
F
ew investors understand the chal-
lenge of achieving lifetime income. 
Too many think they can open any 
arbitrary 401(k) plan, apply for 

Social Security and then enjoy a steady 
retirement income stream.

Unfortunately, it’s not so simple these 
days. “Investors think they can do what 
their parents did, yet they’re outliving 
their parents by 10 to 20 years,” says Van 
Comin, � nancial advisor and co-founder 
of RedStone Advisors.

To avoid that common pitfall, RedStone 
Advisors builds customized lifetime-
income plans that help put clients on the 
right path from the beginning. “� at’s the 
thrust of our business,” Comin says.

Seeing the Destination
Financial advisor and RedStone co-founder 
James Moyes makes an analogy to a man 
walking down a street: “If he wants to get 
to the stop sign across the street, he can’t just 
start walking in any general direction and 
hope he gets there. He’s got to see that stop 
sign � rst and then recognize the path. It’s the 
same for lifetime-income planning.”

RedStone manages retirement plans for 
a wide variety of companies, but Moyes 
says its sweet spot is businesses with about 
200 to 300 employees and $5 million to 
$10 million in assets. “What sets us apart 
is we’re able to spend quite a bit more time 
with our clients,” he says.

� rough a detailed, collaborative process 

with clients, RedStone advisors develop 
clear � nancial paths. � ey then update 
plans as clients’ priorities—and income 
needs—change over time. “Everybody’s 
destination is di� erent,” Moyes says. “You 
can put together something for a 30-year-
old today, but it needs to be updated at 
least annually because the destination may 
be drastically di� erent at age 65.”

RedStone encourages clients to stay 
focused on growth, even as they approach 
retirement. “People sometimes make the 
mistake of being too conservative,” Comin 
says. “� at might have been OK when peo-
ple lived only 10 years into retirement, but 
today you need growth of assets, even while 
retired, to keep pace with in� ation and to 
sustain income down the road.”

National Recognition
RedStone has received national recognition 
for planning and managing retirement plans 
for companies. � e National Association 
of Plan Advisors (NAPA) has invited the 
� rm to be a part of its Elite Advisors Group. 
RedStone also was nominated for a leader-
ship award based on NAPA, while Wells 
Fargo Advisors Financial Network, which 
manages RedStone’s back o�  ce, recognized 
the � rm as a “Premier Advisor.”

A fee-based � rm, RedStone believes in 
“managed money” rather than index-related 
investing and seeks the best portfolio man-
agers with track records better than pop-
ular indices. 

“Our clients look to us as their house-
hold CFOs,” Moyes says. 
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Investment and Insurance products:
NOT FDIC-Insured NO Bank Guarantee MAY Lose Value

Investment products and services are offered through Wells Fargo Advisors Financial Network LLC (WFAFN), Member SIPC. RedStone Advisors LLC is a separate 
entity from WFAFN.

The Premier Advisors designation is held by a select group of Financial Advisors within Wells Fargo Advisors Financial Network and refl ects a high level of standards 
as measured by one or more of the fi rm’s criteria for revenue generation, educational attainment and client-service best practices. 

Wells Fargo Advisors Financial Network and its affi liates do not provide legal or tax advice. Transactions requiring tax consideration should be reviewed carefully with 
your accountant or tax advisor. Any estate plan should be reviewed by an attorney who specializes in estate planning and is licensed to practice law in your state.

Past performance is not a guarantee of future results.

The RedStone Advisors Team (from l to r): R. Paul Mattox, Financial Advisor; James D. Moyes, CFP,® AIF,® CRPC,® 
MBA, Financial Advisor; Jaimie Moyes, Assistant; Jana Cales, Branch Administrator; Van R. Comin, Branch 
Manager; Joseph Hatch, Sales Associate


