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With offices in Cincinnati and Denver, Oxford Financial Partners serves clients across more than 20 states. Our  
clients range from those who are just starting to think about and plan for retirement to those who are in retirement  
and want to ensure their funds are sufficient and their long-term wishes intact. No matter where you are in your  
retirement journey, we can partner with you to help towards making your goals a reality.

Our investment management services are driven by some fundamental beliefs that are borne of leading-edge research 
and a quarter century of experience. Our entire investment philosophy has been distilled into a proprietary investing 
system and nationally acclaimed book entitled Power of 5 Investing®: 5 Powerful Principles for Retirement Investing.

April 26, 2016 marked 
one of the biggest 
changes in Oxford’s 25+ 
year history.  On that 
date we announced the 

formation of our own independent invest-
ment advisory firm, Siena Capital, LLC doing 
business as Oxford Financial Partners.  I 
am proud to report that, at the time of this 
writing, 95% of client accounts are already 
open and transferred.  That’s a lot of families 
to transition in a mere two months.  The team 
at Oxford has been working diligently on this 
transition for nearly eight months now, and 
we wish to sincerely thank all of our clients 
for their prompt attention to the paperwork.  
Our clients are incredible!

Partnering with Schwab as the new custo-
dian for our accounts introduces numerous 
benefits for our clients.  Among these:

• Easy-to-read monthly statements, includ-
ing bundling statements into one mailing 
for the household

• Truly useful quarterly performance 
reports (if you are a current client your 
performance report is included with  
this newsletter)

• No monthly or annual account fees

• Streamlined online account access and 
paperless statements – clients may call 
or email us to request online access

• FDIC insurance on cash balances in  
client accounts 

• Reduced costs on certain mutual funds 
clients may already own.  These savings 
will be passed on to clients (clients 
will hear more about this in August).

Be sure to visit our revised website at  
www.oxfordfinancialpartners.com.  We have 
added several pages and links that you might 
find interesting:

• For a detailed description of our ser-
vices and pricing, including links to our 
registration documents with the Securi-
ties and Exchange Commission, simply 
navigate from our homepage to “About” 

and follow the drop down menu  
to “SEC Documents.”

• Clients may view their accounts online 
by navigating to the “Client Login” page.  
Once there, view your existing Personal 
Financial Portal account by clicking the 
burgundy colored “Current Client Login” 
button.  You can also link to your Schwab 
account by clicking in the gray box at 
the bottom of the page where it says 
“Schwab Alliance Login.”  

• Finally, there is an updated sum-
mary of how client accounts are 
protected at “Process”, followed by 
“Investor Protection.”  It may not 
be the most exciting reading, but I 
do encourage you to take a look.

We are incredibly grateful to our clients for 
their patience during this transition.  It truly 
is an honor to serve so many wonderful fami-
lies.  If a friend or family member of yours is 
interested in learning about the benefits of 
partnering with Oxford, please have them 
contact us for a free consultation. 

SUMMER 2016
WELCOME TO THE NEW 

OXFORD FINANCIAL PARTNERS!

http://www.oxfordfinancialpartners.com


SUMMER 2016PAGE 2

BREXIT – A POLITICAL EARTHQUAKE 
FELT AROUND THE WORLD

On June 23, the U.K. voted by a narrow 
52-48% to exit (coined ‘Brexit’ for Britain’s 
exit) the 28-nation economic and political 
bloc called the European Union (EU). It was 
a non-binding referendum, which means 
lawmakers in Britain could ignore the results, 
but that seems unlikely. In a nutshell, dislike of 
EU regulation and immigration requirements 
trumped the economic uncertainty of a Brexit.

Since most pollsters and analysts had fore-
cast a win by the ‘Remain’ camp (and shares 
had rallied in anticipation of the vote), the 
following day’s market reaction was swift.

Senior analyst Howard Silverblatt at Standard 
and Poor’s tweeted June 24’s selloff shaved 
$2.1 trillion off global equity values. Mean-
while, relatively safer assets such as most 
European government bonds and U.S. Treasur-
ies rallied (Bloomberg).

The reason for the selloff: markets hate 
heightened uncertainty. This is especially true 
of short-term traders versus those who have a 
long-term perspective and are more forgiving 
of disappointments. But as markets digested 
the news, cooler heads prevailed and stocks 
rallied. By month’s end, the S&P 500 had 
erased much of the early losses, surpassing 
its June 22 level (St. Louis Federal Reserve).

Two notable casualties: the referendum quickly 
claimed the career of UK British Prime Minister 
David Cameron, who favored staying in the EU, 
and the British pound fell to its lowest level in 
30 years (St. Louis Federal Reserve).

U.S. IMPACT

As the political fallout continues, many at 
home are asking, “How will this affect U.S. 
financial markets and the U.S. economy?” 
No one’s crystal is perfect, but let’s take a 
reasonable stab at it.

It’s hard to see how this alone becomes a 
Lehman moment that crashes into the credit 
markets and destroys liquidity. One week 
following the Brexit vote, credit markets are 
functioning well.

Banks in the U.S. are in much better shape 
today as the latest Fed stress test corrobo-

rates, the consumer is healthier than in 2008, 
and housing is on a firmer ground.

Yes, there are weak spots, such as business 
spending, but when Lehman Brothers im-
ploded, the U.S. was already in a recession.

Risks of a U.S. recession have inched higher, but 
problems in Europe alone shouldn’t be enough to 
sink the U.S. economy. Let me explain.

Last year, U.S. exports totaled $501 billion to 
the EU (U.S. Census). But the U.S. economy 
towers over $18 trillion (U.S. BEA). It’s less 
than 3% of U.S. Gross Domestic Product 
(GDP). Compare that to consumer spending, 
which makes up 70% of GDP.

However, recession risks have spiked in the 
UK. According to the Wall Street Journal, some 
companies have already put British investment 
plans on hold and others are looking at pulling 
some operations out of the UK. While the drop 
in the pound will make UK exports cheaper, it 
will likely raise inflation as import prices rise. 

Because Britain is the EU’s second largest 
economy (Wall Street Journal) a UK recession 
is bound to have an impact on Europe’s strug-
gling expansion. 

WHAT MARKETS WANT TO SEE

Markets deeply dislike events that create 
unwanted uncertainty. Unwanted uncertainty 
creates added risk, which must be priced into 
stocks. Hence, we get volatility.

While there is an outside chance a UK exit 
may never happen, odds are very low at this 
juncture. So a quick resolution that brings 
certainty would be welcome.

Again, that’s probably not going to happen, 
as negotiators have two years to hammer 
out a very complex agreement. And the clock 
doesn’t start ticking until the UK officially 
states its intentions (Atlantic). That has yet to 
occur and probably won’t happen until after a 
new prime minister takes office in early fall.

In reality, the EU and the UK need each other. 
While German Chancellor Angela Merkel 
wants to take a cautious approach to a Brexit, 
she also said, “We will ensure the cherry-
picking principle won’t apply in the negotia-
tions. There must be—and there will be—a 
palpable difference between a country that 
wants to be part of the European Union and 
one that doesn’t (Wall Street Journal).”

In other words, Britain doesn’t get free access 
to markets of EU countries without accepting 
some of the ‘burdens’ that go with it. However, 
the UK posted its biggest trade deficit ever 
with EU countries in the first three months of 
2016 (The Guardian). So the EU’s surplus with 
the UK gives Britain some degree of leverage.

A LOOK AHEAD

Don’t discount the possibility of additional 
short-term volatility, but the quick bounce 
in stocks at month’s end was encouraging. 
Ultimately, the U.S. economy and corporate 
profits have the biggest influence over the 
long-term direction of U.S. stocks, not what 
happens around the globe. 

We’ve witnessed international events that 
have temporarily created volatility before, 
including the Russian default and Asian 
currency crisis of the late 1990s, the tragic 
earthquake in Japan, the 2011/12 eurozone 
debt crisis, and chaos in the Middle East. 

When the waves subside, the focus turned 
back to U.S. fundamentals. I suspect the 
market will eventually find its bearings in a 
post-Brexit world, and the Street’s focus will 
shift back to domestic events. 

The information has been obtained from sources 
considered to be reliable, but we do not guarantee that 

QUARTERLY FINANCIAL MARKET UPDATE 

Index
Q2 

Return %*
2016 

YTD Return  %

DJIA1 +1.38 +2.90

NASDAQ Composite2 -0.56 -3.29

S&P 500 Index3 +1.90 +2.69

FTSE Developed
ex North America 

Index4

-2.69 -5.84

Bond Yields

Yield* - % 
a/o Jun 30, 

2016
Yield - % a/o  
Dec 31, 2015

3-month T-bill  0.26          +0.05 0.16

2-year Treasury  0.58           -0.15 1.06

10-year Treasury  1.49           -0.29 2.27

30-year Treasury  2.30           -0.31 3.01

Sources: 
U.S. Treasury, MarketWatch, St. Louis Federal Reserve, CNBC
*Quarterly: March 31, 2016 – June 30, 2016

Continued on page 3
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By Patrick Walsh  
CFP®

Associate Planner

At a time when your 
career is reaching a 
peak and you are look-
ing ahead to your own 
retirement, you may find 

yourself in the position of having to help your 
children with college expenses while at the 
same time looking after the needs of your 
aging parents. Squeezed in the middle, you’ve 
joined the ranks of the “sandwich generation.” 

We have a number of clients who fit into this 
age generation, but almost all of our retired 
clients have children in this generation. A 
common question we get during annual re-
views is “What simple advice can I give to my 
kids about their financial future?”

I hope that some of the ideas below will help 
answer that question. As always, if you would 
like to have your children meet with us on their 
own or even attend your annual review, by all 
means let us know. We are happy to assist in 
any way that you feel is most appropriate.

WHAT CAN YOU DO TO PREPARE  
FOR THE FUTURE?

Holding down a job and raising a family in 
today’s world is hard enough without having 
to worry about keeping the three-headed 
monster of college, retirement, and concerns 
about elderly parents at bay. But if you take 
some time now to determine your goals and 
work on a flexible plan, you’ll save much 
stress--and expense--in years to come. 
Planning ahead gives you the chance to take 
the wishes of the entire family into account 

and to reduce future disagreements with your 
siblings over the care of your parents.

Here are some ways you can prepare now for 
the issues you may face in the future:

• Start saving for the soaring cost of col-
lege as soon as possible. 

• Work hard to control your debt. Install-
ment debts (car payments, credit cards, 
personal loans, college loans, etc.) 
should account for no more than 20 per-
cent of your take-home pay.

• Review your financial goals regularly, 
and make any changes to your financial 
plan that are necessary to accommodate 
an unexpected event, such as a career 
change or the illness of a parent. 

• Invest in your own future by putting 
as much as you can into a retirement 
plan, where your savings (which may 
be matched by your employer) grow tax 
deferred until you retire. 

• Encourage realistic expectations among 
your children; their desire to attend an 
expensive college will add to your stress 
if you can’t afford it. 

• Talk to your parents about the provi-
sions they’ve made for the future. Learn 
the whereabouts of all their documents 
and get a list of the professionals and 
friends they rely on for advice and 
support. At Oxford, we view our role 
as the “quarterback” of the relation-
ship with many of our clients, and often 
work side by side with other profes-
sionals such as attorneys and CPAs.

CONSIDERING THE NEEDS  
OF YOUR CHILDREN

Your children may be feeling the effects of 
your situation more than you think, especially 
if they are teenagers. At a time when they are 
most in need of your patience and attention, 
you may be preoccupied with other things 
going on in your life.

Here are some things to keep in mind as you 
try to balance your family’s needs:

• Discuss college plans with your children. 
They may have to settle for less than they 
wanted, or at least take a job to help meet 
costs.

• Avoid dipping into your retirement sav-
ings to pay for college. Your children can 
repay loans with their future salaries; You 
cannot take out a loan for your retire-
ment.

• If you have boomerang children at 
home, make sure all your expecta-
tions have been shared with them, 
too. Don’t be afraid to discuss a 
target date for their departure.

Most importantly, take care of yourself. Get 
enough rest and relaxation every evening, and 
stay involved with your friends and interests. 
Finally, keep lines of communication open with 
your spouse, parents, children, and siblings. 
This may be especially important for the 
smooth running of your multi-generation fam-
ily, resulting in a workable and healthy home 
environment.

Portion of this article provided by Broadridge Investor Com-
munication Solutions, Inc. Copyright © 2006-2016 Broadridge 
Investor Communication Solutions, Inc. All rights reserved.

THE “SANDWICH” GENERATION

the foregoing material is accurate or complete. The 
information contained in this report does not purport to 
be a complete description of the securities, markets, 
or developments referred to in this material. All items 
discussed in this report are for informational purposes 
only, are not advice of any kind, and are not intended as 
a solicitation to buy, hold, or sell any securities. Nothing 
contained herein constitutes tax, legal, insurance, or 
investment advice.

 Stocks and bonds and commodities are not FDIC insured 
and can fall in value, and any investment information, 

securities and commodities mentioned in this report may 
not be suitable for everyone.  U.S. Treasury bonds and 
Treasury bills are guaranteed by the U.S. government 
and, if held to maturity, offer a fixed rate of return and 
guaranteed principal value.

 Past performance is not a guarantee of future 
performance. The performance of an unmanaged index 
is not indicative of the performance of any particular 
investment, and it is not possible to invest directly in any 
index.  Different investments involve different degrees 
of risk, and there can be no assurance that the future 
performance of any investment, security, commodity or 
investment strategy that is referenced will be profitable or 
be suitable for your portfolio.

1 The Dow Jones Industrials Average is an unmanaged index of 30 
major companies which cannot be invested into directly.  Past 
performance does not guarantee future results.

2 The NASDAQ Composite is an unmanaged index of companies 
which cannot be invested into directly.  Past performance does not 
guarantee future results.

3 The S&P 500 Index is an unmanaged index of 500 larger companies 
which cannot be invested into directly.  Past performance does not 
guarantee future results.

4 The FTSE Developed ex North America Index is an unmanaged 
index of large and mid-cap stocks providing coverage of developed 
markets, excluding the US and Canada. It cannot be invested into 
directly. Past performance does not guarantee future results.

Quarterly Financial Market Update 
continued from page 2



PAGE 4SUMMER 2016

Oxford Financial Partners is a registered investment advisor. 

staff@oxfordfp.com | Phone (513) 469-7014 | Toll-free (866) 469-7014 | Fax (513) 672-0363 | www.oxfordfinancialpartners.com

By Kim Stark 
Family Wealth Advisor

School is out.  Kids are 
going to be with you 
more going to the store, 
wanting snacks at the 
pool, begging to go to 

the amusement park.  What a great time to 
concentrate on teaching them some of the 
basics of money.  The reality is that most 
parents do more harm than good when they 
try to teach their children about money.  Don’t 
be mad at me – it’s just a fact.  They make it 
seem that saving is a punishment.  We need 
to teach them to Want to save and be rational 
spenders.  This responsibility doesn’t start 
and end just with parents.  It takes a village so 
Grandparents, read on.

1. Give an Allowance.  This can be their 
first experience with income and can 
go a long way in teaching where money 
comes from, how it works and what to 
do with it when you have it.  Even very 
young children can be given a small 
allowance and taught how to count 
bills and coins and how to keep them 
in a safe place.  I am not a believer in 
giving an allowance based on tasks they 
are responsible for around the house.  
Those are just part being a member of 
the family and sharing in the work.  This 
allowance is their own money and hav-
ing their own money can encourage a 
sense of responsibility for it.  That being 
said, you can give them “extra” tasks 
that they can do to teach them how to 
also earn their money.

2. Encourage them to save the allowance.  
Set up a “bank” at home. Pick an attrac-
tive interest rate on any amount they 
save that you add to the account on a set 

schedule. Explain that if they hang onto 
their wealth instead of spending it right 
away, in a little while, they will be able to 
double their money and have it for that 
big “gotta have” moment.

3. Say No – this is mostly directed to you 
– the Grandparents  (which I am so I get 
how this is a tough one).   Limit the yes 
and learn to say no more often.   I believe 
this is self explanatory.

4. When you do say Yes – have a budget 
and restraints and calmly explain why.  
Explain the cost ramifications to the 
family.  Let them contribute.  If the toy is 
$5.00, tell them they need to contribute 
$2.00.   You might see they don’t want it 
THAT badly.  

5. Use cash.  Don’t hand over credit or debit 
cards.  It becomes a mindless activity 
without awareness of the actual effect.

6. Allow them to fail.  Let them spend all of 
their money even if they can’t afford some-
thing else they really want 2 days later.

7. Include them in some family financial 
discussions.  You need a new TV, but the 
water heater broke. You can’t afford to 
do both things right now so discuss the 
process.  Costs of both, timing, what else 
might have to be sacrificed, priorities 
(Hot shower or Reality TV).

8. Charitable Giving – It’s never too early to 
learn about giving.  How about teaching 
them to WANT to donate part of their al-
lowance or the extra money they earned 
or ask you to not give them the interest 
this month and use it for charitable giv-
ing.  A church program they are involved 
in, local food bank, a children’s charity.  

It will also help teach them that they are 
part of a community and can help others.  
If possible, let them witness how their 
gifting is helping others.  They will WANT 
to do it because it feels so good.

9. Introduce them to investing.  Let them 
choose a stock of a company they love, 
companies they patronize are a good 
place to start, i.e., ToysRUs. Explain how 
they are part owners of the company.  
Share the statement every 3 months or 
so and explain the good times and bad.

As you can see, the only lessons here are not 
all about money.  It’s about learning to be more 
helpful around the house, acquire a sense 
of value that goes beyond money, feeling an 
important part of family discussions and deci-
sions, learning how to budget, set priorities.

The younger you start, the more likely these 
lessons will become expected and accepted.  
Kids learn more from what we do than what 
we say so model good financial behavior 
yourself.  When you are at the store and see 
something you would want, but not need, talk 
through the process of decision with them.   
This modeling will be a very worthwhile 
investment in both the child’s and family’s 
overall financial wellness that will last years 
to come.

HOW TO RAISE FINANCIALLY RESPONSIBLE 
KIDS/GRAND KIDS

Kids learn more from what 
we do than what we say  
so model good financial 

behavior yourself.  


