WORTH A REED

IN THIS ISSUE‐


Do you recognize this local spot?
Answer in next quarter’s newsletter!



Note from the President
 Ge ng Started
 Employee Spotlight
 Our New Secure Email
The Cash Withdrawal Process

Second Quarter 2013 Newsle er
Note from The President
Jim Reed, CEO
In our last newsletter, I reflected
back on our successes over the last
30 years. This time I wanted to highlight what I
think are some of the reasons for our successes:
You Need Good People…Who Stay
The most obvious reason is having good people
working for you. Carol Sidari has been with us
for 22 years, Amanda Lisachenko for 15 years,
Michelle Hohlbaugh for 14 years and Marsha
Reed has been here from the beginning. John
May and Nikki Huffman both have been here for
five years and Janet Edwards and Mark Lisa‐
chenko are the newbies, with only one year with
us but each have 15 years of relevant experience
elsewhere.
Why do we have longevity in our staff and below
industry average client turnover? I think there
are two key reasons: (1) everyone shares my
passion to do whatever it takes to help our cli‐
ents achieve their goals and to maintain a life‐
style; and (2) we use a team approach for manag‐
ing our clients’ financial affairs, their invest‐
ments, their anxieties and their expectations.
Keeping the Client’s Needs First

Our passion grows out of the firm’s mission,
which is to help others achieve their goals. We
have procedures in place to assure timely pro‐
cessing of various requests and that investment
needs are being met. Every person on our staff
has quarterly goals to meet, which are consistent
with our clients’ needs. We have an incentive
bonus system which is tied to goal achievement
with potentially significant bonuses.
Team Approach is Cri cal
Secondly, we think our team approach allows for
more timely response to client needs and to let
people do what they do best or have a strong
passion for. The complexity of our business today
needs specialists in client relations, planning, in‐
vestments and advisory. This approach also al‐
lows at least three people to know our clients and
potentially help them if the advisor is unavailable.
How do we keep our staff motivated? The simple
answer is “sugar and money”. Donuts and bonus‐
es seem to work extremely well in our office.
Beyond that, we constantly challenge everyone to
get better at what they do. Quarterly, each de‐
partment has a goal to either provide better ser‐
vice to our clients or improve department effi‐
ciencies.

development and results are tracked. An organi‐
zation is only as good as its weakest link; the
stronger everyone gets, the more our company
can grow.
We Get Paid for Results
I have a philosophy that permeates through the
organization that “we get paid for results not for
the time we put in”. Accordingly, from time to
time, everybody gets to work extra hours and
conversely there are times when everyone takes
time off. To compensate, we have a flexible
work schedule, attendance at children’s events
are strongly encouraged, that much‐needed hair‐
cut has been known to be scheduled early in the
afternoon. Everyone is connected to the office,
so if necessary, we can work from home in the
event of bad weather or watching the children
when childcare gets complicated.
While we push people, encouraging them to get
better and expect results, we are also very aware
of mental burnout. We strongly encourage tak‐
ing vacations and if all else fails, we “kick” them
out for a week or so to recharge the batteries.

Overall, I have been blessed with a great staﬀ.
We are not perfect but everyone tries really hard
to make your goals and dreams a reality. Thank
Additionally, all staff are challenged for personal you for the kind words and notes about our staﬀ
over the years, that means a lot to us. ■
growth. Each person defines areas for their own
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“The secret to ge ng ahead is ge ng started.” ‐ Mark Twain
Amanda Lisachenko
A Health Care Power of A orney gives someone
the right to approve medical care and the Living
Will is the sustaining life provision.

Anything is diﬃcult to begin when you are
star ng from zero. Kind of like pushing a lawn
mower, there is always that ini al push to get it
going but a er that it is much easier. And nowa‐
days some of the nicer mowers make this a li le
easier by being self‐propelled. Where am I going
with this you ask??

3. Adequate Life Insurance
Depending on your current situa on life insur‐
ance may vary from the basic need to pay for a
funeral (approximately $10,000 to $20,000) to
advanced coverage for spousal support, chil‐
drens’ educa on and outstanding debt. The good
news is at a young age term insurance is normally
the best choice and is rela vely inexpensive.

Many mes at the end of mee ngs we hear
clients say “I wish I would have had this conver‐
sa on when I was younger” or “I think my child
should talk to you.” While we are always more
than happy to help family members of our cli‐
ents, I thought that it might be helpful to pro‐
vide the top three things anybody star ng out
should do.
1. Par cipate in Re rement Plan
This may seem like a simple thing to do, but 30
percent of eligible workers do not par cipate in
their 401(k) plan. Most people star ng out feel
that they cannot aﬀord to save anything but
with free money (employer match) and me on
their side they can’t aﬀord not to par cipate.
They need to remember that the amount that is
being saved on federal taxes means these contri‐
bu ons do not translate into a direct dollar‐for‐
dollar tradeoﬀ on take‐home pay. Normally a
Human Resources person will be able to calcu‐
late the paycheck impact. We encourage new
employees to par cipate enough to receive the
match and if there is no match we suggest a 3%
to 5% par cipa on rate.
2. Get Basic Estate Documents
There are four basic documents that all individu‐

als should have; Will, Durable Power, Health
Care Power of A orney and Living Will. Whether
a person is married or single, all of these
documents help loved ones in the decision mak‐
ing process in regards to property and/or care.
A Will gives direc on as to how to distribute
assets or property. Beneficiaries on accounts can
also play a key role in distribu on and should
not be overlooked. If an individual has children,
guardianship will be dictated in a Testamentary
Trust which is inside the Will.

While this may seem overwhelming to some,
there is help available. A recent trend at the
company level is to encourage a higher employee
par cipa on in re rement plans through auto‐
ma c enrollment and/or automa c percentage
escala ons. Companies have also historically
oﬀered some amount of life insurance.
We feel that it is important to get started on the
right foot. New this quarter, we will be oﬀering
a free consulta on to review immediate family
member’s re rement plan op ons. Kind of like
the “self‐propelled mower.” Please be on the
look‐out for a forthcoming email and forward it
on to those whom you think may have interest. ■

A Durable Power of A orney gives an individual
the ability to handle your financial aﬀairs, which
means they have the ability to sign your name.
This is a very powerful document and assigning
this responsibility should not be taken lightly.

Amanda Lisachenko named a recipient of the
2013 Five Star Wealth Manager Award!
Five Star Professional partnered with Cleveland Magazine and Inside Business to find wealth managers who
sa sfy 10 objec ve eligibility and evalua on criteria that are associated with wealth managers who provide
quality services to their clients. Fewer than two percent of the 10,900 wealth managers in the Cleveland
area were selected.
Award candidates were iden fied by one of three sources: firm nomina on, peer nomina on or pre‐qualifica on. Five Star Professional relied on internal
and external research data, including a survey to more than 1,494 registered financial services professionals and all iden fied financial service companies
in the Cleveland area that are registered with FINRA or the SEC. Survey recipients were asked to nominate wealth managers they felt were worthy of
considera on for the Five Star Wealth Manager award. Each wealth manager was reviewed for disciplinary ac ons, customer complaints and regulatory
ac ons as reported by regulatory agencies.
Five Star Professional conducts market‐specific research to iden fy service professionals who provide quality services to their clients. Five Star Profes‐
sional joins forces with city and regional magazines to make the research results available to consumers in more than 45 markets across the United States
and Canada. Five Star Professional was founded in 2003 and is based in Minneapolis, MN. For more informa on, go to: www.fivestarprofessional.com .
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PERSONAL NOTES

The Cash Withdrawal Process
You can withdraw funds from your Reed Financial Services
(RFS) accounts by reques ng a Check, Wire, or ACH transfer.

Nikki Huﬀman, Execu ve Assistant
I have been with Reed Fi‐
nancial Services (RFS) for
five years and have worked
in the Beachwood area for
15 years. I was introduced
to RFS by employee,
Michelle Hohlbaugh, my old
childhood friend that I have
known since before kinder‐
garten, back to days of big wheels and green machines.
As many of you may know I am the friendly voice that answers your call or
greets you when you come in. In addi on, I process quarterly statements,
market updates and keep the oﬃce moving with lots of dicta ons, memos
and le ers. I also provide assistance to Jim Reed and staﬀ from financial
plans to estate summaries. I truly enjoy working with our great staﬀ and
clients!
I have been married for 16 years to my wonderful husband, John. We
have a deligh ul 8‐year old son, Ma hew. Our son keeps us busy between
all of his ac vi es ‐ wrestling, football and baseball. In my spare me, I
enjoy running, gardening, shopping and spending me with my family and
friends.
We recently added a new addi on to our family, Bruno. He is a 9‐month
old Goldendoodle (currently weighing 61 pounds and s ll growing). He is
such a loving dog and a joy to have around except when he is ea ng
Ma hew’s homework, remotes, clothes or John’s wallet. We also have a
13‐year old cat, Emily (she would probably disagree with Bruno being a joy
to have around).
I look forward to seeing you the next me you are in the oﬃce. ■

To ini ate a cash withdrawal, please no fy our Client Rela‐
ons team. To prevent fraud, any suspect requests will be
confirmed verbally with our clients.
I requested a withdrawal. How long does it typically take to receive my
funds?
If we receive your withdrawal request before 4PM, we will ini ate sales to
raise cash in your account that day. Trades will se le in 3 days (T+3) and
funds will be available for release.
As an example, if you let us know Monday at 3:30 PM and we sell on Mon‐
day (trades must be in by 4PM), assuming there are no holidays, the se le‐
ment date will be Thursday.





Fed Funds wires (which have an addi onal fee) can be sent the same
day.
Withdrawals delivered via ACH will typically be in your bank account
within 24‐48 hours of se lement date.
Checks can take several more days a er se lement to reach their des‐
na on.

ACH Transfers: Electronically transfer funds to and from your bank check‐
ing account. ACH transfers typically take 24‐48 hours to process and are
available for no charge. Please be advised that you must have an ac ve ACH
rela onship between your bank account and trading account before funds
can be withdrawn via ACH.
IRA Accounts: To withdraw funds from your IRA account, we will need an
IRA distribu on form completed.
Trust Accounts: To issue a check made out directly to a person, versus in
the trust name, we will need a le er of instruc on signed by the trustee.

Announcing our New Email Encryp on / Data Leak
Preven on Rollout Provided by Industry Leader, Smarsh

If you know you are going to need cash, please no fy us in advance so we
can be sure to have it to your when you need it.

Protec ng client data has never been
more mission‐cri cal. It is our goal at
Reed Financial Services to protect
sensi ve client data, such as social
security numbers or bank account
informa on, and minimize any risks to our clients.

Don’t Have ACH Set Up on Your Account?

Sending messages using the Smarsh email encryp on/data‐leak preven‐
on pla orm is an intui ve and easy user experience, and enables Reed
Financial Services to con nue our commitment to client data security.
When reques ng sensi ve client informa on in the future from us, do not
be surprised to receive it from our SECURE Smarsh email system. If you
have any ques ons or issues, please feel free to contact Mark Lisachenko,
Director of Opera ons. (mark@reed‐financial.com).
The views and opinions expressed are those of Reed Financial Services. All
views and opinions are as of this date and are subject to change without no‐
ce. All informa on is believed to be from reliable sources, however, we make
no representa on as to its completeness or accuracy. All economic and perfor‐
mance informa on is historical and not indica ve of future results. Inves ng
involves risk and you may incur a profit or loss.

Contact Us Today!

Tired of all the mail from Pershing or perhaps you
would rather view your accounts online?
Contact Us Today!

Do you recognize this local spot from last quarter’s newsletter?
This picture was taken in Peninsula,
OH at Virginia Kendall Park which is
located inside the Cuyahoga Valley
Na onal Park (CVNP).
The Virginia Kendall Park abounds in
history. According to geologists, the
hills, ledges, and rocks in this area
date back as far as 300 million years.
According to geologists, during the Pennsylvanian Period of the earths evo‐
lu on, most of northeast Ohio was under water. As the Appalachian Moun‐
tains were being formed, erosion in the form of sand and gravel were car‐
ried here and deposited at the bo om of the inland sea. This became the
Sharon Conglomerate and is the stone ledges that we see in the park today.

Securities oﬀered through Comprehensive Asset Management and Servicing, Inc. (“CAMAS”), 2001 Hwy 46, Ste. 506, Parsippany, NJ 07054,
1‐800‐637‐3211, Member FINRA/SIPC/MSRB. Reed Financial Services, Inc., is independent of CAMAS.

3690 Orange Place Suite 240 • Beachwood, OH 44122 • (216)464‐2090 • www.reed‐financial.com

‐3‐

