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Our Mission is to inspire and empower everyone to turn their dreams into reality. 

WEALTHF IT

I still remember how everything was turned upside 
down in September of 2008.  Freddie Mac and 
Fannie Mae were placed into conservatorship on the 
6th and Lehman Brothers was allowed to collapse 
on the 15th.  The markets were falling apart.  My 
brother and I suffered a personal tragedy when my 
father passed away in a high speed car accident 
early the next morning.  

Not only did we suffer a punch to the gut from the 
market collapse, but we were caught blind sighted 
by a deadly uppercut that could have put us down 
for the count when our father passed away.  We 
had to work with the probate courts to unwind his 
medical practice, other business partnerships he 
had supported, deal with the divorce proceedings 
with his ex-wife / our step mother and fight off 
people we hardly knew who took from his house 
and fought for pieces of his estate.  

The funny thing was that dad had done an admirable 
job planning for the future and getting his ducks in 
order at one point. But his financial fitness had been 
allowed to deteriorate due to lack of cooperation 
with key partners and lack of attention to some 
details that are all too often overlooked.  It did not 
help that he was going through a divorce at the time.  
He had made some bad (some would consider crazy) 
decisions throughout the period that coincided with 
the divorce proceedings.

We had to get special permission from the courts 
during this time to be able to pay estate taxes 
because even though we had already divided out 
part of the estate to his ex wife, we were still fighting 
a battle with a lady we hardly knew who claimed 
she was a beneficiary to the estate.  Probate costs 
were tens of thousands of dollars, next to no value 
was derived from the medical practice because 
his succession plan had fallen apart and the life 
insurance trust that was supposed to pay estate 
taxes actually caused more taxes because certain 
parties refused to cooperate to make sure the trust 
was actually funded.  
All of these issues could have been and should have 
been avoided if my father had worked to make 
sure that once he gained financial fitness he had 
mechanisms in place to make sure he was able to 
maintain his financial fitness. 

Part of this process involves making sure that we  
make good financial decisions on an ongoing basis 
by understanding ourselves and knowing what 
types of bad  behaviors are most likely to cause the 
most harm (See Did you Miss the Gorilla?)  Annual 
reviews of our financial plans and periodic updates 
also help avoid these well laid plans from becoming 
outdated and ineffective.
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A few years back I heard Tony Robbins relate how 
he had helped someone quit smoking but this same 
person had come back years later to tell him that he 
had quit for five years but this cure “did not work” 
because he started smoking again.  Tony related that 
he could help achieve a goal or a cure but continual 
conditioning was required to make sure those same 
people’s cures were maintained.  I thought back to 
the issues with my father primarily but also other 
clients whose financial plans needed revisiting and 
came up with the idea of WealthFit™ to help make 
sure our clients maintain their financial fitness.  It is 
not enough to get financially fit, we need to work to 
stay financially fit and make continual improvements.  
This has become the focus of everything we now 
do at Franklin Wealth Management.  This is why I 
believe it is of utmost importance to make sure we 
are as thorough as possible and learn all we can 
about our clients personally and financially so we 
can advise what is best for them.  It takes extra work 
on our part, but we want to make sure our clients 
and their families do not have to suffer as our family 
did a few years back.

We have been able to develop plans that are dynamic, 
updating over time and review these periodically.  
We focus on five primary areas rather than just 
looking at rates of return and what the market did 
yesterday.  “One bad year in the market does not 
destroy a lifetime of good decisions.”  But a few 
bad decisions or lack of attention can destroy good 
decisions that have been made in the past and I am 
passionate in making sure clients do not get derailed 
by bad decisions made in times of personal weakness 
or crisis. That is why maintaining Financial Fitness 
through our WealthFit™ process is such a big part 
of our practice.

"We believe it is important to stay fit physically and financially.  Our WealthFit™ 
process is at the core of everything we work with clients to accomplish over their 
lifetimes."

Joe D. Franklin – CFP®

             We want to thank you for helping to make this past 
year the best year ever for our office and our firm!

Thank you for all the introductions to fun, new clients who we were able to help over the last year.  We will be having an 
after party for new clients and those who introduced them at our Boats, Beverages and Barbecue event in a few weeks.

As you know, for the benefit of our existing clients we can only take on a select number of new clients each year.  Every 
year, the enjoyment we get out of these relationships and what we feel we are able to contribute continues to grow.

Thank You !
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In the Spotlight
We’d like to introduce two of our newest team members,
Monique Wagner and Shane Cotriss.

Monique joined our Team in August and comes from a mixed career 
background of Hospitality and Finance, married with her educational 
experience in International Affairs and Public Policy.

Shane Cotriss joined our Team in September and is the second Intern 
we have had from UTC.  We look forward to continuing to support a 
healthy relationship with UTC and the Internship Program.

Take a look at our Team News to learn more about Monique & Shane.

Monique Wagner 
Marketing Director

Shane Cotriss
Intern

99 Red Balloons for turning 99!
ttttttttttttt

ttttttttttttt

Are You on Facebook or LinkedIn?  We are, too!!!

Not only do we post financial articles and upcoming events, we post 
funnies and contests too!

Want to keep up with Joe and Nick in what they’re doing professionally?  
Connect with them on LinkedIn!  You will have access to articles they post 
and all of their credentials.

Connect, Like and Share!
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By Joe Franklin

W E A LT H F I T

Did You Miss the
I n February, we hosted our first session of 

Brain Games in which we found as many 
ways as we could to trick the audience.  We 

unveiled to them their own biases and ways their 
own instincts work against them, especially when 
it concerns investing.  It’s especially interesting 
to see how most people believe that they cannot 
be tricked or do not have these biases until it 
becomes painfully obvious to them.  Others are 
better able to overcome many of these detrimental 
instincts which unfortunately sometimes leads to 
the most pervasive biases of many professionals:  
Over-confidence, optimism and confirmation bias.  
Many may not want to admit they have these biases 
while others, looking to truly improve themselves 
and their future, will search for the truth.  The 
results bear out that most are not aware of their 
own blind spots and left to their own devices, fare 
much worse than they would otherwise (see chart 
below).

Bias 1: 
Confirmation

We like to think that we carefully gather and 
evaluate facts and data before coming to a 
conclusion.  But we don’t. Instead, we tend to 
suffer from confirmation bias and thus reach a 
conclusion first.  Only thereafter do we gather facts 
and see those facts in such a way as to support our 
preconceived conclusions.  When a conclusion 
fits with our desired narrative, so much the better, 
because narratives are crucial to how we make 
sense of reality.

Bias 2: 
Overconfidence & Optimism

This is a well-established bias in which someone’s 
subjective confidence in their judgments is reliably 
greater than their objective  Indeed, we live in an 
overconfident world. We are only correct about 
80% of the time when we are “99% sure.” Fully 
94% of college professors believe they have above-
average teaching skills (anyone who has gone to 
college will no doubt disagree with that). Since 80% 
of drivers say that their driving skills are above 
average, I guess none of them drive on the freeway 
when I do.  While 70% of high school students 
claim to have above-average leadership skills, only 
2% say they are below average, no doubt taught by 
above average math teachers. In a truly terrifying 
survey result, 92% of students said they were of 
good character and 79% said that their character 
was better than most people even though 27% 
of those same students admitted stealing from a 
store within the prior year and 60% said they had 
cheated on an exam. Venture capitalists are wildly 
overconfident in their estimations of how likely 
their potential ventures are either to succeed or fail. 
In another finding 85-90% of people think that the 
future will be more pleasant and less painful for 
them than for the average person.

Bias 3:
 Loss Aversion

We are highly loss averse.  Empirical estimates 
find that losses are felt between two and two-
and-a-half as strongly as gains.  Thus the dis-
utility of losing $100 is at least twice the utility of 
gaining $100. Loss aversion favors inaction over 
action and the status quo over any alternatives. 
Therefore, when it comes time for us to act upon 
the facts and data we have gathered and the 
analysis we have undertaken about them, biases 
2 and 3 – unjustified optimism and unreasonable 
risk aversion – conflict. As a consequence, we tend 
to make bold forecasts but timid choices. 

Gorilla?
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Bias 4: 
Herding

We all run in herds — large or small, bullish 
or bearish.  Especially in volatile times, many 
investors feel pain when they go against the herd 
and hold tight during a period when the crowds are 
fearful and selling.  Others are able to overcome 
this and buy when the best bargains are available 
and sell when things get too pricey.  It sounds 
easy, but much harder in practice to overcome 
these instincts.  Institutions herd even more than 
individuals in that investments chosen by one 
institution predict the investment choices of other 
institutions by a remarkable degree.  Even hedge 
funds seem to buy and sell the same stocks, at 
the same time, and track each other’s investment 
strategies. That affinity fraud  (e.g., Bernie Madoff 
fleeced the Jewish community to which he 
belonged) is so common is definitive evidence of 
herding.

Bias 5:
Self-Serving

Our self-serving bias is related to confirmation 
bias and optimism bias. Self-serving bias pushes 
us to see the world such that the good stuff that 
happens is my doing (“we had a great week of 
practice, worked hard and executed on Sunday”) 
while the bad stuff is always someone else’s fault 
(“It just wasn’t our night” or “we simply couldn’t 
catch a break” or “we would have won if the 
officiating hadn’t been so awful”).

Bias 6: 
Choice Paralysis & Information 

Overload
Intuitively, the more choices we have the better.  
However, the sad truth is that too many choices 
can lead to decision paralysis due to information 
overload.  Computers are great at factoring 
hundreds of variables for an optimum result but 
the human brain can usually only handle four of 
five key variables well. For example, participation 
in 401(k) plans among employees decreases as the 
number of investable funds offered increases. We 
are readily paralyzed by too many choices.

Bias 7: 
Availability/Recency

We are all prone to recency bias, meaning that we 
tend to extrapolate recent events into the future 
indefinitely. I would not recommend watching 
Jaws and Shark Week just before going to the 
beach.  I would also not recommend watching too 
much CNBC as it may cause much the same over-
reaction to the markets and cloud your thinking.  
As reported by Bespoke, Bloomberg surveys 
market strategists on a weekly basis and asks 
for their recommended portfolio weightings of 
stocks, bonds and cash.  The peak recommended 
stock weighting came just after the peak of the 
internet bubble in early 2001 while the lowest 
recommended weighting came just after the lows 
of the financial crisis. That’s recency bias. Short 
term thinking. 



L I V I N G W E L L

6

Bias 8: 
Anchoring & The Sample Size 

Fallacy
These biases are closely tied to the availability or 
recency bias.  After Peyton Manning injured his 
neck and missed the entire 2011 season, many 
thought he may never perform at the same level 
again, despite the long track record of success that 
he had established in the NFL.  The 2012 season 
showed that he could still play, but many still felt 
that his best playing days were behind him.  All of 
this changed in the 2013 season when he opened 
the season with one of the most prolific passing 
games of all time against the defending Super 
Bowl Champions and finished the year breaking 
the previous records for touchdowns, points 
scored and passing yards.  Many people look at 
a bad period and extrapolate this into the future 
thinking it will not be long until they run out of 
money or a good period and get overly confident.  
Many asset managers are judged by looking at the 
last year or even three years rather than taking a 
larger sample size to assess how they have done in 
good and bad periods. 

Bias 9:
Familiarity

Of course everyone remembers WorldCom and Enron 
from the early 2000s and how through accounting 
manipulations they were able to fool the masses and 
enjoy soaring stock valuations.  In fact the people at the 
top of these companies were encouraging employees to 
buy the stock while they were selling when the end was 
near.  And many were more than willing to hold a huge 
percentage of their retirement and buy more because 
they were very familiar with these companies.  Many 
ignored wise counsel to diversify or limit their risk 
because they felt comfortable where they were, at least 
until they realized the end was near.

Bias 10:
Preference of Stories to Analysis

As noted above, narratives are crucial to how we make 
sense of reality.  They help us to explain, understand 
and interpret the world around us.  They also give us a 
frame of reference we can use to remember the concepts 
we take them to represent.  Perhaps most significantly, 
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accomplish something as it does. It’s why projects 
tend to cost more than we expect.  It’s why the 
results we achieve aren’t as good as we expect.

Bias 12:
The Blind Spot

Of course there are many more cognitive biases 
which plague us and make it difficult for us to make 
good choices.  Knowing about them is imperative if 
we are going to deal with them.  We would always 
be wise to factor in these biases when performing 
analysis and making decisions. Unfortunately, we 
all tend to share a “bias blind spot” — the inability 
to recognize that we suffer from the same cognitive 
distortions that plague other people.

Learning which of these common behavioral biases 
and detrimental instincts you are susceptible to 
can greatly enhance your ability to plan for and 
overcome them. 

we inherently prefer narrative to data — often to 
the detriment of our understanding.  Keeping one’s 
analysis and interpretation of the data reasonably 
objective – since analysis and interpretation are 
required for data to be actionable – is really hard 
even in the best of circumstances. A corollary to this 
problem and to confirmation bias is what Nassim 
Taleb calls the “narrative fallacy” — looking backward 
and creating a pattern to fit events and constructing 
a story that explains what happened along with what 
caused it to happen.

Bias 11:
The Planning Fallacy

In his terrific book, Thinking, Fast and Slow, 
Nobel laureate Dan Kahneman outlines what he 
calls the “planning fallacy.” It’s a corollary to optimism 
bias and self-serving bias. Most of us overrate our 
own capacities and exaggerate our abilities to shape 
the future.  The planning fallacy is our tendency to 
underestimate the time, costs, and risks of future 
actions and at the same time overestimate the benefits 
thereof.  It’s at least partly why we underestimate bad 
results. It’s why we think it won’t take us as long to 
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Many times clients come to us to find 
a better rate than what their bank is 
offering when a CD is coming due.  
Sometimes they are looking for the 
best short term rate because they fear 
interest rates are going up and want to 
have the money available sooner rather 
than later.  Other times they are willing 
to look at a longer term rate such as five 
years. 

We recently ran some calculations for a 
client based upon these very scenarios 
comparing a two to five year CD / fixed 
rate ladder to chunking into a two year 
or five year CD / fixed rate annuity or 
bonds.  We compared what happens 
when interest rates increase, decrease 
or stay the same. 

If we believe interest rates are going down 
or staying the same we will generally 
want to find the best rates available to 
us.  The only concern is getting access 
to the funds when we need them.  CD’s 
and fixed rate annuities provide access 
to principal when they mature.  CD’s 
typically allow access to the interest they 
pay and fixed rate annuities typically 
allow withdrawals of up to 10% per year. 

The instances where someone would 
not want to chunk everything into the 
highest interest rate instrument are 
when they need more than 10% per year 
available for annuities or the interest 
paid from the CD’s or bonds before 
maturity or if they are concerned about 
rising interest rates.  Another reason 
they may shy away from tying their 
money up long term is if they believe 
interest rates will go up.

If we are concerned about rising 
interest rates, laddering a CD / fixed 
rate portfolio is a great alternative.  
Laddering is also beneficial to be able 
to maximize FDIC coverage for CD’s 
and state insurance protection in the 
case of annuities.  As many are aware, 
FDIC insurance only covers $250,000 
per person, per bank.  What some may 
not be aware of is that many states such 

as Tennessee and Georgia  also cover 
annuity contracts up to $250,000 and 
$100,000 respectively, per insurance 
company, for each individual contract.

Laddering is a strategy where investors 
purchase CD’s and fixed annuities with 
staggered maturity dates to maximize 
yield while maintaining scheduled 
liquidity.  When short term CD’s from 
the low rungs of the ladder mature, 
the funds are reinvested at the top end 
of the ladder. As interest rates rise, 
investors may be able to increase their 
cash flow by seeking higher yields in 
longer maturities.

In the wake of the recent economic and 
market woes, many have repositioned 
their portfolios into cash equivalents. 
Certainly this strategy has potential 
benefits such as preservation of capital, 
but it also has drawbacks, such as 
lower potential yields, under pacing of 

“Building a ladder 
provides some 

certainty, because 
investors know 

how much they will 
earn if they hold to 

maturity.”

By Nick Hughes

Laddering vs Chunking
W E A LT H F I T
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inflation, and limited FDIC coverage. 
The use of laddered Certificates of 
Deposits and fixed annuities can be 
utilized to partially overcome these 
yield, inflation, and insurance concerns. 
Being that longer maturity CD’s and 
fixed annuities generally have higher 
yields, staggering the maturity dates 
usually provides a higher overall yield 
than purchasing one CD every 6 months 
to two years. (Although relatively 
rare, a yield curve inversion could 
potentially cause shorter maturities to 
have higher yields.) Additionally, with 
a CD maturing every year, a regular 
cash influx is created so that investors 
can potentially capitalize on any new 
investment opportunities.
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By Tanner Beverly
Have you ever known something was 
right for you and been told you couldn’t 
have it? It can be pretty frustrating. 
Many high-income earners, who would 
like to contribute directly to Roth 
accounts, cannot do so because of IRS 
income limits. However, that doesn’t 
mean it’s impossible for high-earners to 
reap the benefits associated with Roth 
accounts, such as tax-free growth, tax-
free distributions (as long as certain 
requirements are met), and no required 
minimum distributions. Many are now 
utilizing “back-door” Roth contribution 
strategy that has been available since 
2010. If this applies to you, then you 
may be able to participate in Roth 
accounts by:

  
Anyone can move the assets accumulated 
in a Traditional IRA account to a Roth 
IRA account, regardless of income. The 
catch is you’ll owe current income tax 
on the amount converted. This may be a 
sound choice if:

You want tax-free income during retire-
ment. As long as you are age 59½ or 
older and have had the Roth at least five 
years, withdrawals typically are untaxed.

You expect to be in the same or a higher 
tax bracket in the future. If you expect 
to be in a lower tax bracket in the future, 
a conversion may not be the best choice.
You can pay taxes owed from sources 
other than the IRA account. If you are 

Is a

not yet age 59½, any IRA money used 
to pay taxes is considered an early 
withdrawal and subject to a 10 percent 
penalty tax.

You plan to leave the account for your 
heirs. Roth IRAs can be valuable estate 
planning tools. They are not subject to 
required minimum distributions, so you 
don’t have to take money out if the goal 
is to let any earnings grow tax-free and 
accumulate for your heirs. 

“By paying the conversion tax bill, you 
are effectively prepaying income tax for 
your heirs without owing any gift tax or 
using up any of your valuable unified 
federal gift and estate tax exemption 
($5.43 million for 2015). Plus, the 
income tax prepayment reduces your 
taxable estate, which is also a good 
thing,” reported MarketWatch last April.

  
If you earn too much to contribute 
directly to a Roth IRA (adjusted gross 
income of $131,000 or more for a 
single filer; $193,000 for joint filers in 
2015) then you can contribute to a non-
deductible Traditional IRA and convert 
it to a Roth IRA. This is called a back-
door Roth conversion. It may have some 
appeal for high-income individuals even 
though IRA contribution limits, which 
are $5,500 in 2015 ($6,500 if you are 
age 50 or older), make it difficult to 
build a substantial position.

Before pursuing a back-door Roth con-
version, it’s essential to thoroughly un-
derstand the rules and limitations. For 
example, the pro-rata rule requires 
individuals who are completing back-
door Roth conversions to calculate taxes 

“Back Door” Roth IRA
Right for You?

1
2

Converting an 
existing Traditional 
IRA to a Roth IRA.

Complete a 
“back door” Roth 

conversion. 

W E A LT H F I T
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owed across all untaxed IRA assets. So, 
if you have other IRAs that have not 
been taxed then a pro-rata portion of 
any assets converted to a Roth IRA may 
be taxable.

For instance, if Mary completes a 
$5,000 back-door Roth conversion and 
has no other untaxed IRA assets, the 
only taxes due would be those on any 
appreciation in the value of investments 
held in the non-deductible Traditional 
IRA. However, if Mary has $95,000 
in Traditional IRA assets that have 
never been taxed, a pro-rata portion of 
her Roth conversion may be subject to 
taxation. Since 95 percent of her IRA 
assets are untaxed, 95 percent of the 
conversion amount may be taxable.

There are some workaround that can 
help resolve this issue. If your employer-
sponsored 401(k) plan allows it, you 
may be able to roll untaxed IRAs into 
the plan. If the plan passes muster, the 
roll-in must occur before initiating a 
Roth conversion. Alternatively, if you 
are self-employed, you may be able to 
roll the assets into an individual 401(k) 
plan. Either way, the assets would no 
longer be considered under the pro-rata 
rule.

If you complete a Roth conversion of 
any kind and regret the decision, you 
can re characterize the conversion by 
converting the Roth IRA assets back 
into a Traditional IRA. This must be 
done within specific time frames.

  
Not all employer-sponsored retirement 
plans offer Roth 401(k) plan contribu-
tions. If yours does, take advantage of 
it. There are no income limits on Roth 
401(k) contributions and contribution 
limits are more generous than those for 
Traditional IRAs. During 2015, plan par-
ticipants may contribute up to $18,000 
to a 401(k) plan account, plus up to 
$6,000 more, if they are age 50 or older.

No matter how much money you earn, it 
is possible to enjoy the benefits of a Roth 
account. Just make sure you talk with a 
financial professional and understand 
the rules, limitations, and potential 
impact of any conversion before you 
take action.

“No matter how 
much money 
you earn, it 
is possible 

to enjoy the 
benefits of a 

Roth account.”

3 Make Roth 
contributions to a 

401(k) plan.
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Spending time in the pool, on the lake or at the ball field 
are just a few of the activities Jennifer, myself and the 
kids have been involved with over the past few months.  
Walker, our youngest, loves everything related to Star 
Wars and Legos.  For Spring Break we headed to Florida 
and visited St. Augustine, the Kennedy Space Museum 
and Lego Land.  Walker was most into the Star Wars area 
in Lego Land and enjoyed creating all kinds log light 
sabers out of Legos at the Lego Land Hotel.  He decided 
he wanted to be Kylo Ren from Force Awakens for the 
Lookouts ball game and was in Star Wars heaven fighting 
with the other characters, especially the full grown Kylo 
Ren.

Jack, like many boys his age, is into anything related to 
computers.  Lately we have worked to help him develop 
his programming talents with Minecraft modeling and he 
is working on developing his own website (with parental 
oversight).  He also enjoys basketball, soccer, swimming, 
martial arts, and scouting.  We had the opportunity to 
swim quite a bit this summer.

We took Sydney to a talent competition in Orlando last 
summer and she came away with a Modeling award and 
a couple of agents.  Since then she has found herself in 
a few small roles and was directed by Garry Marshall in 
the film “Mother’s Day”.  Jennifer and Sydney spent the 
month of June in New York this year.  Sydney had the 
opportunity to model as a “Summer Kid” with one of her 
agents and took acting classes from a few well known 
New York acting teachers.   I and the boys joined them for 
a couple of weeks in Philadelphia and Manhattan (which 

I wrote about in our Independence Day Blog)  We missed 
them and are glad to have them back.   Hopefully Sydney 
will value this experience for many years to come.

Jennifer started as executive director for Normal Park 
Education Fund in the fall of 2015.  I had long told her that 
she should join “Volunteers Anonymous” because she 
could never say “No” to a good cause.  This opportunity 
became available and after she considered it for some time, 
I encouraged her to take up the opportunity because I 
knew it would be something she would really enjoy.  Why 
not spend our time doing those things we truly enjoy?

“Strive to be the best at what you truly enjoy and you’ll 
never have a dull day or a lack of opportunity.”  We 
usually excel at what we love.  Our talents typically lie 
in these areas.  When we find our unique abilities and 
pursue to develop these, we are usually the most fulfilled.  
These abilities are many times talents we may not even 
recognize because it comes so easily, but others can see 
these abilities within us.  I feel very blessed because my 
career is aligned with what I love to do and I get to spend 
my time with wonderful clients and team-members 
on a regular basis in the office, at boat events and ball 
games and look to continually find ways to improve our 
relationships and everyone’s financial fitness.  I cannot 
think of a better way to spend my time.

Thank you for helping make 2015 the best year yet for 
Franklin Wealth Management.  We grew because fun 
engaged clients introducing us to other new fun engaged 
clients like you.  We appreciate all your support over the 
years.

Team News

Joe D. Franklin CFP®
President of Franklin Wealth Management

W E A LT H F I T



A 2015 PUBLICATION OF FRANKLIN WEALTH MANAGEMENT, LLC

13

The past year plus has been a very eventful one in the 
Hughes household with the birth of our son, Colin Lincoln 
Hughes in August of 2015.  It has been fun watching him 
grow and develop over the past year.  Our living room 
has become a full-time baby play area with a play mat in 
front of the fireplace as well as some of his favorite toys. 
You have to keep a good eye on him these days as he is 
crawling all over the house and will be walking on his 
own any day now.  He still needs Daddy’s pinky finger 
even though he is doing 98% of the work. Teffeny and I 
are cherishing this time as he will grow up fast just like 
his brother has.

No one can make Colin smile and laugh like his big 
brother Liam.  Liam definitely has a special bond with 
Colin and he loves playing with him and reading to him 
at bedtime.  He acts very mature for his age and It is hard 
to believe he is already 7 and just started 2nd grade.  His 
interests seem to change from year to year and now he is 
fully engrossed in Pokémon cards.  He doesn’t seem to 
mind that I don’t know all of the rules when we play.

We had another fun filled summer of baseball 
tournaments.  The blazing summer heat is no match for 
a proud and determined dad when it comes to watching 
his son play.   I’m thankful to share this time with Liam 
doing something he enjoys.  Teffeny is very passionate 
about baseball having played softball growing up (I’m 
sure this explains where he got his athletic ability from).  
We have also developed some good friendships through 
our “baseball family”.  A new season begins and so does 
another sport for my son to immerse himself in:  flag 
football.

This year has also been busier as my involvement with 
the Downtown Sertoma Club has grown.  I am currently 

serving as the club president leading our monthly club 
meetings.  I am passionate about the message of SERvice 
TO MAnkind which is our mantra.  Organizing volunteer 
efforts and fund-raising through our Wine and Shine event 
which has helped the Ronald McDonald House, Kids on 
the Block as well as the Speech and Hearing Center has 
been quite rewarding.  I am grateful to one of our clients 
who introduced me to the organization a few years back 
as it has given me an outlet to make a difference in the 
community.  If you are interested in making a difference 
and would like to learn more about our club, I can let you 
know when our next lunch meeting is.
 
Teffeny and I got to enjoy Savannah, Georgia for a few 
days while attending a Sertoma Regional convention 
in August.  While this was not my first visit, it was very 
special none-the-less as it was my first time there with my 
bride. We got to see most of the major sites in town on a 
bus tour one afternoon.  On our last day, we decided to 
drive to Tybee Island for a couple of hours of some beach 
time.  This was a nice getaway from the kids and made 
me appreciate having local in-laws that much more.    

Thanks for your support and feedback so we can continue 
to improve!

Nick Hughes, WMS
Associate Wealth Advisor
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The fall of 2016 is ramping up and what a great one it is 
shaping up to be.
 
We attended my Nephew’s wedding in May in Michigan.  
His nickname is “cowboy”, so naturally the wedding was 
held in a barn that has been converted to hold functions 
such as these.  Very unique and lots of fun.  Later in the week, 
we stopped by Cedar Point amusement park (Sandusky, 
Ohio).  I haven’t been there since I was a teenager and it 
certainly didn’t disappoint.  My whole family had a great 
time and I feel that it has to be the best amusement park 
in the U.S.
 
2016 means that Evan will be 16 and Nicole 13 this year.  
So yes, we officially now have two teenagers in the house 
(sympathies are welcomed).  Jokes aside, we have been 
blessed with two great kids and love them dearly.  That 
is why we took a cruise over in Europe, at the end of 
June.  None of us had ever been to Europe and wanted 
to take this extraordinary vacation while they are still 

“kids”.  What an fantastic vacation it was in France, Spain 
and Italy!  We toured the Coliseum and Sistine Chapel in 
Italy, rode bikes around Marseille, France, and spent extra 
days in Barcelona, Spain just to see all of the sights.  Truly 
a once in a lifetime trip with the kids and we count our 
blessings for being so fortunate.
 

Evan continues to love football and lacrosse (he dropped 
wrestling this past year) and at 6’1”, greater than 190 lbs, 
he has surpassed me in both categories.  Nicole continues 
to be in performances at her school (Center for Creative 
Arts) and loves every single thing about it.  Except for 
maybe science class and the teenage girl drama!
 
Until next time, take care and appreciate life.  We have 
been greatly blessed.

Daniel Norey
Team Leader

W E A LT H F I T
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The past few months have brought on some big and 
exciting changes in my life. The biggest event this year, 
by far, has been graduating from the University of 
Tennessee at Chattanooga with a bachelor’s degree in 
Investment Finance, and being promoted to Business 
Development Coordinator here at Franklin Wealth 
Management.  It is nice to finally see the results and 
be rewarded for all of the effort that I put into both my 
studies and work.
 
In this new position, I am involved in the marketing 
and technology sides of the business and you will 
likely see and hear from me regarding client events 
and updates to our software systems. You may also see 
me more during your regular Wealth Audit meetings. 
If you ever have a problem with any of our web-based 
platforms including the WealthFit™ system, feel free 
to reach out to me so that we can get you running 
again.  I’m excited to be in this new role with Franklin 
Wealth Management and am here to help our clients 
in any way possible.

Over the past year, I also successfully completed 
both the Series 7 and Series 66 exams. These exams 
are required by the SEC and state in order to make 
recommendations and enact securities transactions. 

I’ve also been able to dive deeper into the financial 
planning process, and plan to become a Certified 
Financial Planner® in the future.
 
In my spare time, it seems I have made quite a few 
trips the past few months. Recently, Joe and I were 
able to attend the Peak Advisor Alliance Excell Spring 
Conference in Phoenix, AZ. The Excell Conference 
lasted three days and is comprised of workshops and 
lectures intended to help financial advisors learn and 
grow professionally in order to serve clients in the way 
you deserve. I was also able to attend the Global Asset 
Management Education Forum in New York City this 
spring, and LPL’s annual Focus Conference in August. 
The educational program gave me insights into the 
thought processes of some the largest asset managers 
in the world. I heard from and was able to speak with 
several Chief Economists and Global Strategists. At 
Focus, we were humored by the Fresh Prince of Bel-
Air himself, Will Smith.
 
I’m looking forward to the road that lies ahead, and 
have enjoyed getting to know all of our clients has 
been a real joy. I look forward to seeing you all again 
at the Boats, Beverages, and BBQ event and our many 
other fun activities.
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Tanner Beverly
Business Development Coordinator
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Corey Higby
Operations Specialist

I’ve recently celebrated my 1-year anniversary with 
Franklin Wealth Management, and it’s been a pleasure to 
have had the opportunity to meet with you all.

My three boys, Sam (14), Noah (12), and Micah (9), are 
all doing very well. They each have a small but growing 
network of friends and keep busy playing basketball, 
skateboarding, and having neighborhood airsoft wars, 
which are somehow always confined to our yard, which 
means my lawn is forever decorated with colorful, plastic 
BBs.

Micah’s latest obsession is creating stop-motion videos with 
his WWE figures, which he then uploads to Youtube. He’s 
a perfectionist, getting wildly frustrated when it doesn’t go 
according to plan, but beaming with pride when he finally 
gets the results he’s after.

Noah enjoys making “let’s play” videos, recording himself 
playing video games with full, running commentary and 
then uploading them for friends to watch. He is also 
the most inquisitive of the three, so my times with him 
consist mostly of attempting to answer questions about 
which I have absolutely no knowledge. I try to keep up, 
but sometimes I have no choice but to reply with , “just 
Google it”.

Sam is in teenager mode, spending his days and nights 
listening to music, hanging out with friends, drawing, 
and yes, pestering his siblings. He loves being outside, for 

which I am very thankful, always walking the dog (Dixie), 
walking to McDonald’s, or exploring the neighborhood 
with friends.

Personally, it’s been a life-changing year. Since moving 
from NJ about 18 months ago, it’s been a challenge to be 
so far from family and friends, all the while caring for 
the boys and making sure they’re acclimating and staying 
busy. I’ve dedicated a lot of time and effort into my physical 
health by committing to daily nutrition goals while also 
hitting the gym at least 5 times per week. It’s rewarding to 
be 40-years old and in the best shape of my adult life.

All the best to you and your families this year, and I look 
forward to seeing you again!
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I am thankful to have joined the Franklin Wealth Team.

A New Orleans native, I love good people, good food and 
good music.  Taking advantage of a myriad of opportunities 
in life, I made multiple moves across the nation with 
Hilton Worldwide, after completion of my undergraduate 
degrees.  This travel gave me a breadth of culture and 
experience which will serve me well in my position and 
throughout future growth.
 
I come from a mixed career background of Hospitality 
and Finance, coupled with my educational experience in 
International Affairs and Public Policy.  I had the honor 
of completing an internship with the Council on Foreign 
Relations in New York during my studies.  I love to 
help people discover and live out their fullest lives; I am 
genuinely interested in people and their quality of life.

My son, Søren (3), is a ball of energy and he keeps me 
hopping with his high level of interest in Swimming, 
Soccer and Tennis.  My husband, a native of Germany, 
works at Volkswagen in Research & Development; he 
spends his spare time with us and he frequently races in 
Mountain Bike Tournaments.

We spend evenings and weekends adventuring outdoors, 
exploring Chattanooga, playing sports, learning languages 
and cooking/baking.  Our dog Bella, a rescued Beagle/
Labrador mix, tags along on any adventure possible.

I am looking forward to the opportunity to get to know 
you in the office, at our events throughout the rest of 2016 
and onward in the years to come.

I am excited for this amazing opportunity to be groomed by 
some for the best in the business.  I am currently a student at 
UTC, pursuing a Bachelors in Finance Investments.

I am an active member of Alpha Phi Omega, Financial 
Management Association, Trading & Investments Club, and 
the SMILE Fund organizations on campus.  Through these 
organizations, I have been blessed with the opportunity to 
help and serve the community, expanding my own knowledge.

Monique Wagner
Marketing Director

Shane Cotriss
Intern

In my free time, I enjoy working on cars such as repairs, 
bodywork, and painting.  I also enjoy golf, basketball, soccer, 
and another other sports.  I am from Dickson, Tennessee, 
where my parents still reside, but my younger brother, Jake, is 
attend Southern Illinois University in Carbondale where he is 
pursuing a Bachelors in Automotive Technology.

I am on track to graduate in December of 2017.  After 
graduation I plan to continue my education and pursue the 
CFA certification while hopefully continuing to get to know 
more of, you, the clients of Franklin Wealth Management.
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Fun with Clients!
W E A LT H F I T

Lookouts Game
  2016
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Boats, 
Beverages, 

& BBQ

Ladies’ 
Cooking Class 

& 
Gentlemen’s 

 Burbon Tasting 

Wine & 
Chocolate 
Tasting



4700 Hixson Pike • Hixson TN 37343

Like us on Facebook!
www.facebook.com/FranklinWealthManagementLLC

Connect on LinkedIn
www.linkedin.com/company/franklin-wealth-management--llc

Phone: 423-870-2140
Fax:     423-870-2164

Oct 20   Boats, Beverages & BBQ
Nov 10  Holiday Wine & Spirits
Nov 17  The Election Effect - LNL

Keep an eye out for our upcoming event announcements!

from Franklin Wealth ManagementHappy Holidays


