3 years the S&P 500 value has traveled up and down caus-

ing different data points to create a deviation from the mean, or average 

performance of 10.40%.  Still tough to understand, but if the S&P 500 

was used as a benchmark to look at the level of volatility of prospective 

investments, we could use that information to help in our decision mak-

ing process.  Standard Deviation is not necessarily a performance meas-

urement but a way for us to see how much an investment fluctuates 

from an average price point. 

 

For example, if the S&P 500 is 10.40% over the past 3 years and the 

Vanguard Emerging Markets Stock Fund has a Standard Deviation of 

16.76% over the same time frame, we would know that the Vanguard 

fund experiences more volatility or a higher degree of instability in its 

share price than the S&P 500.  Next we would have to review the re-

ward over the same time period.  Are we getting paid enough on the ac-

tual investment return to warrant the higher level of volatility? 

 

Although the calculation to determine the number for Standard Devia-

tion is difficult to understand, it proves itself very important to us so we 

can create an investment portfolio designed to help you achieve your 

goals. 

 
 
Joseph Maier 
Vice President 
 
 
 
 
 
 
“The S&P 500 Index is an unmanaged index considered representative of the U.S. stock mar-
ket.  You cannot invest directly in an index.” 
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Michael Wilcox, ChFC®, RICP® 

Senior Vice President 

 

This month I want to address a topic that comes up all the time.  It involves 

the solvency of Social Security.  I would like to discuss when Social Secu-

rity was first created and its original intent for the program.  Social Securi-

ty was considered part of the "three legged stool" under President Roose-

velt's plan for retirement. The intent of the Social Security program was to 

provide income for citizens upon their retirement. Remember, this was the 

time of the Great Depression and many were suffering, especially the el-

derly.  The concept was based on a government-sponsored plan and the 

money contributed to the plan was not designed to be an investment.  The 

"three legged stool" concept was a combination of employer-sponsored 

pension plans, personal savings and Social Security.  Of course, as time 

has passed, many of the assumptions used would not be accurate today.  

First, life expectancy has increased dramatically.  If we were to imagine 

Social Security benefits as an annuity issued by an insurance company, us-

ing the changes in actuarial life expectancies, there is little doubt in my 

mind the insurance company would change the life expectancy formula to 

better match today’s actual life expectancy.  Social Security has only 

changed the age for payout by two years, which is well below what would 

be needed to "fix" the Social Security solvency issue. I believe it is too late 

for this solution now.  Another issue is that the Social Security Trust Fund 

earnings are, let us say, less than stellar.  Remember though, in the original 

concept, Social Security was not designed to be an investment.  It is im-

portant to note that the Trust Fund has been raided over the years by politi-

cians.  Unfunded mandates over the years have also reduced the amount of 

cash flowing into the system. And birthrates have dropped dramatically, 

further reducing the "inflow" of cash because there are less workers con-

tributing.   

 

It is easy to point out the problems, so let's now talk about the solutions.  A 

couple of ways to help, but not fix the problem, would be to extend the age 

that a participant can begin receiving Social Security benefits and address 

the life expectancy issues within Social Security. But that will not be 

enough to fix the problem.  We could change the underlying investment 

program to better match long-term market returns. Again, not enough, be-

cause a participant would be "drawing" from the annuity right now and this 

assumes there will be positive growth, which cannot be predicted.  We 

could put a true lockbox on the trust fund to stop the political raids, but the 

money is already gone, so this does little to provide the funds needed for 

the future.  The income cap on high wage earners could be increased to ex-

tend the life expectancy issue (studies show this will add about five years 

to solvency); a means test could be used to reduce or eliminate benefits  
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paid to the wealthy.  We could increase the FICA tax to employees by 1% and 1% to the employer 

match, which would provide up to 75 more years of solvency, but some argue it would damage the 

economy, costing jobs.   

 

I think the answer to the "fix" is yes to all of the above, however, in moderation.  I hear all the 

time that “Money was stolen from the Social Security system and why should I have to put money 

in to make up for the lost dollars?”  However, should we just not fix the problem based on what 

happened in the past?  Please know that the last thing I want is a tax increase or extend the age to 

receive benefits. My last two cents are, as with any financial matter, if we continue to avoid the 

subject the problem is only going to get worse. The trust fund is estimated to be bankrupt in 2033 

and that is only 16 years from now. 
 
 
 
 
 
Michael A. Wilcox, ChFC®, RICP®   
Senior Vice President 
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“There is a long way 

to go before any 

possible changes 

might occur” 

 

 

 

House Passes the American Health Care Act 
 

Just keeping you all up to date on a very key issue for all of us, and especially 

retirees: health insurance. There is a long way to go before any possible 

changes might occur so I’ll continue to provide such updates along the way 

 

On May 4, 2017, the House of Representatives passed the American Health Care 

Act (AHCA). With some changes, this is essentially the same law that was 

pulled from consideration by the House back in March. Compared to the Afford-

able Care Act (ACA), the AHCA repeals the health insurance mandate for both 

individuals and large employers; caps Medicaid funding to states beginning in 

2020; eliminates several ACA taxes, including those applicable to high-wage 

earners; and replaces tax credits and subsidies based on income with tax credits 

based on age and income. The House passed the AHCA prior to an updated anal-

ysis from  the Congressional Budget Office (CBO) as to the budgetary effects of 

the law. 

 

Some ACA provisions remain 

Here's a brief description of some elements of the ACA that remain in place un-

der the AHCA: 

 

 Insurers are prohibited  from discriminating against people with pre-existing 

conditions. However, beginning in 2019, the law allows states to apply for 

waivers, in which case insurers in those states could charge people in the in-

dividual Marketplace with pre-existing medical conditions higher premiums 

for about a year if they have a gap in coverage of at least 63 consecutive 

days. 

 All individual health plans purchased during open enrollment are required to 

be "guaranteed issue," meaning an applicant must be offered coverage re-

gardless of health status. 

 The requirement that health plans cover 10 essential health benefit categories 

remains. However, beginning in 2020, states may apply for waivers, which 

allow states to redefine essential health benefits for coverage in the individu-

al and small group markets. 

 Dependent young adults can remain on their parent's health-care plan to age 

26. 

 Current lifetime and annual out-of-pocket dollar limits for essential health 

benefits  remain the same, which can be changed for states electing a waiver. 

 Federal funding of Medicaid continues to states that extend coverage to in-

clude more people and more services through 2019.  Beginning January 1, 

2020,  federal funding to those states will continue, but only to people who 

were in the Medicaid program at the end of 2019. Otherwise, beginning in 

2020, Medicaid funding to states will be a fixed amount based on the total 

number of Medicaid enrollees (per capita), and not based on the actual cost 

of Medicaid services provided to individual recipients. 

 Health insurance Marketplaces and open enrollment periods remain in place. 
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Major changes 

The following are some of the significant changes made by the AHCA: 

 

 The health insurance mandate and penalty for people who don't have qualifying health insurance cover-

age are eliminated, retroactive to December 31, 2015, meaning the penalty would not apply to anyone 

who didn't have health insurance in 2016. 

 The mandate that large employers provide health insurance to eligible employees is repealed. 

 The limit that insurers can charge their oldest enrollees for insurance premiums is changed from three 

times what they charge their youngest enrollees  to five times the premium charge. 

 Insurers are allowed to charge a late enrollment penalty of 30% of  premiums for health insurance appli-

cants who have a lapse in insurance coverage of 63 days or longer. 

 Starting in 2020, premium tax credits and cost-sharing subsidies are replaced with a flat, age-based tax 

credit that can be applied to any eligible individual health insurance policy regardless of where it's pur-

chased (the policy  wouldn't have to be obtained through a Marketplace.) The credits would start at 

$2,000 for individuals up to age 29 and increase in $500 increments until capping at $4,000 for individu-

als age 60 and older. Credits are gradually reduced for individuals with yearly incomes exceeding 

$75,000 and for households that earn over $150,000. 

 Establish a State Patient and State Stability Fund for states that seek waivers of essential health benefits 

and health rating requirements. Federal funding  is available to states electing waivers to provide finan-

cial help to high-risk individuals. 

 The 3.8% tax on unearned income for high-income taxpayers is repealed. The 0.9% Medicare payroll tax 

on high-wage earners is repealed effective January 1, 2023. 

 The tax-free contribution limits for health savings accounts (HSAs) are increased. Also, the provision 

excluding costs for non-prescribed over-the-counter drugs from reimbursement through an HSA is re-

pealed. 

 The annual limit on contributions to health flexible spending accounts (FSAs) is repealed. 

 The Cadillac tax on high-cost employer-sponsored health plans  is suspended for tax years 2020 through 

2025. 

 The tax on tanning beds is repealed. 

 The taxes on health insurers and pharmaceutical manufacturers are repealed. 

 

The AHCA now moves to the Senate where it will be debated and possibly altered. It is also likely that the 

Congressional Budget Office will provide its estimate of the budgetary effects of the AHCA. Stay tuned! 

 
 
Stanley Dombrowski  
Managing Partner  
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“It isn’t just for 

millennials” 

 

STUDENT LOAN DEBT: IT ISN'T JUST FOR MILLENNIALS 
 
It's no secret that today's college graduates face record amounts of debt. 
Approximately 68% of the graduating class of 2015 had student loan debt, 
with an average debt of $30,100 per borrower — a 4% increase from 2014 
graduates.1 

 
A student loan debt clock at finaid.org estimates current outstanding stu-
dent loan debt including both federal and private student loans — at over 
$1.4 trillion. But it's not just millennials who are racking up this debt. Ac-
cording to the Consumer Financial Protection Bureau (CFPB), although 
most student loan borrowers are young adults between the ages of 18 and 
39, consumers age 60 and older are the fastest-growing segment of the stu-
dent loan market.2 

 
Rise of student debt among older Americans 
 
Between 2005 and 2015, the number of individuals age 60 and older with 
student loan debt quadrupled from about 700,000 to 2.8 million. The aver-
age amount of student loan debt owed by these older borrowers also in-
creased from $12,100 to $23,500 over this period.3  
 
The reason for this trend is twofold: Borrowers are carrying their own stu-
dent loan debt later in life (27% of cases), and they are taking out loans to 
finance their children's and grandchildren's college education (73% of cas-
es), either directly or by co-signing a loan with the student as the primary 
borrower.4 Under the federal government's Direct Stafford Loan program, 
the maximum amount that undergraduate students can borrow over four 
years is $27,000 — an amount that is often inadequate to meet the full cost 
of college. This limit causes many parents to turn to private student loans, 
which generally require a co-signer or co-borrower, who is then held re-
sponsible for repaying the loan along with the student, who is the primary 
borrower. The CFPB estimates that 57% of all individuals who are co-
signers are age 55 and older.5 

 
What's at stake? 
 
The increasing student loan debt burden of older Americans has serious im-
plications for their financial security. In 2015, 37% of federal student loan 
borrowers age 65 and older were in default on their loans.6 Unfortunately 
for these individuals, federal student loans generally cannot be discharged 
in bankruptcy, and Uncle Sam can and will get its money. The government 
is authorized to withhold a portion of a borrower's tax refund or Social Se-
curity benefits to collect on the debt. By contrast, private student loan lend-
ers cannot intercept tax refunds or Social Security benefits to collect any 
amounts owed to them. 
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Senior Vice President 
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The CFPB also found that older Americans with student loans (federal or private) have saved less 
for retirement and often forgo necessary medical care at a higher rate than individuals without stu-
dent loans.7 It all adds up to a tough situation for older Americans, whose income stream is typical-
ly ramping down, not up, unlike their younger counterparts. 
 
Think before you borrow 
 
Since the majority of older Americans are incurring student loan debt to finance a child's or grand-
child's college education, how much is too much to borrow? It's different for every family, but one 
general guideline is that a student's overall debt shouldn't be more than his or her projected annual 
starting salary, which in turn often depends on the student's major and job prospects. But this is just 
a guideline. Many variables can impact a borrower's ability to pay back loans, and many families 
have been burned by borrowing amounts that may have seemed reasonable at first glance but now, 
in reality, are not. 
 
A recent survey found that 57% of millennials regret how much they borrowed for college.8  This 
doesn't mean they regretted going to college or borrowing at all, but it suggests that it would be 
wise to carefully consider the amount of any loans you or your child take out for college. Establish 
a conservative borrowing amount, and then try to borrow even less. 
 
If the numbers don't add up, students can reduce the cost of college by choosing a less expensive 
school, living at home or becoming a resident assistant (RA) to save on room costs, or graduating 
in three years instead of four.  There are also Articulation Agreements between many schools that 
may help students and families drastically reduce college costs and the cost associated with obtain-
ing their chosen degree.  An example locally is Delta College and Northwood University.  Tuition 
currently at Northwood University is approximately $24,170 per year compared to Delta College at 
$3,304.  There is an Articulation Agreement between Delta College and Northwood University that 
allows a student to attend Delta College for three years and then transfer to Northwood for their 
final or senior year to obtain a Marketing degree from Northwood.  Doing so would save an esti-
mated $62,598 over four years assuming current costs and not considering any form of financial 
aid or scholarships.  So while college costs are high and rising every day, there are steps that can 
be taken to reduce costs and the amount a student or family may need to borrow.  Have a plan and 
be sure to discuss college costs with your college bound students so they don’t graduate with ex-
cessive debt and ask you at that time how they are supposed to pay it back; at that point, it’s too 
late.  
  
Until next time….. 
 

 
Gregory Dahlberg 
Senior Vice President 
 

 
1 The Institute for College Access & Success, Student Debt and the Class of 2015, October 2016 

2-7 Consumer Financial Protection Bureau, Snapshot of Older Consumers and Student Loan Debt, January 2017 

8Journal of Financial Planning, September 2016 

 



Gail Doane, E.A. 

Tax Specialist 
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“. . . the IRS is very 

interested in 

determining if the 

income made in 

hobby activities is 

actually hobby 

income or business 

income.”  

 

 

 

Happy June!  One of my favorite months of the year - no snow, not too 
rainy, not too hot, and I always have great anticipation for whatever I’m 
doing in my garden!  As I may have mentioned a time or two, gardening is 
one of my hobbies.  I don’t have a large garden, just big enough to provide 
fresh flowers and veggies when I want to cook (not one of my hobbies) and 
have a creative outlet for my winter brain to think of spring plans.  
 
I know many people have hobbies that are also income sources – garden-
ing, woodworking, writing, photography, the list is endless.  What a great 
deal – doing something you love and making some money to boot!  So 
when does a hobby turn into a business?   Does it even matter?  As you 
might guess, the IRS is very interested in determining if the income made 
in hobby activities is actually hobby income or business income.   
 
There are no magic numbers that you have to hit to determine if you have a 
hobby or a business.  Much of what defines the issue is the intent of the 
person with the hobby/business.  Sounds pretty cut and dry, right?  Unfor-
tunately, it isn’t, and the IRS has quite a bit to say about hobby verses busi-
ness income and how it should be reported on the tax return.  (Yes, they 
both are considered to be taxable income.) 
 
Why does it matter?  Mainly the reason it’s a hot issue with the IRS is be-
cause of the hobby/business, income/loss rules.  If you’ve determined that 
your hobby is a legitimate business, there are times when you could have 
losses, especially in the early years of the business.  Many times those loss-
es can be used to reduce other income on the tax return.  On the other hand, 
as a business, if you have net income, it’s subject not only to income tax 
but self-employment tax as well.   
 
If you’ve determined that you have a hobby and just make some money oc-
casionally, IRS code says that the income is taxable and expenses can only 
bring the income down to zero – no losses allowed.  Additionally, the ex-
penses can only be taken if you itemize deductions and since some states 
(Michigan included) don’t allow itemized deductions, you’ll likely pay 
state tax on hobby income. 
 
Based on the above information, it’s understandable why people may want 
to classify income as either hobby income or business income depending 
on their circumstances.  There are times when it’s legitimate to calculate 
different ways of taking deductions and you have the option to choose the 
best alternative for a particular tax situation.  Unfortunately, the hobby 
verses business rules is not an area where the taxpayer has much leeway.  A 
general guideline that the IRS looks into when they are questioning wheth-
er a business is actually a hobby is whether the business has made a profit  
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in at least three of the last five years.  If it has not, they may reclassify the income as hobby income 
and disallow the losses.  Conversely, if there are often profits that repeatedly show up and tend to 
get larger each year, they may reclassify hobby income as self-employed business income.   
  
Although no one factor is decisive, here are some considerations the IRS takes into account to 
make the distinction between hobby and business income: 
 
 Is the activity carried on in a businesslike manner? 
 Do the time and effort put into the activity indicate the intent to make it profitable? 
 Is the income from the activity intended to help support daily living expenses? 
 Are losses due to uncontrollable circumstances? 
 Are different methods of operation attempting to improve profitability? 
 Is there sufficient knowledge available to carry on the activity as a successful business? 
 Has there been success in the past making a profit in similar activities? 
 Does the activity make a profit in some years?  (Three of the last five year guideline.)  If so, 

how much of a profit has it made?  
 Are future profits expected from the appreciation of assets used in the activity? 

 
To support a profit-motive business determination, it’s wise for the taxpayer to have good record-
keeping books, keep separate bank and credit accounts for the business, and develop a written busi-
ness plan that’s updated on a regular basis.  A little planning and organization can go a long way to 
reduce a potential IRS headache somewhere down the road. 
 
Next, when it comes to what kind of expenses can be deducted against the income, regardless of 
whether the income is determined to be from a hobby or a business, the expenses have to be con-
sidered “ordinary and necessary” for the activity.  An “ordinary” expense is one that is common 
and accepted for the activity.  A “necessary” expense is one that is appropriate for the type of ac-
tivity.  This isn’t to say that the expenses must conform to a certain quality, cost, or purpose – just 
that if it’s driven by non-businesslike, personal-use preferences and not a necessity, it may not be a 
deductible expense.  For instance, a pair of quality rain boots might be “ordinary and necessary” 
for a gardener but not necessarily for a writer – I would think not anyway!   
 
Summer is right around the corner and by the next newsletter I should be enjoying some of the 
fruits of my gardening labor.  Would I like to make some money in my gardening?  Sure, but I like 
to give my surplus to family and friends and it might seem too much like work then - besides, I 
make too many mistakes (which I prefer to call “learning opportunities”) for it to be profitable.   I 
think I’ll just stick to having fun with it and maybe at some point I’ll grow something that will 
make me get excited about cooking!  
 
Have a great summer! 

 

Gail Doane, EA 

Tax Specialist 



Before I answer this question I would like to add Long Term Care policies to the question. 
 

There are several reasons for children to buy life insurance and long term care coverage for their 

parents. 
 

 If parents have money in retirement accounts that will be taxed on their passing, life insurance 

can cover the tax liability, allowing more money to go to the children. 

 If parents have lots of income, but very low assets, life insurance can provide a much larger es-

tate for the children on a tax-free basis. 

  Here is an example: I had a client who wanted to make sure her daughter would be a million-

aire when she passed away. The client was insurable and purchased a $1,000,000 insurance poli-

cy. When she passed away, her daughter received $1,000,000 tax free from the insurance com-

pany. Mom’s wish was granted and is something the daughter will never forget. 

 If parents were to go into a long term care facility, they could be required to spend down all of 

their assets, thus reducing the inheritance to their children. Life insurance owned by children 

could replace the lost inheritance. Long term care insurance could do the same. 
 

These are just a few reasons. If you want more examples, ask your advisor to elaborate at your next 

review.                        

                    - Wayne 
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“Asked and Answered”   

Q. 

A. 

Explain what a fiduciary is and whether you are or not. Is this you (personal) or all of the financial 

advisors at Maier? What certifications are held?  

- Anonymous  

Q. 

A. 

There can be an advantage for your children to take out insurance policies on their parents. In what 

circumstances would this be a good idea?                

- Anonymous  

The dictionary defines a fiduciary as a person who holds a legal or ethical relationship of trust 

with one or more parties (person or group of persons). Typically a fiduciary prudently takes care 

of money or assets for another person. 
 

The Department of Labor’s (DOL) definition is that a fiduciary must act in the best interest of a 

client. 
 

Not only me (Wayne) but all of the advisors at our firm took on a fiduciary role back in 2002 and 

have done all we could to live up to that definition, even though it was not required at the time. 
 

As far as designations are concerned we have CFP® (Certified Financial Planner), ChFc 

(Chartered Financial Consultants), RICP (Retirement Income Certified Specialist) in our firm. In 

addition, our advisors hold the following licenses: Series 1, Series 7, Series 6, Series 63, Series 

66, Life, Health and Variable licensing. All advisors must complete continuing education require-

ments each year.             

- Wayne 
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To participate, visit www.slido.com and type in #maier for the event code. There you will be 

able to enter your questions anonymously and “like” questions others have asked that you 

would like to see answered.   

Q. 

A. 

Are the special events and complimentary tickets you offer clients indirectly costing me  money? 
I’d much rather have lower fees than special offerings.  

- Anonymous  

The special events and complimentary tickets we offer are some of the marketing techniques we 

use in our firm. We utilize both of these as an opportunity for current clients to introduce poten-

tial new clients to our firm, as well as to thank our clients for placing their trust in our firm. 
 

If we discontinue the special events and complimentary tickets, the money we spend on those 

activities would be re-directed to other marketing efforts to help us continue to grow our firm. 

Long answer to a short question, but the answer is if we eliminate this marketing effort it would 

not reduce your fees. 
 

As a side note, we have not had a rate increase of fees since 2008 and, in fact, when we made the 

change from standard mutual funds to the use of Exchange Traded Funds (ETF) our internal fees 

actually decreased by as much as 60 to 70 basis points.   

- Wayne 

 

“Asked and Answered”   

What are your fees before and after retirement?  

- Anonymous  Q. 

A. Our fees for money under our direct management of assets are the same before and after 

retirement. If you are working and we provide recommended allocations for your employ-

er-sponsored plans our fee is normally $600 per year for this service. The reason for this is 

that most employer plans are restricted in their available choices so the amount of work 

we need to do is not as extensive. In addition to this, the management of employer plans is 

a marketing tool for us because our anticipation is that upon retirement the employee’s as-

sets will be brought under our direct management. If the assets are not, we will no longer 

provide management for those assets. 

- Wayne 

http://www.slido.com


Maier & Associates Financial Group, Inc. 

5982 Westside Saginaw Rd. 

Bay City, MI 48706 

 

Sudoku:  

Phone (989)684-8500 * Toll Free (800)282-4503 * Fax (989)684-0638 * Website www.maierandassociates.com 

5982 Westside Saginaw Rd. 

Bay City, MI 48706 

213 East Main 

Gaylord, MI 49735 

319 Lake Street 

Roscommon, MI 48653 

Puzzle Answer  

 

At Maier & Associates Financial Group, we work hard to set up a personalized long-term in-

vestment strategy for our clients that will give them the best chance at achieving their financial 

goals. We do not believe in a “set it and forget it” policy. Instead our investment philosophy is 

to create an open dialogue of shared ideas and a mutual understanding of our clients’ goals and 

objectives. 

 

Additionally, we also like to help our clients rebalance during turbulent markets – we believe it 

is our mission to attempt to keep investors from making irrational decisions during times of fear 

and greed. We do this by using a complex tracking system that watches market trends, and 

using the indicators to keep our clients from making regrettable decisions as to when and where 

money is invested. 

 

Another critical part of the M & A Group Investment Philosophy is taking the time to get to 

know our clients’ personalities and needs – communication is our most important tool! By 

clearly understanding and constantly reevaluating our clients’ comfort levels with investment 

risk vs. portfolio performance expectations, we can develop a strategic and personalized invest-

ing plan. 

 

By doing this, we not only build strong portfolios, we also create strong client/advisor relation-

ships. While there is no foolproof investment strategy that can guarantee against loss, we prom-

ise to work hard to create a strategy that is strong and tailored to your financial goals/needs. 

Securities offered through Securities America Inc., member FINRA/SIPC.  Advisory services offered through  

Securities America Advisors, Inc.  Securities America and Maier & Associates are unaffiliated. Tax services offered through Maier 

& Associates Accounting Services, Inc. Maier  & Associates Financial Group does not provide legal advice.  


