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It seems to me that our news has been increasingly prone to hyperbole. 
Hyperbole is defined as “exaggerated statements or claims not meant to 
be taken literally” and in my opinion, there’s plenty of it out there.   

Only a few months ago, we were all a-buzz about the impending US 
Ebola outbreak and just this week, meteorologists were preparing us for 
“The Blizzard of 2015”.  I had plenty of time to stew about it as our Gov-
ernor declared a state of emergency and shut down roads.  With NJ 
Transit train operations cutting me off, I spent a long (and sleepless) 
night camping out at The GenWealth Group.  Fearing that the impend-
ing “monster storm” would keep me from getting to the office, I decided 
to “shelter in place”.   

As it turned out, the forecasted 3 feet of snow was closer to 3 inch-
es...and current statistics indicate that the US managed a total of 10 
Ebola cases...not 10 million. 

So what’s going on and why am I talking about it ?  The answer is simple:  
we have entered a new age of news proliferation and technology. We 
have become conditioned to gravitate toward anything “newsworthy”.  
The media makes everything so very urgent and sometimes it’s hard to 
ignore the “chatter”.     

This concerns me as an advisor because there is plenty of chatter about 
investing too.  It can lead us down the wrong path if we listen too close-
ly.  I hear news all day long that compels us to chase investments that 
did well this month or this week.  Statistics and facts aren’t exciting, so 
the general news media tend to leave them out.  But toss in a few dra-
matic headlines and a “news flash” or two and now you’ve got your iPh-
one buzzing with fun sounding alerts! 

In my opinion, investment “chatter” informs nothing but emotional de-
cision making and may prompt too frequent strategy changes leading 
to lower returns.  In fact, a new Dalbar study* of investor behavior shows 
the average investor only earned about 2.5% annually over the past 10 
years. This is far below the performance of both stock and bond mar-
kets over the same period.  

So if markets are at an all time high...why are some investors under per-
forming ?  According to the Dalbar report, behavioral finance takes over.  
The emotions of fear and greed, along with a “herd” instinct are the 
main drivers of irrational behavior   ....Continued on page 4 

 

* Source: Forbes.com  http://www.forbes.com/sites/advisor/2014/04/24/why-the-
average-investors-investment-return-is-so-low/ 
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As your parents age, it’s important to carefully watch over the kinds of 
financial conversations they are having and with whom.  Various types of 
financial fraud and investor abuse are common among the elderly, espe-
cially telephone and mail fraud. 

Here are some questions you can ask your parent (with sensitivity) to 
help ensure they aren’t taken advantage of: 

1. Who manages your money day to day? How is that going? (note: is 
there a stack of unpaid bills on the counter ?  Where is the checkbook locat-
ed?) 

2. Do you run out of money at the end of the month?  Are you able to 
meet your expenses? 

3. Do you regret or worry about financial decisions you’ve recently 
made?  

4.  Have you lent or promised money to anyone recently? 

5.  Have you agreed to make any investments or other financial com-
mitments recently? 

6. Have you given power of attorney to another person?  Has anyone asked you to change your 
will recently? 

7. Do you know where copies of your important documents are?  (Your Will, Power of Attorney, 
Living Will, etc.) Note:  At The GenWealth Group, we now offer to store these important documents.  
See iDoc on back cover) 

8. Has your caregiver (live-in or other) asked you for money recently?  Do they ask you to buy 
them things ?  

9. Have you signed any forms or checks recently?   

10. Has anyone sold you anything over the phone recently ? 

 

You can learn more about scams and how to avoid them at www.ncoa.org/SavvySeniors.  Don’t be 

afraid or embarrassed to talk about it with someone you trust. You are not alone, and there are people 

who can help. Doing nothing could only make it worse. Keep handy the phone numbers and resources 
you can turn to, including the local police, your bank (if money has been taken from your accounts), 
and Adult Protective Services.  

To obtain the contact information for Adult Protective Services in your area, call the Eldercare Locator, 
a government sponsored national resource line, at: 1-800-677-1116, or visit their website 
at: www.eldercare.gov. 

 

Adapted from:  http://www.ncoa.org/enhance-economic-security/economic-security-Initiative/savvy-saving-seniors/22-tips
-for-avoiding-scams.html 

 

 

By Kimberly DiBlasi, Chief Operations and Compliance Officer 
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Financial Red Flags:  A Check List for Elderly Parents 
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The Company We Keep 

With the start of a new year, The GenWealth Group is buzzing with new things to share.  The company 
we keep is growing and we’re greatly indebted to you...our loyal clients.   

Here’s what’s happening: 

In the coming months, we’ll begin construction on our second floor offices. This will allow some of us 
(Mike!) to move upstairs into new offices and make room for new team members .  These new folks will 
be supporting office operations and ensuring our excellent service standards.  Don’t worry...you won’t 
have to climb the stairs for meetings.  Our main conference room will remain easily accessible on the 
first floor! 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

With that, we’re excited to announce that Braden Schipke, CFP®  has 
been promoted to Financial Planner.  In his most recent role, Braden 
served as paraplanner where he focused on portfolio analysis, reporting 
and other planning functions.   

He will now begin working with clients directly.  Braden will also source 
new clients for whom our services are well suited.  Braden joined The Gen-
Wealth Group in May of 2011 and we’re pleased to see his professional 
growth taking shape!   

Please join us in congratulating Braden on his achievement. 

Braden@thegenwealthgroup.com 

 

 

 

By Cherie Leanza, Vice President, Marketing 



 
Financial planning services pro-
vided by The GenWealth Group, 
a Registered Investment Advi-
sor. This registration does not 
imply a certain level of skill or 

training.  Securities offered 
through LPL Financial. Member 

FINRA & SIPC.  
The opinions voiced in this ma-

terial are for general infor-
mation only and are not intend-
ed to provide advice or recom-
mendations for any individual. 
Investments in securities mar-
kets involve risk, including loss 

of principal.  No strategy as-
sures success or protects 

against loss. 
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We have to remember that all strategies go through tough periods (think 
back to the stock market of 2008 and 2009), but investors who stay the 
course have the potential to get rewarded.    

In the past, I’ve written about helping clients avoid their “panic point” (the %  
loss a client can sustain before they panic).  We now need to help clients 
avoid their “frustration point” (or the point when frustration causes an emo-
tional re-design of the portfolio). 

Demanding more of what has done well lately doesn’t guarantee greater gains 
going forward. 

As an advisor, part of my role is to help “filter” the chatter.  The goal is to 
guide clients away from what might be potentially risky and distracting to 
our long term goals. Now...you must excuse me as I have to jump and read an 
alert on the upcoming Superbowl and star quarterback Tom Brady which is 
entitled:  “Don’t Touch My Balls!”….You can’t make this stuff up!  

 

Technology Update 
Technology is so integral in all of our lives today.  We’re introducing a few 
new tech features that all clients can benefit from: 

eSignature:  Allows us to send electronic documents to clients for 
signature.  With eSignature, we won’t have to fax or mail docu-
ments to you.  We can send them  to you securely and you can sign 
and return them electronically, no matter where you are located. 

 

 

iDoc:  By storing documents digitally, we can all reduce the 
amount of paper we keep.  Coming in 2015, iDoc will allow us 
to store your important documents (your Will, Living Will, 
POA, etc.) securely and in one location.  You can simply bring 
these documents to our office and we’ll scan them and return 

the hard copies to you.  You and your family can easily access them through 
our office and everyone will have a central location to find them in times of 
need.   

Appointment Reminders:  Rather than calling, some clients 
prefer that we email reminders.  You can “click” to confirm! 

 

 

Go Green:  Tired of getting so much paper in the mail?  With 
Account View, you can opt for paperless account statements 
and trade confirmations.    Account View allows you to see 
your accounts online, anytime and from various devices in-
cluding your smartphone.    

 

To learn more about any of these new tech features, call our 
office:  973-761-0400 or email :  

Cherie@thegenwealthgroup.com 

 

 

(Ebola...continued)   


