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L = f” This farm is to be filled out by any persan who iz offering legal, financial, retirament,
AS k F ,, r s t.. Ingurance, accounting, estate, long-term care oF similar planning senvices.
Respond lo ALL categories completely; sign and date at the bottom of the page.

@ MY EDUCATION- | have achieved the following level of education (check HIGHEST level achieved):

O Some High School [ High School Diploma K Bachalors Degree

O GED [0 Some College [ Masters or other Advanced Degree

@ MY CREDENTIAL(S)- | have the following specialized credential(s) and training (examples: CFP, ChFC,
CLU, CPA, JD, MBA, years of relevant experience):

CFP® - Certified Financial Planner since 2003.
25+ years of experience in investments, financial planning and wealth planning since 1997

@ MY RELEVANT LICENSE(S)- | have the following license(s) giving me the legal authority to provide the
sarvices | am offering to you (examples: bar license (atlormey); securities license; insurance licenss):

License Type Covers What Activities Issued By License No.

Series 66 Investment Advice FINRA 2016012

@ LEGAL SERVICES- (Check ONE):

kg | DO NOT practice law, and the services | am offering to you do not involve practicing law.

O | DO practice law, and have an active license to practice law in California.

1 | DO practice law, but DO NOT have an active license to practice law in California. | am, however, under the
supervision of the following attorney who has an active license to practice law in California;

Mame of attornay: Telephone:

Address:

@ OUR BUSINESS RELATIONSHIP- Check TRUE or FALSE:

M True / O False: In our business relationship, | will at all times serve as a fiduciary and put your interests
before my interests and those of my employer.

® MY COMPENSATION- | will be paid in the following way (commission, fee, salary, ete.), by the named
person or company, in connection with the services | am offering to vou:

Wayis} I'l Ba Paid Payment Will Be Made By (name each person or company)

Fee only Client

@ FINANCIAL PRODUCTS / AFFILIATED ORGANIZATIONS- Check TRUE or FALSE:

O True / B False: | offer or sell annuities, insurance, mutual funds or other financial products; or | am, or my
employer is, affiliated with a person or arganization that offers or sells annuities, insurance, mutual funds or
other financial products.

@ I certify under penalty of perjury that the responses herein are true to the best of my knowledge.

Date: August 17, 2023 Business Name: Cutler Investment Groug
Signatura: .", y 3, Address: 220 Mewport Center Drive, Suite 20, Newport Beach CA
Print Mame: Susan Niedwick Telephone: 949-403-7075

Copyright @ 2010 H.E.L.P. (Healthcare and Elder Law Programs Corporation)

Page 3



About Susan

+ Orange County Based Fee-Only Wealth Manager
+ Wealth Manger since 1999 and CFP® since 2003

+ B.A. Finance and French from University of Utah

+ Adore my daughterswho are 16 and 17 years old

Susan Niedwickis a seasoned CERTIFIED FINANCIAL PLANNER™
professional with over 25 years of experience. She works with a variety of
clients- women and men, individuals and married couples, but her
profound dedicationis to helping women facing divorce or losing their
spouse. Her personal experience, coupled with her extensive expertise,
allows her to empathize with her clients and provide them with the support
and guidance they need. Through patient education and comprehensive
financial planning, Susan aims to alleviate the overwhelming fear that can
arise during divorce or after the death of aloved one, enabling her clients to
embrace a brighter future with confidence and peace of mind.
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no is a financial planner?

Ny have a financial plan?

natis financial planning?

natis the process of financial planning?
Summary

Example

S ===
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Who is a financial planner?

These terms can represent a financial planner:

= Financial Planner

= Financial Advisor

= Financial Consultant

= Wealth Manager/Advisor
= |nvestment Advisor

= |nvestment Consultant

= Financial Analyst




Who is a financial planner?

Many firms employ financial planners:

= |ndependent Registered Investment Advisor (RIA)
= |ndependent broker/dealer

= Regional broker/dealer(s)

= Wire house broker/dealer

= Bank

= |nsurance company

= Trust company




Who is a financial planner?

There are various methods of compensation for financial
planners:

= Commission

= Fee-based

= Fee-only based on Assets under Management
= Fee-only retainer model

= Fee-only hourly




Who is a financial planner?

How do you choose a financial planner?
= EXxperience
= Rapport/Recommended
= Designations:
Certified Financial Planner (CFP®)
Chartered Financial Consultant (ChFC)
Chartered Financial Analyst (CFA)
CPA/Personal Financial Specialist (CPA and PFS)
= Best Interest Standard - Fiduciary
= Search for local CFPe@: Letsmakeaplan.org




WHAT MAKES CFP*
PROFESSIONALS DIFFERENT

When you choose a CFP* professional, you can be assured that you're working with a financial advisor who has
demonstrated competency and made a commitment to ethics. CFP* professionals must successfully complete a
multi-year, multi-step process to obtain the skills and real-life experience they need to serve your best
interests, no matter what your financial goals are.

EDUCATION EXPERIENCE

CFP” professionals have the knowledge CFP* professionals have at least 2 years

required to deliver holistic financial of real-life experience providing financial

planning services, and they must fulfill planning services.

continuing education requirements.

ETHICS
EXAM

CFP*® professionals commit to follow a

CFP* professionals must pass the CFP* code of ethics and standards set and

exam, which tests their ability to apply enforced by Certified Financial Planner

financial planning knowledge to real-life Board of Standards, Inc. (CEP Board).
situations and ensures that they are They can receive sanctions for not
highly qualified to help you plan for your abiding by them, and even risk losing
financial future. their certification.

Source: www.letsmakeaplan.org Page 10



http://www.letsmakeaplan.org/

WHY HAVE A FINANCIAL PLAN

CLEAR GOALS

Helps you identify short-term and

long-term financial goals

EMERGENCY PREPAREDNESS

Ensures funds for unexpected events

INVESTMENT STRATEGY

Guides smart investment choices in line with

your goals, risks and time frame

RETIREMENT PLANNING

Evaluates cash flow

estimates in retirement

LEGACY PLANNING

Provides for heirs and

charitable causes

BUDGET AND SPENDING CONTROL

Enables efficient income and expense tracking.

Helps pay off debts stragetically

TAX EFFICIENCY

Reviews taxation to help
minimize liabilites

PEACE OF MIND

Reduces financial stress

and anxiety

WEALTH PRESERVATION

Estate Planning for future

generations and estate taxes

ADAPTABILITY

Adjusts to changing life
circumstances




What is financial planning?

A process balancing today’s needs with goals for the future
utilizing comprehensive information. The process includes the
analysis, integration, implementation and ongoing monitoring

of:
=  (Goals & Assumptions = TaxPlanning
= Cashflowand » Investment Planning
Budgeting | = Retirement Planning
= |nsurance Planning = Estate Planning
= College Savings » Special Needs?
=  Social =  Other?

Security/Medicare
= Stock Options
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Financial Planning Topics

Current Situation:

What's Most Important Today
Material Changes in Clients Life
Net Worth and its ramifications
Emergency Funds

Insurance:

Life

Disability

Long-Term Care

Home Owners

Home Earthguake

Home Flood

Auto

Umbrella

Watercraft/Golf Carts/Misl P&C

Employer / Government Benefits:

Group health coverage plans
Group Life

Group Disability

Social Security

Medicare

Estate Planning:

Wills/Living Trusts

Estate Beneficiaries

Powers of Attorney

Health Care Directive

Account Beneficiaries

Child Health Care and Financial POAs
Anticipated Inheritance

College Planning:

» Expectations

» College Planning Strategies

« Financial Aid and Scholarships
e 529 Accounts

Liabilities:

Home Mortgage

Investment Property Mortgages HELOC
Car Loan

Personal Loans

Credit Card/Consumer Credit Balances

Income:

Employer/Self Employment Income
Social Security

Investment Income

Pension Income

Recipient of Gifting

Expectations of future Income

Savings:

401k /403b /457, etc.
Traditional and Roth IRAs
Backdoor Roth IRA Pensions
HSAs

ESPP

Taxable Savings

High-vyield savings accounts

CUTLER

INVESTMENT CROUP

Investments:

IPS Review

Investment philosophy/academic research
Current market & portfolio review
Location strategies

Investment vehicle optimization/strategy
Rental homes

The home you live in is not an investment
Employer RSU

Stock Options

ESOPs

Taxes:

Tax report review (Holistiplan)
Charitable Donations

Taxable activities / optimization
Deferred Comp Deaccumulation
Strategies

Roth Conversions

Other State and Local Tax Planning

Financial Projections:

Desired Spending Goals

Probability of success and interpretation
Acceptable alternative scenarios
Impact of Inheritance

Projection Risks

Other:

Anything else the client wants to discuss

Note: Certain Topics may call for additional research, which could involve consulting a resource within or outside the firm with specialized certification or expertise
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The Financial Planning Process

The CFP Board is the licensing organization for all Certified Financial
Planning professionals. The CFP Board outlines Practice Standards
we use in the financial planning process.

1

2.
3.
4

@ O

Source: CFP.net

Understanding the Client’s Personal and Financial Circumstances
|dentifying and Selecting Goals

Analyzing and Evaluating the Financial Information

Developing and Presenting the Financial Planning
Recommendations

Implementing the Financial Planning Recommendations
Monitoring Progress and Updating
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. g e
’L . . . Thisstepis about building trust and setting
Estabhshmg & the foundation for the financial planning

Deﬁning the process. The financial planner and the client
Client & establish their roles, responsibilities, and

expectations. Ask questions.
Planner

Relationship

. Key activitiesinclude discussing the
planner’s services, compensation structure,
and any potential conflicts of interest.

. Theclientand planner formalize the
relationship with a written agreement,
outlining the scope of work and terms.
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Step 1: Understanding the Client’s Personal
and Financial Circumstances

Your planner may ask questions about your:

= Life - Hopes, Fears, & Dreams

= Money history and legacy

= Family

= (Goals - short-term and long-term

= |nterests and Hobbies

= Health - family health legacy

= |ncome, Expenses, Assets and liabilities
= Risk Tolerances and time horizon

= |nsurance Coverages

= Estate: Wills, Trust, Health Directives
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Step 2: Identifying and Selecting Goals

= This step focuses on assessing the client’s
financial situation in-depth to identify strengths,
weaknesses, opportunities and threats.

= The planner will note the effect that a particular
goal may have on other goals.

= The planner will discuss and apply reasonable
assumptions and estimates, such as life
expectancy, inflation rates, tax rates, investment
returns and other assumptions and estimates.
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Step 2: Identifying and Selecting Goals

1 To be better off than my peers
2 To pay for personal self-improvement (e.g., go back to school, learn a skill)
3 To experience the excitement of investing
4 To start a new business
5 To buy a house
6 To help pay for my kids™ college education
I To stop working and do something | love
8 lo go on a dream vacation
9 lo relocate in retirement
10 To care for my aging parents
11 To give to charity or other causes | care about
12 To feel secure about my finances in retirement
13 To feel secure about my finances now
14 To leave an inheritance to my loved ones

15 To retire early
16 To pay for future medical expenses
17 To not be a financial burden to my family as | grow older

o i
SOUNGE. Viormengstar
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Step 3: Anaylzing and Evaluating the Financial
Information

= The planner conducts a detailed financial analysis,
which may involve cash flow projections, net
worth calculations and investment portfolio
evaluations.

= Potential gaps or areas requiring improvement are
identified, such as inadequate insurance coverage
or inefficient investment strategies.

= Risk management strategies are considered,
Including insurance needs and estate planning
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Step 3: Anaylzing and Evaluating the Financial

Information

Assets
CASH AND INVESTMENTS

Savings Balance
Total

RETIREMENT SAVINGS
Traditional IRA Balance
Total

OTHER ASSETS
Home Value
Total

$520,000

TOTAL ASSETS

$10,000

$10,000

$10.000
10 000
H A "

£10,000

$500 000
$500,000

Liabilities
PRIMARY DEBTS
Mortgage $200,000
Credit Card Debt 10,000
Total $210,000
OTHER DEBTS
Total S0

-$210,000

TOTAL LIABILITIES

$310,000

YOUR NET WORTH
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Step 4: Developing and Presenting the Financial

Planning Recommendations

Based on the information gathered and analyzed, the
planner formulates a customized financial plan:

The plan outlines specific recommendations in
areas like investment strategies, tax planning, debt
management, retirement savings and estate
planning.

The planner presents the plan to the client,
explaining each recommendation, the rationale and
assumptions behind it, and the expected

outcomes.
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Step 4:
Developing and
Presenting the
Financial Planning

Recommendations

P y “ig,‘
WARRA N SR ¥ 9 us :
iy i VAR R ‘ v,“l. P

e n‘n-‘;i\w" :

ACTION ITEMS (NOW)

-» Establish new Roth IRAs and complete
backdoor contributions ($6,000 x 2)

-» Esta L‘ sh new UTMA accounts for kids

-» Reallocate Wife's 403? for increased equity
exposure and -m._, ification of funds (
separate page with details)

1d combine HL,_ band’s IRA funds

AV
D _
W
™
o
¥
e
g

ecreasing withholding to 5
llowances through W-4 form on payroll

etermine how much cash will be needed to

3
to increased equity exposure (see add'l page)
S

—>

complete home projects and save accordingly

ACTION ITEMS (FUTURE)

-» After house projects are done, rechanne
]

cash-flow towards kids' investment goals
-» Explore Roth IRA conversions in year(s)
following retirement




Step 5: Implementing the Financial Planning

Recommendations

Once the client approves the financial plan, the
next step is to putitinto action.

The planner and client work together to execute
the recommendations, which may involve opening
new accounts, reallocating investments, adjusting
Insurance policies, adjusting budget and saving
habits, creating or amending an estate plan.

The implementation phase may span weeks,
months or years, depending on the complexity of
the plan.
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Step 6: Monitoring and Updating the Financial Plan

Financial Planning is not a one-time event; it's an ongoing
process

= Theplanner and the client establish a schedule together
for regular review and monitoring of the plan’s progress.

= Changes in the client’s life circumstances, financial goals or
external factors (i.e., tax laws) may necessitate plan
adjustments.

= Monitoring involves tracking investment performance,
revisiting insurance needs, updating insurance plans, and
making necessary revisions to keep the plan aligned with
the client’s objectives.

Page 24



Summary

Throughout each of these steps, the CFP® professional
adheres to the CFP Board’s Code of Ethics and Standards
of Conduct, ensuring the client’s best interests are always
the top priority.

The financial planner also provides education and
guidance to empower the client to make informed
decisions through their lifetime.
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. Snapshot
. Graphsand charts

. Cash Flow

Page 26




@

e

Probability of Success 87%

Goal Summary - Probability of Success

Total Portfolio Assets Left $5,654,581

Net Worth Summary

Age Assets Last Until 95

Assets by Tax Type

Retirement
87%

Lifetime Portfolio Value

B6M

EoM

B4
FaM
B2M
1M
$0(=

2023 2030 2037 2044 2051
B Fortiolio Aszets

Assets
S6M
B4
50 ()
2023 2030 2037 2044 2081
. I strant Cash . Ratiramant Slock Options ! ...

Asset Spread - Total Portfolio Assets

S40M
$30M
520U
$10M
50
(E10M) (=)
2023 2030 2037 2044 2051

*Sample only -notbasedonarealclient

Total Assets 53,089,790
Total Liabilities —_
Total Net Worth £3,089,790

Qut of Estate —

Asset Allocation

Return: 2.72%  Risk: 1.54%  Value: $3,089,790

B Equities 5.19%
B cCash 1.869%
B Cther 92.92%

10

Longevity Risk - Probability of Success
%‘

D% k= ||||\||||||||||||||||“““‘|I“‘I

2023 2030 2037 2044 2051
@ E2-100%

=

=
F

=
#

B
=
F

1
F

B Taxable £0.66%
Tax-Deferred 34.38%
B Tax-Free 4.96%

Cash Flow Overview

F400K

$300k
$200k
o IIIIIII
I 111111
2023 2030 2037 2044 2051
B Social Security B Required Minimum. . Withdrawals
=—=Totz| Expenczas
Start Presenting | | Share Screen
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Cash Flow
Base Facts (All Years)
Frepared for Frank and Joanna Miller

The Cash Flow repart illustrates your income, savings, expenses, and resulting netcash flowaon an annual basis.

Based upon the levels of income and spending in the Base Facts, you will deplete your portiolio assets in 2061 (age 97/96). |

Inflows and OQutflows Porfolio Assets
1,000
E 5,000 -+ Iﬁ
€ S
g 800 % E =
4,000 -
= = = -
= =
g 2 3000
w
5 2
% é 2,000 =
f = 1,000
- L. AlLiE i EENTNE FEE Lildd (]
T~ T S = T T~ N+ S — ST T = N+ O = T = T SO — T+ S = T+ S = S
— | (5} [w ] (o] - = Lr ] (] [==] (=] = i (5] (37 ] iy - - L] Wy (2=} (=]
= L - - 1= = = = = = = L L [ — L = L= [— = L= =] =
(] ] (5} 4 (o} i it (o] i (] [ ] (& [ | (o] i i (o] ol (o] L i [
Built using ChardX for MET Deveélopment Builtusing GhartFx for MET Development
== Total Inflows == Tatal Outllows B Fortfolio Asses
RELEVANT FaCTS
Frank's Retiremeant: 2029 (65)
Joanna's Retirement: 2030 (65)

First Death (Frank): 2064 (100/99)
LIVING EXPENSE S

current; $140,000
Retirement; $120,000
Advanced Years: 440,000
Indexed at: 371%
Infiation Rate: 371%

. .
Sampleonly -notbasedonareal client Page 28




Income Investment Planned Oither Tota Total Plannet Total Het Cash fotal
Year Agel R o Portfolio
Flows Income Distributions Inflows Inflows Expenses Savings Cutflows Flowg F—
2 5045 $350,000 5323500 G, $350,000 b

2015 5 362,085 i} 0 i} 362,985 335,356 362,085 0 310,780
2016 5 376 452 1] o o 376,452 347 687 28,765 376,452 0| 1473738
2017 5 390418 1] 0 o 390 418 29 904 390 418 0 1,643,109
2018 5 404 902 0 0 1] 404,902 31,045 4240563 (43.667) 785,668
2019 5 418924 0 0 1] 32,198 456,743 (36.819 852,522
2020 5 435504 1] 0 i} 33,355 472,111 (36607 2135836
2021 5 4516561 0 0 i] 34 517 451661 0 2373488
2022 5 456 418 first retirement year 0 1] 35654 466 418 0 2634 194
z . 0 n} 485 797 A7 354 485 74T 0 2820570
820 o o o 503,220 464,782 38034 503,820 0 3,234,971
522,511 i} 0 i} 482,286 40,225 522,511 0 3570470
541806 0 0 i) 409,977 41,919 541,896 0 3,957,330
562.000 o] 0 1] 518,380 43620 562.000 0 4371609
582851 o] 0 1] 538,022 44 525 582,851 0 45325,152
24,179 0 0 0 236,801 236,801 [212,622) 4,852,520

75027 0 0 1] 245073 245073 (170.048) 4923801
84737 0 0 1] 281,315 251,315 (166,678) 5,002,077
ar.ae i} 0 0 258,120 258,120 (170.248) 5080567

81141 1] o o 265,389 265 380 (174, 248) 5 158,521
94 523 1] o 302,226 30z,22 (81 .66%9) 5,207,706
98,030 1] o 322,100 322,100, (56,145) 5242524
101,666 o 1] 333,266 333,266 (55.654) 5.271.513
105437 ] 0 344822 344822 (55.148) 5,204 026
100345 4] 1] 357,028 357,028 (54 567 ) 5.308.430
113.408 4] 1] 360 634 369,634 (53.941) 5317012
117614 o] 1] 320 493 382741 382741 [53.248) 5,316,032
121,878 1] a 343057 388817 388,817 (55.860) 5303147
126,504 u} i} 357,212 432,028 432,028 (T4,816) §,260,%80
131,197 0 i} 367,950 447 426 447 426 (T9,467) 5,205,978
136.065 0 i] 378,383 463,431 (B5,048) 5,137,035
141,113 o] 1] 388,625 480,033 (91.408) 5,053,047
145345 o] 1] 398,571 497,311 (98, 740) 4952773
181777 0 1] 408,079 107.188 4834915
1687408 0 1] 416,969 (116,959) 4598.080
163248 0 1] 423688 (128,705) 4540753
160305 1] 260 304 a 428 704 573623 (144 919 4 361 332

175 587 1] 256 464 o 432 D51 584 710 (162 668) 4 158,08
182,101 1] 251,178 o 433 277 616,707 (183,430 3,820 140
188 858 1] 242 9654 o 431,820 639,620 (207, 800) 3672560
2054 o0/39 195,862 0 220742 0 425 604 TH9.646 (364,042) 3,260,005
2055 9120 203.128 [i] 190,764 1] 402,892 817309 (414,507} 2806470
2055 92191 210664 4] 162.003 1] 372 667 846 365 (473,698) 2308722
2057 93,92 216480 4] 114 677 1] 33,157 866 924 (533.767) 1,773,307
2055 9493 226 586 0 56,092 0 284 678 869 532 (564.854) 1,216,582
2059 554 234003 u} ] 0 234993 740,601 (605.648) 760,261
2080 sihielal 243712 0 i) 243,712 767,822 (524,110} 281,100
2061 s-.‘-.-t.-sf_-___z;:.m' year of first death o o 262 754 705 084 (543,230} (250,612)
2062 O LA 262,130 0 0 i] 262,130 825,166 (563,036) (806,080)
21&5”’?&; 271.854 o] 0 1] 271,854 855,445 (563.592) (1.3681,6823)
2064 f0099| 8193 0 0 500000 781935 886846 .. 88684 (104307 (1.756,141)
2065 1014100 196782 4] 0 1] 196,782 918,963 918.963 (722,181) (2453372}

*Sampleonly -notbasedonarealclient Page 29




SUSAN NIEDWICK
SENIOR WEALTH MANAGEMENT ADVISOR

949.403.7075
WWW.CUTLER.COM SUSAN@CUTLER.COM

220 Newport Center Drive, Suite 20, Newport Beach 92660



Disclaimer

The purpose of this presentation Is
entirely educational and to provide
Information on the available resources.
This presentation does not represent
Investment or financial planning advice.

Cutler Investment Group
220 Newport Center Drive, Suite 20, Newport Beach 92660
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