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cream city/\Vealth Management

Market
Strategies

Underlying issues —including stretched valuations, political
instability and core inflation —have many investors concerned.
Our panel of wealth management experts addresses some of

the trends and what you can do to protect yourself.

BY DONBUTLER

his month, we asked wealth management experts to
offer their opinions on the state of the market and a
peek ahead to 2027 trends.
Participants include:
* Reinhart Boerner Van Deurenss.c. Shareholder
Jennifer D’Amato
* Richmond Financial Services Principal Officer and LPL
Financial Advisor Matt Richmond, MBA, and LPL
Financial Advisor/Planner Courtney Krogstad, CFP
* Ellenbecker Investment Group Wealth Services Advisor &
Development Leader Nik Kibardin, MBA, CFP
» JAG Wealth Partners Financial Advisor Kiefer Baumbach,
WMCP
» Wealthspire Senior Vice President Razi Hecht, CFP
* Prescient Financial Services Financial Representative
Jerry David, MBA, CLU, CFP, CEPA, AEP, CPWA, RICP

(Please note that financial advice is individually tailored
and opinions may change, comments below are intended as
overall observations, not recommended courses of action
without a consultation.)
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Nik Kibardin

Courtney Krogstad

Matt Richmond

Coreinflation, geopolitical instability, stretched valuations
and other potential economic impacts that could create
market corrections are sources of concern to investors. As
you look ahead to the latter half of the year, what are some of
the current trends you’re discussing with clients?

Razi Hecht, Wealthspire: While all of these topics are important
and can affect a portfolio, I prefer to focus the conversation on
how a portfolio is structured to manage volatility and support a
client’s goals through all market conditions. We cannot control
world events or predict how markets will respond, so the key is
managing portfolio risk appropriately.

One exercise [ find particularly helpful is walking through
how a portfolio can generate cash flow during a prolonged
market downturn without requiring equity sales. Anchoring the
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continued from page 16

conversation to a client’s practical
needs often brings a sense of calm, as it
allows them to focus on what is within
their control.

Nik Kibardin, Ellenbecker Investment
Group: It’s impossible to find any point
in time when investors are looking at
nothing but blue skies ahead. There will
always be negative forecasts, headlines,
and opinions about potential risks ahead.
Today, many conversations are centered
around geopolitical uncertainty, the pace
and sustainability of Al-related spending,
elevated market valuations, and political
implications of upcoming elections.

What we remind clients of is that
uncertainty is a permanent feature of
investing. We focus on what we can
control: disciplined investment behavior
following a comprehensive financial
plan that includes: tax-aware strategy,
aprofessionally managed portfolio
aligned with long-term objectives,
risk management strategy designed to
address unexpected personal life events.
We help our clients stay focused on long-
term goals rather than short-term market
noise designed to scare people.

Matt Richmond, Richmond
Investments: There is certainly no
shortage of potential risks, and the
constant stream of economic headlines
can leave investors feeling overwhelmed.

One of our primary goals is to replace
uncertainty with a thoughtful plan.
Financial planning may not be exciting,
butitis one of the most effective
ways to prepare for the unknown. By
identifying potential risks, stress-testing
different scenarios and establishing a
clear investment strategy, clients gain
confidence because they know their plan
has accounted for a wide range
of outcomes.

Rather than attempting to predict
short-term market movements, we
predict spending needs, savings rate,
investment risk, cash reserves and the
time horizon for each financial goal.
That’s where every conversation begins.

Our focus is on matching assets to
purpose. Dollars needed in the near
term should be invested differently
than dollars intended for retirement or
future generations. This discipline helps
clients stay invested and make thoughtful
decisions when markets become volatile.

From a market perspective, S&P
500 earnings have generally exceeded
expectations, but broad index
performance often masks significant
differences between individual
companies and sectors. We continue to
emphasize thoughtful security selection
rather than assuming every company will
benefit equally from current economic
conditions.
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Ultimately, our role is to help clients
define their vision—whether purchasing
ahome, retiring comfortably, funding
education or creating a legacy—and
then position their assets to support those
goals across short-, intermediate- and
long-term time horizons.

Jerry David, Prescient Financial
Solutions: While the headlines continue
to change, the conversations we’re
having with clients remain focused on
the same principles: staying disciplined,
maintaining perspective and ensuring
their portfolio still aligns with their long-
term goals. Market volatility, inflation,
geopolitical events and elevated
valuations can all create uncertainty, but
they rarely change the importance of
having a well-constructed financial plan.

Throughout the ups and downs,
always encourage clients to focus on
what they can control. That includes
maintaining appropriate diversification,
reviewing cash flow needs and avoiding
emotional investment decisions based on
short-term market movements. Periods
ofuncertainty often reinforce the value of
along-term strategy rather than provide a
reason to abandon one.

Kiefer Baumbach, IAG Wealth Partners:
Whether it’s inflation, geopolitics,
interest rates, or market valuations there
is always going to be something creating
headlines that can fuel investor concern.
Instead of attempting to anticipate
what event will move the markets next,
we focus on helping our clients build
portfolios and financial plans that are
designed to withstand a variety of
economic environments.

We’re also discussing how the
landscape of investing has changed
over the past few years. Fixed income
has become more attractive and has
had aplace in some client’s portfolios
based on their needs and goals. Strong
performance in certain area of equity
markets, especially large cap tech has
caused many portfolios to become
more concentrated in those sectors than
investors may realize. For us, this creates
an opportunity to review clientand
prospective allocations and ensure that
people are not taking on unnecessary and
unintended risks.

One trend that has become apparent
this year is the markets’ ability to move
past geopolitical events relatively
quickly. We have seen immediate
market reactions that rebounds over
the course of the next month; is this
due to market resiliency, apathy to
global events, or a lack of attention
span? Any thoughts on wealth
management you’d like to share as we

look ahead to 2027? What long-term
vs. short-term goals are you counseling
with clients?

Jennifer D’Amato, Reinhart Boerner
Van Deuren: As we look ahead to
2027, the best wealth-management
conversations are less about reacting to
headlines and more about making sure a
family’s legal, tax, business and personal
goals are working together.

In the short term, I’'m counseling
clients to focus on the issues that may
need attention now: liquidity and
cash flow, investment concentration,
insurance coverage, income and estate
tax exposure, market volatility, interest
rate fluctuations, and any upcoming
business transition or family event.

Interest rate changes in particular
can affect borrowing costs, business
valuations and the relative attractiveness
of certain wealth transfer strategies,
so clients should be prepared to act
thoughtfully as conditions change. Over
the longer term, the conversation shifts
from immediate risk management to
building a flexible plan that can endure
changes in tax law, family circumstances
and economic conditions.

For business owners and high net-
worth families, that means revisiting
buy-sell arrangements, succession plans,
trustee and fiduciary appointments,
gift and estate tax strategies, family
governance, next-generation
preparation, closely held business
interests, charitable planning and broader
legacy goals.

Courtney Krogstad, Richmond
Investments: Successful wealth
management rarely comes from finding
the next hot investment. It comes from
consistently executing the fundamentals:
developing a comprehensive plan,
understanding the variables that
influence financial outcomes, managing
risk appropriately and allowing time to
work in your favor.

One of'the greatest advantages
investors possess is time. Compounding
rewards patience, discipline and
consistency far more often than attempts
to time the market.

As the saying goes, “the best time to
plant a shade tree was years ago. The
second-best time is today.” The same
principle applies to investing. The sooner
athoughtful plan is put into action, the
greater the opportunity for long-term
success.

Jerry David, Prescient Financial
Solutions: I encourage clients to focus
on preparing their financial plan for
whatever comes next rather than
predicting what’s to come. The most
successful long-term plans are built with

continued on page 20
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continued from page 18

enough flexibility to adapt to changing
markets, tax policy, interest rates and
personal circumstances without losing
sight of the bigger picture.

That means balancing near-term
priorities, such as managing cash flow,
taxes and major purchases, with long-
term objectives like retirement, legacy
planning and wealth transfer. Markets
will inevitably experience periods
ofuncertainty, but clients who stay
disciplined and regularly revisit their
plan are generally better positioned
to navigate change while remaining
focused on their long-term goals.

Razi Hecht, Wealthspire: Rebalance!
After a strong market run over the past
several years, many investors may find
that their equity exposure has drifted
beyond their intended targets relative to
bonds. A disciplined rebalancing strategy
can help manage portfolio risk and
navigate market volatility.

Rebalancing also creates an
opportunity to reassess how changes in
aclient’s wealth may have affected their
legacy, charitable, and tax-planning
goals. In many cases, a single strategy
can help accomplish multiple objectives
atonce.

For example, contributing highly
appreciated stock to a Donor Advised

Fund may help reduce taxes, support a
client’s charitable goals, and better align
their portfolio with their risk tolerance.

Nik Kibardin, Ellenbecker Investment
Group: The wealth management
industry is rapidly changing as firms
consolidate and technology continues
to evolve. While these changes can
create efficiencies, they can also make
the advice feel more transactional and
less personal. That can weaken the trust
clients value most.

Aswelook toward 2027, I encourage
clients to work with a firm that goes
beyond investment management. True
wealth management is about helping
clients understand where they stand
in the short-term and helps create
confidence in their long-term financial
future. Ultimately, trusted relationships
and advice paired with comprehensive
planning will remain more valuable
than ever.

Kiefer Baumbach, IAG Wealth Partners:

True wealth management involves
coordinating investment strategy with
tax planning, retirement planning, estate
planning, insurance, charitable giving,
and for many families, preparing the
next generation to responsibly

manage wealth.

We can help you feel more
confident about your financial future.

AsTlook toward 2027, I continue to
encourage clients to stay focused on
what we can control: our savings rate,
spending habits, investment risk,
and commitment to the long-term
financial plan.

Foryounger investors, I'm
emphasizing the importance of building
consistent habits surrounding saving and
investing to allow time and compound
growth to work for them. For clients
approaching or already in retirement,
our conversations are surrounding
sustainable cash flow, minimizing
taxes, preserving purchasing power,
and creating a lasting legacy for future
generations. mke

Don Butler is former editor-in-chief of
MKE Lifestyle magazine.

Getadditionalwealth
management tips from the pros
inour online story, including
advice onassessingtech

investments,and strategies for
potential economic downturns,
and more. Go to mkelifestyle.
com formore!

4% Wealth
[y ¢
# Enhancement®

Let’s craft your future, together.

Call the Sadoff Team today.

414-307-4740

Milwaukee, WI 53217

Barron’s and Forbes - Awarded
Top 10 Advisors in the State

Bryan Sadoff ranked #2 and Michael Sadoff ranked #3 in the State of Wisconsin on the Barron’s 2026 Top 1,200 Advisor
Rankings by State list, awarded on 3/20/26 for the one-year period ending September 30th of the previous year. Bryan Sadoff
ranked #3 and Michael Sadoff ranked #2 in the State of Wisconsin on the Forbes 2025 Best-In-State Wealth Advisors list,
awarded on 4/7/26 for the one-year period ending June 30th of the previous year.

Advisory services offered through Wealth Enhancement Advisory Services, LLC, a registered investment advisor and affiliate of Wealth Enhancement Group®.

AM 2026-13748 8/2026
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