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Many of you have already signed up for online account access and are now able to see 
your statements and accounts online.  One less thing in the mail!  If you would like to 
go paperless, just give our office a call to get started.  Here’s an overview of the process:  

www.netxinvestor.com

Once you are enrolled, you will have the option to update your e-delivery preferences, 
such as adding additional documents or making changes to your Account Profile 
(account nickname, mailing address) and My Profile (password, identity verification).  
You can make these changes by clicking “Go Paperless” at the top corner of the screen.  
These updates can be made at any point.  

As always, please feel free to call our office if you have any questions or you may reach 
SII’s technology support line at 877-375-3636.  

The links being provided are strictly as 
a courtesy to our clients. Our company 

makes no representation as to the 
completeness or accuracy of information 

provided at these sites.  Nor is the company 
liable for any direct or indirect technical 

or system issues or any consequences 
arising out of your access to or your use 

of third-party technologies, sites, 
information and programs made 

available through this site. 

55 W. 94th Place
Crown Point, IN 46307
TF: 800.804.0854
P: 219.795.1000
F: 219.661.4111
 
100 E. Lincolnway Suite 202
Valparaiso, IN 46383
P: 219.850.1040
F: 219.462.2286

635 S. Earl Ave., Suite C
Lafayette, IN 47904
P: 765-464-6054
F: 765-464-6096

1710 N Main Street Suite B
Auburn, Indiana 46706
P: (260) 927-0226
F: (260) 927-0342
 
473 Old State Route 74, Suite 5
Cincinnati, OH 45244
TF: 888.329.1449
P: 513.233.3300
F: 513.233.3301
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Online Access and 
Electronic Delivery
By Bridget C. Shoemaker

• Sign up for e-delivery at our office via paper form.

• Your temporary password will be e-mailed to you.

• Log in using your temporary password, complete your identity 
   verification setup, and set-up a new password.

• You will receive an e-mail every time a new statement or 
   notification is posted to your account.

• Congratulations! Your statements are now available online for 
  10 years, trade confirmations for 6 years, and tax documents 
   for 7 years.  All stored electronically!

SECURITIES AND ADVISORY SERVICES THROUGH SII INVESTMENT, INC. A REGISTERED
BROKER DEALER, MEMBER FINRA, SIPC AND A REGISTERED INVESTMENT ADVISOR. 
OAK PARTNERS, INC. AND SII INVESTMENTS, INC. ARE SEPARATE AND UNRELATED COMPANIES.

Articles and other information in this Newsletter are for informational purposes only and not meant as 
specific investment advice. Your situation may be different. See your advisor for your specific situation.



Like many investors, our clients wonder why information 
that seems positive, or at least not that negative, often creates a 
negative market reaction.  Take the recent drop in the price of 
oil, on the surface that should be a boost for the economy and 
markets but has actually created market volatility.  Filling my gas 
tank is costing me $35 instead of $65 which means more money 
in just about every American’s pocket, right?  However the mar-
kets have reacted negatively to this.  We must remember that the 
markets do not like uncertainty and low oil prices present uncer-
tainty.  Traders also use the headlines to fuel their next bet which 

creates even 
more volatil-
ity.  So what is a 
long term 
investor 
supposed to do 
during turbu-
lent uncertain 
times?  

Brian Westbury, Chief Economist at First Trust Portfolios, 
perhaps provides a solid point of view in his recent article 
(GDP, Strong Again). Westbury states “Instead, investors need 
to focus on the fundamentals that drive the economy, which 
haven’t changed. Monetary policy remains loose, tax rates are 
not going up (regardless of what President Obama said in his 
State of the Union address), and entrepreneurs are still innovating.”

Investors need to stay focused on the health of the overall 
economy.  Low oil prices are putting more money in the pockets 
of almost all Americans, especially lower income earners that 
haven’t reaped the benefits of the market rising since the
’09 bottom.  I believe this will ultimately help the economy
and improve long term market performance of the overall 
economy. 

Oak Partners rolled out the red carpet for Client Advocacy Night in 
December to honor clients who helped grow our business in 2014.  
It was an eventful evening at The Lighthouse Restaurant full of 
entertainment. 

...remember that the 
markets do not like 

uncertainty

March 19th: March Madness
April 15th: Insights from Dave McGarel, 
Chief Investment Officer, First Trust Portfolios L.P.
April 16th: Annual Secure Shred Day

News & 
ANNouNcemeNts
Diana Remboski  

Wow, there is so much going on at 
Oak Partners I don’t know where 
to start. First some fun stuff as we 
congratulate our Executive Assistant 
Amber and her partner Mark on 
their second child Pierce Michael 

born on February 6th. Amber will be on maternity 
leave for a few weeks as she enjoys some time 
with the new baby.

We are excited and proud to announce the opening 
of two new Oak Partners offices, one in Lafayette, 
Indiana and one in Auburn, Indiana (near Fort 
Wayne).  The Lafayette office will be crewed by the 
team of Mario, Jason, and Steve who will be doing 
a day or two in the Lafayette office each week.

The Auburn office will be operated 
by a new Oak Partners team headed 
up by Mark VandeVelde CFP, and 
Nick Schuemann.  Mark and Nick 
are both highly experienced financial 
advisors and are very connected to 
the Auburn community.  We are ex-
cited to welcome Mark and Nick to 
the Oak Partners team.  Please keep 
an eye out for their future contribu-
tions to this newsletter.

While growth is always challenging, we look forward 
to providing the same great Oak Partners experience 
to clients in these new markets. So if you know 
anyone in these local areas, please help us with 
an introduction. We still grow mostly through the 
referrals from our great clients. 

And finally, in December the Oak Partners Board 
extended partnership offers to a number of firm 
Associates based upon tenure and experience. The 
offer involves an equity investment in Oak Partners 
and a seat on the Oak Partners Board of Directors. 
Steve Kavois and Michael Hadt have accepted this 
offer and steps to finalize the process are occurring 
now. So congrats to these valued advisors.

Back to the 
FuNdAmeNtAls 
By Mario A. Ruiz

Upcoming 
eveNts

Client 
AdvocAcy 
Night

Eleanore Bernstein, Mike Barancyk, and Pam Sayers Jerry & Joan Funk with Jeff & Jean Wieseman

Doug & Gail Achterhof Nicole Jamrose



You’ve surely heard about the statistics 
showing the difference between investor re-
turns and market returns; individual inves-
tors tend to significantly underperform the 
markets, but have you ever wondered why? 
Well, it turns out that you are physiologi-
cally predisposed to failing at investing. The 
same reasons humans have survived for 
thousands of years are the reasons we make 
all the wrong decisions at investing. We 
avoid risk at all cost. It turns out that losing 
money hurts roughly twice as much as gain-
ing money gratifies. That’s why it’s so hard 
to stick to an investment strategy. Every 
time the market has a couple of bad days 
you want to pull your money out and sit on 
the sidelines even though you know it’s the 
wrong thing to do.

How can you make your medical cost go further, take an adjustment 
on your tax return and save for retirement in one vehicle?  
The answer is to use a health savings account.  The contributions are tax-deductible, the money grows tax-deferred 
and you can use it tax-free for medical expenses in any year.  This vehicle is being used more now since a typical  
Obamacare compliant Bronze health plan has an average high deductible of $5,000 for an individual and $10,000 
for a family.

In 2015 you can contribute up to $3,300 for individual coverage to an HSA or $6,550 for family coverage 
(plus $1,000 if you were 55 or older in 2014). The funds that you place into this account qualify as tax-deductible 
and they can be used tax-free for out-of-pocket medical expenses, such as your deductible, co-payments for medical 
care and prescription drugs, or bills not covered by insurance, such as vision and dental care. There is no time limit 
for using the funds and the account can be funded additionally in subsequent years, building up the value to be used 
for future medical costs.  HSA funding ceases at age 65, though using the funds for medical expenses can continue.

If you use the funds for non-medical expenses before age 65, you’ll have to pay a 20% penalty plus taxes on the non-
qualified withdrawal.  But once you reach age 65 the penalty of such non-qualifed use goes away and you are 
just subject to taxes.  This looks sort of like a distribution from a retirement plan where you pay the tax but you 
have met an age requirement to avoid any penalties.

The use of Health Savings account is definitely a creative way of helping to meet several goals in one vehicle.

According to “My Personal Benchmark,” the 
market is down roughly 40% of the time in a 
given month, 12% of the time in a 5-year peri-
od and 0% of the time in a 7-year period. Logi-
cally, staying invested is often the best strategy 
for a long-term time horizon, but it’s hard to 
be logical. That’s where we come in. As your 
advisors we often act more like financial thera-
pists than financial planners. We do our best 
to help you remove emotion from the decision 
making process and focus on the strategy we 
created to help achieve your given investment 
goals. To use a nautical analogy, we focus on 
the direction of the tide even though you may 
be worried about the choppiness of the waves. 
So rather than change course to steer around 
the waves, we just have to hold your hand while 
you get sick off the side of the boat.

the Problem
wITH INSTINCTS

Stephen P. Kavois, CFP®
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Prospectuses, monthly statements, quarterly statements, annual statements, annual reports, tax 
documents and on and on and on.  If you have been a client of Oak Partners for any length of time, 

your mail box has probably been filled with all the items listed above and then some.  You also might be wondering to 
yourself why did they kill an entire tree to send me this and do I need to keep it all?  
Well you are not the only person wondering this.  A longtime client and friend of 
Oak Partners was asking himself the same thing and brought it to our attention in 
a recent review meeting.  

So the question was asked “What should I keep and what should I shred”?  
The short answer is absolutely everything or nothing, it really comes down 
to personal preference.  The key point I want to make is that most every-
thing you get on a regular basis, ie. Pershing/SII is “easily” reproduced by 
your advisor in our office in Crown Point.  The one exception is when you 
get something “out of the ordinary”, a piece of mail that you do not recog-
nize.  Pick up the phone and call your advisor or bring it with you to your 
next review meeting and it will be addressed. 

Finally, if you would prefer to lighten the load of your local mail carrier there is 
a simple way to sign up for email delivery of all of those documents.  So on behalf of the 
“Oak” in Oak Partners ask your advisor how to sign up and save some trees for goodness sakes.  

Use of 
Health Savings 
Account
By Vince A. Catania, CPA, PFS  



If you watch any professional sports event on TV, you’re bound to see dozens of 
commercials either offering consumers a close personal relationship with an online 
trading firm website or telling them why they no longer need a financial advisor at all. 
It’s all very confusing and I wish this industry did a better job of educating consumers 
on how it can help them and what it should cost.

At Oak Partners, we have spent 20 plus years evolving and enhancing the service and 
experience we provide and understand intimately how our business can help enhance 
the lives of our clients.

Regardless of what the TV commercials say, we understand a client/advisor relationship 
helps provide the cornerstone of successful wealth planning. The ability to sit down, face to 
face, and discuss the financial strategies and habits necessary to achieve success simply can-
not be underestimated.   

How many of you are guilty of taking a friend’s “hot” stock 
tip?  For the most part, all of us are guilty.  This brings me 
to think, why on Earth would someone put his or her hard-
earned money at risk in such a manner?  Behavioral finance 
helps shed light on actions such as this, and the mechanisms 
that drive public choice and how market decisions are made.

Many of you may be scratching your head and wondering 
what is behavioral finance.  Behavioral finance studies the 
effects of psychological, social, cognitive, and emotional 
factors on the economic decisions of individuals and 
institutions. This phenomenon takes into account their 
consequences on market prices, returns, and the resource 
allocation.  People tend to make decisions based on rules of 
thumb, instead of logic.  Market inefficiencies are caused by 
mispricing and non-rational decision-making. These are the 
prevalent topics behind behavioral finance. Our emotional 
and social biases explain why we make the decisions we do.  
For example, knee jerk reactions in the stock market cause 
widespread panic and people to think, is this 2009 all over again?  

Now in no way am I implying that as advisors we are 
psychologists.  However, as trusted advisors, it’s our job 
to help protect our clients from themselves and from 
making rash investment decisions.  

Like any relationship however, time together is key to an advisory relationship as well.  
As a commitment to stay connected with our clients, Oak Partners hosted over 60 events for 
clients and guests last year and the advisory teams at Oak Partners typically meet with three to 
six client families on a typical day.    These events and meetings amount to thousands of hours 
of together time and result in what we believe is the strongest client relationships we can build.

On the flip side of the relationship coin however, we still understand that investment strategy 
matters.   Over the past decade, our strategies have evolved into what we believe is a more cost 
effective and scalable approach that helps provide transparency and value.   

By harnessing talented people and technology Oak Partners will provide our clients with the advisor 
experience they deserve.   As any business grows, it must be managed to deliver quality in a scalable 
way.   The leadership at Oak Partners works hard to engineer our growth in a thoughtful and 
deliberate manner and we look forward to continually serving all of you, our clients.  Thank you.

our 
Commitment 
to you By Marc Ruiz

Why people are prone to making 
bad investment decisions
Curt Magurean 

& Chocolate
Champagne

D’oh

People tend to make 

decisions based on rules 

of thumb, instead of logic. 

Oak Partners hosted Champagne 
and Chocolates Valentine style 
this year. Over 70 clients came 
to Oak to sample some excellent 
pairings of chocolate and cham-
pagne February 12th.

Lisa Batchelder and Lorraine Geberin Mary and Mike Dunn

Al & LuAnn Vandersteen Joe Shimala with Karen & 
Mike Mashura


