
$8,687,229 IN GIVING | 2
Humbling look at philanthropy

HELPING OTHERS 
TOGETHER | 3 
Stewardship Principles to Share

WHY GET OUT OF BED? | 4
What’s your ‘Why’?

TYSON JON RAY, CFP®

Founding Partner
LUKE KUCHENBERG, CFP®

Founding Partner

CONTINUED ON PAGE 5

431 Geneva National Ave South
Lake Geneva, WI 53147

262.686.3005 / 844.600.3008
formwealth.com

FALL | 2018

LESSONS FROM A LIFE 
by Luke Kuchenberg, CFP®

A few weeks ago my family lost one of our beloved leaders as my father-in-
law, John, lost his battle with cancer. It has been a long road and one that was 
very difficult at the end, but he is finally at peace. After going through the last 
months, I am convinced losing a parent is one of the toughest events to walk 
through and I believe there is no age a child can attain that insulates them 
from that kind of heartbreak.  

John was an incredible husband, father, grandfather, veteran and local business 
owner, but he leaves behind so much more. In preparation for what was to 
come, John sat me down and asked me to give his eulogy. It was an incredible 
honor and one I was proud to serve. As I prepared for his funeral, I spent a lot 
of time thinking about his life and what he meant to his wife, five daughters, 
extended family and community. In the days and weeks since, I have found 
myself continuing to think about him and the impact he made on me during 
the last 25 years, as well as his impact on my children. While John had a 
number of wonderful traits, the following three are most memorable to me.

One, be patient. My own father spoke about the patience of Job, but I never 
saw it on full display until I spent time with John. With five daughters growing 
up in the house at the same time, he always showed unbelievable patience 
and understanding. While running his business, he always took time with his 
employees to listen and lead them to the right results. And lastly, with all those 
daughters, a lot of young boys came around the house. That said, he always 
kept this cool, was reserved but firm and quickly earned much respect from all 
of us. John, I will never forget your patience. Thank you for showing me how 
to take a breath and just wait a minute; it can make all the difference.

“Acknowledging the good that you already have in 
your life is the foundation for all abundance.” 

– ECKHART TOLLE
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As part of our advisory services, 
we encourage you to discover the 
joy of giving and we monitor those 
donations as points of honor. An 
important part of our mission is to 
be charitably involved in our local 
and global communities. 

To date, the FORM team has 
participated in many local initiatives 
by supporting projects that benefit 
children and youth programs, as well 
as assisting our underserved and 
disadvantaged population. Collectively, 
our team has donated hundreds of 
volunteer hours and more than $98,000 
in sponsorships and outright giving. 

We continue our support, $129,229 in 
2018, of the Children’s World Impact 
Foundation and their on-going projects 
that help break the cycle of poverty. 

We at FORM Wealth Advisors proudly 
measure the way we make the world 
a better place together. Through your 
chosen philanthropic endeavors 
through the years, we have had the 
honor of disbursing well over $8.6 
million in legacy bequests towards 
many different charitable organizations. 
We thank you for this honor to serve. P

Raymond James is not affiliated with and does not 
endorse any of the organizations mentioned above. 
Opinions expressed in the article are those of the author 
and are not necessarily those of Raymond James. All 
opinions are as of this date and are subject to change 
without notice. This information has been obtained 
from sources considered to be reliable, but Raymond 
James Financial Services, Inc. does not guarantee that 
the foregoing material is accurate or complete. This 
information is not a complete summary or statement of 
all available data necessary for making an investment 
decision and does not constitute a recommendation.

$8,687,229 IN GIVING
by Tyson Ray, CFP®

We believe that true wealth 
in life can be measured 
by one’s compassion and 
generosity. 

CLIENT GIVING
• Agape House
• Camp Timber-lee Christian Center
• Children’s World Impact
• Greater Cedar Rapids 

Foundation
• House of Hope
• Inspiration Ministries
• Ronald McDonald House
• Safe Families for Children
• Samaritan’s Purse
• St. Jude Children’s Hospital
• The Salvation Army
• Time is Now to Help
• United Way
• Various Churches
• Various Colleges & Universities

….and many other client supported 
organizations and charities

FORM WEALTH 
PHILANTHROPY
• Aurora Health Care – Color for Care
• Biz360/BizTank Scholarship 

Program
• Children’s World Impact
• Elkhorn Area Middle School – 

March Madness
• Elkhorn Area High School – 

Project Graduation
• Elkhorn Soccer Club
• Geneva Lakes Family YMCA
• Geneva National Foundation – 

Children’s Memorial Hospital
• Mt. Zion Christian School
• Open Arms Free Clinic
• Purple & Gold Fund – Elkhorn 

Scholarship Foundation
• Royal Family Kids Camp
• Safari Club International
• Safe Families for Children
• Special Operations Warrior 

Foundation
• Stir it Up Walworth County
• United Way of Walworth 

County – Run United
• Walworth County Arts Council
• Walworth County Economic 

Development Association – 
Inspire

• Woods School
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No complicated planning strategies 
here, just basic concepts that are 
rarely taught and that could have 
a meaningful impact as people 
navigate their lives. We hope you 
enjoy this second installment of 
some helpful advice and feel free to 
pass along any of this information to 
those you care about most. 

HELPING OTHERS TOGETHER 
#2 – LIFE INSURANCE

I can already hear the moans…ugh, life 
insurance! I don’t blame you. There 
are reasons this planning topic carries 
with it either boredom or trepidation. 

First, there is no fun in planning for 
your demise. Second, with so many 
types of insurance available, it can 
be extremely confusing. And third, 
it can feel like you are being “sold” 
something as opposed to really making 
the right choice. Hopefully we can 
help end that today. In this quarter’s 
column, I want to talk a little bit about 
insurance: how we plan for this with 
most clients and how to know how 
much is enough. I promise, I will make 
it as short and painless as possible…
so, here’s the high-level view.

Let’s start by answering the question - 
how much? There are two schools of 

As we continue sharing simple concepts in our new 
featured column, we intend to provide foundational 
stewardship principles that can be shared with your 
children, family, friends and neighbors.

HELPING OTHERS TOGETHER
by Luke Kuchenberg, CFP®

CONTINUED ON PAGE 5

thought for the amount of death benefit 
one should have in place. The old school 
of thought was 5-7 times your annual 
salary. The newer thinking is something 
called Human Life Value. Just like it 
sounds, that human life figure can come 
out to be extremely high, even with a 
modest salary calculated for life. Thus, 
in an over-simplified version, we look at 
a client’s overall debt, assets and goals 
and then work together to calculate 
an amount. There is no “right” answer 
or formula but rather a conversation 
based on the points above that create 
the best outcome.

Once the amount is established, we 
look at the type of insurance. With 
this point, we believe in obtaining the 
most cost-effective coverage possible 
for the timeframe a client needs the 
insurance. We also believe, that road 
only leads to term insurance. It can be 
very cost-effective for the coverage it 
provides and can be purchased in a 
multitude of coverage amounts and 
time frames. To be clear, for the vast 
majority of our clients, we do not 
believe in any form of permanent 
life insurance coverage that includes 
building cash value. 

Our strong opinion, noted just above, 
is because we really view a client’s 
life insurance needs as a defined 
segment of their life.  With proper 
planning and stewardship, by the time 
a client reaches retirement/financial 
independence, the goal is to be self-
insured with the assets you have saved 
in investments and debts you have paid 
off. Thus, the plan is that, by the time 
your term life insurance policy expires, 
we have helped a client accumulate 
enough wealth that the insurance need 
and its related cost may no longer exist.

In the end, please keep in mind this 
advice is general and we customize 
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Why do you get out of bed each day 
and what are you trying to accomplish? 
Recently, I was reminded of this 
question while on my family summer 
vacation, as Jenny and our boys slept 
in everyday until 10 a.m. and I was up 
at 5 a.m. each morning. I got out of 
bed, made a pot of coffee and enjoyed 
time to reflect upon the past and 
think about the future. Each morning 
I would start with a blank legal pad to 
capture my thoughts around Why. 

The question I was asking myself 
each morning was what do I really 
do? Is it comprehensive financial 
planning? Yes, but it is bigger than 
that. Is it building and managing 
investments? Yes, but it is bigger than 
that. Is it building multi-generational 
relationships with clients? Yes, but it 
is even bigger than that. 

“What am I trying to do with my 

life?” I asked myself. As the days 
passed and I looked over the 
different ways I asked that question, 
my notes boiled down to one big 
theme, my passion is to help people 
live better. That is the heartbeat of 
FORM Wealth Advisors, “Helping 
Make Your Life Better!”

I believe too many investors and their 
financial advisors are just trying to 
make as much money as possible, 
defining their life’s success in dollars. 
But more money doesn’t always lead 
to a better life. We are different from 
other advisors in many ways because 
our passion is to help you enjoy the 
best life you can afford, not just to 
make more money. 

In helping you live a better life, we 
provide and serve 3 specific roles with 
3 different perspectives for each role. 

Role: Coach 
Perspective: Be, Do, Have
As your coach, we discuss and discover 
how you find fulfillment and joy in life. 
Tell us who you want to be, what you 
want to do, what you want to have – 

Early in my career, I 
hired a professional 
development coach and 
was asked that question.

WHY GET OUT OF BED? 
by Tyson Ray, CFP®

and we then help you by developing 
strategies and necessary plans to 
achieve the best life you can afford.

Role: Teacher 
Perspective: Time, Energy, Money
As your teacher, we help educate 
you about the limited resources of 
time, energy and money by providing 
truthful information and experienced 
perspective. We educate you to make 
meaningful decisions based on how 
these resources effect your current 
and future life.

Role: Advocate 
Perspective: Love, Joy, Peace
As your advocate, we seek to 
encourage and motivate you to live 
your best life. We prompt you to make 
decisions that enhance your ability to 
love and be loved, to embrace joy in 
what you have and to find peace in 
knowing that we are with you every 
step of the way.

When someone asks you why you are 
a client, we hope you can honestly 
say, “Because FORM Wealth Advisors 
helps me live better!” We really 
believe we do, can and will help you 
have the best life you can afford. 

So now I want to ask you, why do 
you get out of bed? What do you 
want to accomplish tomorrow and 
in the future? Why do I ask? Because 
over time the answer changes and it 
allows us to help you explore how to 
make your life better. P

“As your coach, 
teacher and advocate, 

we are focused on 
helping make your 

life better.” 
– TYSON RAY, CFP®
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LESSONS FROM A LIFE 
continued from page 1

HELPING OTHERS TOGETHER
continued from page 3

Two, tell a good story. No one could tell a story like John. 
When he told one, you were there! The sights, the sounds, 
the smells - he made it real. Whether telling you about a 
family road trip to Montana or a whopper of fishing tale 
(which were some of my favorites), no one told it better. His 
big grin and hearty laugh were so contagious! Sometimes in 
life, we all need a good story. It can brighten our mood, 
lighten our load and give us a laugh. John, I will never forget 
how you told a story; we are all better for hearing them.

And three, laugh. John had an undeniable wit and a 
legendary sense of humor. Few loved a good joke or a 
prank more than he. True to his nature, in his last days we 
were sitting together watching the Brewers game and he 
said how funny it would be if we could rig a recorder with 
his voice for his visitation so when people approached his 
casket, he could yell, “Hey, how do I look?” Or “Wow, I 
haven’t seen you in a while!” Or my favorite, “Sorry, I’m 
not here, I’m out fishing!”  Boy, that gave him a good laugh. 
John, I will never forget your sense of humor. Thank you 
for showing me that sometimes all we can do is laugh.

My father in law was 68 when he passed, an age many will 
say is too young. Yet none of us gets to pick our future. We 
can only do the best we can with the time we are given. 
Tyson and I like to say that we don’t just plan financial 
details here, but we also help you, our clients, try to live 
a better life. Interestingly enough, that is rarely about the 
money, but rather about the moments. 

Take time to be with family, grab dinner with friends or 
take time to reflect on the past and what your future still 

holds. Maybe you already have your own drive to keep 
things in perspective, to enjoy the small things and take 
each day as it comes. But, should you need a reminder, 
please take heart from the story above and carve out a 
little more time to show someone some patience, tell a 
friend or your child a good story, and have a good laugh. I 
believe it has a chance to make a big difference.

In closing, many of you have been so thoughtful and kind 
in your sympathy and blessings to our family during these 
last few months. For that, I very sincerely thank you. It 
means so much. P 

each insurance planning point to each 
client situation. However, even today, 
many clients do not realize that we are 
fully licensed to discuss and properly 
place life insurance. Additionally, we 
can provide life insurance from dozens 
of providers and are able to customize 
insurance solutions around your needs. 
If you have insurance already in place 

now, those policies should be reviewed 
to determine if they still are meeting 
your current life situation and goals.

If you or your loved ones have 
insurance questions, please let us 
know. We would be happy to help 
simplify and create a plan designed to 
fit your needs. P 

Life Insurance: These policies have exclusions 
and/or limitations. The cost and availability of 
life insurance depends on factors such as age, 
health and the type and amount of insurance 
purchased. As with most financial decision, there 
are expenses associated with the purchase of life 
insurance. Policies commonly have mortality 
and expense charges. In addition, if a policy 
is surrendered prematurely, there may be 
surrender charges and income tax implications. 
Guarantees are based on the claims paying 
ability of the insurance company.
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PUMPKIN CHEESECAKE WITH GINGERSNAP CRUST 

How to Make It

For the gingersnap crust: In a food processor 
or blender, grind the gingersnaps until fine. 
Pour into a bowl and stir in the pecans, melted 
butter, brown sugar and salt. Press into the 
bottom and sides of a 10-inch springform pan 
and refrigerate for 30 minutes. 

Preheat the oven to 350 degrees F. 

To make the filling: Beat the cream cheese in a stand mixer until soft, scraping the 
sides once. Mix in the pumpkin, scraping the sides once or twice. Add the eggs 1 at 
a time, allowing them to mix in, then add the sour cream and mix. With the mixer on 
low, add the granulated sugar, cinnamon, vanilla and nutmeg. Thoroughly scrape the 
bowl and mix to ensure everything is smooth and mixed in. 

Pour the filling into the pan, smoothing the top. Set the pan on a baking sheet and 
bake until the filling is no longer soupy but still slightly jiggly, about 50 minutes. Turn 
off the oven, open the door just a hair and let the cheesecake sit in the oven for 15 
more minutes. Remove from the oven and allow it to cool for 30 minutes, then cover it 
with plastic wrap and put it in the fridge to chill for at least 4 hours or overnight. 

Slice the cheesecake and top with whipped cream and chopped pecans.  

Ingredients

12 ounces gingersnaps

1/2 cup pecans, finely chopped

6 tablespoons salted butter, melted

2 tablespoons packed brown sugar 

Dash of kosher salt 

Three 8-ounce packages cream 
cheese, softened

One 15-ounce can pumpkin puree

3 large eggs, at room temperature 

1/4 cup sour cream, at room 
temperature 

1 1/2 cups granulated sugar 

1 teaspoon ground cinnamon 

1 teaspoon vanilla extract

1/2 teaspoon ground nutmeg 

Whipped cream, for serving

Chopped pecans, for serving

She has been with FORM Wealth Advisors since 2014 
and is licensed, having earned her Financial Paraplanner 

Qualified Professional™ designation from the College of 
Financial Planning. 

We are so happy to see that  DeAnna’s  hard work and 
dedication have carried her through to working day-to-day 
with clients as an Account Executive. The background and 
experience she brings along with her paraplanner 
designation will be useful tools  as  we continue to work 
together to help clients navigate their futures. 

DeAnna and her husband, Doug, are lifelong residents of 
the Lake Geneva area and are the proud parents of two 
daughters. Sarah is a physician’s assistant practicing family 
medicine and living in Houston, Texas. Sarah and her 
fiancé, Corey, are counting down to their April wedding. 
Kelly is a 6th grade language arts teacher in Janesville, 
Wisc. DeAnna is active in charity work and enjoys a good 
book when the girls are away and Doug is out golfing.

DeAnna enjoys working in the FORM Wealth environment 
and the growth and opportunity it provides.   “Being on 
the FORM Wealth team has been such a positive, growth 
experience.” DeAnna shared. “I look forward to staying 
engaged and getting to know even more of our clients 
and putting faces with the names of which I have grown 
so familiar.” P

DEANNA MILLER 
ACCOUNT EXECUTIVE 
by Tyson Ray, CFP® and Luke Kuchenberg, CFP®

We are pleased to announce that 
DeAnna Miller has been promoted to 
serve as an Account Executive.
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THE CLINIC IS OPEN

Tyson Ray and FORM Wealth 
Advisors continue their support 
of the Children’s World Impact 
Foundation. CWI brings hope 
to orphaned and needy children 
worldwide striving to break the 
cycle of poverty. In 2018, we 
helped fund and raise $129,229 
toward the construction of a 
medical clinic in Haiti. This in-
cludes the more than $46,500 
raised from the annual CWI Golf 
Outing held in August. CWI is 
grateful for the ongoing sup-
porters and volunteers for their 
generosity of spirit and faith. The 
clinic was dedicated on August 
30, and even though Tyson 
couldn’t be there physically, he 
was with them in spirit as we 
continue this important and im-
pactful work.

In addition, CWI continues 
their support of the ongoing 
projects making an impact on 
the lives of widows and orphans 
as well as marginalized people 
throughout the local community 
and the world. During these 
past 11 years, the organization 
has expanded to reach more 
than 11,000 individuals in 
communities throughout the 
southeast Wisconsin area, as 
well as the countries of Haiti, 
Ecuador and Ghana, Africa. P

CHILDREN’S WORLD IMPACT
431 Geneva National Avenue South

Lake Geneva, WI 53147

www.cwi.org

Clinic in 2012

Wrapping up in 2018

Tyson with James Matthews, Ted Johnson and Lance Hagenbeck at the CWI Golf 
Outing - didn’t quite win the tournament, but gave it a good run.
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FORM Wealth Advisors is independent of Raymond James Financial Services, Inc. and is not a registered broker/dealer. Securities offered through Raymond James Financial Services, Inc., member FINRA/SIPC. Investment 
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any statements, opinions or forecasts provided herein will prove to be correct. Investing always involves risk and you may incur a profit or loss. No investment strategy can guarantee success. Past performance may not be 
indicative of future success. Changes in tax laws may occur at any time and could have a substantial impact upon each person’s situation. While we are familiar with the tax provisions of the issues presented herein, as 
Financial Advisors of Raymond James Financial Services we are not qualified to render advice on tax or legal matters. Cover photo courtesy of Matt Mason Photography.
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FORM FAMILY
Fall 2018

FORM MISSION

FORM Wealth Advisors seeks to be a family’s sole financial 
advisor. Working with only a select number of clients, we consult 
by knowing your Family, Occupation, Recreation, and Mission. 

Then we focus on risk management.

CARSON RAY, 10

NELSON RAY, 15

AUSTIN RAY, 13

JACKSON KUCHENBERG, 9
LAUREN KUCHENBERG, 7


