Liberalized

Conversion Rules

Roth

Spell Opportunity

Q&A lalks retivement planning sirale-
gieswith Brian P. Beck, president and CFO,
and Daniel J. Friedman, CEO, Wealth Mar-
agement Group of North America LLC in
Farmington.

What are the liberalized Roth
IRA conversion rules that went

B into effect in January? ‘-
Friedman: As
of Jan, 1, 2010, the
$100,000  adjusted

way, a lot of folks are missing out on a huge
opportunity. Our firm's stance on this issue
is, unlike the typical investment advisor who
usually only looks at the piece of the portfolio
they are working on, we look to maximize the
opportunities that exist.

Q: Do you agree with the sentiment
that the argnments for conversion aren’t
compellingenongh?
That paying the

conversion  taxes

gross income thresh-
old for convertng Tra-
ditional IRA's to Roth
IRA's was uncapped.
This means that folks
who have a modified
adjusted grossincome
of more than $100,000
willbe allowed to con-
vert a Traditional IRA
to a Roth IRA but just
in 2010. The income
taxes due on the 201
conversion can be
spread over basically
three years, When you
do your 2010 taxes
next year, you can
select to pay 100 per-
cent, of taxes owed or
pay nothing in your
2010 taxes and then
50 percent in 2011 and
Bl percentin 2012, For
example, on a $100,000
converted IRA you ean choose 1o add $100,000
to your income in 2010 or $0 in 2010 and then
$50,0001n 2011 anct $50,000in 2012. And remem.
ber—if President Obama doesn't extend Prest-
dent Bush's tax cuts, the top two tax brackets
arescheduled to go up in 2011 and 2012.

Q: Astudy showed
thatalot of investors
are showing little
interest in the Roth

» ‘There is an understand-

isn’t worth it?

Beck: You can
make acase forsome-
one 21 with $10,0600to
an individual 75 with
#$1 million of why they
shouldn’t  convert;
however, there is
probably an equally
compelling argument
of why they should.
There are many {ax
and estate planning
opportunities due in
large part to market
conditions over the
last three years that
make the conversions
even more compel
ling. I think you must
look at each client’s
situation individually
and run the numbers,
However, if someone
hasany IRA and their
financial advisors and accountants aren't Lalk-
ing to them about it; it is probably a good time
todind some new advisors.

Q: Is there a general ongoing unwilling-
ness to embrace new investment products
or new guidelines for existing investment
products?

Friedman: There
is an understand-
able skepticism for

IRA with the new able skepticism for investors and advi-
guidelines. What is . M sors after what has
your perception of  INVESEOrs and advisors  jappencatobewary
that? of new investment
Beck: I think most after what has happened ,.cducts. our firm
are still feeling a little is hesitant to jump
shell shocked from tﬂ' bE WaFY Of new right into something
the recent stock mar- - I new, yet we continu-
ket decline and don't Inmt'nent PdeUCts- ally look to maxi-
want to cenvert an mize opportunities
asset which they think 2 and embrace tech-
still may go down in Dan Friedman, CEO, nological advances
the future. Wealth Management Group when we can clearly
of North America LLC define the benefit for

Q: The same our clients,
study showed the Beck: Most peo-

investment advisors aren’t advising their
clients about the new Roth IRA rules.
Where does yonr firm stand on this?
Friedman: This is part, of the reason that
studies show that investors are showing little
interest in Roth TRA conversions; their advi-
sors are either misinformed or do not know
what their clients should be doing. Either
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ple don't like change, especially when it comes
to their investments. With the recent ups and
downs of thestock market, clients have told us
that they are most worried aboul making their
money last the rest of their lives and leaving
alegacy to their family. The three things they
told us that will affect this most is: volatility,
inflation and taxes. L

arketing grows the
bottom line, especially

Empowering your people s and should be
the first choice of a business leader,

We empower our clients” brands in a very vistal and
tactile way. We bring a sirategy to life using imprinted
apparel and promotional products as the tools.
Last Book ~ “If You Don't Have Big Breasts
Put Ribbons On Your Pig Tails” by
Barbara Corcoran (this REALLY is a
business book]).

Favorite Arfist— My

children when they were in
Kindergarten.

Love — [talian food and dessert!

Peer to Peer Advisors - Two
hours per month that I won't
let anything interfere with. Like
my marketing

budget, Peer to Peeris the

one item that won't get cut,
even in a tough economy,
because just like my market-
ing budget, Peer to Peer is an
investment that helps grow my

bottom linel
Jody Ferrer
Founder and President
The Perfect Promofion
West Hartford, (T

PeerToPeerAdvisors.com 866.965.4242
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Subscribe to the HARTFORD BUSINESS JOURNAL

For $79.95, you'll receive 52 information-packed issues including
the upcoming editions of our Book of Lists and Metro Hartford
Trends Report (these two special issues alone are a $64 valuel).

Every issue of Hartford Business Journal brings you feature storles,
industries. Don’t miss out on the details vital to staying a step ahead
of the competition and achleving success in today’s tight market.

Subscribe today - be sure the next issue of the region’s business
news source is delfivered to your desk

For information on subscribing or ordering back issues, e-mall
circulation@HartfordBusiness.com, visit www.HartfordBusiness,
com and click "subscribe” or call 877-335.8149.
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