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THE BEST OF BOTHWORLDS:
AUTONOMY,
WITHWORLD-CLASS SUPPORT.

THEMOREYOUKNOW,
THEMOREWEMAKESENSE.

Our 16,000 financial advisors run their own offices andmake their own decisions.
But they have vast resources at their disposal, from a dedicated Branch Office
Administrator to state-of-the-art technology. It’s a unique business model that’s
helped us become one of the largest financial services firms in the country. Maybe
it’s time to grow your practice here. Maybe it’s time you got to know Edward Jones.

Visit edwardjones.com/knowmore

Cynthia Wemyss, CFP®
Financial Advisor
Los Altos, CA
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How to Find a
Financial Advisor
I nvestors looking for a financial advisor will findan industry in a state of flux. • The rise of ro-

bo-advisors like Betterment and Wealthfront has
made investment guidance available for pennies—
but a robo won’t help you plan for the future. Follow-
ing the repeal of the Department of Labor’s fiduciary
rule, which would have required investment advisors
to put clients’ interests first, how can investors gauge

potential conflicts of interest? And if you’ve got
decades before retirement, should you be concerned
about the aging of the industry? (By some reports,
four in 10 advisors are 55 or older.) • The first rule
for advisor seekers: Don’t underestimate the seri-
ousness and rigor this task demands. The quality of
the financial advisor you choose—and your relation-
ship—can have a major effect on your future

A BARRON’S SPECIAL REPORT

By Michaela Cavallaro
Photography by Nick Fancher

Valerie Newell
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well-being.
Before beginning your search, consider

what you want from the relationship. While
a robo can efficiently build a diversified in-
vestment portfolio, most people benefit from
a human touch. From insurance to college
savings to retirement planning to charitable
giving, a good advisor will help you with all
aspects of your financial life, and solve prob-
lems before they occur. Human advisors also
earn their keep by helping clients avoid bad
market-timing decisions—buying when the
market is surging or selling during a crash.
Start your hunt by asking for recom-

mendations from good friends and trusted
colleagues who are in roughly the same
financial position as you. You might also look
for curated lists of advisors who adhere to
high standards, such as members of the Na-
tional Association of Personal Financial Advi-
sors or practitioners who make the Barron’s
rankings of financial advisors.
Once you narrow down the list, search

for each advisor’s name in databases run by
the Financial Industry Regulatory Authority
(brokercheck.finra.org) and the Securities
and Exchange Commission (adviserinfo.sec.
gov). (Barron’s, unlike some other advisor
rankings, carefully vets the regulatory re-
cord of all advisors as part of its evaluation
process.) Check the form ADV for red flags
such as disciplinary actions and criminal con-
victions. The SEC database also allows you
to search by firm, with access to information
about the firm’s clientele, fee schedule, and
conflicts of interest. The firm search turns
up more useful information if you’re looking
at a smaller or independent practice; big
national firms have hundreds of pages of
documents, very few of which are likely to
be relevant to the particular advisor you’re
considering.
Once you’ve ruled out advisors with lousy

track records, plan to spend about two hours
meeting with each of the names remaining
on your list. Valerie Newell, managing direc-
tor of Mariner Wealth Advisors in Cincinna-
ti, says the meeting should include a broad
overview of the advisor’s capabilities. Ask
about the following items:
The portfolio management process.

Does the advisor use asset-allocation models
dictated by the home office, customized
allocations, or a mix of the two? The more
assets you’re investing or the more unusual
your situation—do you have a special-needs
child or big exposure to a single stock?—
the greater the likelihood that you’ll want
an allocation customized to your financial
situation.
Financial-planning capabilities. If you’re

looking solely for investment management,
this function may not be high on your list.
But many people find that once their invest-
ments are sorted out, they’re ready to tackle

issues such as funding their kids’ education,
planning for retirement and their heirs, and
making charitable gifts. Your candidates may
not be expert in each of these areas, but at
a minimum they should be able to offer re-
ferrals to experienced professionals who are,
whether within their firm or elsewhere.
Custody arrangements. Ask who the

advisor uses as a custodian of client assets—
that is, which institution will actually be
holding your money. Most independent advi-
sors are required to use a third party such
as Fidelity Investments, Charles Schwab,
or BNY Mellon Pershing. (Bernie Madoff
did not use a third party; you know how
that worked out.) This is not an issue for
huge firms such as Bank of America Merrill

Lynch and Morgan Stanley, which use their
own banks as custodians.
Fiduciary versus suitability standard.

Under the fiduciary standard, an advisor
is required to put a client’s interests first,
and must disclose and avoid any conflicts
of interest. Registered investment advisors,
known as RIAs, are still legally required to
act as fiduciaries. Other financial advisors
may act as fiduciaries voluntarily. Others
comply with the suitability standard, which
means they must believe that a particular
investment is an appropriate choice for a
client. Advisors following the suitability stan-
dard don’t have to disclose conflicts or even
mention the existence of cheaper or more
tax-efficient alternatives. Either option may
be appropriate, depending on your circum-
stances and preferences, but if in doubt, go
with a fiduciary.
Fees. Advisors use an array of pricing

models, and the variety can make compari-
sons difficult. Many charge clients a percent-
age of assets under management. That fee is
often 1%, with discounts for large accounts.
Other advisors charge an hourly or proj-
ect-based fee (for example, a few thousand
dollars for a basic financial plan). And yet
others are compensated via the commissions
they earn for selling products such as insur-
ance or their firm’s mutual funds.
Aim to reach complete clarity about each

advisor’s setup in this initial meeting. “If an
advisor isn’t prepared to describe exactly
how they’re compensated and how they run

their business, then you probably don’t
want to work with them,” says Ray Scla-
fani, CEO of ClientWise, an advisor-coach-
ing firm in Mount Kisco, N.Y.
Ask advisors who pass the first hur-

dle for a second meeting. The agenda: a
deep dive into your finances, including
the specifics of who exactly would manage
your money and a detailed conversation
about your family’s financial-planning issues.
Listen for content, but also observe chem-
istry. “A lot of people in this business are a
mile wide and an inch deep,” Newell says.
“Spending time with someone helps you
determine whether they’re an expert.”
Experts say a solid investment track

record is the bare minimum. Increasingly,
affluent Americans look to advisors for a ho-
listic approach that includes advice on estate
planning, taxes, and family matters. “The
financial advisor has turned into a family
advisor,” says Lyon Polk, managing director,
wealth management, and a private wealth
advisor at the Polk Wealth Management
Group at Morgan Stanley Wealth Manage-
ment. “Clients expect us to be excellent at
investments, but then the conversation turns
to other things: How do I help my children
have a purposeful life and not be messed
up by wealth? How do I create the time
to pursue my dreams? Is my life running
smoothly, and how do I keep from getting
bogged down?”
Given the advisor’s expansive purview,

consider whether he or she is in it for the
long haul. Do they have a multigenerational
team ready to form long relationships with
your children and grandchildren? Are they
investing in technology to run their busi-
ness and manage your affairs efficiently
and effectively? To get at the last topic, ask
how important technology is to the advisor’s
practice—and only consider advisors who
are enthusiastic about what tech can do for
them, and for you.
These last points are particularly salient

given the aging advisor population. “A lot
of financial advisors have made a lot of
money and don’t have the energy to invest
in their business,” says Ron Carson, CEO
and founder of Carson Wealth Management
Group in Omaha, Neb. “They’re like doctors
in their 60s who don’t keep up on the latest
procedures. You don’t want rich, tired people
managing your money.”
In the end, select an advisor whose

credentials, philosophy, fee structure, and
business approach make sense to you, and
with whom you feel at ease. “You need to
be willing to expose yourself to this person,
almost like you would with a doctor or a
shrink,” says Jill Schlesinger, a certified
financial planner and a business analyst for
CBS News. “If something doesn’t sit right
with you, pay attention to that feeling.”n
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A
s co-head of morgan stanley
Wealth Management, Andy Saper-
stein helps lead 15,632 brokers—the
largest force in the industry. Need-

less to say, he’s one of the most powerful
people on Wall Street.

Barron’s: A new Congress, one where
Democrats control the House and the GOP
controls the Senate, will be seated in
early January. What does this shift hold for
investors?
Saperstein: Elections are always important,
but our approach to clients is long term,
and is based on helping them meet their life
goals. So, from that perspective, the implica-
tions of elections are likely to be minimal.

We’ve seen the return of market volatility this
year. What advice would you offer investors
who are worried that it will continue?
The past [decade] was a historical anoma-

ly engineered by Federal Reserve policy and
easy financial conditions. Now, with mone-
tary and fiscal policy normalizing, investors
should expect that economic and market
volatility will return—and that’s normal.
It’s important not to overreact to short-

term volatility in the market, and it is
critical that you remain invested to the
extent possible. The most important thing is
to work with an advisor and develop a plan
with regular checkpoints on how you are
progressing against that plan. A true profes-
sional advisor…will make sure that [your]
portfolio is appropriate and is prepared for
volatility.

Many market prognosticators expect
more-muted market returns over the next 10
years. Do you agree?
For context, it is important to understand

that U.S. stocks are up 14.5% [compounded
annual growth rate] over the past decade, lit-
erally two times what’s normal, taking them
to four times their 2009 level. U.S. bonds
also have compounded nearly 9% a year,
which is three times the normal rate. So, the
implication is that from current valuations,

the next decade will look more muted.
Given that outlook, what steps should
investors take now?
Active management has exhibited better

downside protection historically, so increas-
ing the portfolio weight to high-conviction

active managers with long successful track
records, and away from strictly passive index
exposure, could make sense here. Consider
alternatives more broadly; private equity
and private credit, to the extent that you can
deal with the illiquidity, can deliver returns

that aren’t correlated to, and also take ad-
vantage of, dislocation in the public markets.

Could we see new market sectors taking over
leadership in the period ahead?
Look, we anticipated that the rolling bear

market would eventually reach the tech and
consumer-discretionary sectors—the last
holdouts. The shakeout started in earnest
in October [with] Fed hikes, the stron-
ger U.S. dollar, the higher cost of capital,
rising commodity prices, and trade wars.
We remain of the view that we’ll see more
defensive-oriented leadership in the mar-
ket, as well as in sectors like energy, which
[tend to] do well in late-cycle, inflationary
environments.

Socially responsible investing has been get-
ting more and more attention. To what extent
is the opportunity real for Morgan Stanley
and your clients?
Yes, we’re seeing growing demand from

both institutional and individual investors.
Morgan Stanley launched its Investing
With Impact platform in April of 2012, the
first by any major financial institution that
was dedicated solely to sustainable investing.
The platform has more than $26 billion in
client assets and more than 120 third-party
separately managed accounts, mutual funds,
exchange-traded funds, and alternative
accounts with custom mandates dedicated
to impact investing. Interestingly, 74% of
[Morgan Stanley] advisors use at least one
strategy on the Investing with Impact plat-
form; 32% use five or more.

Are there any other steps that prudent
investors should be looking at right now?
Plan for outcomes in your life. Long-term

care insurance, for instance, is something
that a lot of people don’t focus on, but can
have a tremendously positive impact on you
and your spouse’s lifestyle in retirement.

How will the wealth management industry be
better for advisors and their clients five years
from now?
[Clients] will have an even higher stan-

dard of care. They’ll get broad advice to
help them meet their life goals, and have
better protection from risk; and the ease
and quality of service will be enhanced.
Advisors will be helped and empowered by
technologies. But the human aspects of a
meaningful relationship with a client and his
or her family cannot be replaced. The indus-
try will be more diverse. We and others are
working hard to continue to make progress;
our advisors will look much more like society
at large.

Thanks, Andy. 

New Rules for a Volatile Market
Morgan Stanley’s Andy Saperstein sees tougher times ahead for investors.

Why it’s time for ‘high conviction’ active managers.

“You need to be

willing to expose yourself

to this person, almost like

you would with a doctor

or a shrink.”
— Jill Schlesinger, CFP,

on choosing a
financial advisor.

Advisor Alphabet Soup
The financial-services industry is rife with certifications, designations, and acronyms used to de-

note professional credentials. Some signify rigorous courses of study; others represent little more than
mail-order diplomas. A guide to the bewildering array of acronyms and designations used by financial
professionals:
CFA—Chartered financial analyst. A designation held by portfolio managers and investment analysts

as well as financial advisors, the CFA credential indicates completion of a graduate-level self-study pro-
gram and a series of three exams covering ethics, investment tools, portfolio management, and wealth
planning.
CFP—Certified Financial Planner. CFPs are required to complete a college-level program of study in

personal financial planning and must pass the six-hour CFP exam. CFPs specialize in helping individuals
and families to reach financial goals.
CPA—Certified public accountant. CPAs must complete a college or university course of study in

accounting and pass a rigorous 16-hour exam.
CIMA—Certified investment management analyst. CIMA is a technical portfolio-construction program

emphasizing a combination of theoretical and practical investing assessment skills. CIMA candidates
attend classes at one of three business schools and take a five-hour certification exam.
CPWA—Certified private wealth advisor. This designation is for advisors working with high-net-worth

clients, or those with more than $5 million in investible assets.
PFS—Personal financial specialist. A designation created by the American Institute of CPAs, the PFS

credential identifies a CPA who concentrates in personal financial planning. These professionals can be
helpful for affluent families with substantial tax-related concerns. M.C.

Andy Saperstein,
Morgan Stanley
Wealth Management’s
co-head, sees rapid
uptake for sustainable
investing.
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Y
ou won’t know for sure how the
new tax law will affect your bottom
line until this spring, but to boost
the odds of good news from the

Internal Revenue Service, now is the time to
start the tax-planning process. And thanks
to the Tax Cuts and Jobs Act, that planning
could be a bit trickier than it was in 2017.
Every year around this time, financial jour-

nalists recommend various money moves to
make before the new year, but even depend-
able, solid advice can fall on deaf ears. When
I was a financial planner in the 1990s to the
2000s, my team and I tried to persuade our
clients to focus on these issues, but we often
got the same old line: “I’m sorry, but I’m just
too busy with the holidays!” (Tip for advi-
sors: We seemed to have the best luck in the
first two weeks of December.)
Put year-end planning in the same cat-

egory as getting a flu shot: You know you
should do it, but life often gets in the way.
Behavioral economists have found that our
brains have a hard time focusing on “bor-
ing” long-term concepts and instead are
drawn to the short-term, more-exciting ones.
Why calculate capital-gains exposure when
there are gifts to buy, parties to attend, and
all those school concerts?
To break the cycle, let’s make a deal: You

invest a little bit of time, and in exchange,
I will help you unlock some hidden cash.
Think of it as a free lottery ticket: smaller

jackpot, but with far better odds.
Because the tax law changes are vast,

you may want to consider having your
accountant do a projection of your 2018
taxes while he or she has the time. Many
Certified Financial Planners and wealth
managers have bought costly software to
help them understand how the new tax code
will affect clients.
Here’s a quick do-it-yourself hack. Pull

last year’s returns and ask two important
questions:
How will your 2018 and 2019 income com-

pare with 2017? Is it likely to be higher or
lower? This estimate will allow you to make
important decisions.
Based on last year’s deductions, am I

likely to itemize, or take the new, higher
standard deduction? The new standard
deduction is $24,000 for a married couple
filing jointly, half that for an individual, and
$18,000 for a head of household. To deter-
mine itemized versus standard, you tally
up deductions, including mortgage interest,
state and local income or sales taxes, real
estate taxes, personal property taxes up to
$10,000, and charitable contributions. Be
mindful of the new restriction that limits
the deduction for interest on mortgages
assumed after Dec. 14, 2017, to a total of
$750,000 of debt for a first and second home.
Homeowners with existing mortgages will
be grandfathered in to $1 million of debt.
Additionally, the new law allows only the

deduction for home-equity interest to “buy,
build, or substantially improve” the home
that secures the loan. So if you used a

By Ross Snel
Illustration by Ben Mounsey-Wood

A
single question, if it’s the right
one, can provide considerable
insight for individuals and families
looking to choose the best financial

advisor to serve their long-term objectives.
And that question, in turn, can offer savvy,
well-prepared advisors the perfect opportu-
nity to differentiate their practices from a
multitude of competitors.
With this in mind, we asked three of the

top minds in the financial-advisory business,
“What is the most important question for
a client to ask of their financial advisor,
and what does the advisor’s response to it
reveal?”

Ric Edelman, co-founder and executive chair-
man, Edelman Financial Services
It’s a two-part question: Has your

investment philosophy/strategy changed in
the past 20 years, and if so, how? And do
you personally own the investments that you
recommend to your clients?”
You want an advisor who has been in this

business since the 1990s—someone who has
gone through the dot-com bubble bursting of
2000, 9/11, and the credit crisis of 2008. Only
with that lens can you be confident that the
advisor has the experience to understand
what it’s like to manage assets and counsel
clients during periods of unprecedented
volatility, heightened uncertainty, and new
depths of fear.
You don’t want the next crisis to be the

first one that your advisor experiences.
Instead, you want a skilled, tenured profes-
sional who can give you effective guidance,
not someone who’s as new to this as you
are.
And when you encounter an advisor with

20-plus years’ experience, you want to know
that his or her advice has remained stead-
fast and consistent throughout these periods.
That’s not to say that the specific invest-
ments might not have changed. But you do
want to know that the approach itself is the
same.
Many advisors are selling products or

endorsing strategies that are vastly differ-
ent from what they were promoting in the
past—and they often changed ideas only
after whatever they had been touting failed
to deliver the returns they’d promised. This
has to make you wonder if their current rec-
ommendations will one day fall victim to the
same fate—leaving you with the same poor
returns they gave previous clients.
And it’s key to ask if they own the

investments they’re telling you to buy.
Too many advisors don’t own what they
promote—and you’d never want to dine at a
restaurant if the chef refuses to eat there.
It’s important that your advisor’s goals

and yours be aligned, and one of the best
ways to do this is to insist that your advisor
own the same investments that you own.
Sure, the asset allocation might vary based
on different needs, but that’s very different
from working with an advisor who invests
his or her money totally differently from
how you’re investing yours.

Joe Duran, founder and CEO, United Capital
Financial Partners
Ask, “How will I know if you’ve really

earned your fee?”
If your advisor says he will outperform

the market or build a financial plan, then
you can probably find a better advisor.
Great advisors earn their fees by helping
you live the best financial life you can. They
bring value by improving the way you make
financial decisions in a dynamic, engaging,
and interactive way. They give you a genuine
sense of control over your financial life.
First, they start by understanding you

(and your family) and what you want your
life to be like. Second, they help you make
trade-offs in an understandable way to help
you optimize the choices you make. And last-
ly, they track, measure, and help you adjust
as life unfolds.
They are mobile and connected to you

through your phone 24/7 in every aspect of
your financial life. If they can’t show you a
system and set of tools that you can under-
stand, then you’re relying on a yellow pad
and the knowledge of one person.

Everyone wants more than they can have,
and advisors worth their fees will help their
clients live richly, not just help them die rich.
They will understand that money is fuel;

it’s not a destination.

Dalal Maria Salomon, CEO and founding part-
ner, Salomon & Ludwin
Here’s the question: Most advisors say

they can create a financial plan. Beyond cre-
ating an initial plan—how do you make sure
that the plan remains relevant to me and my
family, and how do you incorporate it into
our overall ongoing relationship?
And here’s the answer: Life is not

stagnant, so your financial road map needs
to change and transform accordingly. Wheth-
er it’s dealing with the cost of paying for
unplanned health issues or preparing for a
wedding of a child, new grandchildren, the
desire for a second home, college-education
expenses, or any myriad of possibilities—
your advisor should be the first person you
contact in order to incorporate those chang-
es, desires, and needs into your financial
plan.

Your plan should never be a one-time
process that happens to fall only at the
beginning of your relationship with your
advisor. It should be discussed and tweaked
at every opportunity to keep it relevant.
It is from this plan that so much of the

money-management and cash-flow manage-
ment decisions can be made.
For example, with a clear understanding

of your financial requirements and when
those requirements are needed, we can
create a clear sense of dollars and dates.
With enough foresight of those dollars and
dates, lifestyle cash can be created at more
opportune times.
For example, if the plan shows that

$50,0000 is required for a new car in two
years and the markets are hitting all-
time highs—securities can be sold to raise
that cash while markets are favorable (as
opposed to waiting two years when the mar-
kets may be less favorable).
By understanding when and how much is

needed, your advisor should be able to make
thoughtful and logical cash-flow decisions on
your behalf.n

How to Make the
Most of the Tax Cut

April will be too late—you need to make these money
moves before the end of 2018. And remember,
sell the loser investments in your taxable
accounts to offset gains from this year.

Asking Advisors the Right Questions
Three experts reveal the best questions to ask a prospective financial advisor.
Why it pays to favor the ones who personally own the stocks they recommend.
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B arron’s began ranking financial
advisors in 2004 with the goal of
shining a spotlight on the best
people in the business. Many stories

had appeared in the press over the years
about bad financial advisors and the trouble
they caused investors. As important as it is
for journalists to act as watchdogs for inves-
tors, those stories left a void for our read-
ers, who wanted to know: Who are the great
financial advisors and what are they telling
their clients? That’s the question we’ve tried
to answer with our advisor rankings.
We have also just created a new, interac-

tive map populated with all of our ranked
advisors at barrons.com/directory. We hope
you’ll give it a test drive and let us know
what you think.
From the outset, the rankings have been a

remarkable success. Barron’s uses a deeply
researched, quantitative approach to identify
the best in the business. It is now accepted
in the industry that the advisors ranked
by Barron’s represent the top 1% of their
profession. In fact, it has become a badge
of honor to be called a “Barron’s advisor,”
a phrase that has cropped up informally to
describe the folks who make our lists. We

began in 2004 with our first ranking of the
nation’s Top 100 Advisors, working with a
small firm called the Winner’s Circle, which
we acquired in 2008. We published our first
list of the Top 100 Women Advisors in 2006.
A year after that, we published a list of the
Top 100 Independent Advisors, meaning
the best advisors not affiliated with the big
full-service firms such as Merrill Lynch,
Morgan Stanley, Wells Fargo, and UBS.
One problem with all of these lists: They

were dominated by advisors in New York,
California, Florida, and a few other places
where America’s wealth is concentrated. We
knew that we were missing great advisors in
states with smaller amounts of wealth.
Our solution: the Top 1,000 state-by-state

ranking, which we first published in 2009
and expanded in 2014 to 1,200 spots. This
list grants each state a minimum of six spots
and allows proportionately more spots for
states with greater assets.
All of our advisor rankings are based on

hard numbers: an advisor’s assets under
management and annual revenue generated,
as well as length of time in the business,
client retention, and philanthropic work.
Critically important, we carefully check the

regulatory record of each advisor we rank.
Every year, readers ask us how to get

in touch with advisors who are ranked in
Barron’s. This special section, published four
times a year in Barron’s and also available
online, is an effort to make that easier. This
section allows Barron’s-ranked advisors—and

only Barron’s-ranked advisors—to publish
their phone numbers, email addresses, and
website URLs. Advisors pay a fee to be
listed in this section, but their participation
has no bearing on their place in our rank-
ings, nor does it guarantee that they will
be ranked in future years. In our advisor
rankings, as in all Barron’s journalism, the
readers’ interests come first.
We want to thank all Barron’s-ranked ad-

visors and their firms for helping make our
rankings successful. We also want to thank
these advisors for setting the highest stan-
dards for their profession and for sharing
their investing insights on a regular basis
with Barron’s readers.

Jack Otter, Associate Publisher

Let Us Be Your Guide
Welcome to the latest edition of our directory, the easy way to find Barron’s-ranked financial advisors

Time to Hold Gold?
James Grant states the bull case for gold; Daniel Wiener takes the doubter side.

home-equity line of credit to pay off consum-
er debt or student loans, you can no longer
deduct the interest.
You can no longer deduct unreimbursed

employee expenses, tax-preparation fees,
investment and management expenses,
employment-related educational expenses,
job-search expenses, theft, and most person-
al casualty losses (except those that resulted
from a federally declared disaster area).
About 73% of filers claimed the standard

deduction under the old law, but under the
new law that figure could rise to nearly 90%,
according to the Tax Policy Center.
The change in the standard-deduction

levels will be the most important factor in
managing your year-end planning.
Max out the 401(k). For those who are

claiming the standard deduction or expect
higher income in 2018 than they are likely
to have next year, one of the best ways to
reduce the tax liability is to maximize your
retirement-plan contributions to the 2018
limit of $18,500, plus an additional $6,000, if
you are over 50.
Contact your human-resources department

to see if you can increase your contribu-
tions before the end of the year. If you are
self-employed or have a side hustle, you may
want to establish your own retirement plan.
Most plans, with the exception of a SEP-
IRA, must be established (but don’t have to
be funded) by Dec.31.
Convert to a Roth. Individual-retire-

ment-account expert Ed Slott recommends
taking advantage of the new, lower tax rates
to convert a traditional IRA to a Roth IRA.
You will pay taxes now, but when you with-
draw the money in retirement—after years
of growth—it will be tax-free. Converting
at current rates removes uncertainty in the
future. A conversion only makes sense, how-
ever, if you pay the taxes due from money
outside of the retirement account.
Bundle gifts. The change in itemized

deductions makes the concept of “bundling”

deductions much more important. The theory
is that if you can bunch a couple of years of
deductions into one year, you may cross the
threshold at which point it makes sense to
itemize again. The best opportunity may be
with your charitable contributions.
If you give a lump sum representing your

gifts for the next few years, you may be able
to feel good while also recapturing the tax
benefit. One easy way to accomplish this is
by establishing a donor advised fund, which
allows you to make multiple years worth
of donations up front. You can contribute
appreciated securities as well as cash into
the account.
Gain from losses. Speaking of those

individual securities, no column about year-
end planning would be complete without a
reminder to sell the loser investments in your
taxable accounts, which can be used to offset
gains from this year. Many investors become
stubborn on this point—they cling to those
losers, hoping they will come back into the
money.
That’s just plain dumb, because Uncle Sam

is going to ease the pain if you simply admit
that it’s a loser. If you have more losses than
gains, you can deduct up to $3,000 against

ordinary income, and if you have more than
$3,000, you can carry over that amount to
future years.
The other objection to tax-loss selling

is that it somehow contradicts long-term
investing. Not at all. You can remain
invested—for example, selling an actively
managed fund and buying an index fund in
its place. If you prefer the old fund, you can
buy it back 31 days after selling, and still
deduct the losses.
Here are other reminders for year end:
Take required minimum distributions, or

RMDs. Uncle Sam requires that you with-
draw money from retirement accounts after

you turn 70½, though you can avoid some
types of withdrawals if you are still working.
Withdrawals must occur by Dec. 31, and
failure to do so results in a whopping 50%
penalty on the amount you should have tak-
en. If you have multiple IRAs, you need only
to take one RMD based on your age and the
total value of the accounts. But, if you also
have a 401(k) or 403(b), you need to take the
RMD from each account individually. (Con-
sult IRS.gov for more specifics.)
If you don’t need the money from those

accounts, then consider a qualified charitable
distribution, or QCD, which allows you to di-
rect some or all of your distributions to the
charity of your choice. You don’t get to count
a QCD toward your charitable deduction,
but you avoid being taxed on the money.
Use your gift-tax exclusion. You can give

up to $15,000 ($30,000 with a spouse) to as
many people as you wish in 2018, free of gift
or estate tax.
You can also make unlimited payments

directly to medical providers or education-
al institutions on behalf of others, without
incurring a taxable gift or dipping into your
lifetime gift-tax exemption.
Fully fund college-savings 529 plans. You

can invest up to $15,000 in 2018, tax-free,
without incurring a federal gift tax, and
many states offer state tax deductions for
the contributions.
Additionally, you may be able to use 529

plans to pay for private elementary and high
school tuition, but double-check with your
state. New York, for instance, is not ex-
tending the tax benefit for 529 withdrawals
to pay tuition at private schools below the
college level. 

Jill Schlesinger, CFP, is the business
analyst for CBS News and host of the Jill
on Money radio show and the Better Off
podcast. Her first book, The Dumb Things
Smart People Do With Their Money, will be
published in February by Ballantine Books.

Joel Arbaje

The change in the

standard-deduction levels

will be the most important

factor in managing your

year-end planning.

Taxable Income 2017

$0–$18,650 10%
18,651–75,900 15
75,901–153,100 25
153,101–233,350 28
233,351–416,700 33
416,701–470,700 35
470,701 or more 39.6

Taxable Income 2018

$0–$19,050 10%
19,050–77,400 12
77,401–165,000 22
165,001–315,000 24
315,001–400,00 32
400,001–600,00 35
600,001 or more 37

Sizing Up the Brackets
Federal tax rates for those married and filing jointly

Note: As you move into higher brackets, you pay the higher rate only on income above the amount of the previous bracket (not your en-
tire income). Source: Internal Revenue Service

By Steve Garmhausen
Illustration by Joel Arbaje

W ith market volatility spiking
and inflation threatening a
comeback, gold should be shin-
ing right about now.

Instead, it is down about 8% on the year
at $1,222.00 an ounce, far below its 2011
peak of $1,900. Believers see gold as a
bulwark against the ravages of inflation; and
Barron’s recently made the case for gold.
Doubters, a group that seems to include
most Barron’s-ranked advisors, say it’s little
more than a pretty lump of rock.
No two people see it more differently than

James Grant, editor of Grant’s Interest Rate
Observer, and Daniel Wiener, co-founder
of Adviser Investments in Newton, Mass.,
and editor of The Independent Adviser for
Vanguard Investors.
The pair agreed to give us their most

succinct pro and con arguments, respectively,
for owning the precious metal.

James Grant
Gold is an investment in disorder, not a

hedge against inflation. Gold is scarce, mal-
leable, ductile, beautiful, indestructible.
Gold is a monetary asset, not a credit

instrument. It is cash, not a promise to pay.
It is final payment itself. Gold competes with
currency and the promises to pay currency.
Gold, which has probably never traded at

zero—not in millennia—is a store of value.
Gold explains itself: One look tells you it’s

valuable. You don’t need a computer server,
electrical outlet, or instruction manual.
Gold is out of favor. While gold yields

nothing, it nonetheless out-yields $7 trillion
of notes and bonds worldwide that (a decade
after Lehman) still yield less than nothing.

Gold is mute: You don’t have to listen to
the earnings call.
Gold’s price is the reciprocal of the world’s

faith in central banks.
If you approve of a decadelong sup-

pression of market interest rates and of
trillion-dollar budget deficits in a time of
supposed bounding prosperity, by all means,
don’t exchange your paper money (or digital
representations of paper money) for gold.
But if you harbor the well-founded suspi-

cion that something’s not quite right in this
overleveraged world, do yourself a favor.
Lay in some real money.

Dan Wiener
Other than the standard arguments—it

pays no interest, it costs money to store it,
it has no intrinsic value, etc., etc.—I have
always been baffled by this idea that gold is
an inflation hedge.
In January 1980, if you look at infla-

tion-adjusted prices, gold was at $2,820. To-
day, it’s at what, $1,200 or $1,300 an ounce.
How is that inflation protection?
I know there have been periods when

gold prices have outperformed; I also know
there have been periods where it completely
underperforms. It’s really an asset whose
price is determined primarily by a bunch of
traders and psychology. Yes, I know that in
India there is big demand as long as its big
population continues to get married and use
gold as a symbol of marriage.
I get all that. But as an investor, I don’t

buy it.
And the more the proponents of gold are

wrong, the louder they yell. [Goldbug] Peter
Schiff said gold would hit $5,000 an ounce.
I haven’t even seen it get close to $2,000.
I do think there is one, and only one good

way to invest in gold—hang some around the
neck of someone you love. 
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ARIZONA

David Stahle
Merrill Lynch
Gilbert

(480) 752-6435
david_stahle@ml.com
fa.ml.com/sbgroupaz

$1,746m Team Assets
$3.0m Typical Account Size

ARIZONA

TrevorWilde
Wilde Wealth Management Group
Scottsdale

(480) 361-6203
trevor@wildewealth.com
wildewealth.com

$682m Team Assets
$0.4m Typical Account Size

ILLINOIS

Kyle Chudom
Morgan Stanley
Oak Brook

(603) 573-9680
kyle.chudom@morganstanley.com
fa.morganstanley.com/
chudomhayeswealthmanagement

$797m Team Assets
$1.0m Typical Account Size

MICHIGAN

Charles C. Zhang
Zhang Financial
Portage | Grand Rapids | Troy

(269) 385-5888
charles.zhang@zhangfinancial.com
zhangfinancial.com

$3,314m Team Assets
$2.0m Typical Account Size

OHIO

RandyCarver
Raymond James
Mentor

(440) 974-0808
randy.carver@raymondjames.com
carverfinancialservices.com

$1,425m Team Assets
$1.0m Typical Account Size

MICHIGAN

David Kudla
Mainstay Capital Management, LLC
Grand Blanc

(866) 444-6246
mainstay@mainstaycapital.com
mainstaycapital.com

$2,214m Team Assets
$0.7m Typical Account Size

NEW YORK

Richard Saperstein
Treasury Partners
New York

(917) 286-2777
rsaperstein@treasurypartners.com
treasurypartners.com

$10,377m Team Assets
$20m Typical Account Size

TENNESSEE

Christi Edwards
Morgan Stanley
Nashville

(615) 298-6554
christi.edwards@morganstanley.com
fa.morganstanley.com/
theedwardspharrisgroup/

$821m Team Assets
$4.0m Typical Account Size

TEXAS

Alexander Ladage
UBS
Austin

(512) 479-5287
alex.ladage@ubs.com
financialservicesinc.ubs.com/
fa/alexladage

$609m Team Assets
$10.0m Typical Account Size

FLORIDA

ThomasMoran
Wells Fargo Advisors
Naples

(239) 254-2222
thomas.moran@wellsfargoadvisors.com
moranedwards.com

$4,040m Team Assets
$5.0m Typical Account Size

CALIFORNIA

Brian Holmes
Signature Estate and
Investment Advisors, LLC
Los Angeles

(310) 712-2326
bholmes@seia.com
seia.com

$8,390m Team Assets
$8.0m Typical Account Size

ILLINOIS

Sharon Oberlander
Merrill Lynch
Chicago

(312) 696-7620
s_oberlander@ml.com
fa.ml.com/oberlandergroup

$1,175m Team Assets
$5.7m Typical Account Size

NEVADA

RandyGarcia
The Investment Counsel Company
Las Vegas

(702) 871-8510
randy@iccnv.com
iccnv.com

$992m Team Assets
$4.0m Typical Account Size

OHIO

Charles Dankworth
UBS Financial Services, Inc.
New Albany

(614) 939-2202
charles.dankworth@ubs.com
ubs.com/team/theonecolumbusgroup

$1,014m Team Assets
$6.0m Typical Account Size

TEXAS

JohnMerrill
Tanglewood Total Wealth Management
Houston

(713) 840-8880
jmerrill@tanglewoodwealth.com
tanglewoodwealth.com

$871m Team Assets
$2.5m Typical Account Size

COLORADO

Mark Smith
M.J. Smith & Associates
Greenwood Village

(303) 768-0007
mark.smith@raymondjames.com
mj-smith.com

$762m Team Assets
$1.6m Typical Account Size

IOWA

Matt Fryar
Wells Fargo Advisors
Des Moines

(515) 245-3120
matthew.r.fryar@wellsfargo.com
home.wellsfargoadvisors.com/
matthew.r.fryar

$700m Team Assets
$5.0m Typical Account Size

NEW JERSEY

Elliott Kugel
Merrill Lynch
Bridgewater

(908) 685-3252
elliott_m_kugel@ml.com
fa.ml.com/kugelbriegs

$1,422m Team Assets
$2.5m Typical Account Size

OHIO

Kevin Myeroff
NCA Financial Planners
Cleveland

(440) 473-1115
kmyeroff@ncafinancial.com
ncafinancial.com

$1,625m Team Assets
$2.5m Typical Account Size

TEXAS

Scott Tiras
Tiras Wealth Management
Houston

(713) 332-4400
scott.b.tiras@ampf.com
ameripriseadvisors.com/team/
tiras-wealth-management/

$2,019m Team Assets
$2.0m Typical Account Size

FLORIDA

Eric Glasband
Merrill Lynch
Boca Raton

(561) 361-3437
eric.glasband@ml.com
fa.ml.com/gs

$859m Team Assets
$4.2m Typical Account Size

FLORIDA

RichardAltieri
Morgan Stanley
Boca Raton

(561) 393-1836
thealtierigroup@morganstanley.com
fa.morganstanley.com/thealtierigroup

$882m Team Assets
$5m Typical Account Size

MASSACHUSETTS

Susan Kaplan
Kaplan Financial Services, Inc.
Newton

(617) 527-1557
susan.kaplan@lpl.com
kaplan-financial.com

$1,922m Team Assets
$3.5m Typical Account Size

NEW JERSEY

AndySchwartz
Bleakley Financial Group
Fairfield

(973) 244-4202
andy.schwartz@bleakley.com
bleakley.com

$1,247m Team Assets
$2.5m Typical Account Size

PENNSYLVANIA

Robb Boland
RBC Wealth Management
Philadelphia

(215) 557-1702
robert.boland@rbc.com
us.rbcwealthmanagement.com/
thebolandinvestmentgroup

$1,054m Team Assets
$5.0m Typical Account Size

WISCONSIN

AndrewBurish
UBS Financial Services Inc.
Madison

(608) 831-4282
andrew.burish@ubs.com
ubs.com/team/burishgroup

$2,490m Team Assets
$2.0m Typical Account Size

FLORIDA

Clarke Lemons
WaterOak Advisors, LLC
Winter Park

(407) 567-2956
barrons@wateroak.com
wateroak.com

$2,007m Team Assets
$3.0m Typical Account Size

MASSACHUSETTS

MaryMullin
Bank of America Merrill Lynch
Boston

(617) 946-4018
mary_mullin@ml.com
fa.ml.com/mullinberiau

$1,896m Team Assets
$5.0m Typical Account Size

NEW MEXICO

JohnMoore
John Moore Associates
Raymond James
Albuquerque

(505) 881-5100
info@johnmoore.com
johnmoore.com

$513m Team Assets
$1.5m Typical Account Size

PENNSYLVANIA

Patti Brennan
Key Financial, Inc.
West Chester

(610) 429-9050
pbrennan@keyfinancialinc.com
keyfinancialinc.com

$915m Team Assets
$1.0m Typical Account Size

THE BARRON’S

AdvisorDirectory
For more information on advisors and the full listing of more than 1,200 Barron’s ranked advisors,

please visit barrons.com/directory. The list of highlighted advisors below is a special advertising section.

ADVERTISEMENT

MASSACHUSETTS

Debra Brede
D.K. Brede Investment
Management Co. Inc.
Needham

(781) 444-9367
dkb@bredeinvestment.com
bredeinvestment.com

$895m Team Assets
$2m Typical Account Size

MISSOURI

KathleenYoungerman
Morgan Stanley – PWM
Chesterfield

(314) 889-4862
kathleen.l.youngerman@
morganstanleypwm.com
pwm.morganstanley.com/
harmonyfamilyoffice

$327m Team Assets
$10m Typical Account Size

Advisors do not pay a fee to be included in the Barron’s ranking. Advisors do pay a fee to be listed in this special advertising section. Their participation in this section has no bearing on their place in our rankings.
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EXECUTIVE FORUM

NEW YORK, NY | APRIL 2, 2019

ARTIFICIAL INTELLIGENCE

Artificial Intelligence (AI) will be the biggest commercial opportunity
for companies and industries over the next few decades. By 2030, it
will contribute $15.7 trillion to the global economy.

WSJ Pro is proud to introduce our Artificial Intelligence Executive
Forum.Wewill bring together leaders from business and
government to discuss howAI technologies are transforming
industry landscapes andwhat steps organizations need to take to
better integrate AI into their growth strategies.

WHYATTEND?

• Know your business landscape—learn about the new
AI companies and how they are funded

• Hear fromAI early adopters about overcoming the risks
and navigating the evolving regulatory landscape

• Discover how to get value out of AI and develop a
sustainable businessmodel

REQUEST INVITATION AT AI.WSJ.COM

Special offer available, save $245 by December 31, 2018.
Use code AI245.

© 2018 Dow Jones & Company, Inc. All rights reserved. 6DJ6851
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