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t’s hard to believe traditions is driving in the car to my kids love to make their
that we are closing in on the end go visit different Christmas lights grandparents homemade gifts –

of 2018. As we do, the temperatures
drop and the colder weather brings
hot chocolate, sweaters, and of
course, the holidays. The holidays
are my wife’s favorite time of year,
minus the cold weather. While I am
not crazy about the busyness the
holidays bring, I actually enjoy the
cooler temperatures. As a result of
these differences, our family enjoys
an array of traditions, including
lots of Christmas activities and ice
skating in a backyard ice rink I
make for the kids (and myself!).

because of the joy my kids get out
of it. We begin our night with a stop
at Wawa for hot chocolate, and then
travel to Berean Bible Church for
the live nativity. After that, we drive
around looking for neighborhoods
with light displays - there are a
handful that have music synced to
their flashing lights.

As we go into the new year, I
invite everyone to view this season
through the eyes of a child. May you
Lastly, I’m reminded that it’s the be filled with peace, joy, and love. ♦
simple moments that have the
most meaning. For example,

The year-end does provide the
perfect opportunity to talk about
what we’ve done as a family before
we focus on what we want to do
next year. During this time, we
create a “thank you pumpkin.” Each
morning we write a few things that
we’re grateful for. It helps me get
to know my children in a deeper
way when I watch how they come
up with new and creative thankful
ideas.
One of my favorite Christmas

like macaroni jewelry or clay tree
ornaments. Looking at each of my
kids’ faces as they give the gifts
makes me realize that the simple,
most inexpensive gifts really do
mean the most.

Ethan, Adalyn, and Jack

David, Rachel,
Ethan, Jack, & Adalyn
Lawrence
Rachel, David, Jack, Adalyn, and Ethan

K

emp Harvest: Bake-Off

To some, it seemed like an average, rainy September
Monday. To those working at Kemp Harvest, their very first
Bake-Off was about to begin!
Contestants were to bring in a homemade dessert
made from scratch, using their own two hands (no athome assistance allowed!). Entries covered everything
from pumpkin spice scones, peanut butter buckeyes, an
eclair cake, limoncello tiramisu, and even lemon meringue
cupcakes. Sweet treats were judged on taste, texture,
presentation, and creativity. First place
was handed to Candis - and deservedly
so! She brought in a chocolate mocha
cake that’s so good, it’s a family recipe
that can’t be passed on to anyone who’s
not a blood relative. In light of that, we’re
just glad we got to taste it!
Here’s to 2019’s Bake Off - wonder
what we’ll come up with next! ♦
David, Leigh, and Todd assessing the presentation of each baked good; Marci & Candis are all smiles while judging the sweet treats; The winning entry! A Chocolate Mocha Cake
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ou’re Invited!

Haven’t made it to one of our Birthday Clubs yet? Hosted every quarter,
we gather our clients for a lunch or dinner (your choice!) at the Maggiano’s
in King of Prussia for a great time of food and friends. These events are for
those who have invested with our firm, along with any guests they may want
to introduce to our staff. You are welcome to bring guests in addition to your
spouse/friend/significant other. It’s an event you won’t want to miss!
If your birthday falls in October, November, or December, you can expect to
receive your personal invitation soon for our next Birthday Club being held on
Tuesday, November 6th. For more information or to RSVP, call our office at
(215)513-4330. Hope you can join us! ♦
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n-Store Shopping Still Matters This Holiday Season

It surprises most millennials to learn that only about 10 percent of all retail purchases are actually made online.
Each semester, when I ask hundreds of undergraduate business students to estimate, they consistently guess that between
a quarter and half of all retail spending happens on the internet. But, this holiday shopping season, as ever in the past,
the overwhelming majority of purchases will still happen within the four physical walls of a store.
This should encourage the thousands of retailers anchored
in strip malls, lifestyle centers and mixed use developments.
The National Retail Federation expects holiday retail
sales – not counting car, gas and restaurant purchases –
in November and December this year to increase up to 4
percent over last year, to as much as US$682 billion.
Stores will need the money in order to avoid being added to
2017’s record-breaking roster of retail bankruptcies, store
closures and layoffs, which included landmark brands like
Toys ‘R Us and RadioShack.
A reason to visit: Traditional retailers must give consumers
good reasons to visit their stores, beyond product selection
and good value. Joe Pine and James Gilmore’s 1999 book
“The Experience Economy” foretold how savvy companies,
like Apple and American Girl, excel by staging compelling
experiences that teach, entertain or inspire customers.
The main asset of a physical store in a digital world is
human staffing. Even if a shopper doesn’t want help, a smile
acknowledging his or her presence encourages connection.
Front-line employees can ask customers about their kids,
in-laws or Thanksgiving meal planning. That can lead to
an authentic personal connection through which employees
can discover a shopper’s unique wants and respond with
products on the shelves, or can order and ship those products
to the customer’s home. An in-person encounter can become
a seamless blend of the online and physical worlds.
Even Walmart, America’s largest retailer, is moving to a
more experiential model. In hopes of boosting sales, its
4,700 stores will host 20,000 parties with Santa before the
New Year. Customers will be able to take pictures, test out
toys and get tots excited.
The company has another advantage over online sellers, too:
nine in ten Americans live within 15 minutes of a Walmart
store. A thousand Walmarts now let customers drive up to
the storefront to pick up online grocery orders the same
day they’re purchased, at no additional charge. That rivals
Amazon’s Fresh grocery service, which comes at an extra
cost and often doesn’t deliver until the next day.
Emotional connection in a digital age: Beyond face-toface service, successful companies today must develop a
deeper connection with their customers, whether online
or off. Store-based retailers can show their values in

ways that at times can take on a very personal meaning
for shoppers and store owners alike. I have been a loyal
customer of Gallery Furniture in Houston for years. Owner
Jim McIngvale, known as “Mattress Mack,” is a marketing
maverick known for his decades of zany TV commercials
pledging to “Save you money!”
After the devastation of Hurricane Harvey, he opened his
stores to anyone in need of a place to stay. Some came by
boat, with only the clothes they were wearing. McIngvale
welcomed thousands of Houstonians to sleep on his
inventory of mattresses. He sheltered, fed and prayed for
flood victims.

On Halloween, McIngvale flew 50 first responders to Game
6 of the World Series in Los Angeles, giving those lucky
Astros fans a once-in-a-lifetime experience and emotional
lift in the wake of natural disaster.
Like other retailers gearing up for the holidays, Gallery
Furniture is promoting “monster sales.” But with the
floodwaters gone and the Astros crowned as baseball’s
world champions, McIngvale’s community spirit seems to
have positioned his chain as more than a brand, destination
or store. Beyond capturing market share, Gallery Furniture
may have an advantage in customer sentiment.
Best Buy is buzzing: Community involvement isn’t the
only way retailers can regain strength. National electronics
chain Best Buy has ridden a roller coaster over the last 20
cont. on next page
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years: In 2004 it was recognized by Forbes magazine as
“Company of the Year.” By 2012 it was dismissed as a
real-world showroom for cheaper online retailers. In
August 2017, though, its stock price hit an all-time high.
As Amazon grew, Best Buy defended itself, becoming a
top 10 retailer in sales by matching competitors’ prices
and investing in personal services like Geek Squad.
The company also trained workers to help customers
understand technology: Product descriptions can list a
camera’s functions, but a knowledgeable employee can
explain how it works with lenses, editing software or with
other devices.

That allows the company to take advantage of the everincreasing number of tech-connected items in smart
homes, from Nest thermostats to 4K TVs – which require
more instruction to set up and operate than their analog
predecessors.
In the face of online competition, brick-and-mortar
retailers must give consumers unique in-store experiences
that build emotional connections with shoppers. Black
Friday promos on toasters or iPads won’t cut it. They
have to provide heartfelt feelings like surprise, delight and
excitement – and actual help and useful advice. Shopping
on a couch via a mobile app is efficient, but a store can be
magical and memorymaking. ♦

Article written by Kelli Hollinger, Director, Center for Retailing Studies;Lecturer of Marketing, Texas A&M. RSW Publishing has an agreement to republish this author’s
content. This article was originally published on The Conversation. Copyright © 2017 RSW Publishing. All rights reserved. Distributed by Financial Media Exchange.

Employee

Spotlight

We asked our staff what some of their strangest holiday gifts were - here are their answers!
I have a brother that is only 13
months older than me, so for most
Christmases, my grandparents
would typically give us the same
thing. One year it was remotecontrolled cars. One year it was
Kodak cameras (yes, I know
I’m aging myself). Anyway, one
year they gave us bicycles – the
legendary Schwinn Stingray, with the banana seat and
everything – and they were sweet. Except for one thing.
In order for us to know which bike was whose, they got
us different colors. My brother’s bike was fire engine red.
No problem there. My bike? It was yellow. My brother
still teases me about it.
- Todd, CERTIFIED FINANCIAL PLANNERTM
I’d have to say the strangest gift
I received was a grilling utensil
kit. It was very thoughtful, except
I don’t have a grill! Thankfully
my wife and I got to use it when
we went camping. Hopefully I’ll
have a grill someday to match!
- Matt, Paraplanner

A relative once bought me a set of
steak knives and a random action
movie. I neither needed steak
knives nor enjoyed action movies.
- Leigh, Senior Retirement Service
Specialist

I have a few loved ones who
frequent thrift stores. I’m also
a pretty musical individual, so a
harmonica was a thoughtful gift.
However, this harmonica was
purchased secondhand - used!
Not too grossed out, I scrubbed
it down with some Clorox wipes
and voila! Goood as new.
-Heather, Communications Coordinator
I’ve gotten an external hard
drive multiple times as a gift. It’s
actually helped me out in several
occassions! I am really thankful
for the gift.
- Becky, Lead Paraplanner ♦
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hat’s going on in Quarter 4?

October

Workshops & Events
KHFG offers various community workshops on
important financial and retirement topics, and hosts

8 - Columbus Day
20 - Sweetest Day
31 - Halloween

several invitation-only events to celebrate and thank
our clients. Ask us how to qualify for these events!

November

Workshops & Webinars include:
• Social Security
• Medicare
• Internet Security
• Retirement Investing

6 - Election Day
11 - Veterans Day
22- Thanksgiving Day

Past events include:
• Birthday Club
• Pie Day

December
3 - Hanukkah
25 - Christmas Day
26 - Kwanzaa

Kemp Harvest Website
www.kempharvest.com

Quotes Corner

Facebook

www.facebook.com/kempharvest

YouTube

www.youtube.com/kempharvest

Harvest News Blog

www.kempharvest.com/blog

LinkedIn

www.linkedin.com/kempharvest
Securities and advisory services offered through LPL Financial,
a Registered Investment Adviser. Member FINRA/SIPC. LPL
Financial does not provide tax or legal advice. LPL #1-773583.
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Are you interested in adding a friend or family member to our mailing list?
If so, please complete the form below and return to us at:

Kemp Harvest Financial Group®
331 Ruth Road, Harleysville, PA 19438

Your Name:
Contact Name:
Address:
Email Address:
Relationship:
Birthday Month:
Please add my contact to your mailing list

Please add my contact to your email list
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