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The sturdiest houses are built on a firm foundation. If the foundation is not solid the rest of the 
house is in jeopardy. Former football player and Hall of Fame coach, Lou Holtz once said, “Build your empire 
on the firm foundation of the fundamentals.” Much like in football, without a strong defense a team will 
suffer. The same goes for your financial foundation. Many of us love to focus on scoring the goals, increasing 
our assets and preparing for financial independence. These things are certainly important. However, it is also 
imperative to protect what has already been built.

This is a fundamental principle that we implement with every client at Covenant Wealth Strategies. Having 
gone through our financial planning process, you should remember the Investment House Primer. 

The Investment House is an overview of a complete financial plan. The ability to earn income provides 
the raw materials needed to build your Investment House. Your blueprints may be great, but without the 
bricks the house cannot be built. There are at least three key events that will stop or decrease your income: 
death, disability or retirement. Two of these are unplanned. Protecting yourself and your loved ones from 
unplanned situations is important to building a strong financial foundation. 

Level 1: The Foundation 
The first level of the Investment House covers those essential and often defensive measures that must be in 
place before you advance. Included in the foundation are three building blocks to protect your assets from 
an unplanned loss of income. These include estate planning, liquid assets and insurance planning.
 

Level 2: Home Ownership
One of the largest financial commitments the average individual will make is the purchase of a home. We 
educate our clients on mortgage terms, payment strategies, debt reduction strategies and more to ensure that 
one of the biggest decisions of your financial life is made right. 

Level 3: Non-Qualified Investments
As we move further up the Investment House, we introduce our clients to creative strategies for maximizing 
their investments, informed by their long-term goals and objectives. For those who want to invest in their 
children’s or grandchildren’s educational future, we discuss educational options and strategies such as 529 
college savings plans. We also discuss various non-qualified investments, which typically have a time-frame 
of 2-5 years or longer.

Building Your Investment House
Being Prepared For Anything
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Retirement

Non-Qualified Investments

Home Ownership

Short Term $

Ris�

Management

 

IRA's 

Roth, 401K, 457b, 

403b, SEP,

59+ Money

 

College Funds, Investments,

2-5 year+ Money

 

Mortgage Prepayment Strategies,

Debt Reduction Strategies, 

Education on HELOC, Cost of Capital

Education on Health, 

Homeowners, 

Auto, Life, Disability, 

LTC, Liability

Umbrella Insurances

Cash, Cash E)uivalents,

0-2 year money,

3 to 6 months of

expenses

Education on

Wills, Trusts, POAs, 

Health Care Directive,

Life Insurance

Securities and advisory services offered through LPL Financial, a registered investment advisor, member FINRA/SIPC. 

This material was created for educational and information purposes only and is not intended as tax, legal or investment advice. 

Consult the appropriate professional prior to ma�ing any financial decision.

Estate Planning

Defensive

Ability to 
earn income*

*3 things that stop earned income: Death, Disability/Illness, Retirement

Offensive

Level 4: Retirement – Financial Independence
At the top of the Investment House we have the topic that many people want to begin the conversation with, 
“When can I retire?” The importance of a firm foundation becomes evident as we take our clients through 
the journey of the Investment House. By the time we reach the top, the answer to that so often asked 
question usually becomes clear.  Here is where we discuss strategies for those resources that you do not plan 
on tapping into until your golden years, including 401ks, IRAs, Roth IRAs among many others. 

There are nuances and intricacies associated with each level of the Investment House. 
If you would like to discuss your Investment House with a financial advisor, contact 
our team to set up a phone call or meeting.

Level 1:

Level 2:

Level 3:

Level 4:



WHAT YOUR ADVISOR 
SHOULD BE DOING

Times of economic uncertainty are great 
opportunities for your financial advisor to 
come along side of you and offer support. 
Unfortunately, that is not everyone's 
experience. An economic downturn can 
also reveal what kind of advisor you have. 

Has your advisor responded to your calls 
or emails? Is your advisor reminding you 
of your long term goals? These are just 
a few examples of what your financial 
advisor should be doing.

Your Advisor Should Be 
Proactive.

Financial advisors should be proactively 
reaching out to clients and providing 
reassurance.   Advisors should be a resource 
for relevant and timely information, 
especially during economic uncertainty.

At Covenant Wealth Strategies, we set the 
bar high and strive to deliver proactive 
concierge services to exceed your 
expectations.



Work With A Proactive 
Advisor Who Cares

If you are looking for a financial 
advisor, please reach out to our team 
at Covenant Wealth Strategies.

Together, we can develop a long-
lasting relationship shaped by your 
goals and enriched by our experience.

We look forward to serving you!

(302) 234-5655

Your Advisor Should Remind 
You of Your Goals.

One of the first questions that your financial 
advisor should ask is, "What are your 
goals and objectives?" A comprehensive 
financial advisor should have a thorough 
understanding of your short term and long 
term goals.

This will help your advisor know how to 
guide you when the economy experiences 
a downturn. The best advisors remind 
their clients of their long term goals 
and encourages them to stick with their 
strategy.

Your Advisor Should Bring 
Creative Options.

"Most of our clients only get to experience 
significant life events once, such as 
retirement. As financial advisors, we go 
through these events dozens of times as 
we guide each client. This enables us to 
have the knowledge and wisdom to best 
serve our clients," said President and CEO 
of Covenant Wealth Strategies, G. Ward 
Keever, CLU, ChFC, RHU, AEP, CFS, AIF, CKA. 

Is your advisor only interested in discussing 
your investments? Good financial advisors 
should be leaning in and providing you 
with creative solutions for everyday 
problems.

You Advisor Should Show You 
They Care.

The best financial advisors care about the 
overall success of their clients.

One of our values at Covenant Wealth 
Strategies is empathy. We are with you 
through the challenges you may face 
during times of change in your life.

We want to be one of our clients' first five 
phone calls when something significant 
happens because we care and because 
there are usually financial implications to 
these events.



COVENANT NEWS

Covenant Welcomes  
Deb Voshell To The Team

We are pleased to welcome Deb as our 
newest team member.

Favorite Food: Ice cream 
Favorite Movie: The Sound of Music
Favorite Store: Ballard Design 

Deb enjoys anything musical, knitting and 
needlework, and a great historical novel. 
Deb and her husband live in Hockessin, 
Delaware. They both enjoy exploring DE 
parks and trails, along with spending time 
with their family and granddaughter.

Covenant Partners With The Well 
Marketplace To Provide 300 Meals 
to Healthcare Workers

The team at Covenant Wealth Strategies would like 
to thank healthcare workers for the sacrifices they 
are making and for the service they are providing to 
our community.

To show our appreciation, our team partnered 
with Big D's BBQ from The Well Coffeehouse and 
Marketplace and provided 300 meals to local 
healthcare workers.



Michelle enjoys freshly 
baked homemade sourdough 
bread from her mother-in-
law, Sybille. This one is a 
family favorite. Sybille is very 
generous and loves to bake for 
friends, neighbors and family.

Putting on a few pounds 

has never tasted this good. 

Shelly enjoys baking her 

famous pound cake for 

special occasions. Many 

grandsons have been 

spoiled by its magical 

powers.

The secret is out! Take a 

picture of yourself baking 

this recipe, post it on 

Facebook, and tag Covenant 

Wealth Strategies so we can 

see all your creations! 

Social distancing is a breeze when 
you're pedaling as fast as these guys. 
Ward and Debbie have 
spent their weekends at 
home enjoying long bike 
rides on DE trails. 

Randy took his three boys fishing 
for the first time and they were 
hooked. The fish stories haven’t 
ended since. 

NEW FAMILY MEMORIES

Shelly’s Famous  1-2-3-4 Pound Cake 
1-2-3-4 cake: 
(named for the 4 
main ingredients)

Ingredients: 
1 cup Crisco

2 cups sugar

4 eggs

2 ¾ cups flower

1 tsp salt

3 tsp baking powder 

1 cup milk

1 tsp vanilla extract

Directions:
1) Thoroughly cream the Crisco and sugar 

together. 

2) Next add 4 eggs, one at a time

3) In a separate bowl, mix together the 

flour, salt, and baking powder. 

4) Add dry ingredients slowly to wet, then 

slowly add the milk and vanilla extract.  

5) When all ingredients are fully 

incorporated, fold batter into a greased and 

lightly floured Bundt pan and bake for one 

hour in a 350 degree oven.

6) After cooled, dust with powdered sugar 

or serve with strawberries for a light 

summertime dessert!
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T hese can be frightening times and I want to assure you that our team is 
here to help you navigate through these uncharted waters. Every advisor 

here at Covenant Wealth Strategies remains committed to offering you 
insights and financial guidance as we continue to work together to design 
“strategies for your success.”

At Covenant Wealth Strategies, we have learned to be resilient together. 
New team members are joining our office with the goal of continually 
improving our proactive concierge service to our valued clients. We are 
increasing our capabilities and pioneering new ways to connect with our 
clients virtually. Our team is committed to learning new things and to 
becoming better than before.
 
An exciting new development here at Covenant Wealth Strategies has been 
the introduction of live Zoom webinars. The first webinar launched on June 
9th. Ryan Detrick, VP and Senior Market Strategist at LPL Research provided 
a COVID-19 Market Update. In his presentation, he reminds us that the stock 
market leads the economy. You can watch the recording of the webinar on 
our website at www.covenantwealthstrategies.com/presentation-slides. 
Stay tuned for future virtual event announcements!
 
As we move forward during this unprecedented time, we want to continue 
to offer our support to you and anyone you know who could benefit from 
our services. Our priority is to help our clients adapt to the circumstances 
around them and maintain their long-term goals and objectives.
 
Best wishes for good health as we all pull through this together.

Warmly,

Ward Keever IV 
CLU, ChFC, RHU, AEP, CFS, AIF, CKA
President & CEO 
Covenant Wealth Strategies

Reassurance In Times Of Uncertainty 
A Message From our President and CEO:

http://www.covenantwealthstrategies.com/presentation-slides

