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The Third Quarter market perfor-
mance closed on a mixed note. 
While large-cap stock indices 

like the S&P 500 and Dow Jones 
closed higher …up +1.70% and 1.83% 
respectively, the Russell 2500 and 
MSCI Emerging Growth (indices that 
represent small, mid and emerging 
stocks) dropped -1.28% and -4.25%  
respectively. The bond market 
responded favorably to lower inter-
est rates during the quarter with the 
Barclay Aggregate Bond index rising 
+2.27%. These gains were driven by 
the Federal Reserve dropping interest 
rates twice during the quarter.

Economic data has been mixed 
as well. The U.S. Census Bureau 
reported that retail sales rose 0.4% 
m/m in August, along with an 

increase in personal consumption of 
4.6% in the second quarter (as per 
the Bureau of Economic Analysis). 
In addition to still-low jobless claims 
and a tight labor market, the overall 
picture for the consumer remains 
fairly bright. Yet, strength may start 
to wane if trade uncertainty contin-
ues to weigh on sentiment and/or the 
remaining tariffs kick in later this 
year. This may be starting to show up 
in consumer confidence which—as 
measured by The Conference Board—
fell sharply in September to 125.1 
from 134.2 in August.

Importantly, there have been 
mixed results from the regional Fed 
manufacturing surveys—as the Phila-
delphia and Empire PMIs increased 
in August, but the Richmond index 

fell sharply and the Kansas City index 
remained negative. Beneath the head-
line numbers, new orders, shipments, 
and employment components varied 
across all regions. The Institute for 
Supply Management for September 
came in at 52.6%, which is 3.8% 
points lower than the August reading 
of 56.4%. This indicates continued 
growth in the non-manufacturing 
sector, but at a slower rate.

Stock Positions:
Market trends continue higher and 

as such equity signals continue to be 
positive.

Bond Positions:
Declining interest rates continue 

to produce positive bond signals and 
trends.

The Market Update

Wall & Co. Managed Account Changes

Wall & Co. is pleased to announce 
the rollout of 3 new “risk-
managed” portfolios called the 

Tactical Conservative Plan,  Tactical 
Moderate Plan and the  Tactical 
Growth Plan. For more details on 
each go to http://www.wallco.com/
investment-strategies. Effective on the 
close of September, most of Wall & 
Company’s existing managed programs 
were merged into one or more of these 
new programs.

For a little background, the last 
couple of years have been a very tough 
environment for trend-following 

managers with the market responding 
in the short-term to the one thing we 
really cannot predict: Trump tweets. By 
now, most investment managers know 
the pattern: Trump tweets something 
antagonistic about trade (in particular) 
or the Fed – and then trend following 
managers sell to protect their clients 
from further market decline and then 
another tweet quickly sends the market 
higher! The S&P 500 index posted 11 
moves of more than 1% (up and down) 
during September alone!

In response to these market 
changes, we have researched and 

identified top-performing tactical 
Stock and Bond risk-managers whose 
algorithms have performed very well 
– not only over a long period of time 
– but also over these recent volatile 
periods. As such, we are now incorpo-
rating their trend signals within these 
new programs. I believe our clients will 
be impressed.

Ultimately, these changes will 
allow our clients to better participate 
in future growth and protect them 
against BIG market declines that 
WILL happen in the future!



The problem with people is that we are basically nice. 
We want to think the best of others and we want to 
help those in need. Scammers and predators under-

stand that as well. But they are not nice and they see others 
as sheep deserving to be fleeced.

There are two key red flags that can help you avoid 
being the victim:
1. The scammer says they need money immediately.
2. You are asked for personal details – in particular, credit 

card information, banking information and personal 
identification.

Unless you know the caller personally, always question 
the source of a phone call or email contact. Phone numbers 
and email addresses can be spoofed. Thanks to social media, 
it can be relatively easy for someone to find out personal 
information about you, family members and friends and use 
that information to convince you the message is real.

If you think you are being scammed…
• STALL. Tell the caller or email sender you need to find 

the information they want. Ask for contact information 
to follow up.

• VERIFY. Use your phone directory, contacts file, 
customer service numbers or any other source you know 
is accurate to verify the request. Call the IRS, the police 
department, Social Security, the non-profit or an indi-
vidual that the caller says needs help.

• REPORT. If you have an obvious fraud, report it to the 
appropriate agencies listed below.

• WARN. Caution others about the fraud by letting 
family, friends and neighbors know about your 
experience.

Report Scams to the Following Agencies

Romance scams and tech support scams initiated via the 
internet and resulting in a phone call should be reported to 
the FBI’s Internet Crime Complaint Center (IC3) - https://
www.ic3.gov/.

IRS scam calls should be reported to the Treasury Inspector 
General for Tax Administration (TIGTA) - https://www.
treasury.gov/tigta/contact_report_scam.shtml

Lottery and sweepstakes scams, free vacation or prize scams, 
energy bill scams, tech support scams, loan and refinancing 
scams, fraudulent debt collectors, fake charities, medical 
alert scams, pharmaceutical scams, and telemarketers that 
do not respect the Do Not Call list should be reported to the 
Federal Trade Commission’s Complaint Assistant - https://
www.ftccomplaintassistant.gov/

Telemarketers and debt collectors who are using caller ID 
spoofing should be reported to the Federal Communications 
Commission - https://consumercomplaints.fcc.gov/.

Staying Wealthy is a Matter of Planning

There are two sides to the wealth conundrum. The first is 
getting there. The second is staying there. A surprising 
number of people are good at getting wealthy, but not 

at staying wealthy. Lottery winners are one example. Fortune 
magazine quotes the Certified Financial Planner Board of 
Standards that nearly a third of lottery winners declare 
bankruptcy. They end up financially worse off than before 
they hit the jackpot.
So how do you stay wealthy?

1. The first rule of preserving wealth is “Don’t invade 
your principal.” Ideally you want to be able to live off 

the income stream produced by your investments and other 
sources, such as retirement account distributions or Social 
Security. It’s back to the don’t live beyond your means. The 
exception is if you are getting older, have no desire to leave 
an inheritance behind, and have a fairly good idea how 
long you will live and how much you may need to fund your 
remaining life. If you can’t take it with you, perhaps you 
should use your funds to enjoy life a little more.

2. Diversify your sources of income. Diversifying your 
sources of income gives you a hedge against a poten-

tial stock market crash, loss of rental income, loss of bond 
income, etc. If one source encounters problems,  ideally by 

cutting back on your expenses you can continue to do well 
with your alternative sources.

3. Think cheap. Have an eye for bargains. Buy what you 
need, not what will make an impression and spend your 

money on thinges that last. If it’s cheaper to rent than own, 
rent. Memories of good experiences generally have a greater 
impact over time than purchasing an expensive item.

4. Don’t be cheap when it comes to hiring quality 
service providers from attorneys to accountants, finan-

cial advisors and more. Good service providers will save you 
money over the long run. Look for knowledgeable profes-
sionals who run a clean ship. Make certain they provide 
transparency, audited results, and accountability. And then, 
don’t trust them. Always verify.

5. Invest in your health. Eat right, exercise, avoid 
substance abuse. Even if you can afford the best doctors, 

reversing years of abusing your body may not be possible. As 
long as you are healthy, you are better able to care for your-
self and less vulnerable to those who might try to exploit 
you for your wealth.

6. Don’t forget to enjoy life. Dying rich can be a waste 
of good assets. Know what you can afford to spend and 

then make certain your life is worth living.

Are You About to Be Scammed?



PERFORMANCE REPORT 
(Total Annualized Returns Net After Maximum Fees) 

Hypothetical Asset Allocations 2019 
3rd Qtr 1 Year 3 Year 5 Year 10 Year 

Tactical Growth Plan (TGP) 
80% Equities -3.46% 3.04% 9.05% 9.59% 10.44% 20% Bonds 
Tactical Moderate Plan (TMP) 
60% Equities -2.58% 3.24% 7.28% 7.97% 9.43% 40% Bonds 
Tactical Conservative Plan (TCP) 
20% Equities -0.80% 3.40% 3.65% 4.60% 7.18% 
80% Bonds 

MARKET INDICIES 
S&P 500 Composite Index (with Dividends) 1.70% 4.26% 13.40% 10.85% 12.44% 
Barclay US Aggregate Bond Index 2.27% 10.31% 2.93% 3.39% 4.81% 
Barclay US 1-5 Yr Gov't/Credit Index 0.89% 6.00% 2.01% 2.01% 2.90% 

IMPORTANT DISCLOSURE INFORMATION  Performance Results reflect a 
hypothetical blend of two proprietary investment strategies that include a tacti-
cal Equity strategy that was developed on 2/9/2004, and a tactical Income 
strategy created 12/31/1991.

The Equity Strategy performance was based on the oldest actual client account 
using this strategy and is considered representative of all accounts within the 
composite strategy. Performance is examined by a third-party firm Theta Re-
search. Occasionally an account may have different results than the composite 
due to specific investor instructions, fund restrictions when the account was 
opened, or when a new contribution was made to the account. Composite re-
turns are precision dated, time weighted total returns that reflect the reinvest-
ment of dividends and capital gains distributions. Composite returns are net of 
the underlying mutual fund management fees, custodial fees and other fund 
(administrative) expenses. Performance results here reflect the use of the Gug-
genheim Rydex Investor class funds, traded directly through the fund.  No ad-
justments have been made for potential income tax consequences. It should 
not be assumed that future strategy results will be profitable or equal to past 
performance. The investment return and principal value of an investment will 
fluctuate so that investor accounts, when sold, may be worth less than their 
original cost and performance may be lower or higher that performance illus-
trated.

The benchmark returns of the S&P 500 are total returns and reflect the rein-
vestment of dividends. The S&P index is a capital weighted index composed of 
500 widely held common stocks varying in composition and is not available for 
direct investment. Benchmark returns are provided exclusively for comparison 
purposes only to provide general comparative information to assist an individu-
al client or prospective client in determining whether the performance of the 
Equity strategy meets, or continues to meet, his/her investment objectives. It 
should not be assumed that the Equity strategy will correspond directly to any 
such comparative index. The Equity strategy invests within mutual funds. Mutu-
al fund shares are not insured by the FDIC or any other agency, are not guar-
anteed by any financial institution, are not obligations of any financial institu-
tion, and involve investment risk, including possible loss of principal.  

The Income Strategy performance results included in this illustration relate only 
to a select account managed by the developer of the Income strategy and ex-
amined by Rothstein Kass and Theta Research. The model account selected 
was based on longevity of the account; preference for no deposits or withdraw-
als on the account; and an accurate representation of the strategy in general. 
Past performance is not indicative of future returns and the value of the invest-

ments and the income derived from them can go down as well as up. Future 
returns are not guaranteed, and loss of principal may occur. The types of secu-
rities held by a comparison benchmark may be substantially different from the 
investment strategy. An investor should consider the investment objectives, 
risks, charges and expenses of the investment carefully before investing. The 
Bloomberg US Aggregate Bond index is a market capitalization-weighted inter-
mediate term index which tracks the performance of investment grade rated 
debt publicly traded in the United States. 

The performance data presented has been collected from sources believed to 
be reliable; however, we do not guarantee nor warrant the accuracy, timeli-
ness, or completeness of this information. Results also reflect simulated man-
agement and trade fees totaling 2.15% annually, prorated quarterly. Past per-
formance is no guarantee of future results. Tactical managers used within this 
model are subject to ongoing evaluation by W. Wall and Company Inc and can 
be changed based upon their review. Trade signals and asset allocations pro-
vided to W. Wall and Company Inc by third-party tactical managers may or may 
not be executed per their discretion. This material is for informational purposes 
only and does not constitute an offer to sell or a solicitation of an offer to buy a 
security. Such offers can only be made where lawful under applicable law. W. 
Wall and Company Inc is an Investment Advisor firm registered with the appro-
priate regulatory authority. Registration does not imply a certain level of skill or 
training. The firm’s advisory operations, services, and fees are set forth in their 
current Form ADV Part II, a copy of which is available from W. Wall and Com-
pany Inc upon request. Information pertaining to any mutual fund that is used 
within the Equity Strategy and Income Strategies are set forth in each respec-
tive mutual fund’s prospectus, a copy of which is also available from W. Wall 
and Company Inc upon request.

PERFORMANCE IS NOT NECESSARILY INDICATIVE OF FUTURE PER-
FORMANCE 

Information pertaining to WCI’s advisory operations, services, and fees is set 
forth in WCI’s current Form ADV II, a copy of which is available from WCI upon 
request. Information pertaining to any mutual fund or variable annuity sub ac-
count that is current component of WCI model portfolios are set forth in each 
respective prospectus, copies of which are available from WCI or directly from 
the mutual fund or variable annuity company. Some but not all articles are writ-
ten by WCI. Articles not written by WCI are provided by Financial Communica-
tion Associates Inc, a source deemed reliable. 
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At the start of an investment 
advisory relationship, one of 
the questions we typically ask 

our clients is “How much risk are you 
willing to take?” Your answer may 
be in terms of percent of portfolio 
losses, dollar amounts, loss of initial 
capital or a score from a risk assess-
ment questionnaire. That informa-
tion, combined with more concrete 
data, such as years until you will 
need to withdraw your funds and 
how much money you have saved to 
date, is used to establish a risk-
weighted investment plan we believe 
will allow you to have the money 
you need, when you need it. Equally 
important, it has to result in a port-
folio you are willing to hold through 
good markets and bad.

The problem is that risk “toler-
ance” is relative.

When you first answered the ques-
tion, a number of factors influenced 
your response from current market 
conditions to your mood, prior invest-
ing experience, your sex, marital status, 
how you view your current level of 
financial security, job security and more.

With the exception typically of 
your sex, everything else is subject to 
change. In positive markets, people 
tend to be more willing to take on risk, 
assuming that losses can be quickly 
recovered. When markets turn down, 
risk tolerance changes. Behavioral 
finance has proven that losses have a 
greater emotional impact than gains 
and can distort risk tolerance by 
making an individual (1) less willing 
to incur additional losses or (2) willing 
to take on greater risk to make up for 
lost portfolio value.

Mood is particularly volatile 
and can be influenced by the media, 
personal events, and even your percep-
tion of whether or not the country is 
headed in the right direction. Divorce, 
illness, death of a love one, dissatisfac-
tion with one’s work and other factors 
impact your willingness to take risks.

With that said, risk is a part of 
investing. While an active investment 

approach strives to manage risk and 
limit drawdowns, there will be times 
when your portfolio loses value or seems 
to plateau. While we can make no 
assurances as to the future performance 
of your portfolio, often these times are 
precisely when you don’t want to aban-
don the investment approach.

There is also the question of 
whether or not you need to take risk. 
Sometimes we get locked in to a 
mental risk tolerance level that is actu-
ally higher than it needs to be. If you 
have sufficient savings to fund your 
needs with low-risk assets, perhaps 
there is no need to have a higher risk 
tolerance level in your portfolio.

To make certain risk levels in your 
portfolio match your risk capacity, we 
ask that you call and talk with us. We 
need to know if there are changes in 

What is Your Real Risk Tolerance?

your life that necessitate changes in 
your portfolio, and if at any time you 
are not comfortable with your port-
folio and how it is invested. And, we 
appreciate the opportunity to explain 
our investment strategy and its current 
performance. Our goal is a long-term 
relationship with you. Communication 
is a key part of that relationship.

501 College Street, Suite B 
Asheville, North Carolina 28801 

(828) 651-9617
(888) 253-9141 (toll free)

www.wallco.com
info@wallco.com



Meet the W. Wall and Company, Inc. Team! 

B ehind the success of every W. Wall and Company, Inc. client is the focused effort of a dedicated 
team of financial professionals.  We would like to take a moment to introduce you to our team. 

Warren Wall, MBA, CFP®  
Senior Advisor,  warren@wallco.com 
President of Wall and Company, Inc., Warren has over 25 years in the financial services 
industry. He is a Certified Financial Planner who is dedicated to creating wealth and finan-
cial security for his clients.  Warren is also the co-author of three books on retirement plan-
ning and is a well-respected financial educator. He enjoys hiking, biking, skiing and explor-
ing the great outdoors with his wife Lauren and loyal Golden Retriever Juni.  

Andrea is the firms Office Manager and handles the firms bookkeeping, compliance and 
trade execution support.  Andrea graduated from Asheville-Buncombe Technical Communi-
ty College with her Associate of Arts in Accounting in 2001. After hours, Andrea enjoys 
spending time with family, crafting, hiking, fishing, photography and camping.  

Andrea Robertson 
Office Manager, andrea@wallco.com 

Maureen Sommer  
Service Manager, maureen@wallco.com 
Maureen has spent many years working in the Financial Services industry. She provides 
client services as well as trade execution support for the firm's investment management 
programs.  In her spare time, Maureen enjoys reading, cooking, traveling, and spending 
time with friends and family. 

Nate O’Steen 
Associate Advisor, nate@wallco.com 
Nate has a B.A. degree from Hamilton College, located in Upstate New York. Nate is part of 
the firm’s Client Advisor Team as a Registered Investment Advisor Representative.  He is 
certified with the National Social Security Association (NSSA), providing clients with the ed-
ucation needed to claim Social Security benefits and optimize their lifetime Social Security 
income. Outside of work, Nate enjoys hiking and biking in the mountains of Western NC 
with his wife and three children.  

Madison Johnson 
Service Assistant, madison@wallco.com 
Madison provides client services as well as trade execution support for the firm’s invest-
ment management program.  Madison graduated from Toccoa Falls College with a B.S. in 
Business Administration in 2019.  After hours, Madison enjoys spending time with friends 
and family, knitting, going to the movies, and fishing. 



PRIVACY NOTICE

W. Wall and Company, Inc. (referred to as “Wall”) maintains physical, electronic, and procedural

safeguards that comply with federal standards to protect its clients’ nonpublic personal information 

(“information”).  Through this policy and its underlying procedures, Wall attempts to secure the 

confidentiality of customer records and information and protect against anticipated threats or hazards to 

the security or integrity of customer records and information.   

It is the policy of Wall to restrict access to all current and former clients’ information (i.e., 

information and records pertaining to personal background, investment objectives, financial situation, tax 

information/returns, investment holdings, account numbers, account balances, etc.) to those employees 

and affiliated/nonaffiliated entities who need to know that information in order to provide products or 

services to the client.  Wall may disclose the client’s information if Wall: (1) is authorized to disclose, or 

it is necessary to disclose such information in furtherance of the investment management and/or 

regulatory process, to individuals and/or entities not affiliated with Wall , including, but not limited to the 

client’s other professional advisors and/or service providers (i.e., attorney, accountant, insurance agent, 

broker-dealer, investment adviser, account custodian, third-party statement providers, etc.); (2) required to 

do so by judicial or regulatory process; or (3) otherwise permitted to do so in accordance with the 

parameters of applicable federal and/or state privacy regulations.  The disclosure of information contained 

in any document completed by the client for processing and/or transmittal by Wall in order to facilitate 

the commencement/continuation/termination of a business relationship between the client and a 

nonaffiliated third party service provider (i.e., broker-dealer, trust company, investment adviser, account 

data/performance reporting services, account custodian, insurance company, etc.), including information 

contained in any document completed and/or executed by the client for Wall (i.e., advisory agreement, 

client information form, etc.), shall be deemed as having been automatically authorized by the client with 

respect to the corresponding nonaffiliated third party service provider.  

Wall permits only authorized employees and affiliates who have signed a copy of Wall’s Privacy 

Policy to have access to client information.  Employees violating Wall’s Privacy Policy will be subject to 

Wall’s disciplinary process.  Additionally, whenever Wall hires other organizations to provide services to 

Wall’s clients, Wall will require them to sign confidentiality agreements and/or the Privacy Policy. 

Should you have any questions regarding the above, please contact Warren Wall, Chief 

Compliance Officer. 


