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Modera at a Glance
Independent, Fee-Only, Fiduciary
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Attribute The Modera Difference What This Means for our Clients

Service Responsive, personalized guidance
• We can help you understand your wealth by first understanding you. We provide 

guidance designed to respect what’s important to you.

• Each client has a dedicated team of professionals

Structure Fee-only fiduciary 
• We work to establish a relationship of trust, confidence and legal responsibility 

through our transparent process

• Legal and ethical commitment to place client’s interests first

Experience Over 30 Years: We trace our roots back to 1983 • We’ve been there – we’ve navigated multiple market occurrences

Certification 53 CFP® certificants, 12 CFA® charterholders, and 
6 CPAs (as of March 2023)

• A network of professional resources

• Depth and breadth of experience to utilize for client’s unique situations 

Ownership Independently owned
• We are not subject to outside ownership influence; we are accountable to our 

clients   

• Open architecture investment philosophy, independent custodians

Size $6.8 billion in regulatory client assets under 
management as of Dec. 31, 2022

• Ability to negotiate favorable terms and conditions with custodians

• Stability



Common questions we receive:

• How do I improve my rate of 
return?

• Do I have too much in cash?

• Is my tax bill too high?

• Should I have more life insurance?

• Am I saving enough money?

Questions
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Question we ask:
What are you trying to 

achieve?



Center Strategy Around Your Goals

5

Many individuals have no plan and 
lack a clear picture of their goals:

We encourage folks to create a comprehensive 
plan centered around their goals:
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“It is remarkable how much long-term advantage people like us 
have gotten by trying to be consistently not stupid, instead of 

trying to be very intelligent.”

- Charlie Munger 
Vice Chairman, Berkshire Hathaway



• What are you trying to achieve?
• Get a realistic grasp of your expenses
• Cash reserve
 6-18 months of expenses in cash/money market
 Consider FDIC limits

• Order of priority
1. Savings
2. Need to have
3. Want to have

Cash Flow
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• What are you trying to achieve?
• Risk/Reward
• Importance of Diversification
• Consider costs

Investments
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Risk and Return Are Related

The financial markets have rewarded long-term investors. 
People expect a positive return on the capital they 
supply, and historically, the equity and bond markets 
have provided growth of wealth that has more than 
offset inflation.  

The magnitude of expected return varies based on the 
risk profile of certain asset classes.  Generally, stocks have 
outperformed bonds over long periods of time due 
different risk characteristics.  

Source:  Dimensional Fund Advisors



Risk and Return in Perspective

Cash ----- Treasury Bills ----- Bonds ----- Stocks

Lower Expected Risk 
Lower Expected Return

Higher Expected Risk 
Higher Expected Return



Global Stock Market Returns
1970 through 2022*

*MSCI World Index (net div.) Source: Dimensional Returns Web
Earliest Available Data 



Global Stock Market Returns
1970 through 2022* - Worst to Best

*MSCI World Index (net div.) Source: Dimensional Returns Web
Earliest Available Data 

74% Positive Years

26% Negative Years



Diversification Reduces Risks That Have 
No Expected Return

Concentrating in one stock (or 
bond) exposes you to unnecessary 
risks. 

Diversification reduces the impact 
of any one company’s performance 
on your wealth.

Diversification does not eliminate the risk of market loss.
Source:  Dimensional Fund Advisors



There’s a World of Opportunity in Equities
Percent of World Market Capitalization as of December 31, 2022



• Most people should consider term insurance instead of permanent (whole life, 
universal life, etc.)
 Avoid using life insurance as a savings vehicle or as a replacement for investment
 Many physicians are sold whole life policies and annuities – Consider your 

alternatives!

• Amount of insurance should be specific to your situation

• Consider what happens to your insurance if you were to leave your employer

Life Insurance
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• What are you trying to achieve?

• You only want to insure risks that could happen infrequently, but could be 
catastrophic

• Common types of insurance to consider:
 Life Insurance
 Disability Insurance
 Property & Casualty Insurance
 Malpractice Insurance
 Health Insurance

Insurance
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• For most people, their most significant asset is their earning potential over their 

lifetime.

• Short-term disability insurance is fine, but Long-term disability insurance is more 

critical

• Pay more for a “True Own Occupation” policy

• Amount of coverage should be based on your individual situation

Disability Insurance
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• Understand the personal liability limits on your auto and home insurance policies

• Consider an umbrella policy to increase your liability limits

 $2-$3 million of coverage is very reasonable

 Amount will depend on your specific risk profile
• Dog owner, teenage drivers, trampoline, pools

• Consider asset titling as well

 26 states offer tenancy by the entirety titling

Property & Casualty Insurance
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• What are you trying to achieve?
• Beneficiary designations
• Account titling
• The Other Big 3 – Will, Power of attorney, healthcare directive
• Do you need a trust?  It depends

Estate Planning
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Estate Planning - Common Objectives

• Clearly Define Intentions
• Minimize Transfer Taxes (Estate, Gift, and State Death Taxes)
• Maximize Inheritance
• Avoid Family Disputes
• Accomplish Charitable Intentions

Source:  National Association of Estate Planners & Councils



Estate Tax - Questions to Consider
• Who Are Your Beneficiaries?
• Who Are Your Family Members?
• What Do You Own and How Do You Own It?
• Non-Probate Property

• Life Insurance 

• Retirement Accounts

• Transfer on Death Accounts

• Joint Accounts

• Trusts



Estate Tax - Use of Trusts

• ‘Deadhand’ Control
• Flexibility
• Spendthrift Protection
• Professional Management of Investments
• Asset Protection
• Tax Strategies
• Probate Avoidance



Estate Tax - Probate Avoidance

Probate Can Be Expensive in Some States 



• What are you trying to achieve?
• Goal should be to lower your lifetime tax bill

• Is Your CPA a Historian or a Consultant?
• Diversify your tax “buckets”
• Maximize your retirement savings
• Low/no income?  Don’t miss the opportunity to pay taxes.

Taxes
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• Many CPA’s look backward at prior year.  Forward-looking tax planning is 
critical for tax efficiency.

• Opportunities that may arise from proactive planning:
 Withholding projections – no surprises!
 Tax effective charitable giving – appreciated security donations, 

bunching deductions, donor advised funds.
 Planning for unpredictable income 
 Unexpected life changes – Inheritance, Divorce, Relocation

Historian or Consultant?
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• Plans offered at employer
• Matching contributions in 401(k)/403(b)
• Pre-tax vs. Roth
• Other retirement options: 457(b), pension plans, etc.

• Individual Plans
• IRA – don’t forget the backdoor!

• Self employment
• SEP-IRA
• Solo 401(k)
• Cash Balance Plan

Maximize your retirement savings
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• Consider the tax diversity of savings
• Taxable accounts
• Pre-tax accounts
• Roth/Tax-free accounts

• What is your drawdown plan?
• Planning for the unexpected expense

Diversify Your Tax Buckets
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• Taxable income may drop significantly in years after retirement, 
or when changing jobs

• Don’t let a low/no income year go to waste
• Consider following strategies

• Accelerate income into current year
• Pre-tax withdrawals
• Roth conversions
• 0% capital gain bracket

Low/no income years
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Financial Planning Across a Lifetime
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The Evolution of Financial Advice
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For Illustrative Purposes Only. From Dimensional Fund Advisors 

Time savings
Personalized service

Coordinate trusted professionals
Reporting

Vendor selection and monitoring
Integrated technology

Education
Saving and spending
Adherence to plan and goals
Set realistic expectations
Emotions, biases and stress
Objective feedback
Trusted second opinion
Life/business transitions

Spouse involvement
Children engagement
Multigenerational planning
Legacy
Philanthropy

Financial planning
Holistic asset integration

Investment selection & monitoring
Asset allocation & rebalancing

Risk management
Generating income strategies

Tax/estate considerations
Specialized expertise

Competence Coaching

Convenience Continuity



Resources

Modera Deck Template 31



Modera Wealth Management, LLC (“Modera”) is an SEC registered investment adviser.  SEC registration does not imply any level of skill or training.  
Modera may only transact business in those states in which it is notice filed or qualifies for an exemption or exclusion from notice filing requirements.  
For information pertaining to Modera’s registration status, its fees and services please contact Modera or refer to the Investment Adviser Public 
Disclosure Web site (www.adviserinfo.sec.gov) for a copy of our Disclosure Brochure which appears as Part 2A of Form ADV. Please read the Disclosure 
Brochure carefully before you invest or send money.

This presentation is limited to the dissemination of general information about Modera’s investment advisory and financial planning services that is not 
suitable for everyone. Nothing herein should be interpreted or construed as investment advice nor as legal, tax or accounting advice nor as 
personalized financial planning, tax planning or wealth management advice. For legal, tax and accounting-related matters, we recommend you seek 
the advice of a qualified attorney or accountant. This article is not a substitute for personalized investment or financial planning from Modera. There is 
no guarantee that the views and opinions expressed herein will come to pass, and the information herein should not be considered a solicitation to 
engage in a particular investment or financial planning strategy. The statements and opinions expressed in this presentation are subject to change 
without notice based on changes in the law and other conditions.

Investing in the markets involves gains and losses and may not be suitable for all investors. Information herein is subject to change without notice and 
should not be considered a solicitation to buy or sell any security or to engage in a particular investment or financial planning strategy. Individual 
client asset allocations and investment strategies differ based on varying degrees of diversification and other factors. Diversification does not 
guarantee a profit or guarantee against a loss.

Certified Financial Planner Board of Standards, Inc. (CFP Board) owns the certification marks CFP®, CERTIFIED FINANCIAL PLANNER™, and CFP® (with 
plaque design) in the United States, which it authorizes use of by individuals who successfully complete CFP Board’s initial and ongoing certification 
requirements.

Disclosures
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