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To my valued clients and professional contacts: 

We all have important goals and dreams for our life. It’s important that we have prudent strategies in place to 

help increase the odds that we have a comfortable future.  

For the second half of the year, I’d like to encourage everyone reading this to ensure that their personal plan-

ning has a solid foundation to help reduce risk. This means having a plan to provide for yourself and loved ones, 

no matter the circumstances.  

One easy place to start, is to check for diversification at all levels of planning. I’ll show you how! Simply call me 

to schedule an annual review or get on my calendar at your convenience right here: 

https://calendly.com/kmeloticascfp/annual-review.  

Here’s to a fun, healthy and successful second half of 2019! 

Karen Melo Ticas, CFP®, RICP® 

Your “planner for good” 

Planning For Good®    kmeloticas@baystatefinancial.com - www.planningforgood.net 

I share this Journal with you twice a year to share some insight on how our practice continually evolves. We aim 

to incorporate advances in the industry, with our comprehensive approach, to ensure that planning is as simple 

and effective as possible. Please feel welcome to offer suggestions on topics of interest to you! 

Summer Topics: Protection & Diversification 

 

According the CFP Board, a fiduciary is “one who acts in utmost good faith, in a manner he or she reasonably      

believes to be in the best interest of the client.” 

The Board’s Rules of Conduct require that “CFP® professionals put [client] interests ahead of their own at all times 

and to provide their financial planning services as a fiduciary.” Under the new rules going into effect this October, 

the fiduciary standard will apply any time a CFP® professional gives financial advice. 

To learn more, visit: https://www.cfp.net/about-cfp-board/ethics-enforcement  

Important Terminology - “Fiduciary” 

https://calendly.com/kmeloticascfp/annual-review
https://www.cfp.net/about-cfp-board/ethics-enforcement


 

 

         We’re Learning for You! 

Women’s Investment Summit 

I was thrilled to attend Assetmark’s inaugural Women’s Summit where I had the pleasure of hearing from bestselling author 

of The Confidence Code Katty Kay, and State Street Global Advisors Head of Institutional Marketing for North America Domi-

nica Ribeiro, who’s team is behind the  inspirational “Fearless Girl”.  

“AssetMark is committed to encouraging female leadership, incorporating female voices and engaging women in the finan-

cial advisor industry,” said Natalie Wolfsen, Executive Vice President, Chief Solutions Officer at AssetMark. “We are thrilled 

to hold our first-ever Women’s Summit and provide another opportunity for female financial advisors to discuss ways to 

grow their businesses and help set the tone for a more diverse and inclusive industry.”  

We spent a day learning about adapting client communications to best fit the needs of our clients in a quickly changing digi-

tal environment. We also talked about how to instill confidence in ourselves, so we can better have those difficult conversa-

tions with our clients, to ultimately help them reach more enjoyable long-term successes. As an added bonus, more confi-

dent advisors, lead to more confident clients! This is especially crucial for women, who often tell us that they feel vulnerable 

sharing their personal financial information and making important money decisions.  

AssetMark is one of our third-party asset managers. We rely on them as a leading independent provider of diversified 

portfolio solutions. They allow me to tailor investment accounts to best meet my clients’ needs.  This particular asset manag-

er is well suited for households with multiple investment accounts and for clients who prefer to have a paperless process 

and online access for account management.  

Financial Planning Association 

This last spring, I participated in the FPA’s Continuing Education Day for Certified Financial PlannerTM practioners. Our 

opening key speaker was Allison Schrager, author of An Economist Walks Into A Brothel. Sounds like a strange topic for a 

bunch of financial advisors, but as it turns out, it was very much a pertinent discussion to what we as professionals do each 

day. Schrager has an extensive background in risk management and came into a niche of researching and consulting for the 

investment industry.  

Her findings can be summarized like this: each individual person (and business owner) must decide for themselves* what 

constitutes risk. While there may be commonalities across certain circumstances, every family is unique. Each individual 

must decide what they require for a standard of living; what kind of support they feel is appropriate for their dependents; 

how much time they are willing to work; how much variation in their savings they are capable of stomaching; and how much 

time they are willing to dedicate to implementing the long-term strategies required for the best odds of success. And by 

“success”, I mean whatever it is the client deems that to be. 

Once you know your personal definition of risk, then we can work together to reduce it, for greater peace of mind. 

*Please note that I purposely use gender neutral pronouns often. It’s not only less cumbersome, but it serves to acknowledge individuals 

that identify as non-binary.  

Planning For Good®    kmeloticas@baystatefinancial.com - www.planningforgood.net 



 

 

Frequently Asked Questions 

How do I (as your advisor) get paid? 

We offer three types of general services, each with their own fee structure, to best suit our clients' needs. 

Fee-based Financial Plans 

• For clients wanting a formal analysis of their current financial circumstances and projections to help them make better 
informed decisions. 

• We charge a flat fee for a plan, depending on complexity. Plans are quoted individually after we determine your needs. 

• Fees generally range from $1,200 to $2,500 

  

Investment Management 

• We provide asset management for an annual percentage fee of the portfolio balance. 

• Advisory fees range from .50%  to 1.50% and are typically deducted from your investment account quarterly. 

• Fees are determined based on the size, complexity and special requests related to your investment portfolio. 

 Mutual fund and ETF fees are in addition to advisory fees and would be explained as we shop for and design your 
personalized portfolio. For example  

 An all-digital, ETF advisory account may have a 1% fee, all-in. 

 A tailored stock portfolio with alternatives and hedging strategies may have a total, all-inclusive fee of 2%. 

 An ESG (Environmental, Social & Governance) portfolio might have a 1.5% fee, depending on the overall design. 

 

Product Solutions for Strategy Implementation 

• Clients often come to us looking for a particular product, such as life or disability insurance. While we primarily work 
with MassMutual for insurance products, we have the ability to shop dozens of other product providers to find a good 
fit, as needed. These insurance providers pay their advisors/reps in the form of commissions. 

• Clients would not pay an out of pocket fee, but rather I would be paid by the product provider the client ultimately 
chooses to purchase from. 

• These product fees are detailed for you once a product is selected and designed to meet your needs. 

 

Have questions? Don’t hesitate to call me at (877) KMT-PLAN or get on my calendar here: calendly.com/kmeloticascfp.  

Planning For Good®    kmeloticas@baystatefinancial.com - www.planningforgood.net 

Clients often have the very same questions for me. So with each newsletter, I will be sharing some of these FAQs. Maybe it’s 
been on your mind, too. Have a general question for next time? Email me! 

https://calendly.com/kmeloticascfp/client-review-or-servicing
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Anniversaries 

September marks 10  years 
that I’ve been with Baystate  
Financial. I’m proud to run a 
practice providing financial 
planning services for diverse 

clients, including business professionals, healthcare 
providers and the LGBTQ community. 

Maybe more importantly… in September of 1999, I 
started working in the Financial Services industry. 

That means I’ve been doing this for 20 years!  

Blog & Scheduling  

PlanningForGood.net/blog   This is where you can 
learn about topics I find to generally be of most in-
terest to my clients. It will include tips, hot topics 
and key financial planning practices that most peo-
ple can embrace as part of their own, personalized 
strategies for long-term success. 

Additionally, we now offer appointment booking 
online. Calendly allows you to request a meeting 
with me, at your convenience.  

Visit calendly.com/kmeloticascfp  

 
 
 
 
 

 
 
They are a family-owned insurance agency  that pro-
vides auto, home and business insurance for clients 
throughout Rhode Island. As a brokerage firm, they 
shop a wide selection of carriers to make sure that 
customers are getting the best rates available.  
 
For more information, you may contact them at   
(401) 732-2878, service@annarummoinsurance.com, 
or visit them at www.annaurmmoinsurance.com. 

Giving Back 

This fall we will be working with the American Foun-
dation for Suicide prevention to bring our clients 
some training on risk factors and how to spot suicide 
warning signs.  

If you want to  ensure that you are included in the 
invitation to this upcoming event, please contact me. 
Details will follow as we finalize arrangements. 

If you know of an organization that hosts a Silent 
Auction for fundraising, either online or at an annual 
gala, I would be honored to offer a donation. Simply 
provide me with some contact information. I’ll take 
it from there and you’ll get the thanks. 

I’m delighted to report that we’ve raised over 
$21,000 for local charities over the past 6 years! 

Thank you for your referrals! 

The nicest compliment I can receive is the kind introduction to 

a friend, colleague or family  member. My practice is focused 

on helping healthcare providers, business professionals and 

the LGBTQ community. 

 

We are dedicated to knowing other professionals  

who can serve you... 

Karen Melo Ticas is a registered representative of and offers securities, investment advisory and financial planning services through MML Investors Services, LLC , Inc. 

Member SIPC. We do not endorse, recommend or make representations with respect to the services offered by third party professionals. CRN 

Comments? 

Let me know what you are most interested in learn-

ing about in future newsletters. This is for you! 

Meet Annarummo & 
Associates, Property & 

Casualty Insurance 
Agency 

Planning For Good®  

http://www.karen-melo.com/
https://calendly.com/kmeloticascfp

