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What do you want your legacy to be? 
Who do you care about most?

Antoine de Saint-Exupery once said, 

 “A goal without a plan is just a wish.” 
… And when that wish involves multigenerational 

planning, the plan is imperative.

You have worked hard to amass your wealth, but have you considered how you 
might pass that wealth along to future generations? Legacy planning and estate 
planning are sometimes used interchangeably. However, legacy planning takes 
it a step further. Legacy planning incorporates your values. While legacy 
planning does include the distribution of your assets, it also strongly focuses on 
your values and how they apply to the dispersion of your wealth. It is much less 
focused on how much money you leave, but more about the feelings of the 
recipient when they think of you. Your legacy can extend years and decades 
after you are gone, and a comprehensive plan can protect and provide for your 
family in so many ways.

During uneasy times, people ponder their mortality even more. The current 
pandemic is a prime example of this. We are getting many questions from 
clients and prospects pertaining to their planning needs. It can be 
uncomfortable to think about one’s own mortality, or that you might 
experience an accident or a serious illness. But we’re here to help with these 
conversations.

One of the most common emotions in legacy and multigenerational planning is 
fear. Thinking about death or incapacitation and what may happen after you are 
gone is an unpleasant topic that people tend to avoid. These emotions 
sometimes get in the way of creating the ideal plan for you and your family. 

 

However, I can assure you it is much more difficult if an unfortunate event 
occurs and you and your family are not prepared. 

Throughout this issue of The Advisor, we will explore several areas of 
multigenerational planning, common strategies and potential solutions. But the 
common theme is twofold. A plan is imperative, and no two plans are alike. 
As you read through the magazine, I ask you to keep these points in mind:

• Planning creates stability in times of loss.

• Planning protects your beneficiaries.

• Planning can bring a family together and keep a family together.

• Comprehensive plans keep emotional matters private.

• Your estate is about much more than money.

• A plan means you are not going it alone, and it provides you  
with peace of mind.

Everyone here at Fragasso Financial Advisors wants to help protect the legacy 
you worked so hard to build. We want to see your wishes fulfilled and help you 
attain that peace of mind. We are here to guide you every step of the way. 

 
 
C H R I S T I N E  R O B I N E T T E ,  C F P ®,  C P W A®
e x e c u t i v e  v i c e  p r e s i d e n t , b r a n c h  m a n a g e m e n t  a n d  c l i e n t  e x p e r i e n c e
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by R O B E R T  F R A G A S S O,  C F P ®

PREPARING THE  
NEXT GENERATION 
TO RECEIVE THEIR INHERITANCE

SO OFTEN CLIENTS TELL US, “I WISH THEY  
HAD TAUGHT THIS IN SCHOOL.” We wish that too 
because a financially educated and aware client 
is best. By that, we aren’t referring to someone 
educated as a financial analyst but rather someone 
who is conversant with the concepts of financial  
goals and the means and behaviors necessary to  
work towards them.

Maybe an analogy will clarify. Years ago, a client said that he 
trusted his physicians to do the best for him as he underwent 
serious medical treatment. But, he added, he still must be his 
own case manager, meaning he had to understand what was 
being recommended to him and to ask the right questions 
in order to help frame the right decisions for his individual 
situation. It is no different in financial advising. We craft an 
individualized financial plan and road map for each unique 

client situation, and the client must be able to understand that and come to the right action decisions. 

But how do we come to that state of competence and readiness? We weren’t taught the concepts in school, 
not even in graduate school. We have gone to great effort over almost 50 years to educate our clients this 
way, both individually and in classroom settings, and clients regularly tell us that they appreciate having 
that frame of reference. But what about your grown children? Are they ready to take possession of their 
inheritance? Or, will they have to learn “on the job” potentially with costly outcomes?

Now is the time to start. It isn’t ever too early to get your beneficiaries on the right knowledge track. Yes, 
like many younger people, they may feel they know all that they need, but we know that isn’t true. So talk 
with your financial advisor here to help craft an education track to ready your children and grandchildren 
for the stewardship of the inheritance they will receive as a result of your lifetime of hard work. f

MICHAEL FERTIG, AIF®
Senior Vice President, Cool Springs 

Financial Advisor

ANDREW SILVER, CFP®
Financial Advisor

MALLORY LABIK, CFP®, CDFA®
Financial Advisor,

Financial Planning Analyst

CHRISTINE ERIMIAS
Chief Financial Officer  

and Chief Operating Officer

wealth management | 1
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MULTIGENERATIONAL 
PLANNING IS

 SYNONYMOUS
WITH THE FRAGASSO  
CLIENT EXPERIENCE

by M I C H A E L  F E R T I G ,  A I F ®

client experience | 2
I have had the pleasure of working with so many clients 
over the years at Fragasso. The clients are truly amazing 
people and getting to know you, your families and the 
things that are important to you is one of the most 
gratifying experiences any advisor could ever hope for. 
Understanding the people, the organizations and the 
causes that you care about is so very important to us, and 
we want to help you pass your legacy along. And there 
is certainly a legacy that is about to be passed along. A 
great wealth transfer is about to take place that will see 
as much as $68 trillion change hands between various 
generations over the next 30 years.1 

Having worked with many multigenerational families 
reminds me of the importance of planning for the future. 
From very simple things, like having an up-to-date will, 
to more complex strategies that might involve insurance 
or trust work, your financial advisor is here to help you 
navigate the next steps in your financial journey. 

Your advisor will continue to walk you through the 
various steps in our Client Experience process. Our Client 
Experience consists of very specific, proven steps that 
uncover and analyze your unique needs. This process 
is not something that only occurs at the beginning of 
the relationship. It encompasses every aspect of the 
client relationship – from the initial discovery meeting, 
to the delivery of the financial analysis, to investment 
management strategies, performance reporting and 
ongoing reviews. Each individual step is tied directly to a 
functional outcome. These outcomes are framed by your 
goals, objectives and expectations. 

Once your customized blueprint is in hand, it’s time 
to make progress on the other important financial 
aspects of your life. For many folks, that might include 

At Fragasso Financial Advisors, we consider ourselves a close-knit family. We are a 
group of individuals who all work together with the common goal of helping our 
clients work toward their important financial goals. And for most of us, those goals 
don’t have an end date. That’s why we feel it’s important to plan not only for the near 
future, but also for the future of the next generation. While it’s never comfortable 
to have a discussion, or to even contemplate what life will be like after we’re gone, 
there are several advantages to being well prepared for what will happen to your 
assets even after you’ve passed your wealth along to the people and causes that 
are important to you. Just as important is the fact that there are plenty of actions 
one can take now to have a meaningful impact for many years to come. That is one 
of the reasons we’ve worked so hard on cultivating our Client Experience. We want 
to continue to guide you and the next generation on the journey to a comfortable 
financial life. Our Client Experience is intentionally structured in a way to allow us to 
keep up to date with the ever-changing circumstances in your life.

a discussion about the eventual distribution of your 
assets to the next generation. That’s where our tag line, 
“We guide. For life.” becomes even more important. It’s 
certainly important to get your financial life in order 
so that you can confidently answer questions like, “Can 
I retire when I want?” or “Will I have enough money to 
last throughout my retirement years?”. At a certain point 
in time, it may also become important to understand 
what happens to your assets after you’re gone. We are 
here for you to help with that conversation. We can lead 
the conversation or help plan the best ways to have that 
larger discussion with the people and organizations that 
you care about. As your financial advocate, we welcome 
the opportunity to collaborate with key advisors, like 
accountants and attorneys, and your family members 
and future heirs. This unified approach results in all your 
affairs being arranged in true harmony.

We mean it when we say, 
“We guide. For life.” f

 1The Report by the Coldwell Banker Global Luxury® program and WealthEngine
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You Can't Afford to Ignore the 
SECURE ACT'S 

IMPACT
on Legacy Planning

Prior to this year, if a qualified retirement account 
(401(k), 403(b), IRA and Roth IRA) were inherited 
by a non-spouse beneficiary, they could stretch the 
distributions over their lifetime. This was treated 
much like required distributions were for the primary 
owner of a qualified account. Distributions from 
inherited qualified accounts must now be fully 
withdrawn by the end of the 10-year period following 
the original owner's passing. For most, our company- 
sponsored retirement plans are going to be the largest 

liquid asset we own upon retirement, and the primary 
vehicle from which we will pass assets to heirs. As an 
example, if a $2,000,000 IRA were to be inherited by 
an only child, they would have to take the balance out 
over 10 years, likely $200,000 per year (assuming no 
growth) to spread out the tax burden since the money 
is all pre-tax. This large amount of additional taxable 
income would likely increase the beneficiary's tax 
bracket.

The increased need for a 
comprehensive legacy plan.

The elimination of the stretch provision has allowed us, 
as financial planners, to determine the best way to make 
positive, impactful changes to your long-term goals 
and legacy plan. By exploring converting money from 
your pre-tax retirement accounts to a Roth IRA, while a 
taxable event to you, will allow the converted money to 
grow tax free. This money can then be used to pass to 
your heirs. They will still have to take the money from 
the inherited account by the end of year 10, but any 
distributions will hold their tax-free status. Below is an 
example of the impact this strategy could have.

Dale and Kathleen are retired and in the 24% tax 
bracket. Their son, Evan, is the sole beneficiary of Dale's 
Roth IRA, which they plan to use as their primary 
legacy planning tool. Dale decides to convert $100,000 
from his IRA to his Roth IRA each year for the next 5 

years, paying the tax in their 24% bracket. When Evan 
inherits the Roth IRA, he is in the 35% tax bracket. By 
Dale assuming the tax burden of the converted amount 
years ago, Evan can now take out the balance, which has 
grown substantially tax free. If Evan were to inherit a 
Traditional IRA, any distributions would be taxed in his 
higher income bracket.

There’s no time like the present.

Examples like this are a great way to help ensure your 
heirs receive more tax-free assets as a part of your legacy 
plan. For this planning technique to fit, you typically 
would not be taking required distributions (RMDs) from 
your IRA. But since RMDs are waived for 2020 due to the 
CARES Act, it presents a unique opportunity for all to 
seriously consider if this makes sense for your situation. 
To determine is this is right for you and to discuss 
other planning opportunities, please reach out to your 
financial advisor. f

20202020 has been an interesting year, to say the least, with a lot of changes 
resulting in all of us adapting to a new way of life and thinking. In January, the old 
way of thinking about legacy and generational planning was drastically changed 
following the passage of the SECURE Act. The standout change from the passage 
of the Act was that the stretch provision which previously applied to inherited 
IRAs was eliminated.

by B R A N D O N  S C H WA N,  C F P ®,  A I F ®,  C P WA®
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1 Taleb, Nicholas. (2010). The Black Swan: Random House Trade Paperbacks 
2 FMRCo, Asset Allocation Research Team, as of January 1, 2019 (chart on page 6)

portfolio management | 6

Investing early is important, but staying invested 
is equally as important. In the last fifty years, 
the ten strongest days in the financial markets 
represent half the returns!1 Fidelity Investments 
showed how an investment in the S&P 500 from 
1980 – 2018 would be affected had you missed 
some of the largest gains in the market: the 
results are astounding! By staying invested during 
all days from January 1, 1980 – December 31, 2018, 
$10,000 had grown to $659,515. Had an investor 
missed just 10 of the best days, that investment 
would only be worth $318,036. And had you 
missed the 50 best days; it would be worth merely 
$57,382. These examples show the importance 
of staying invested even during times of market 
volatility. Just think if you had sold all of your 
investments at the lows this year in March and 
then re-entered the market again in September at 
the all-time highs! I know your financial advisor 
at Fragasso may have had this discussion with 

you, and I stand by them in saying that timing 
markets is incredibly difficult due to the many 
variables that impact investments. It is best to 
have a strategic plan and stick to that plan to 
maximize wealth over time. 

Investing early in life and sticking with those 
investments can have lasting benefits to you and 
your posterity over time. Even during periods 
of market volatility, having a plan and staying 
the course will likely reward your investments 
better than trying to time the markets. There has 
been much volatility in the markets this year and 
there will be volatility in the years to come; this 
is the nature of the markets. However, a long-
term approach and an appropriately diversified 
portfolio can help you work toward your financial 
goals. Speak with your financial advisor about 
how you can best prepare you and your family to 
build lasting wealth for generations to come. f

by M I T C H  A N D E R S O N

Investing early in life can have lasting effects on individuals and families for 
generations to come. Assuming a 6% annualized rate of return, a person who starts  
at age 20 and invests $5,000 every year will have $1,063,718 by the time they are 65  
years old. Conversely, if one delays investing by just 10 years, they will have amassed 
just half of what the 20-year-old has accumulated by the age of 65. Not many people 
at age 20 have the means or discipline to save $5,000 every year, but many young 
professionals have access to retirement plans where they can begin to save for 
retirement. This example shows the importance of investing early in life – a concept  
we educate our retirement plan clients’ participants on consistently. The extreme 
power of compounding demonstrates that saving early can not only benefit the 
investor later in life but possibly future generations as well.

LIFE
LES SONS

MISSING OUT ON BEST DAYS CAN BE COSTLY
Hypothetical growth of $10,000 invested in S&P 500 Index

INVESTED
all days

MISSING
best 5 days

MISSING
best 10 days

MISSING
best 30 days

MISSING
best 50 days

$659,515

$57,382
$125,080

$318,036

$426,993

-35%

-91%

January 1, 1980-December 31, 2018

OF LEGACY PL ANNING
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INSURANCE 

The combination of permanent life insurance and a multigenerational trust allow 
grandparents to use assets efficiently, maintain control of assets and meet desired 
distributions. This strategy consists of grandparents (generation 1) purchasing a permanent 
life insurance policy insuring one or more of their adult children (generation 2) and the use 
of a multigenerational trust. The adult children receive increased financial security with 
the possibility of supplemental retirement income, education funding and other financial 
planning goals. The legacy for the grandchildren (generation 3) is providing financial 
protection, improving financial well-being and a potential source for education funding. 

HOW THE PLAN OPERATES
 
Upon the death of the grandparents (generation 1), a multigenerational trust is created and 
becomes the owner and beneficiary of the life insurance policy. The income beneficiaries of 
the multigenerational trust can include the adult children (generation 2) and/or the grand-
children (generation 3). The trustee can access the policy cash value as outlined in the trust, 
based upon the planning goals, or wishes of the grandparents. The trust will receive the pol-
icy death benefit at the death of the insured adult child, providing a legacy that is designed 
to have an enduring impact for the grandchildren.

Key benefits of permanent life insurance as a legacy planning strategy include an income 
tax-free death benefit, tax deferred growth of cash value, and potential tax-free access to 
cash value (through policy withdrawals and loans) that can be used to help meet financial 
needs.

Regardless of where you are with your estate planning, it never hurts to check-in with your 
advisor to ensure you’re funding that plan in the most efficient manner. You may want to 
consider how using life insurance to enhance a multigenerational plan can make it possible 
to leave a legacy for generations to come. f

by PA U L  M E H N O,  C H F C ®,  R I C P ®

AS A MULTIGENERATIONAL 
LEGACY PLANNING TOOL

 There are a multitude of estate planning 
strategies when using permanent life 

insurance. In this article, I will examine just one technique 
that can be effective in building, maintaining, and passing 
on family wealth. As always, I encourage you to consult with 
your advisor to determine whether this strategy, or perhaps 
another, would be most beneficial for your unique situation.
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END OF YEAR CHECKLIST 

by  M A L L O R Y  L A B I K ,  C F P ®,  C D F A®

After experiencing the loss of a spouse or the end of a marriage, it 
can be difficult to remain focused and organized when it comes to 
our finances. The stress only increases as we get closer to the holiday 
season. To help you during this process, I’ve put together a small 
list of items that many forget to follow-up on after a transitionary 
period in their lives:

1 Non-retirement accounts cost basis
If you have inherited non-retirement accounts from your spouse, you may be eligible for a step-up 
in basis. A step-up in basis can significantly reduce your taxes should you need to sell any securities 
within your new account. This can prove to be quite beneficial as many in a transition period 
often need access to cash when adjusting to their new way of living. As a side note – cost basis is 
something you should consider before splitting a non-retirement account in a divorce, as well.

2  Estate plan
After a divorce or the loss of a spouse, it is important that you make proper updates to your overall 
estate plan. This is inclusive of any current will or trusts but equally important are your medical 
and financial powers of attorney. Power of attorney allows you to choose exactly who should be 
taking care of your medical and financial decisions in the event of your incapacitation. It is just as 
important to update your account beneficiaries (retirement, life insurance policies, annuities, etc.).

3 Investment portfolio
Now that you have access and control over all of your accounts, you’ll really want to understand 
how you are currently invested and if that position is still appropriate for you. Your significant 
other may have had a different risk tolerance or investment style than you. Review and make 
adjustments to your accounts, and if you’re feeling overwhelmed by the idea of investing on your 
own, consider working with a professional.

4 Financial plan
Now that you are settling into your new life, it’s time to begin your own financial journey. The best 
way to accomplish this is to prepare a financial plan based on your new circumstances. Preparing a 
new financial plan will help you clearly identify your needs and goals, and create the best course in 
pursuing those goals. 

My hope is that this list assists you in finishing up some of the last pieces of your transitional period. 
As always, if you feel overwhelmed or burdened by this process, please feel free to reach to your 
financial advisor for guidance. f

transition planning | 10

A SURVIVOR’S 
GUIDE 

For those recently experiencing loss or divorce
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by C H R I S T I N E  E R I M I A S  A N D  M A R S H A  P O S S E T

community engagement | 12 Q HOW LONG HAS FRAGASSO  
 PARTICIPATED IN THE NAP  
 AND WHY IS SUPPORTING  
 THIS CAUSE SO IMPORTANT  
 TO THE FIRM?
This is the first year Fragasso has participated in the 
NAP program. The program's deadline was August 
31, 2020 and we are still in the application phase. 
We are excited to join forces with Hilltop Economic 
Development Corporation's Mt. Oliver/Knoxville 
neighborhood improvement project. Fragasso 
Financial Advisors selected this neighborhood 
organization because of the personal ties to our 
founder, chairman and CEO, Bob Fragasso. Bob grew 
up in this area in the 40s and 50s. His father ran a 
tailor shop, and his mother was a seamstress. Bob also 
started his first job in the neighborhood delivering 
newspapers. 

While we chose that area for the personal 
connection, it is important to the overall region 
that our neighborhoods regain the vibrancy 
necessary to improve and grow. It is these individual 
neighborhoods and their history that make Pittsburgh 
unique. This is where we live, raise and educate our 
children and make a living. Additionally, we see a 
mentoring opportunity between our employees and 
the businesses in that neighborhood. It benefits the 
firm as a team building initiative that is rooted in the 
company's values and culture, as well as establishing 
relationships and helping the business owners. 

Q WHO MAKES A GOOD  
 CORPORATE SPONSOR FOR  
 THE NAP PROGRAM?
A good sponsor for the NAP program is one where its 
leaders are committed to the Pittsburgh region. The 
program is at its best when corporate leaders are not 
only in a position to commit money financially but 
to also commit and deploy leadership skills to the 
actual neighborhood programs. For thought leaders 
to become involved and dedicate personal time and 
knowledge is where the program can really make a 
difference. f

IN 1971, THE PA STATE LEGISLATURE DEVELOPED THE NEIGHBORHOOD ASSISTANCE 
PROGRAM (NAP) AS AN INCENTIVE PROGRAM PROVIDING TAX CREDITS TO BUSINESSES 
OR PRIVATE COMPANIES INVESTING IN REHABILITATING, EXPANDING, OR IMPROVING 
BUILDINGS OR LAND LOCATED WITHIN DESIGNATED ENTERPRISE ZONES. The NAP 
provides long-term sustainable support for locally based revitalization organizations in low 
income neighborhoods and leverages additional resources into the community. Additionally, 
the program facilitates community collaborations and public-private partnerships that enhance 
revitalization efforts.

The NAP program differentiates itself from many other tax credit programs as the neighborhoods 
must not only show proven success with prior initiative but also have a decisive plan on how and 
where dedicated funds will be used. Commonly, funding is used for property improvements such 
as rehab, expansion or physical improvements to buildings or land which results in new or retained 
jobs. The NAP supports essential community institutions, including food banks and libraries.

Fragasso’s Community Support Extends 
to Neighborhood Assistance Program (NAP)

NAP OUTCOMES

* https://greaterpittsburghchamberofcommerce.com/nap/

TOTAL REVENUE FROM
2014-15 THROUGH 2017-18: 

$15.5M15.5M
$6.95M NAP funding,  
44.7% of total revenue  

$8.6M leveraged funding

CLOSE TO 146,000146,000  
residents received food  

assistance and counseling

APPROXIMATELY 260260 

residents have been participating in  
Job Training programs

OVER  5,8005,800    
residents participated in  

Education programs 

AFFORDABLE HOUSING 
PROGRAMS RESULTED IN 

      8080      Affordable housing units

      3030  Foreclosures prevented 

      6060     Residents become first-time homebuyers

MORE THAN $7.37.3  million in 
 value added to the region's economy.  

Q WHAT IS INVOLVED IN THE APPLICATION PROCESS?
 
The application process is fairly simple. One of the greatest challenges lies in choosing which neighborhood to 
support. Once that is done, the sponsor must submit a commitment letter to the neighborhood organization 
on company letterhead. The organization submits this letter within the program's deadline to the state. For 
the corporation to receive tax credit, a Revenue Clearance Form for Tax Credit and Economic Development 
Programs must be filed with the state of Pennsylvania. This form can be located and filed on the PA 
Department of Revenue's website. Not only must the sponsoring company be in good tax standing with the 
state, but so must any owner with a 20% or greater ownership in the company.
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CYBER HE ALTH 

by N I C O L E  S TA R Z Y N S K I

Cybercriminals previously focused on malware attacks, 
which infected your computer with a virus disguised 
as an interesting webpage or ad. Unfortunately, they 
have only gotten smarter by making their attacks more 
personalized. Over the past few years, cybercriminals have 
shifted their focus to phishing attacks to steal people's 
username and passwords. The latest phishing attacks are 
being initiated by emails imitating top brands utilized 
during the pandemic, such as Microsoft, UPS, Amazon, 
Apple and Zoom. 

This past August there was a malicious cyber actor 
spoofing COVID-19 loan relief webpage via phishing 
emails that looked remarkably like the Small Business 
Administration web page. This unfortunately tricked 
enough people that the Department of Homeland 
Security is currently investigating the source of these 
attacks. It is extremely easy to fall victim to phishing 
emails. It could happen to anyone. It takes less than a 
second to cause irreversible damage to your personal 
identity and computer as well as your employer's. 

CYBERSECURITY PRACTICES AT FRAGASSO 

Cybersecurity is always an important topic and concern 
here at Fragasso. Did you know that our Fragasso client 
portal checks your passwords against known breached 
password lists and will notify you instantly that you need 
to change your password? If you are notified that your  
Fragasso password needs to be changed, please make sure 
you change the compromised password in our portal and 
any other affected accounts immediately.

Currently, I am excited to share that we are in the early 
stages of a full cyber audit. We will be working with a 
cybersecurity expert to continue conducting yearly audits 
that work to ensure that your data at Fragasso is safe from 
any potential cyber threats. While no system is foolproof, 
data security is a top concern and priority at Fragasso 
Financial Advisors.

This year has had its obstacles, 
and unfortunately, cybercriminals 

have seized the opportunity to take 
advantage of these vulnerable and 

emotional situations. In fact, during 
the first half of 2020 the United States 

saw an approximate 35% increase 
in total attack volume compared to 

the second half of 2019. Tom Burt, 
corporate vice president of customer 

security and trust at Microsoft, stated 
that "Attackers are opportunistic and 
will switch lure themes daily to align 
with news cycles, as seen in their use 

of the COVID-19 pandemic."

information technology | 14

1 https://www.backblaze.com/blog/causes-of-data-loss-and-some-statistics/
2 https://www.comparitech.com/data-recovery-software/disaster-recovery-data-loss-statistics/

DON'T NEGLECT YOUR
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You may have security cameras up outside your home for protection from physical threats, but what are you 
doing to protect yourself against the invisible threats that travel through your home Wi-Fi? Don’t worry, you do 
not have to run out and hire a security expert to update your house. You do not need to be computer savvy to 
keep yourself safe either. 

We recommend familiarizing yourself with the Department of Homeland Security’s Cybersecurity and 
Infrastructure STOP. THINK. CONNECT. ™ campaign. They offer five everyday steps to-wards online safety.  
This is meant to be a basic guide and you will see more cyber tips in future magazines and blogs.
 
1. ENABLE STRONGER AUTHENTICATION.  

Always enable stronger authentication for an extra layer of security beyond the password that is available 
on most major email, social media, and financial accounts. Stronger authentication (e.g., multi-factor 
authentication that can use a one-time code texted to a mobile device) helps verify that a user has authorized 
access to an online account.  

2. MAKE YOUR PASSWORDS LONG AND STRONG.  
Use complex passwords with a combination of numbers, symbols, and letters. Use unique passwords for 
different accounts. Change your passwords regularly, especially if you believe they have been compromised. 

3. KEEP A CLEAN MACHINE.  
Update the security software, operating system, and web browser on all of your internet-connected 
devices. Keeping your security software up-to-date will prevent attackers from taking advantage of known 
vulnerabilities. 

4. WHEN IN DOUBT, THROW IT OUT.  
Links in email and online posts are often the way cyber criminals compromise your computer. If it looks 
suspicious (even if you know the source), delete it. 

5. SHARE WITH CARE.  
Limit the amount of personal information you share online and use privacy settings to avoid sharing 
information widely.

We all need to be extra cautious these days, and the fact of the matter is that with the holiday shopping season 
upon us, cybercriminals will be creating malicious schemes constantly. For more best practice cybersecurity tips, 
visit https://www.cisa.gov/publication/stop-think-connect-toolkit.

1 This is the location of Flyer https://www.cisa.gov/sites/default/files/publications/Week1TipCard-%20508%20compliant.pdf)

https://blogs.microsoft.com/on-the-issues/2020/09/29/microsoft-digital-defense-report-cyber-threats/
https://securityboulevard.com/2020/05/the-definitive-cyber-security-statistics-guide-for-2020/

HOW CAN I PROTECT
MY INFORMATION AT HOME

IS YOUR COMPANY 
RETIREMENT PLAN OFFERING 

STILL APPROPRIATE?
 

by  D A N I E L  TAT O M I R ,  A I F ®

It is hard to believe that year end 2020 is right around the corner. I doubt I am going 
too far out on a limb in thinking most of us will be happy to have the year behind us 
and look forward to 2021 where we hopefully return to some sort of “normal life”. 

Year-end always presents the opportunity to assess where we were and look ahead to 
identify what changes can be made to put us in a better position for the future.
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We certainly take that approach with retirement plan clients at Fragasso. This past year has impacted businesses 
very differently. Some have struggled with the economic impact of the pandemic while others have been able to 
maintain, or even gain, new business.

this can potentially allow for plan designs that can 
benefit owners and key employees. The plan must 
pass annual testing requirements, but it can be a 
way to accelerate retirement savings. 

For those that already have a 401(k) plan, year-end 
should serve as a time to reassess if the plan is 
meeting its original goals:

• Could a change to plan provisions benefit the 
company and employees?

• Has the plan been operated according to the 
plan document?

• Is the normal administration of the plan 
burdensome to the company? 

• Are there opportunities to operate it more 
efficiently?  

Benchmarking plan fees is also an important 
consideration. As plan assets increase and 
employee numbers change, there can be 
opportunities for cost savings. Its good practice 
to periodically benchmark the plan fees to 
ensure costs are reasonable for the services being 
provided – the standard the Department of Labor 
sets for those that sponsor 401(k) plans. Even 
modest savings can add up to significant future 
dollars for retirement.

AN UNIQUE OPPORTUNITY  
FOR CHANGE 

As 2020 winds down, it is a good time to 
review your current retirement plan to see if 
it's still meeting the needs of the company and 
employees. Those with existing plans should 
consider any potential changes that can help 
employees with the plan or ways to make the 
operation of the plan easier. For those with no 
plan at all or a SEP or SIMPLE, the recently 
passed tax incentives could make this a good time 
to consider adding a 401(k). f

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

20212021

401(K) PLAN LIMITS FOR THE YEAR

IRS RETIREMENT PLAN LIMITS
WHY EVALUATE NOW?

Year-end can be a good time to review what type of 
retirement plan your business currently offers:  
SEP IRA, SIMPLE IRA, 401(k) plan – or maybe 
your business does not have a plan at all. Consider if the 
current type of plan will continue to meet your business 
needs and the needs of your participants. Could a 
change, or the addition of a new plan, help the business 
and its employees?

Certainly, how the business has been impacted and 
faired through the past year is a primary consideration. 
Can the company afford its current retirement plan 
contributions? Is the business in a position to contribute 
more to tax deferred retirement plans for owners and 
employees? Those who need to retain key employees 
or who are in the enviable position looking to hire new 
talent, may find a competitive retirement plan is an 
important benefit to offer.

WHAT OPTIONS ARE AVAILABLE?

SEP and SIMPLE IRA plans have some advantages 
over more complex 401(k) plans in that they can be 
lower in cost to maintain and less burdensome to 
operate. They make offering employees a retirement 
savings plan relatively easy. They also do not have the 
same reporting and compliance requirements as a 
401(k) plan.

SEP IRAs allow for employer only contributions up 
to 25% of compensation or $57,000, whichever is less. 
This limit is indexed to inflation each year, so it could 
increase in 2021. One drawback is the contribution must 
be the same for all eligible employees. For example, 
if the owner's contribution is 25% of compensation, 
employees receive 25% of compensation as well. 
Another consideration is that SEP IRAs generally 

do not allow for employee contributions. Since all 
contributions are from the employer, Roth contributions 
are not an option in SEP IRAs.

SIMPLE IRAs do allow employees to contribute a 
percentage of their salary on a pre-tax basis only. The 
limit on employee contributions for 2020 is $13,500, 
with those over age 50 allowed to make an additional 
$3,000 ‘catch-up’ contribution. This annual limit is 
also indexed to inflation. The employer contribution 
is lower than that of SEP IRA, and there is a choice of 
a lower contribution amount to all eligible employees 
or a slightly higher matching contribution for those 
employees that participate in the plan. 

Both SEP and SIMPLE IRAs are much less flexible 
than 401(k) plans. A business cannot determine its own 
criteria for eligibility. Regulations dictate employee 
eligibility. There is also much less flexibility in the 
employer contribution to these plans. 

THE ROLE OF THE SECURE ACT IN 
401(K) PLANS

For those companies that want to offer a new 
retirement plan, or those that already have a SEP or 
SIMPLE IRA, but want added flexibility or increased 
savings opportunities, opening a 401(k) plan could be 
considered. The SECURE Act, which was signed into 
law in late 2019 and became effective in 2020, offers tax 
credits that can help offset some of the costs associated 
with 401(k) plans. The details are important and 
should be discussed with a tax advisor, but the Act 
allows for tax credits up to $5,000 per year or 50% of 
plan costs for 3 years. This can significantly reduce the 
costs of starting a new retirement plan. 

As I mentioned before, there is much more flexibility in 
how the employer contribution can be structured, and 

2021 2020

Annual Allowable  
Compensation Limit  

 $290,000   $285,000

401(k) Elective Deferral Limit

 $19,500  $19,500

Catch-up Contribution Limit
 

 $6,500                            $6,500 
 

Annual Defined Contribution Limit
 
 $58,000  $57,000

Defined Benefit Limit 
(Cash Balance Plan)

 $230,000  $230,000

Highly Compensated Employee
 
 $130,000 $130,000

irs.gov
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Judd and Mary Ellen Jenkins were both born and raised 
in southwestern PA. Mary Ellen lived in Point Breeze 
until she was twelve and then her family relocated 
to the nearby community of Shaler. Judd spent the 
majority of his childhood in Mt. Lebanon. 

After high school, Mary Ellen obtained a bachelor's 
degree in music and education from Carlow University. 
Judd completed his undergraduate studies at St. John's 
University while studying French and education. Judd 
later went on to obtain a master's degree in modern 
foreign language teaching from the University of 
Notre Dame.

With both Judd and Mary Ellen set on pursuing careers 
in education, it was only natural they met while 
teaching at St. Edmund's Academy in 1974. Mary Ellen 
was teaching second grade and Judd was teaching 
middle school French and mathematics. They have 
now been married for forty-five years and are the 
proud parents of two daughters and grandparents 
to eight grandchildren. They called Pittsburgh home 
before moving to Kansas in 2018 to be closer to family.

After working with small children for twenty-six years, 
nineteen as a teacher and seven as a stay-at-home 
mom, Mary Ellen successfully changed careers and 
welcomed the challenges of working with adults. Her 

PROFILES
client

J U D D  A N D  M A R Y  E L L E N  J E N K I N S 

by A N D R E W  S I LV E R ,  C F P ®

Hard work and determination led her to a successful job as an assessor. Throughout her  
fifteen year tenure at DDI in Bridgeville, she went on to hold a number of leadership positions  
on the management team. She fondly reflects upon that experience as a time of travel, 
meeting new people and being open to change.

Judd proudly completed a forty-three year teaching career, highlighted by many students earning 
perfect scores on the National French Exam for their grade level. He admits that it was difficult 
finding a teaching position in public schools in the Pittsburgh area following the Vietnam War, but 
Judd was grateful to have spent his entire career in private education both in New York City and 
Pittsburgh. Judd says the years he spent working with high school and middle school students have 
given him many stories to tell and has provided him with a better understanding of people’s unique 
personalities and character traits.

Even as a young girl, Mary Ellen was passionate about babies and young children. Helping children 
learn to read or understand a math concept always made her want to come back to work the next 
day. Having her own children and providing childcare for a few neighbors was her greatest joy. In 
her last few years before retirement, she was able to volunteer at the front desk of the NICU at 
Magee Women’s Hospital providing a word of encouragement to a parent or a needed break for a 
secretary. During those years, she was also a “Baby Cuddler” three to four hours a week, where she 
held and rocked babies born with addiction issues. Mary Ellen was so grateful to bring comfort to 
these infants and she was filled with peace when her service time with them was over. Now she is 
happy to be sharing in the lives of all grandchildren while living in the Midwest.

Judd continues nurturing his interest in language 
and culture through discussion, reading and  
travel, and he has even done volunteer work in  
France to further those interests. When living  
in Pittsburgh, he was a member of the Stephen 
Ministry Program at St. Bernard’s Parish in 
Mt. Lebanon. He is currently a Care Minister 
to hospital patients near their home in Kansas. 
Both ministries have helped him give something 
of himself in time and personal concern for others.

We are proud to consider Judd and Mary Ellen 
friends of Fragasso Financial Advisors, and 
we are grateful for the trust they have placed 
in our firm over the years. f
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N O N P R O F I T  S P O T L I G H T
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Hekima Place is a fully registered children’s home located on 10 acres of land in 
Kajiado County, Kenya near Nairobi on the edge of the Great Rift Valley. Hekima Place 
offers a safe and loving home for orphan and vulnerable girls ranging from infants 
to university students who have been devastated by the AIDS virus, family violence, 
or the effects of poverty. The girls receive spiritual, physical, and emotional care and 
healing, so that they may take their places as healthy, wise, leaders of Kenya. 

Hekima Place was founded by Kate Fletcher of Pittsburgh, PA in August 2005. The organization started in 
a rented facility with 5 girls and 3 staff plus Kate. As word spread through the local community about the 
excellent care available, Hekima grew to dozens of girls and multiple staff. In 2010, Hekima raised funds 
to purchase property and build housing to accommodate our larger population. Today, Hekima Place has 
served more than 100 girls and now have graduates who are making their own way in Kenyan society. The 
energy and significance of Hekima Place is contagious, so much so that each year dozens of volunteers 
from the United States travel halfway around the world to play a part in the work. 

To further Hekima Place's mission, in January 2020, a 
primary school, Hekima Hills Learning Centre (HHLC), was 
opened on property adjacent to Hekima Place including 
Pre-K through Grade 3. HHLC, when completely opened 
by 2025, will be capable of providing state-of-the-art PreK 
through Grade 9 education for 250+ community children 
including girls from Hekima Place and the surrounding 
community. The construction and several years of 
operating funds were fully funded through a successful 
capital campaign. 

Obviously, the COVID-19 pandemic is affecting the 
operation and school. Kenya has said that schools will not 
restart until January 2021, and that they will redo the year 
2020 as if it never happened. This means all the students 
will be repeating their previous year's lessons. Hekima 
Place does not know what the future holds and what the 
new normal under COVID-19 will entail, however, they  
will celebrate the girls’ resilience and highlight varied 
strengths they drew upon and the strategies they used to 
cope. The organization will continue to be diligent with 
prevention measures, facilitate face-to-face family visits 
and community activities when it is safe, and begin to 
rebuild and strengthen their ties with their communities. 
Most importantly, they will ensure all the girls are enrolled 
back into formal education. As the school grows, they 
hope to have an onsite psychologist or counseling services 
available to Hekima Hills Learning Center (HHLC) students. 

Hekima Place realizes at each age level, the memory of 
COVID will shape the girl's world view in some way and 
affect the rest of their lives. The organization is preparing 

 

to meet the girls’ needs by providing safe, supportive, 
consistent nurturing, the continuation of professional 
evaluations and counseling to address the trauma-induced 
emotions or behaviors. They will also be prepared to 
provide transition-based counseling brought on by the 
trauma of COVID, along with more individual, group and 
family counseling.

The organization would love to continue having volunteers 
visit Hekima Place to meet and interact with our girls. 
But that won't be possible until the COVID-19 pandemic 
fallout is resolved. In the meantime, they are always in 
need of financial support for the girls and the operation of 
Hekima Place and HHLC. Individual girls can be sponsored; 
scholarship funds, like the Mylan Grant Fund managed by 
Fragasso, can be augmented with additional contributions. 
People can make contributions to the general support of 
Hekima and HHLC. Information about the various avenues 
for supporting our mission can be found on their website at 
www.hekimaplace.org. f

HEKIMA PLACE
by T. J.  D R O S T,  C F P ®,  C F S ®,  A I F ®

2020 - The current 
Hekima Place is a 
10 acre village with 
8 buildings housing 
girls, staff, operations 
and maintenance; 
its own water                                                              
well and self-
contained sewer 
system.

2005 - A small rented start to a very visionary future.
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H A P P E N I N G S
& accomplishments

 I T ’ S  A  G I R L ! 
Bryan Reft, financial advisor/financial planning 
analyst, and his wife, Breann, welcomed their first 
child, daughter, Mila Sofiya Reft on Thursday, October 
8 at 7:43 pm weighing 5 lbs., 12 oz. and 19.75 inches 
long. Congratulations, we are so happy for you!

 A W A R D S

Advisory HQ: 10 Best Financial Advisors in Pittsburgh, PA 2020-2021
AdvisoryHQ utilizes a wide range of selection methodologies to rank and select the firms, 
products, and services that are included in our various top ranking publications. Methodologies 
are often highly detailed and well-documented, and they include a multi-step selection structure. 
For example, AdvisoryHQ developed a breakthrough “Top-Down Advisor Selection Methodology” 
for selecting top financial advisors and investment management firms. This methodology was 
based on a wide range of filters, including fiduciary duty, independence, transparency, level 
of customized service, history of innovation, fee structure, quality of services provided, team 
excellence, and wealth of experience.  

#14 Pittsburgh Business Times' Top Money Managers, 2020
Information was obtained from ADV forms filed with the U.S. Securities and Exchange 
Commission, individual firms and firm websites and could not be independently verified by the 
Pittsburgh Business Times 

 P R O M O T I O N S  A N D  D E S I G N A T I O N S

Bryan Reft, financial advisor, financial planning 
analyst at the Downtown office, and Damien 
Gottschalk, financial advisor, financial planning 
analyst at the Cool Springs office, both have 
earned their CFP®, or Certified Financial 
PlannerTM Professional,  designations.

Christina McCahill has been promoted 
to client account and insurance specialist. 
Christina already had extensive experience 

in client service and those skills have continued to be enhanced throughout the various promotions. Christina will assist with 
insurance duties in addition to her client account specialist responsibilities. She continues to work with clients directly by providing 
account maintenance and helping to run the Cool Springs office, and now she also facilities and processes insurance and annuity 
applications. 

Barron's Top Independent Advisors, 2020
We are so pleased to share with you that Fragasso Financial Advisors has ranked 
#44 on Barron's 2020 Top Independent Advisors List, along with being the #1 firm 
listed in Pittsburgh! We are extremely honored; congratulations to all!

The rankings are based on data provided by around 4,000 of the nation’s most productive 
advisors. Factors included in the rankings: assets under management, revenue produced for the 
firm, regulatory record, quality of practice and philanthropic work. Investment performance isn’t 
an explicit component because not all advisors have audited results and because performance 
figures often are influenced more by clients’ risk tolerance than by an advisor’s investment-
picking abilities.
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