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CERTIFIED PUBLIC ACCOUNTANTS 

“You see the numbers, we look for the opportunities.” 

Dedicated to helping our clients keep the money that belongs to them through a focus on tax. 

Are You Following a Wealth Management Roadmap? 
It’s likely you’ve been bombarded with investment advice from every direction. Whether it’s 

“financial experts” from the media or on a commercial, it seems everyone is offering an opin-

ion regarding your financial future. Regardless of these “expert” opinions, as your advisor I 

understand your unique financial situation, and can offer a recommendation that will truly 

benefit you. 

 

First things first. In order to avoid some of the bumps and pot holes along the way, let me 

lead you through a conversation to zero in on your unique needs. This will allow me to create 

an investment strategy designed to meet those specific areas, rather than sifting through the 

latest trends and investment hype. I can achieve this level of personalization by considering 

your: 

 

 Investment goals 

 Comfort level 

 Expectations 

 Tax implications 

 Risk analysis 

 Income needs 

 Family dynamics 

 Time horizon 

 

Leveling the Investment Playing Field 

Providing a sound wealth management roadmap begins with understanding your cash flow. 

It’s impossible to make any sound investment recommendations without having a clear pic-

ture of how your money is being spent. While cash flow is a critical component to any plan, 

there’s also another telling indicator to review - debt.   Continued on page 3  

More and More Americans Escape the Tax Roles 
According to the article “Donald Trump’s tax plan would help the poorest Americans” on 
www.cbsnews.com, the Republican presidential candidate’s tax plan is both “really, really good for 
Donald Trump” and at the same time “should put more money in the pockets of the poorest Ameri-
cans.” 
 
Guess what happens when you take less from both ends of the spectrum… 
 
That’s right; the ones in the middle get  like a fresh orange at the Flori-
da Welcome Center. 
 
Assuming, of course, that the plan is revenue neutral and most commentators say that, despite 
Trump’s claims otherwise, it just isn’t so. Most tax experts say that in order to reduce the revenue 
collected from the poorest and the richest American, severe tax cuts are required. The conserva-
tive Tax Foundation estimates that Trump’s plan would decrease revenues by nearly $12 trillion 
dollars over the next decade and increase the debt by over $10 trillion. 
 
So what do the lowest-income Americans pay? Well, if you looked strictly at the standard deduc-
tion and exemptions, a single person should start paying taxes when they earn more than $10,300 
and double that for a couple. However, when you take into account the benefit many lower-
income earners receive from the Earned Income Tax Credit (EITC)  Continued on page 2   

http://www.cbsnews.com/news/yes-trump-tax-plan-should-help-the-poorest-americans/
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If and only to the extent that this publication contains contributions from tax professionals who are subject to the rules of professional conduct set forth in Circular 230, as promulgated by 
the United States Department of the Treasury, the publisher, on behalf, of those contributors, hereby states that any U.S. federal tax advice that is contained in such contributions was not 
intended or written to be used by any taxpayer for the purpose of avoiding penalties that may be imposed on the taxpayer by the Internal Revenue Service, and it cannot be used by any 
taxpayer for such purposes. 

This month’s special      
Member-Only call-in times 
for Lindsey’s Insider’s Circle 
will be 11/30/15 from 2:00 to 
4:00 pm. To schedule your 

appointment, contact    
Kristen at (251) 633-4070.  

Not a member yet?  
Find out how to become one 

today! 

There is a success principle that applies to every one of us. No one is exempt and each of us should practice this fundamental way of thinking. 

No matter what your current level of success is; no matter how difficult your life is 

today. We should all apply this in our lives each and every day. The amazing thing is 

that it doesn’t cost us anything. 

 

What is this critical success strategy? It’s an attitude of gratitude. Each of us has 

countless reasons to be grateful. We all have hundreds of reasons to be thankful. We live in a great and beautiful country with infinite possibili-

ties. We have families, friends, community, clients, and customers. We have tremendous opportunities to learn and grow. We can start a new 

business with nothing more than a great idea. 

 

We are all very fortunate, and we all have a cornucopia of reasons for feeling and 

expressing our Thanksgiving on a daily basis. I know it’s easy to become consumed 

with everything around us, but an appreciation of what we have. It’s easy to pass 

through the daily grind and become swallowed up by “stuff.” The attitude with which we face these challenges is significant. A conscientious 

effort must be made to step back, take a deep breath, and look at our own personal reality in an appreciative manner. 

 

Developing and expressing an attitude of gratitude is one of the most important things that you can do to maintain a healthy balance in your 

life. One simple strategy to help maintain this balance is to develop a “gratitude list.” This is simply a list of the top 10, 20, or 30 things you 

are truly grateful for in your life. Some are easy to come up with - spouse, kids, 

health, friends, business, wealth, etc. Other things might take a little longer to think 

about to come up with. But you know that if you do not have them in your life, you 

would not be whole. 

 

Keep your gratitude list close at all times, and when you’re faced with challenges in situations that seem hard to handle, pull out your grati-

tude list and count your blessings. It’s important to realize that each of us is really just here for an instant and we need to be thankful for all 

that we have. Have a wonderful and happy Thanksgiving.  

“I’m grateful for the opportunity to live on this beautiful 

and astonishing planet Earth. In the morning, I wake up 

with a sense of gratitude.” 

-Earl Nightingale 

“Be thankful for what you have; you’ll end up with 

more. If you concentrate on what you don’t have, you 

will never, ever have enough.” 

-Oprah Winfrey 

“Gratitude is the inward feeling of kindness received. 

Thankfulness is the natural impulse to express that 

feeling. Thanksgiving is the following of that impulse.” 

-Henry Van Dyke 

and the Child Tax Credit, 
the basic rule of thumb, 

according to the Tax Policy Center’s Elaine Maag, is that a family of four doesn’t 
start owing income taxes until their income is about twice the poverty level.  
 
Last month, The Tax Policy Center reported that 77.5 million households won’t 
pay any income tax in 2015 out of a total of 171.3 million.  
 

That’s 45.3 percent of American households! 
 
That figure is up roughly five percentage points from the Center’s 2013 estimate 
of 40.4 percent. 
 
Maag told CBS News that, under Trump’s plan, “most people could earn more 
money without owing taxes and not be worse off than under current law since 
they would still get their refundable EITC and CTC.” 
 
The downside to such a “generous” plan, according to the article, “is that it 
comes at a high cost to the U.S. Government.” REALLY? And where do you 
think the government gets “its” money? 
 
Americans are generous people, but can we afford for our government to be 
generous on our behalf? Generous to the American poor, generous to the for-
eign poor, generous to the rich, generous to our soldiers, generous to those who 
support us, generous to those who don’t, generous to… everyone?  

“Thanks for helping with my 
taxes. Your pricing and caring 
spirit gives me a calm spirit.” 

 
-Shirley Stein 

More and More—continued from page 1 

Success Hinges on an Attitude of Gratitude 
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Gaining a pulse on how you managed debt will help me devise a plan that factors in your credit history and overall finan-

cial decision-making preferences. 

 

By evaluating how you spend your money each month, I may be able to identify opportunities for improving your cash 

flow. This may include simple tax strategies and debt management solutions such as refining, debt consolidation, or 

changing tax withholdings. You may discover there’s more money to invest toward your financial goals than you original-

ly thought. 

 

Establishing a Comprehensive Plan 

One thing is for sure - life is filled with a series of unexpected events. That’s why it’s important to help you consider po-

tential risks when devising a financial plan. Even the most well-intentioned plans can crumble in a second when faced 

with a sudden death, disability, or long-term care need. Part of providing you with a comprehensive plan means knowing 

the possibilities that could threaten your financial future. 

 

Learning more about your situation enables me to identify potential risks and establish plans that will meet your needs 

now, and into the future. While you may believe your current insurance policy will provide ample security, it may not be 

enough. By taking a closer look, I will be able to provide you with insights as to whether your current plan is appropriate 

or needs modifications. This approach will be invaluable in protecting your most important asset - your family.  

I wanted to take a moment and appreciate all the hard work you and your team 
have done for me since 2009.  

 
It seems our tax code gets more complicated each year, and it’s a great relief 
knowing the team of Lindsey & Waldo is always on my side to answer my ques-
tions and to give me sound advice. Although my business is small, you, Paula, 
and Kristen have always treated me as though it is a big business. There has 

never been any hesitation to give me the time and knowledge of your expertise. 
I was especially grateful to get much needed help with QuickBooks last year. 

This year went a lot smoother!  
 

I highly recommend you and your firm to anyone needing a great CPA firm—
your honesty and integrity is first class and that, to me, is priceless. 

 
-Karen Valls, TK Marketing & Distribution, LLC 

We Believe in Referrals 
We really believe in the process of referrals, so part of the service we pro-
vide is to be sure to refer our clients and associates to other qualified busi-
nesspeople in the community. 
Below, you’ll find a list of areas in which we know very credible, ethical, 
and outstanding professionals. If you’re looking for a professional in a spe-
cific area we’ve listed, please feel free to contact us. We will be glad to put 
you in touch with the people we know who provide these products or ser-
vices. 

Are You Following—continued from page 1 

 Welding Supplies 

 Printer 

 Realtor 

 Attorney 

 Auto/Home/Life Insurance 

 Chiropractor 

 Home Insulation 

 Private Pilot 

 Custom Metal Fabrication 

 Plumber 

 Personal Trainer 

 Marketing Coach 

 Custom Embroidery  
 and Monogramming 

 Financial Advisor 

 Bulk Port Facility 

 Cultured Marble 

 Veterinarian 

 Remodeler 

Ever notice how a four-year-old’s voice is louder than 200 
adult voices? 
 
Several years ago, I returned home from a trip just when 
a storm hit, with crashing thunder and severe lightning. 
 
As I came into my bedroom about 2 a.m., I found my two 
children in bed with my wife, Karey, apparently scared by 
the loud storm. I resigned myself to sleep in the guest 
bedroom that night.  
 
The next day, I talked to the children and explained that 
it was okay to sleep with Mom when the storm was bad, 
but when I was expected home, please don’t sleep with 
Mom that night. They said okay. 
 
After my next trip several weeks later, Karey and the 
children picked me up in the terminal at the appointed 
time.  
 
Since the plane was late, everyone had come into the ter-
minal to wait for my plane’s arrival, along with hundreds of 
other folks waiting for their arriving passengers. 
 
As I entered the waiting area, my son saw me, and came 
running, shouting, “Hi, Dad! I’ve got some good news!” 
 
As I waved back, I said loudly, “What’s the good news?” 
 
Alex shouted, “Nobody slept with Mommy while you were 
away this time!” 
 
The airport became very quiet, as everyone in the waiting 
area looked at Alex, then turned to me, and then searched 
the rest of the area to see if they could figure out exact-
ly who his Mom was. 

The Big 6-0 
I’ve never put much stock in the so-called “big birthdays.” 

The big 3–0, or 4–0, or even the big 5–0. But  the big 6–0 
seems to be hitting my psyche a little differently. I hadn’t 

even thought about it until last week and then it kind of hit 

me. Wow, 60 years old! I always thought 60 was old. I 

recognize I can’t do everything I used to do as a “young” 

man. But old? Not really. Ninety One hundred, now that’s 
old.  

Well, good Lord willing and the creek don’t rise, I’ll be 60 

in just a couple of days. Since I’ve made it this far, the 

Social Security Administration says I’m likely to live 

another 23 years. So stay tuned…. 
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Diversify Your Contacts 
It’s been said that most people know between two and three hundred 
people. Isn’t that plenty for a network? A major key to building a pow-
erful business network is diversity. Yet, it’s natural for us to be attract-
ed to people much like ourselves. We tend to hang out with others in 
our age group, our income, our social status. People with our interests.  
 
The problem is that when you surround yourself with similar contacts, 
you may find it hard to connect with new people or companies you 
want to do business with. The more diverse your business network, the 
more different groups you might have connections into. Linchpins that 
link people together in ways you never would have thought about. 
When it comes to business networking, you never know who people 
know. 
 
In The 29% Solution, Dr. Ivan Misner, the founder of Business Network 
International (BNI), talks about one of the most profitable referrals BNI 
has ever seen. It was passed by…are you ready for this… 
a Mary Kay consultant!  
 
It seems the Mary Kay consultant was giving a facial at a woman’s home 
in West Los Angeles. As the consultant worked, the customer’s hus-
band walked by several times with a sheet of paper, grumbling and 
cursing under his breath. Finally his wife asked, “What’s wrong honey?” 
 
The husband said, “I gotta fire this graphic design outfit. They’re doing 
a horrible job. The problem is, I need someone to take over the project 
quickly.” 
 
Hearing this, the Mary Kay consultant turned to the woman’s husband 
and said, “Gee, I know a great graphic designer. I think I have his card 

right here.” She opened her business card file, “I’m going to 
see him tomorrow morning. Would you like me to give him 
your card and have him call you?” 
 
“Absolutely!,” replied the husband. 
 
The Mary Kay consultant made the connection and the 
graphic designer got the job. Here’s the kicker: the husband 
was a movie producer. The graphic design work was for a 
new movie. The referral turned into a six-figure contract, 
and the designer did such a great job that he got the produc-
er’s next movie project as well. 
 
The moral here, is that you never know who “they” know. 
 
If you wish to build a powerful business network, you’ll need 
to build one that includes people who don’t look like you, 
sound like you, speak like you, or share your background, 
education or history. The only thing they should have in 
common with you is that they should be really good at what 
they do. Create a network like that, and you’ll have a net-
work that can help you succeed at anything.  


