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Larry’s Reflection 

 
Since its beginning, our firm has been dedicated to a definite purpose of helping peo-

ple achieve the life they want in retirement. This mission, mixed with a stringent fiduci-

ary responsibility to act in the best interest of our clients, allowed us to shift thinking 

away from fitting people into predesigned programs and instead actively listening and 

focusing on how we could help and bring value to their future.   

Today, this poor kid from the east side of Cleveland has traveled a great journey from 

challenges of years ago.  The hard times mixed with a work ethic and thirst for 

knowledge led to the start and the growth of a firm that aspires  to ensure your money 

is working for you. We create a unique plan based on your needs because we know 

that a balance sheet does not solely define one's real wealth. 

There are so many clients and colleagues who have played an essential role in 

Caritas’ success. From my first clients, who along with me, took a leap of faith 20 years 

ago to the ones who have joined us recently, our focus has remained the same – you 

and your needs. The first step to building long-term value for our friends and clients is 

listening and working together. 

As we embark on Caritas’ next decade, I am proud of what we have achieved and feel 

confident in continuing our future success. The Caritas Approach — a mixture of cul-

ture and focus on our clients’ hopes — is the secret that makes our place great and 

allows us to earn our clients’ trust. We work in a team approach so that members can 

help and counterbalance each other with diverse experience and insights that lead to 

decisions towards a confident retirement plan.  

I’m extremely honored to have created Caritas and look forward to continuing as its 

leader with the opportunity to accelerate its progress and enduring impact. Thank you 

for your confidence. 

 

  First Quarter 2018 

Brain Teaser: 

I start with M and end with X. I 

have a never ending amount of 

letters. What am I? 

 

Last Newsletter’s Brain Teaser: 

Q: You can feel it, but you can't 

touch it. You can hear it, but you 

can't see it. What is it?  

A:  Wind 



Employee Spotlight 

 

Meet Penny! 

It would be surprising to find a client that 

has not worked with Penny Olencki at some 

point over the years. Penny has been a key 

member of Caritas’ team since 2009.  As 

Client Relationship Manager, Penny’s focus 

is on responding to the concerns of Caritas’ 

clients. Client issues can range from some-

thing as simple as registering a client for a 

seminar, to answering any questions they 

have about Caritas.  In all cases Penny 

makes every effort to resolve the client is-

sue in a timely manner. In addition to client 

servicing, Penny arranges and schedules all 

seminars and other events like the infamous 

Caritas annual clambake.  

Penny is active in the Red Key Network, a 

woman’s networking organization, and she 

serves on the advisory committee of Wom-

anSafe. WomenSafe provides emergency 

shelter to abused women and their children. 

Penny resides in Munson, has two children 
and one grandchild, Everly. If you have a 

chance, ask Penny how Everly is doing. Be 
prepared  -- the glow form Penny’s smile 
tells you everything! 

 

 

 

 

 

 

 

Market Update 

The opinions voiced in this material are for general information only and are not intended 
to provide specific advice or recommendations for any individual. All performance refer-
enced is historical and is no guarantee of future results. The economic forecasts set forth 
in the presentation may not develop as predicted.  The S&P 500 Index is a capitalization 
weighted index of 500 stocks designed to measure performance of the broad domestic 
economy through changes in the aggregate market value of 500 stocks representing all 
major industries.  All indexes are unmanaged and cannot be invested into directly.  All 
investing involves risk including loss of principal.  *LPL Research’s S&P 500 Index total 
return forecast of 8–10% (including dividends), is supported by a largely stable price-to-
earnings (PE) ratio of 19 and LPL Research’s earnings growth forecast of 8–10%. Earn-
ings gains are supported by LPL Research’s expectations of better economic growth, with 
potential added benefit from lower corporate tax rates  

After a great start to the year, the in-

creased volatility over the past two 

months has been slightly unnerving for 

many investors. However, just because 

stocks were down in the quarter—and not 

by much—that does not mean that mar-

ket fundamentals have deteriorated. 

While we acknowledge the risk associat-

ed with protectionist U.S. trade policy, we 

continue to expect accelerating economic 

growth this year, in large part due to the 

effects of the new tax law, which could 

give earnings a significant boost. We be-

lieve still-contained inflation and low inter-

est rates are supportive of stock valua-

tions at current levels. We reiterate our 

year-end fair value S&P 500 target of 

2950–3000, representing a double-digit 

return for the year. 

Inflation will be a key data point to watch 

in April, as market participants continue 

to gauge the likelihood of four rate hikes 

in 2018 rather than three. The first esti-

mate of gross domestic product (GDP) 

for the first quarter of 2018 will also be 

released toward the end of the month, 

with consensus expectations currently at 

2.5% in a quarter that has historically 

seen weaker growth than the rest of the 

year. However, markets might be most 

focused on earnings season.  

Market volatility resurfaced in the first quarter of 

2018, following the stock market’s calm and steady 



Looking Ahead: 

 

 

 

 

Upcoming Events: 

May 9th: MoneyGuard 
 
June 6th: Antique Road Show 
 
June 28th: Healthcare in Retire-
ment 
 
August: Medicare Seminars 
 
September 8th: Annual Client 
Appreciation Clambake 

September and October: Social 
Security 

December: Estate Planning 
Seminar 

 

 

 

 

Please confirm the location of 
each event before attending. 

Check our website and Face-
book page for our upcoming 
events.  If you have not already, 
please "Like" us on Facebook! 

For more information contact              

penny.olencki@caritasfinancial.com 

 

What Are You Getting for the Fees You Are  
Paying? 

 

Why are more and more financial advisors fee-based? It comes down to philosophy. 
Advisors are increasingly choosing a business model that promotes a trusted, ongoing rela-
tionship with a client, rather than just a sale.  

Would you rather meet with an advisor, or a salesman? A fee-based advisor has every 
motivation to be your financial consultant and help you manage the investments you have 
chosen. Does a transaction-based advisor have similar motivation? 

The transaction-based business model is built on selling you a product. When a client buys 
an investment, the broker gets paid a commission upfront. So this model inherently encour-
ages an investment broker to hunt down the 
next sale.  

What if you don’t buy any more investment 
products? Will the broker still stick around 
and financially consult you for years to 
come? Maybe – but that’s not what the busi-
ness model is about. 

Our interests are aligned with yours. The fee-based business model focuses on a rela-
tionship – the ongoing supervision of the client’s assets under management (AUM), with part 
of the advisory fees dependent on the performance of those assets.  

In the fee-based business model, when you do well, the advisory firm does well. This en-
courages a sense of partnership and collaboration in planning your financial future, as op-
posed to just selling you an investment product here and now.   

As a fee-based advisory firm, we have the same goal you have – the goal of growing your 
assets. We both succeed when that happens. 

In the bear market downturn, as the value of client assets declined, so did advisor fees: fi-
nancial advisors lost some of their own personal wealth and income.  

We feel fee-based is better. We offer clients the option of a fee-based relationship be-
cause we feel better about advising them in this way.   Caritas’ conscience and ethics have 
guided us towards this business model – and through it, we can provide what we believe to 
be better guidance for our clients. 

The value that advisers provide is less about the technical expertise they very clearly bring 
to the table and more about helping consumers achieve their goals.  A financial professional 
with a fee-based business should be able to provide you with insight into retirement plan-
ning, tax and estate planning, risk management, and college planning. He or she should 
provide more than just a second opinion on your investment choices.  

Caritas Photo Album 

 

 

 

 

 

 

“Price is what you pay. Value is what 

you get.”  

- Warren Buffet  

Investment Committee Meeting Estate Planning Seminar presented 

by Ev Corcoran 



Contact Us 

Give us a call for more 

information about our ser-

vices and products. 

Office: 

11630 Chillicothe Road 

Chesterland, OH 44026

(440) 729-0036 

caritas@caritasfinancial.com 

Visit us on the web at 

www.caritas.com        

Securities and advisory 

services offered through 

LPL Financial, a regis-

tered investment advisor, 

Member FINRA/SIPC.  

Firm Update 

Carey Freimuth, CFA®, CAIA®, AIF® Chief Investment Officer, recently attended  LPL 

Financial’s Summit 2018. The annual adviser event provides qualifying firms with an 

educational forum that includes presentations from LPL leaders and industry experts. 

The conference is also designed to provide advisors with the unique opportunity to net-

work with their peers, who are the most successful advisors supported by LPL. Upon 

Carey’s return she provided the entire staff with an update on the Summit. Over the 

years the Summits have proven to be an effective way to stay up-to-date on industry 

practices but is also an effective way to bring to provide feedback to top LPL executives 

with what we would like to see improved to benefit our clients. 

It's no secret that our core business is conducting educational seminars for clients and 

prospective clients. We have held hundreds of seminars over the years, and we plan on 
continuing this effort. We make every effort to keep the topics timely and responsive to 
the client’s desires. We recently modified the method we use to get the word out on 

upcoming events. Our goal is to find a system that is most effective, the days of, “snail 
mail “are over. Given that, you should have recently received a recorded phone mes-
sage from Penny Olencki inviting you to an estate planning seminar. The system also 

allows us to send out reminder messages as we get closer to the event date. Since this 
is a new system we would love to have some feedback. Also, we send out emails for 
every event so please make sure we have your updated email information.  If you have 

any questions, comments and/or concerns, feel free to give us a shout. 

 

Caritas Financial  

11630 Chillicothe Road  

Chesterland, OH 44026 
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