
If I were a betting man, I’d expect that 

government leaders internationally (and 
domestically?) are better prepared for 
today’s turmoil than they were in 2007-
2008.     After all, they’ve had the last few 
years to prepare themselves.   

In addition, private corporations have 
been slow to spend and are sitting on 
war-like arsenals of cash to get through 
any unforeseen circumstances.   

Lastly, consumers have been saving more 
and spending less which should better 
prepare them for what might lie ahead. 

Having said this, it’s clear that the finan-
cial markets are fearful of a double-dip 
recession.  So what does all of this mean 
for you? 

At GenWealth, our philosophy is one of 
growth with protection.  As the world 
economies have shifted, so has our stra-
tegic approach to wealth-management. 

Our proprietary “Momentum Portfolio 
Strategy” is the cornerstone of how we 
manage assets today. 

“Momentum” worked hard this Summer 
to help limit losses for clients as we exit-
ed several markets prior to most sub-
stantial market declines.   

“Momentum” is an im-
portant differentiator for 
GenWealth in the already 
crowded arena of financial 
advice. 

Our goal in Momentum is to 
participate in markets as 
they begin to rise and to exit 
as they begin to decline.   
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The truth is no one really knows. The negative news coming from      
Europe with several countries (including Greece, Italy and Spain) ex-
pressing serious debt concerns, sounds all too familiar.  The pundits 
say the financial damage overseas is being “contained”, yet it appears 
to be having just the opposite effect. 
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By the time you read this, the Summer of 

2011 will be history.  The kids will be back to 
school and we’ll be thinking about Halloween 
costumes!  Before we go there, let me share a 
sweet summer memory… 

During our family vacation in Newport, Rhode 
Island our kids really got into playing Monop-
oly.  After swimming and being out in the sun 
all day, they’d take refuge on the big, shady, 
screened-in porch in the afternoons.  Under a 
quiet ceiling fan, they set up the Monopoly 
board and took on their “alter-egos”. 

While sitting on a comfy corner chair, I’d se-
cretly listen to their conversation.  I heard my 
own “little people” (ages 10 and 7) become a 
banker, a real-estate agent, a deal-maker, and 
even a deal-breaker.   

Their exchanges were sometimes shrewd, 
(sometimes rude!), but always entertaining.  
My favorite was hearing our son Mac (age 7) 
exclaim: ”Boardwalk...COOL...I’ll buy it!”  It 
was as if he already knew the principal of buy-
ing real-estate based on location, location, lo-
cation.   

Monopoly can teach children this concept—
and much more.  The game has  players earn-
ing and spending money, budgeting, consider-
ing decisions based on risk and reward and 
yes—even paying taxes!  There are a lot of life
-lessons inside that box and it’s never too ear-
ly (or too late) to start talking about them.   

In order to survive (and thrive) financially, children 
need to develop these survival skills before they en-
ter the real world.  If not—the world will teach them 
financial behaviors that you don’t want them to 
learn (ie: how to spend money they don’t actually 
have)! 

Here are some age-appropriate guidelines for talk-
ing to children about personal finance: 

Pre-School:   

Introduce the idea of exchanging currency for 
goods or services.  Allow them to pay the cashier 
at the grocery store.  

Let them touch and see various types of money 
(paper and coins) and talk about the value of 
each.     

Elementary School:   

Help children open a bank-savings account.   

Establish a system of work (chores) and rewards 
(allowance) at home. 

Teach children what to do with the money 
earned. Discuss how to spend, save, invest, do-
nate.  Email me for a very special “piggy bank” 
that can assist you with this! 

Discuss “needs” vs. “wants”.  Educate children 
about advertising and how to avoid the pressure 
of buying things that others think they should 
have.   Be a model of good behavior in this re-
gard. 

...continued on page 4 

 

Cherie Leanza, Vice President, Marketing 

The earlier children are introduced to financial fundamentals, the more 
likely they are to become fiscally responsible and be informed investors 
later in life.  Board games (like good ol’ Monopoly) can be excellent finan-
cial teaching tools.   
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“Boardwalk...I’ll Buy It!” 
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Comic Relief:  411  
Customer Service Chronicles 
By Ellyn Ramich  

Our dear client Tinky "Dakota" Weisblat spent 

summers at Singing Brook Farm in Hawley, Mas-
sachusetts during her childhood.  The area long 
represents “home” for her in a sense that goes 
beyond the literal.   

A writer, singer and passionate cook, her most    
recent creation is The Pudding Hollow Cook-
book.  The book (available from 
www.merrylion.com) focuses on common rural 
pursuits--fairs and festivals, gardening and bake 
sales--as well as old-fashioned culinary tradi-
tions including puddings, pies, rhubarb, jellies, 
vinegars, and maple syrup.   

Tinky has a wonderful blog (In Our Grandmoth-
ers’ Kitchens) that accompanies the book and is 
frequently updated with seasonal recipes and 
stories. www.ourgrandmotherskitchens.com 

 

 

Milestones 
With such a diverse (and intelligent) group of clients, we never have any shortage of important 
events to share in this column.  Check out the talented folks among us... 

In Our Grandmother’s 
Kitchens   
By Tinky Weisblat 

Ellyn Ramich is the daughter of our long-time 

friends and clients Joel and Gina Ramich.  She has 
the distinction of being the person in their family 
who has published a book! 

As a 411 operator, Ellyn chose to laugh her way 
through more than eight years of one of the most 
high-stress jobs anyone can imagine.   

411: Customer Service Chronicles is narrated by 
Ellyn sharing true-life stories of 411 calls.  This 
book is a quick, funny read and is available on 
www.amazon.com.  To learn more, about    Ellen 
please visit:  www.ellynramich.com. 

In addition to writing, Ellen enjoys traveling and 
spending time with friends.  She is excited to be 
starting a new job in customer service which will 
generate more stories for her second book in the 
Customer Service Chronicles series. 

 

 

 

Have an accomplishment or milestone to 
share?  Send an email to 

cherie@thegenwealthgroup.com. 



Financial planning services provided 
by The GenWealth Group, a Regis-
tered Investment Advisor. Securities 
offered through LPL Financial. Mem-
ber FINRA & SIPC.  
 
The LPL Financial registered repre-
sentatives associated with this news-
letter may only discuss and/or trans-
act securities business with residents 
of the following states: Arizona (AZ), 
Connecticut (CT), Delaware (DE), 
Florida (FL), Georgia (GA), Massachu-
setts (MA), New Hampshire (NH), 
New Jersey (NJ), New York (NY), 
North Carolina (NC), Ohio (OH), 
Pennsylvania (PA), Washington 
(WA). 
We are licensed to sell insurance 
products in the following states:  New 
Jersey (NJ), New York (NY), North 
Carolina (NC). 
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We invite you to learn 
how GenWealth can help 
you grow and preserve 
the wealth you’ve worked 
hard to accumulate.   
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While no strategy can assure a profit or protect against loss, Momentum 
is designed to help cut losses during periods of market volatility (I think 
Summer, 2011 qualifies) by moving assets to the protection of cash.   

Another important shift in our approach is to reduce clients’ exposure to 
corporate bonds.  We think U.S. Government Bonds and Municipal Bonds 
(while a bit mundane) offer an optimal risk/reward scenario for clients. 

Finally, we’ve shifted our focus away from outside money managers and 
investments that produced disappointing returns in the prior market 
downturn.   

With a combination of these actions, we have re-worked our clients’ port-
folios over the last 12 to 36 months.  It’s our goal to limit losses and help 
our clients sleep better during these volatile times. 

Double Dip? ...continued from page 1 

“Boardwalk!”  ...continued from page 1 

Teen-Early Adults: 

Plan “financial” field-trips.  Take children along to purchase a car, to 
rent an apartment, to negotiate with a contractor, or to see your fi-
nancial  advisor! 

Teach children how to read a financial or bank statement; explain 
how it can be like a “report card” of your financial health. 

Hand over the check-book.  Let them pay your household bills for a 
month or two.  Not only will they learn how to “write a check”, but 
they’ll see what things really cost. 

So the next time you’re looking for something to do with your kids (or 
grand-kids), pull out the Monopoly game.  You’ll be surprised what 
kinds of conversations come up...and what you ALL might learn! 

For more information about talking to children about personal finance, 
check out the following resources and games: 

www.monetta.com/game.htm 
www.themint.org 
www.centsables.com 


