
Mentoring can be a fulfilling
way for retirees to repurpose
their professional skills, give

back, and stay active. But there’s more
to building an effective mentoring re-
lationship than just making yourself
available for a chat. These four tips will
help both mentor and mentee get the
most out of their time together.  
1. Set a Schedule. 
Treat mentorship like a professional re-
sponsibility. Decide how many hours
per week you are going to spend to-
gether. Are these meetings going to be
virtual? In-person? A combination of
the two? Establishing these guidelines
and putting your meetings on your cal-
endar will add a little structure to your
retirement schedule and ensure that
both you and your mentee will respect
each other’s time. 
Also, consider setting an end date for
this mentorship: a semester, a quarter,
a month. If, at the end of this time,
both participants wish to continue, set
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Financial Network, Member FINRA/SIPC,
a Registered Investment Advisor. Fixed
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a new schedule. On the other hand, if
the relationship has run its course, it
will be much easier to part amicably
and without awkwardness. 
2. Set Expectations.
What is the specific purpose of this
mentorship? Does a grad student in
your field need some help with her the-
sis? Are you going to train a young pro-
fessional or coach up some of his skills?
Are you going to help someone looking
for a career change gain new skills or
brush up their resume? 
What kind of boundaries do you want
to establish? Are you willing to open up
your professional network to your
mentee? Can he or she contact you out-
side of your scheduled meetings by
phone, text, or email? Use you as a ref-
erence on a resume or as a source in a re-
search paper?
Also, what tasks do you expect your
mentee to perform outside of your time

of Your Finances, Health, Wellbeing, and more! 2022  Quarter 1

“We make a living by what
we get, but we make a life

by what we give”
~Winston Churchill
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My last few months have all been about working hard and traveling.  In the last 6 months, I
have been to Portugal, Whistler, and Chicago, with long weekend trips to Palm Springs, Laguna
Beach, and Santa Barbara.  Here I am in a Razor in Whistler, Canada.  I haven’t done as much
hiking as usual but looking forward to warmer weather and getting back out there.  My daugh-
ter, Kaylan, finished her internship and got her first job as a medical sonographer.  I am officially
an empty nester!

Personal Notes
Dale & I have been busy.  We are expecting another grandchild in July, which will bring us to
seven.  There must be a tennis player in there somewhere!  We just produced an IWS commercial
showing the heart of our firm.  Thank you to all the clients who helped us make it possible.  Dale
had a leading role in another Christian-based film, which she filmed in Wisconsin in January.  Given
all the above, we have decided we need to get to St. Croix this spring for a much-needed break.  I
have been off my tennis routine but looking forward to getting back into it.  Excited about everything
going on at IWS as well as the uptick we are seeing in charitable planning.

Hi everyone. I hope you are all doing fantastic! Question: have you ever shot an arrow? I finally had
the opportunity, and it was a rather therapeutic experience.  Feeling the release of the arrow and seeing
it fly though the air (with no specific target, of course!) gave me a sense of effectively letting go of some
things.  “Bye, Bye 2020… and 2021!”  I’m feeling like 2022 is going to be a great year for everyone, and
I’m looking forward to all the ways I can positively affect those around me.

Shea Allen

It’s another year to create new memories! I recently attended a yearly “Galentine’s Day” event,
a tradition my friends and I started in our early 20’s while we were still single to celebrate our
friendship around Valentine’s Day.  I was so happy and excited to see these women whom I
haven’t seen since the most recent wave of COVID. This year we decided to get together at an
art studio for a paint party. The older I get, the more I cherish these moments with my friends.
I know I can always rely on them for great fun and laughter no matter the season.

Tracey Rosado

Lynda Scott

Bruce & Dale Horowitz

Life has been busy! After many months of intense training in the pool and ocean, last November
I successfully completed the 5-mile Coral Reef Swim in St. Croix. I got stung by a friendly jellyfish
right at the start, so the swim was a bit painful, but I completed it in the allotted time frame and
I was very happy. Dan & I were also able to enjoy to some good R&R while we were there. Our
second grandchild arrived in December. Henry is such a good baby and an absolute delight. Our
entire family got together in February so all could meet him!

Ren Barinaga
I began my new career here at IWS last July.  In October, I was able to get acquainted with some of you
through our Thanksgiving communications; and in 2022 I have (or will) contact you about scheduling
a strategy meeting.  I am also here to assist you with Investor360° and receiving your tax documents.  I
am new to this industry.  In my previous lives, I was a teacher and worked in Human Resources. This is
an exciting opportunity for me to learn something new and grow as a person with the IWS family. They,
and you, have accepted me with open arms and I could not be more touched.

Trichette Roy
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Market Index Performance Data as of February 28, 2022:

Source: Morningstar. Certain sections of this commentary contain forward-looking statements that are based
on our reasonable expectations, estimates, projections, and assumptions. Forward-looking statements are not
guarantees of future performance and involve certain risks and uncertainties, which are difficult to predict. All
indices are unmanaged and are not available for direct investment by the public. Past performance is not in-
dicative of future results. Index definitions can be found in the disclosure section at: www.iwstrategists.com/
themarket.aspx

EQUITIES
Index YTD 12 Month%
S&P 500 -8.1% 16.39%
NASDAQ Composite -12.01% 4.92%
Dow Jones Industrial -6.43% 11.59%
Russell 2000 (US Small Cap) -8.66% -6.01%
MSCI  EAFE (International) -6.52% 2.83%
MSCI EM (Emerging Markets) -4.83% -10.69%

FIXED INCOME
Bloomberg Barclays US Aggregate Bonds -2.57% -2.44%
Bloomberg Barclays US Government Bonds -2.55% -2.12%
Bloomberg Barclays US MBS (Mortg-Backed Bonds) -2.44% -2.88%
Bloomberg Barclays Municipal Bonds -3.09% -0.66%
Bloomberg US Treasury TIPS -1.19% 6.06%

Volatility has returned to the
market ignited by the Russia
attack on Ukraine. Oil prices

have soared, and this has heightened
people’s fear that inflation could con-
tinue for some time.  This is all taking
place while the Fed has announced in-
terest rate hikes throughout the year.
Through February, all stock and bond
markets were down.  The US stock
market was down 8% with bonds down
2.5%.  Value stocks have fared much
better than growth stocks.  Technology
has been hit hard with the NASDAQ
index down 12%.  All the above reiter-
ates my belief that no one can predict
the future and you control what you
can control.  This includes making sure
you are properly diversified with the
appropriate amount of risk given your
situation.  The other thing I want to
comment on is when everyone in the
media starts to say, “this is what will
happen in the future as it relates to fi-
nancial markets or instruments,” it isn’t
necessarily so.  An example of this is the
theme that investing in bonds makes

MARKET OVERVIEW

²Bloomberg Index Services Ltd., Morningstar. As of 11/30/21. Daily results for the index are not available prior to 1994. For
those earlier periods, returns were calculated from the closest month-end to the day of the first hike through the closest
month-end to the day of the final hike.

no sense in a rising interest rate envi-
ronment.  While it is true that rising in-
terest rates can be a drag on bond
returns, it does not necessarily result in
them not making money.  As the chart²
below indicates, there have been seven
periods where interest rates have in-
creased significantly over the last 40

years.  In five of these periods, bonds
had positive returns.  The average return
over all seven periods was 3.9%.  The
main purpose of bonds is to provide in-
come and stability to a portfolio.  We
believe they still accomplish this.   n
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Continued on page 7

ning tool if executed correctly, a premarital agreement does
require the child’s involvement and can raise emotional con-
cerns for the couple (“I love you so much and will always take
care of you, but can you sign this premarital agreement?”).
To help overcome any uneasiness, both parties should work
with practiced attorneys who can educate your child with
respect to his or her rights under the agreement, as well as

PROTECTING INHERITANCES FOR
MARRIED CHILDREN
Statistics suggest that a high percentage of marriages will

end in divorce. Although you may not be concerned
about your own marriage, are you worried about pro-

tecting the assets of your married children?
Everything may be rosy now, but it’s not uncommon for peo-
ple’s perspectives (and personalities) to change during a di-
vorce. If that happens, what do you want for your children’s
inheritance? Would you continue to provide some level of fi-
nancial support to your child’s ex-spouse once he or she is no
longer part of the family? Or would you prefer to omit this
support for your former son- or daughter-in-law? If you wish
to protect your child’s inheritance, several planning options
are available.
The First Line of Defense
Premarital agreements. For many high-net-worth individu-
als, particularly those with a family business or other gener-
ational family wealth, the first step may be to encourage your
child to address the need for a premarital agreement—a
binding contract between the prospective spouses that de-
fines their rights in the event of a legal separation, divorce,
annulment, or death. Although it can be an effective plan-

Harvard, Yale, & MIT endowments are some of the
largest in the world, managing $25 to $40 billion
of assets.  They also hire some of the best minds to

manage these assets.  Their goals are surprisingly like those
of most retirees.  They are charged with making sure the as-
sets last into perpetuity and can throw off 5% per year of in-
come.  Looking at what they do in terms of investment
management can be very enlightening and beneficial for the
individual investor as well. 

What may be surprising is that most of their assets are not
invested in traditional asset classes such as stocks and bonds.
We believe this has to do with the returns that most credible
sources are projecting for these asset classes going forward.
To achieve the goal of generating 5% income, preserving the
wealth, and having it keep pace with inflation, the endow-
ment needs to earn approximately 7-8%.  Historically, the
traditional 60/40 stock and bond portfolio would accom-
plish this goal.  Stocks could earn 10% and bonds 5% for a
blended return of 8%.  Things have changed over the last 15
years and typical projections going forward are 5% for stocks

WHAT DO HARVARD, YALE AND MIT
KNOW THAT YOU DON’T?

and 2.5% for bonds.  This results in a blended rate of return
of 4%.  This will not cut it for these endowments, and may
we say, for most retirees.  

So, what did these endowments do?  They revised their allo-
cations to include alternatives that have the potential to give
them the returns they need, while staying within their risk
parameters.  These alternative asset classes may include pri-
vate equity, real estate, and absolute returns.  Today’s endow-
ments typically have 30-35% of their assets invested in
traditional stocks and bonds with 65%+ in alternatives.
They look to alternative investments to provide the returns
they need to achieve their goals, as historically, alternatives
such as private equity have earned public stock market or
greater returns with less volatility.  

The problem for the individual investor is that traditionally,
alternatives have been funded by institutional and ultra-high-
net-worth investors due to the significant capital require-
ments and liquidity profiles.  Additionally, most of the

Continued on page 5
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Continued from page 4
PROTECTING INHERITANCES ...
any other rights that he or she may or may not be waiving in
the event of a divorce. For example, beneficial rights to
ERISA-governed retirement plans cannot be waived by a
prospective spouse in a premarital agreement; however, the
agreement can provide for the commitment to waive spousal
rights once the parties are married. In addition, the couple
may wish to discuss the intricacies of dividing specific assets,
including tax considerations. Or, if the prospective spouses
are young, they may wish to take a more flexible approach,
perhaps restructuring their rights at certain predetermined
points in the future.
Postmarital agreements. In contrast, postmarital agreements
are entered into after the marriage. Initially, the enforceabil-
ity of these agreements was in question. In recent years, how-
ever, they have increasingly been upheld by the courts,
particularly if they follow the requirements of the Uniform
Premarital Agreement Act or other state law governing pre-
marital agreements. Nonetheless, postmarital agreements are
still in their legal infancy and are considered less reliable than
are premarital agreements.
Trusts: A Secondary Level of Protection
Trusts can also be a worthwhile tool if you wish to retain con-
trol of or protect potential inheritances. Trusts come in two
broad categories: third-party spendthrift trusts and self-set-
tled trusts (either domestic or offshore).
Third-party spendthrift trusts. An individual can establish
this trust for the benefit of another individual (frequently,
by individuals for their spouses and children); generally, the
person who establishes the trust is not one of the beneficiar-
ies. A key aspect of this type of trust is that it gives the trustee
discretion over when and how distributions are to be made,
making it an extremely effective vehicle for family members
with potential creditor concerns, including divorce. If you
wish to protect gifted or inherited assets, the trust should
vest the trustee with complete discretion to make, or not
make, distributions to your child and his or her descendants.
To ensure the highest potential level of protection, the trust
shouldn’t contain provisions that may be construed as grant-
ing your child a right to withdraw funds from the trust or
force mandatory distributions of income. These types of
provisions raise the concern that a court may assign all or a
portion of such a right to a divorcing spouse. In all circum-
stances, the trust should include a spendthrift clause express-
ing the grantor’s intent that the child’s interest in the trust
shall not be subject to assignment, whether voluntary or
involuntary, to any creditor. The laws of some states provide
automatic spendthrift protection for certain interests in a
trust. Relying on these statutes isn’t foolproof, however, as
some states may make exceptions for spousal claims.

Self-settled trusts. Several states have adopted laws to pro-
tect assets held in an irrevocable trust from an individual’s
creditors, even if the individual is the grantor of the trust.
These trusts can shield assets from the claims of a divorcing
spouse, but most states have held that the trust must be es-
tablished prior to the marriage. (Nevada, however, has pro-
tected against spousal claims for trusts established after
marriage but before a divorce is anticipated.) Even if the trust
is established prior to the marriage, the transfer to the trust
must still pass muster under state fraudulent conveyance
laws. Because of such complexities, you (and your attorneys,
if outside the applicable state) should work with experienced
counsel practicing under that state’s laws.
Common distribution techniques. In a divorce, the battle-
ground is often the question of whether the beneficiary has
a right to receive the trust property. Keeping your family’s
circumstances in mind, you should weigh the benefits and
drawbacks of various distribution methods with your attor-
ney. Popular trust distribution techniques include the fol-
lowing:

Outright. The funds are distributed outright and free
of trust, no strings attached. This technique is often fa-
vored by individuals with mature, financially astute
children. This distribution standard offers little to no
asset protection.
Mandatory income/discretionary support. Manda-
tory income provisions require the trustee to distribute
income annually (or, quite commonly, at a more fre-
quent interval) and provide distributions of principal
either under a standard such as “health, education,
maintenance, and support” or at the trustee’s total dis-
cretion. The trust will not provide asset protection for
mandatory distributions, and if the beneficiary can de-
mand assets, they may be available for asset division.
Staggered distribution. Trust assets are distributed in
intervals, such as when the child reaches certain ages
(e.g., 1/3 at 25, 1/3 at 30, and 1/3 at 35). These provi-
sions are frequently used as a measure to keep the child
from squandering the inheritance; on the positive side,
they make funds available to the beneficiary at ages
when major events, such as marriage or purchasing a
first house, are likely to happen. Until the triggering
ages are reached, the trustee typically makes discre-
tionary distributions. Any mandatory distribution may
be considered available and part of the marital estate.
The benefits of a corporate trustee. Because it re-
moves the perception that family dynamics are part of
the distribution decision, a corporate trustee may be

�

�

�
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BECOME A MENTOR IN RETIREMENT
together so that this mentorship continues to progress to-
wards its goal? How will you hold your mentee accountable
for that progress? What benchmarks can you set? What
daily, weekly, or monthly goals should your mentee be hit-
ting? 
Your time and experience are both extremely valuable. Be
clear about what you expect your mentee to do and what you
are willing to do in return. 
3. Ask Personal and Professional Questions.
At the beginning of the relationship, your mentee might feel
nervous or intimidated. Or he or she might approach your
initial meetings like they’re attending a class where you’ll be
dispensing wisdom. 
It’s up to the mentor to balance out the relationship and
break the ice. Perhaps your first meeting should be more of
a getting-to-know-you chat where you don’t really talk shop.
Ask about family, hobbies, the reasons they chose their field,

favorite sports teams, books, movies. Making a personal con-
nection will help your mentee open up more and participate
actively once it is time to get down to business. True two-way
communication will also give you an opportunity to learn
from the next generation, gain new perspectives, and perhaps
discover some new interests you might want to pursue on
your own time. 
4. Stay Positive. 
When you were a young professional, you probably had pos-
itive and negative interactions with seasoned pros whom you
looked up to. Try to emulate the conversations and experi-
ences that inspired and motivated you. When criticism is nec-
essary, maintain a constructive tone. After all, your mentee
wouldn’t have approached you in the first place if he didn’t
recognize that he needed guidance. Spend less time pointing
out flaws than you do helping your mentee identify potential
solutions and paths for growth. n

Continued from page 1

Continued from page 5
PROTECTING ...

more effective than a family member trustee. Through
my relationship with Commonwealth Financial
Network®, the Registered Investment Adviser–bro-
ker/dealer that I partner with to help me better serve
you, I have access to several personal trust service com-
panies. Each of these companies is experienced in all
types of trusts, including life insurance, charitable,
multigenerational, special needs, and minor trusts.

Last But Not Least . . .
Buy-sell agreements. Often, when a family business has sev-
eral owners, neither they nor the divorcing owner wants to
go into business with the ex-spouse. A buy-sell agreement is
an important tool in these situations because it provides for
the mandatory purchase (or right of first refusal) of a share-
holder’s interest by:

1. Other shareholders (in a cross-purchase agreement)
2. The business itself (in a redemption agreement)
3. Some combination of the other shareholders and the
business (in the case of a hybrid agreement) upon the
occurrence of certain events described in the agreement
(the triggering events)

A buy-sell agreement’s primary objective is to provide for the
stability and continuity of the family business in a time of
transition through the use of ownership transfer restrictions.

Typically, such agreements prohibit the transfer to unwanted
third parties, such as divorcing spouses, by setting forth how,
and to whom, shares of a family business may be transferred.
The agreement should also provide a mechanism for deter-
mining the sale price for the shares and how the purchase will
be funded. This valuation can be important in the event that
a court protects the business interest itself but values the in-
terest for the purpose of allocating remaining marital estate
assets.
Striking the Right Balance
Individually, premarital and postmarital agreements, spend-
thrift trusts, self-settled trusts, and buy-sell agreements can
be valuable tools for protecting inheritances in a divorce. But
they need not be used alone. Sometimes, a combination of
these methods will best meet your needs.
Remember, before putting any of these measures into play,
you should consider which strategy will deliver the balance
of flexibility, control, and accessibility that you desire. Al-
though it’s impossible to predict the future, with careful plan-
ning, you can help ensure that your children’s inheritances
are protected according to their wishes. n

This material has been provided for general informational pur-
poses only and does not constitute either tax or legal advice. Al-
though we go to great lengths to make sure our information is
accurate and useful, we recommend you consult a tax preparer,
professional tax advisor, or lawyer. 
© 2022 Commonwealth Financial Network®

�
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REDUCING RMD TAXES WITH 
QUALIFIED CHARITABLE DISTRIBUTIONS

As you review your IRA required minimum distribu-
tions (RMDs) and ways to minimize their effect on
your taxes this year, a worthy strategy to consider is

making a qualified charitable distribution (QCD) for the
current tax year. 

The QCD provision permits taxpayers who are at least age
70½ to make tax-free distributions directly from an IRA or
Roth IRA to a qualified charity.  The donation is limited to
$100,000 per person (married taxpayers filing jointly may
exclude up to $100,000 donated from each spouse’s own
IRA), and it may be used to partially or fully satisfy the tax-
payer’s required minimum distribution for the current tax
year.

Here are a few additional notes to keep in mind:

The withdrawal is a tax-free distribution; thus, the amount
excluded from gross income is not tax deductible.  The ben-
efit is available to taxpayers who do not itemize deductions
and who would not otherwise be able to take a deduction.
For taxpayers who do itemize, the withdrawal will be ex-
cluded from the calculation of their adjusted gross income.

Donations from an inherited IRA are eligible if the benefi-
ciary is at least 70½.

Donations from a SEP IRA or SIMPLE IRA are not eligi-
ble.

The charitable recipient must be a 501(c)(3) charity.  Non-
operating private foundations, supporting organizations, and
donor-advised funds do not qualify.

The distribution should be paid directly by the IRA custo-
dian to the charity.

When making a QCD, you must receive the same type of
acknowledgement of the donation that you would need to
claim a deduction for a charitable contribution.

Taxpayers are responsible for ensuring that the distribution
meets the requirements of a QCD.  The distribution from
an IRA or Roth IRA will be coded as an age-based normal
distribution on your Form 1099-R. Distributions from an
inherited IRA or inherited Roth IRA are reported as a death
distribution on the 1099-R.  The amount contributed to a

QCD must be entered correctly on your tax return to ensure
it is not taxed.

We are passionate about partnering with our clients on their
charitable endeavors.  We would be happy to answer any
questions you have and process your QCDs when ready.
Please feel free to call our office at (323) 878-2500. n
Innovative Wealth Strategists does not offer tax or legal advice.
Please consult a tax or legal professional regarding your indi-
vidual situation.

Continued from page 4

WHAT HARVARD...
top-quartile alternative managers were not available to indi-
vidual investors.  Things are starting to change.  Although
there are still minimum net worth requirements for most al-
ternatives, we have access to premier alternative managers
with reasonable minimums and liquidity profiles.   For years,
we have structured our asset allocation models after endow-
ments and believe it is an outstanding solution for helping
our clients meet their retirement goals.  n

Disclosure: Investments are subject to risk, including the loss of
principal. Investing in alternative investments may not be
suitable for all investors and involves special risks, such as risk
associated with leveraging the investment, utilizing complex
financial derivatives, adverse market forces, regulatory and tax
code changes, and illiquidity. There is no assurance that the
investment objective will be attained.
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