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Fritz Miller has been featured in the 
Pasadena, La Canada Flintridge, and 
San Marino Outlook newspapers, 
including the following articles:

• Five Keys to Lifetime 
   Retirement Income 

• Keeping Recent Volatility In 
   Perspective 

• Looking Ahead Following a 
   Banner Year 

• Miller Takes Big Picture Approach 
   To Retirement

• SEIA Reaches $5 Billion In 
   Managed Assets
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Don't Forget To Plan For Clients' Dementia

AUGUST 14, 2015 • KAREN DEMASTERS

Lawrence Weiss of NEXT Financial in San Francisco remembers the day he got a call from the police. Not about
anything he did, but about a longtime client.

An 80-year-old woman living alone, who had been a client of his for more than a decade, was being robbed by
financial fraudsters because she was suffering from dementia. California Senior Protective Services had been
notified, which led to them and the police contacting the financial advisor.

Weiss, with the help of the client’s older sister and niece, set up protections so she would no longer be writing
cashier’s checks to anyone who asked. One of the first things he did was set up online banking for the client, so
the sister and niece could view her accounts and make sure the bills were being paid and no extraneous
checks were being written.

“Being a financial advisor today with elderly clients, you have a different level of responsibility than you do with
younger clients,” says Weiss. “Advisors are going to face this more and more as the population ages.

“We have to wear a lot of different hats today,” he says. “Is this a money maker for us? No. But as an advisor
you have to decide how you can help, and a good financial planner can add a lot of value in these situations.”

Studies have shown that nearly 14 percent of the population of the United States over age 70 suffers from
some degree of dementia. Worldwide, 47 million people suffer from dementia and that number will increase
to 75 million by 2030, according to the World Health Organization.

Financial advisors will be put in a position to help some of these people.

“It is absolutely critical to think about these issues ahead of time, before the client shows signs of dementia,”
says Sarah Mouser, a director of financial planning with Cassaday & Company Inc. in Northern Virginia. “The
client should designate an advocate—a friend or family member—to act on their behalf.”

“Advisors are put in a special position to help manage a client’s affairs in the early stages of dementia,” adds
her colleague Alina Lee, also a director of financial planning for Cassaday.

Leslie Thompson, a managing principal at Spectrum Management Group in Indianapolis, had a similar
experience to Weiss. A longtime client began showing signs of dementia and she had to decide how to handle
the situation.

“The hardest thing for the client in the beginning of dementia is to give up driving and give up control of the
finances,” says Thompson. “In this case, with the approval of the family, we let the client continue to pay the

Featured in Financial Planning 
July 2015 Issue, Keeping Seniors Safe, 
including the following articles: 

• Are You a Weak Link in Protecting 
  Older Clients? 

• Worried About Elder Abuse? 
   Talk to Clients First

• Regulators Eye 'Pause Law' to Protect 
   Elderly Investors

• Elder Abuse Losses: Gone for Good

• Fraudsters Are Targeting Your Elderly 
   Clients’ Fight Back
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Advances and innovations in healthcare, increases in life expectancy and changing retiree lifestyles 
have changed how we must look at retirement. Planning for a longer, more active lifespan presents 
challenges not faced by previous generations. 

While you have worked hard throughout your life to build up a solid retirement nest egg, it is im-
portant to determine a plan for converting it into income that will last. Taking into account Social 
Security, defined benefit pensions, tax implications on withdrawals, unexpected expenses and the 
implementation of creative planning opportunities will all have a dramatic effect on the quality of 
your retirement life. Begin by considering these five key elements to a successful lifetime retirement 
income plan:

1) Understand how much income you will need in retirement. 
Calculate your monthly income, which should include Social Security, pension income, invest-

ment income and wages (if any) for you and your spouse. Then determine your monthly expenses, 
which in addition to the usual living costs, should include healthcare, housing, insurance premiums 
and taxes. The surplus or shortfall between income and expenses will give you a foundation from 
which to build your retirement income plan. 

2) Know your sources of retirement income. 
Sources of retirement income can include Social Security benefits, qualified and non-qualified re-

tirement plans and personal accounts, such as individual bank savings or brokerage portfolios.  
3) Acknowledge the importance of keeping up with inflation. 
In order to maintain your purchasing power in retirement, it is critical to take inflation into account 

and apply strategies that will keep up. A diversified portfolio that contains dividend-paying stocks 
can provide a source of income diversification from the bond market while also offering more favor-
able tax treatment and an inflation hedge.

4) Recognize the importance of proper healthcare planning in retirement. 
Unexpected medical and long-term healthcare expenses pose a big risk to retirement plans and 

are often the most overlooked — or underestimated —  category of retirement expenses. You should 
know and understand exactly what is covered and whether or not what’s covered is in line with your 
lifestyle expectations. 

5) Implement strategies that can provide lifetime retirement income for the next generation.  
Certain retirement planning strategies, such as the “Stretch IRA,” offer the dual benefit of providing 

retirement income for your heirs while minimizing the impact of income taxes on their inheritance. 
These considerations are complex and the decisions are important, so you may want to consult 

with a qualified financial professional to develop a retirement income plan that is right for you. After 
all, you worked hard for your money — now is the time to make it work just as hard for you.

Fritz Miller, CFP, ChFC, AIF is a Partner with Signature Estate & Investment Advisors, LLC in their 
Pasadena office. SEIA and its affiliates manage more than $4.5 billion in assets under management  
(as of 12/31/2014). To request a complete copy of Fritz’s published “Five Keys to Lifetime Retirement  

Income” white paper, please contact him at fmiller@seia.com or (626) 795-2944.
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In partnership with UCLA, Doheny Eye 
Institute provides exemplary vision care 

at its state-of-the-art clinic in the Hun-
tington Pavilion in Pasadena and at its 
second location in Arcadia. 

As a private, nonprofit organization, 
Doheny relies on philanthropic support, 
including contributions through charitable 
gift annuities. With a simple contract be-
tween a donor and the institute, Doheny 

agrees to pay a fixed amount for the life of 
the beneficiary. These gifts provide great 
benefits to the donor and the institute’s ef-
forts to eradicate eye disease.

For a free, no-obligation look at how a 
gift annuity can benefit you, call (323) 442-
7103. The Doheny Eye Center UCLA in Pas-
adena is located in the Huntington Pavilion 
at 625 So. Fair Oaks Ave., while the Arcadia 
clinic is located at 622 W. Duarte Road.

Doheny Eye Institute  
Brings Vision for Change 

Fall might be anything but calm on Wall Street. Vola-
tility is back in a big way. Equity markets experienced 

turbulence — 11 of the 15 trading days ending Sept. 9 
were “all or nothing” days in which more than 80% of 
the S&P 500 moved either higher or lower. In the last 25 
years, the index has not had a 15-day period like this.

  That stands in contrast with the first six months of 
2015. The Dow Jones Industrial Average was never more 
than 3.5% up or down year-to-date, on pace for the most 
placid year in its history.

There were several factors driving these swings. The economic slowdown in China and the 
possibility of the Fed raising short-term interest rates later this year have been of concern.

Remember that historically, the ups of the market have outweighed the downs. If your 
time horizon is relatively long, that may provide encouragement. There has never been a 20-
year stretch in which a diversified portfolio invested in large U.S. firms has had a negative 
inflation-adjusted total return.  

After a long, steady ascent, it can be a rude awakening when the major indices roller-
coaster or plunge. Even so, we should be patient rather than let emotion take over. As the 
late Paul Harvey said, “In times like these, it helps to recall that there have always been times 
like these.” 

Fritz Miller, CFP, ChFC, AIF, can be reached at (626) 795-2944 or fmiller@seia.com.

Keeping Recent 
Volatility in  
Perspective

Fritz Miller, CFP, ChFC, AIF 
Partner SEIA

With each patient they treat, 
the professionals at Broadway 
Dental are dedicated to making 
positive and lasting improve-
ments to the patient’s total 
well-being. Because of each 
patient’s unique condition and 
personal objective for treat-
ment, Broadway Dental takes 
a fully personalized approach 
to the person’s diagnosis and 
treatment recommendations. 

As a highly qualified general 
dentist in the field of dental 
orthopedics, neuromuscular 
dentistry, nutrition and inte-
grative dentistry, Dr. Pira Sa-
deghi brings smiles to pa-
tients’ faces while improving 
their overall quality of life. She 
is dedicated to providing every 
possible measure of success for 
her patients’ relief, enthusiasti-
cally furthering her education 
to deliver the most up- to-date 
modalities in such a complex 
field. She’s actively involved 
in the American Academy of 
Dental Sleep Medicine, as well 
as being a fellow of American 
Academy of Craniofacial Pain, 
a fellow of the International 
College of Craniomandibular Orthopedics and a fellow of the American Academy of 
Pain Management.

Broadway Dental’s mission is to help strengthen and preserve the natural appear-
ance of the teeth and gums. The key to excellent oral hygiene is maintaining regular 
dental visits, especially for individuals with a history of gum disease or trauma. Negli-
gence will only distort current conditions, and at times can become impossible to re-
verse. They are proud to offer general dentistry, cosmetic dentistry, and TMJ treatment 
to patients. 

Call today for your free consultation. (818) 240-5888. Broadway Dental is located at 
727 E. Broadway in Glendale. For more information, visit 727broadway.com.

Broadway Dental is  
Something to Smile About

Dr. Pira Sadeghi

Senior Lifestyles
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