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influence, recovery tends to be swift and complete within the 
following 12 months.

Behavioral Finance plays a very important role in the 
decision-making process of investors and their finances. 
This relatively new field seeks to combine behavioral and 
cognitive psychological theory with conventional economic 
theory in order to propose explanations as to why people 
might make irrational financial decisions. Understanding how 
emotions affect this decision-making process are important 
in developing a financial plan where individuals can stay the 
course in both up and down markets. This is particularly 
important in the first five years of retirement when investment 
performance and plan design have a major impact on the 
long-term success of a plan.

Artificial Intelligence, sometimes called machine intelligence, 
is the ability of computer software to perform actions 
thought to require intelligence. Most people don’t 
understand how many areas of their lives are influenced by 
artificial intelligence and the amount of information available 
publicly that companies are using to predict purchases and 
consumer actions. We need to be cognizant of how artificial 
intelligence is affecting the financial decisions we are 

WAG on the Move
RIA Conference      
Alex Budzon and Joe DeWald recently 
attended the RIA Institute Conference in 
Chicago, where they sat in on lectures and 
discussion tables with other financial advisors 
as well as took time to network with the 
nation’s premier RIAs. The RIA Institute was 
created to help current Registered Investment 
Advisors make practical investment decisions 
and good management choices for their 
clients. This year’s conference focused 
on a few key topics including Geopolitical 
Influence, Behavioral Finance, and Artificial 
Intelligence. 

Geopolitical influence is the combination of 
geographic and political factors influencing 
a country or region. In the practice of wealth 
management, geopolitical influences can 
impact the way an investment performs by 
affecting the economy and thus impacting 
the marketplace. At the RIA conference, 
the advisors learned that when the S & P 
500 decreases during a drastic geopolitical 

YTD Returns Through  
June 30, 2018
Dow Jones Inds. -2.39

S&P 500 +2.65

Barclays Aggregate Bond -1.62

MSCI EAFE  -2.84

MSCI Emerging Mkts.  -7.44
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making every day. At the conference, the advisors 
learned how Europe is far ahead of us in elevating 
the awareness of its consumers and requiring 
companies to disclose their use of artificial 
intelligence with public information.

Attending these types of conferences provides 
the opportunity for our advisors to spend time 
with other top tier RIA offices and understand their 
best practices. At WAG, we are always striving 
to provide best in class investments and client 
experience. Learning how others are trying to 
achieve this, allows us to share ideas that will 
ultimately improve the level of service we provide 
our clients.  n

Tax Corner
Red Flags that Can Trigger an IRS Audit 
We know that taxpayers fear few things as much as 
they do an IRS audit. Because of this, we looked 
into some of the things that the IRS looks for, and 
what might trigger them to perform an audit. 

The IRS is looking to make the most of the 
expenses incurred when they perform an audit. 
Because of this, the likelihood of being audited 
increases as your income increases, and the IRS 
looks for tax returns that are most susceptible 
to a positive adjustment for the IRS. At this 
point, audit rates go from less than 1% with AGI 
under $200,000 up to 14.52% for AGI over $10 
million. A return is selected for audit based 
on a combination of human observation and 
automation. A few red flags that they look for are 
large deductions in general or in comparison to 
income, excessive deductions (especially  
non-cash contributions to charities), an audit of 
a related return, such as a business partner, or 
excessive losses on rentals. 

The IRS will notify taxpayers via mail if they want 
to initiate an audit. Many audits are handled 
completely by mail and can take several months 
to complete. If you ever receive correspondence 
from the IRS, we suggest contacting your tax 
preparer to assist you through the process.  n

Tech Corner 
Enhancements are here for WealthTREK, our 
financial planning platform: 
To provide you with a more streamlined experience, we 
have simplified the process of linking accounts that have 
been manually entered in your WealthTREK portal.

Now, Manual Accounts of the Client Portal include a LINK 
button. This button will initiate a new workflow that walks 
you through the process of linking the account with your 
financial institution—creating a simple, intuitive process 
available directly from your client Home page.

If you would like someone to walk you through the 
process with your WealthTREK plan, please give us a call 
and we would be happy to demonstrate for you. n

Retirement Corner 
8,000 Days of Retirement: Longevity Planning and 
the Role of your Financial Advisor 
Advances in health care and general well-being have 
contributed to a significant increase in life expectancy. 
The average American is living 22 years after the age of 
60. With these and other new retirement realities, how 
can you live your best life? And what role does having the 
right advocate on your side in planning and future welfare 
play in extending joy and quality to those years?

Investors spend so much of their adult lives saving up for 
retirement that it can feel like crossing the finish line once 
they finally make it. The reality is that planning for what to 
do in retirement is just as important as getting there. 

John Diehl, an expert who has spent his career focused 
on tactical strategies for retirement planning, says your 
financial advisor can play a pivotal role in helping you get 
ready for “8,000 days of retirement.” That’s no random 
number. It comes from the Massachusetts Institute of 
Technology (MIT) AgeLab, which says life can be divided 
into four segments of 8,000 days, or about 22 years, 
each: learning, growing, maturing, and exploring. Diehl 
works with MIT AgeLab to help individuals understand 
how the demands on financial, physical, and social 
resources will likely change in retirement and how to plan 
for it. 

Did You Know
Legitimate medical expenses can include wide-ranging tax breaks, but there’s a high percentage threshold for 
deducting them. With big expenses like a swimming pool, it can matter. In Cherry v. Commissioner, the taxpayer 
had emphysema and installed a swimming pool after his doctor ordered an exercise regimen. The primary purpose 
of the pool was medical care, so he got a major deduction. It even covered part of the cost of heating the pool, 
pool chemicals and a proportionate part of insuring the pool area. 2
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“Now that we’ve achieved what we’ve been trying 
to do forever—extending human life—we really don’t 
have any idea of what to do with that extended 
life period,” Diehl said at a recent Schwab event. 
People are often so preoccupied with the first 
three life segments, Diehl said, that their goal is 
just making it to the fourth. However, those 8,000 
days will need to be purposefully filled to maintain 
a high quality of life. While most investors don’t 
know whether or how to plan for this, your financial 
advisor is in a perfect position to help. 

Planning the fourth act

Source: Slide from John Diehl’s presentation

Longevity Planning
Financial advice has come a long way over the 
years, transitioning from transaction-focused 
support to financial planning, wealth preservation, 
and generational transfer. The next iteration of this 
evolution is a field that MIT AgeLab refers to as 
“longevity solutions advisory.” 

For most, retirement looks very different than it 
did just a decade ago. Work and retirement are 
no longer mutually exclusive for many retirees. In 
fact, working in some capacity is now one of the 
activities retirees cite most when asked what they 
plan to do in retirement. Retirees are generally 
more active and mobile. They take care of family 
members and are more flexible about where  
they live. 

As a result, individuals nearing retirement are 
asking themselves these questions:
 • What will I do in retirement?
 • What will retirement look like?
 • How do I remain productive and validated?
 • Who am I going to be taking care of?
 • Where are we going to live?
 • What causes will bring me purpose? > continued on next page

Changing priorities through the years

Source: Slide from John Diehl’s presentation

Four Phases of Retirement
As retirees advance into and through retirement, MIT 
AgeLab has found that they can be grouped into one of 
four phases:
 1. The Honeymoon: Retirees continue to work in a 

scaled-back capacity or launch a new business 
and generally stay active and involved.

 2. The Big Decision: Work is phased out, and retirees 
increasingly focus on where they want to live and 
with whom they’re spending time.

 3. Navigating Longevity: Health tends to become a 
dominant issue for many, along with the medical 
and housing costs associated with maintaining 
their health.

 4. The Solo Journey: Widowhood is more common, 
as are feelings of boredom and loneliness.

Determining your stage of life or retirement isn’t as 
simple as asking your age. Instead, it’s often a function 
of three intertwined resources: financial, physical, and 
social. For instance, younger retirees with ample financial 
resources can easily fall into the third phase if their 
health is compromised. And widowers in an advanced 
stage of life can wind up back in the first phase if they 
are healthy and socially active. 

Making the Right Connections
As with any financial planning discussion, engagement 
is often followed by a decision, so conversations like 
these are where retirees should start, with their financial 
advisor. Your financial advisor should have both a basic 
understanding of where resources are located and how 
to connect you with them. For instance, a financial 
advisor who is schooled in medical benefits in retirement 
will be able to point a client toward better resources for 
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navigating longevity. A comprehensive financial advisory practice will have trusted external resources they can 
recommend, to support retirees across different non-investing dimensions, including medical, legal, and real 
estate. 

Longevity Solutions Put Into Practice
Achieving a high quality of life in retirement is more than simply having enough money. Many factors can 
enhance or diminish the life retirees want to lead. Four stand out: health, housing, mobility, and social networks. 
While not exclusive or relevant to every individual, these are great starting places for adding longevity solutions:

At this point in the evolution of financial advice, retirees are looking for much more than building and preserving 
their wealth. Increasingly, they are looking for solutions that help them sort through not only the financial 
implications of retirement but other, more personal dimensions as well. Financial advisors should to take it upon 
themselves to help clients get started.

Article is adapted from the 8,000 days of retirement: Longevity brings expanded role for advisors article published by Charles Schwab in their advisor 
resource center.
John Diehl, CFP, CFC, CLU
John Diehl is senior vice president of Strategic Markets for Hartford Funds. He and his team work with financial advisors to educate them about current and 
emerging opportunities in the financial services marketplace. These opportunities range from tactical strategies in areas such as retirement income planning, 
investment planning, and charitable planning to anticipating and preparing for long-term demographic and lifestyle changes. 
Massachusetts Institute of Technology AgeLab
Founded by Dr. Joe Coughlin in 1999, MIT AgeLab is based within MIT’s Engineering Systems Division and is made up of subject-matter experts from a range 
of academic fields and industries, including John Diehl. Its mandate is to invent new ideas and creatively translate trends into practical solutions that improve 
people’s health and ability to “do things” throughout their lifespans. AgeLab applies consumer-centered systems thinking to understand the challenges and 
opportunities of longevity and emerging generational lifestyles and to catalyze innovation across business markets. Sharing insights about consumer behavior 
and decision-making, and trends in demographics, technology, and lifestyles, MIT AgeLab impacts the way people do business. Discover more longevity-
related trends and how businesses can adapt for them in The Longevity Economy, by Dr. Joe Coughlin.  n

Tips for retirees
• Check in often with your advisor about your health, 

particularly those in the Solo Journey phase.
• Ask your advisor about medical benefits such as 

Medicare.
• Ask your advisor for a list of trusted resources or 

partners who specialize in medical services or advice.

• Inform your advisor that independence is your priority. 
• Talk to them about how long you want to stay in your 

current housing situation and ask how to make it a 
practical possibility.

• Ask your financial advisor to put you in touch with 
relocation and real estate resources if you are looking 
to downsize or move closer to family members.

• Talk to your financial advisor about how to plan to 
access the things that bring you joy.

• Ask for resources about alternative forms of 
transportation, such as ride-sharing services, 
or transportation options within assisted living 
communities.

• Make your social setting part of the planning 
conversation by telling your advisor how you plan to 
fill your days in retirement and ask them to line up the 
financial resources to support it. 

• Ask them to share stories of other retirees and what 
they did to expand their social networks in retirement.

Context
Health is the number one factor influencing 
quality of life in retirement. The mortality 
rate for people suffering from a broken hip, 
for instance, is 50% for those over age 70 
because it can lead to isolation, depression, 
a sedentary lifestyle, and the ills that follow. 

Americans are staying in their homes 
as long as they can, putting off assisted 
living until later in life. That may require 
renovations to accommodate new needs as 
they age. 

Transportation is critical for many of the 
activities retired people intend to pursue and 
for enhancing their quality of life. People 
who have lost the ability to drive are far more 
likely to suffer from depression and to need 
the support of a long-term-care community. 

Many retirees are affected on a personal 
level when they leave the workforce 
because work was their default social 
network. Replacing those relationships in 
retirement requires effort and planning.

Issue
Health

Housing

Mobility

Social 
Networks
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Client Spotlight 
Lynn Camino 
You’ve likely become familiar with our client spotlight by now and 
know they’re typically fun and light hearted. This time around,  
we decided it is important to turn to something a bit more serious 
in nature. Our friend and client, Lynn Camino, needs our help. 
We’d like to take this opportunity to share her story and health 
journey. First, let’s get to know Lynn, her family, and what brought 
her to WAG.

Lynn and her husband Tom met in graduate school at Ohio 
State, where she received a masters degree in social work 
specializing in working with the deaf and Tom received a masters 
in biomedical engineering. Tom has worked at DePuy for  
24 years and Lynn is a homemaker. They have two daughters, 
Sarah and Jodi. Sarah is a junior at Miami of Ohio studying 
English literature and philosophy. Jodi is off to Georgia Tech this 
fall to study math and physics.

Tom and Lynn will be celebrating their 25th wedding anniversary 
in November. As a couple, they enjoy biking and their church, 
The Chapel. Their firstborn daughter, Stephanie, died at seven 
months old, which led them to pursue leading grief support 
groups. They were members of Riley Children’s Hospital 
leadership committees because Sarah and Jodi were Riley 
patients since age six.  

They feel WAG is like family and that’s important to them 
because they now need to focus on Lynn’s health. She has PKD 
(polycystic kidney disease), which is a genetic disorder that  
has caused her kidneys to fail. She was diagnosed in her early 
20s. Long story short, she needs a transplant, and prayers, lots  
of them!  

She’s had a two-year drug trial through Mayo Clinic that has 
given her a little extra time, but the time has come for that 
kidney transplant. Lynn is on the deceased donor wait list with 
over 100,000 other people in the U.S. The wait list is five to six 
years, but she’ll likely need dialysis in one to two, which means 
a transplant from a living donor is her best treatment option. 
Unfortunately, Tom, Sarah, and Jodi are unable to donate due 
to their own medical conditions. Additionally, Lynn’s extended 
family members either have the disease as well or have already 
donated a kidney of their own.  

The Camino’s are grateful for your interest and especially  
your prayers. The WAG family is committed to helping her find 
a kidney.  

For additional information, please follow her journey by visiting 
and sharing www.caringbridge.org/public/lynncamino. n



The opinions voiced in this material are for general information only and are not intended to provide specific advice or 
recommendations for any individual. To determine which investment(s) may be appropriate for you, consult your financial 
advisor prior to investing. All performance referenced is historical and is no guarantee of future results. All indices are 
unmanaged and may not be invested into directly. 

There is no guarantee that a diversified portfolio will enhance overall returns or outperform a non-diversified portfolio. 
Diversification does not protect against market risk. No strategy assures success or protects against loss.
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