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Take Center Stage
With a financial package that inspires confidence. 

What a great opportunity – financial packages 
that show off your services. With so many 
planning specialists and financial institutions 
competing for treasured clients, you can make 
an impressive statement by producing an eye-
catching brochure, an informative financial 
planning guide and a financial statement.

The Opportunity
An attractive, eye-catching, interesting package is key to capturing the 
attention of prospects – and the business of clients. Full-color brochures 
are the perfect vehicle to introduce your capabilities, inspiring prospects 
to become clients who turn their finances over to you to protect, invest 
and grow. 

The financial plans you distribute convey so much about your financial 
institution and your services. They show you take your role as a trusted 
advisor very seriously. You care about the content of the plan, the quality 
with which it is produced, the funds clients entrust you to protect and the 
dreams clients hope to realize – with your knowledge and insights. 

And since financial institutions like yours are always in communication 
with clients – providing ongoing services, billing them regularly and 
receiving payment – financial statements are perfect for sending targeted 
marketing messages month after month, year after year. 

Take a look at the Offerings Brochure and the Financial Planning Guide 
from DeWalt Wealth Management Services as well as the account 
statement from Evolvcom for inspiration. Your financial package can take 
center stage!

The Xerox Advantage
To produce your financial package, pairing the Xerox® Color C60/C70 
Printer and the Xerox® D Series Copier/Printer or Printer makes great 
financial sense. You gain greater flexibility from high-value color, low-
cost monochrome, quality reproduction of text and images, polished 
professional output and a range of inline finishing choices on a variety  
of media.

Xerox® Color C60/C70 Printer 
Xerox® D Series Copier/Printer and Xerox® D Series Printer
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When you received your Personalized 

Financial Blueprint, be sure you understand 

all terminology. De nitions of some key 

terms follow:

Asset category. Types of investments, such as 

bonds, cash and stocks.

Asset class. A group of investments within an 

asset category. Investments within an asset class 

are expected to have a similar performance.

Cash. An asset class that includes cash as well 

as its equivalents, such as CDs and Money 

Market mutual funds.

Intermediate-term bonds. Bonds in which 

the maturity date is generally greater than 

10 years.

Investment assets. Items you own with the 

intent of generating income and wealth.

Nonquali ed assets. Items in this category 

are invested in investment accounts, including 

brokerage and mutual fund accounts as well as 

checking, savings and cash accounts.

Personal assets. Items you own for your 

personal use, such as your house and its 

contents, automobiles, sports vehicles, artwork 

and so forth.

Personal liabilities. Money that you owe 

that is often secured against your personal 

assets, including items such as your mortgage, 

automobile loan, your credit card debt and 

so forth. 

Quali ed assets. Items in this category are 

tax-deferred retirement accounts, including both 

employer-sponsored and individual retirement 

accounts.

Return. The anticipated result for an asset class 

or group of asset classes. It is not guaranteed or 

a prediction. 

Sharpe ratio. A measurement of risk. Higher 

numbers indicate greater return for greater risk.

Short-term bonds. Bonds that are close to the 

maturity date, generally less than three years.

Standard deviation. A measurement of 

market volatility. Higher numbers indicate 

greater volatility and risk. The standard 

deviation is related to the con dence level of 

receiving a speci c return. 

Yield. A percentage of your portfolio that you 

will receive as income. 

KEY TERMS
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Global diversity ensures shareholder growth. 

“  That some should be rich shows that others may become 
rich, and, hence, is just encouragement to industry 
and enterprise.”

– Abraham Lincoln

MAINTAINING A LONG-TERM 
GLOBAL VIEW

Dif culties and challenges persist, both in the 

United States and many other countries. At the 

same time, markets and economies around the 

world are recovering. As a result, businesses 

with global interests are optimistic about their 

economic future. 

At DeWalt Wealth Management Services we are 

con dent that our shareholders will bene t from 

our investment in global companies and markets 

that represent diverse industries and sectors. 

As you can see from the percentage of our 

portfolio allocated to countries around the 

world, our global reach is extensive. 

THE AMERICAS

Canada   2.5%

United States  1.9%

EUROPE

Austria   3.7%

Belgium   2.1%

Denmark   1.1%

Finland   4.6%

France   3.7%

Germany   3.6%

Greece   2.3%

Ireland   2.4%

Italy   3.7%

Netherlands  2.9%

Norway   1.9%

Portugal   3.7%

Spain   4.7%

Sweden   2.7%

Switzerland  2.3%

United Kingdom  3.6%

ASIA/PACIFIC

Australia   4.0%

Hong Kong  2.6%

Japan   1.8%

New Zealand  5.3%

Singapore  3.1%

TIP:

Saving money is not 

optional any more. 

A home won’t make you 

rich and there won’t be a 

new stock-market bubble to 

make you rich. Wealth will 

come from steady saving, 

eliminating debt, and 

prudent investing. 
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The answers for  nancial and investment questions. 

FREQUENTLY ASKED QUESTIONS

How can my family cut expenses?

Examine your credit card and bank statements. 

What expenses recur that you can either reduce 

or eliminate totally? Maybe it’s lots of  visits to 

your favorite coffee shop. Maybe it’s membership 

fees to clubs and organizations. Perhaps the 

expenses going toward lawn care and snow 

removal can be reduced by giving your teenagers 

pocket money to take over these activities.

How much money should I have in reserve 

in case I lose my job?

We used to advise keeping three months of  living 

expenses in reserve. Now we advise extending 

it to six months or to a full year if  you have 

children or depend on one income. The reason? 

With the unemployment rate reaching an all-

time high,  nding a new job simply takes much 

more time these days. Unfortunately, there is 

plenty of  competition out there.

How can we involve our whole family in 

following a budget?

Be sure to explain your  nancial situation in 

terms that each family can understand. Explain 

to your children, for example, that because only 

one parent is currently working and bringing in 

a paycheck, the whole family needs to reduce 

its spending. This means, for example, that the 

essentials—food, shelter and necessary living 

expenses—will take priority over non-essentials. 

Is my home a place to live or 

an investment?

It makes sense to make your home a wonderful 

place to live. If  you want to  nish the basement, 

renovate the kitchen or add a sun room, do 

it because you and your family will enjoy the 

change. You cannot count on increasing the 

value of  your house when it is time to sell it. 

Regardless of  the changes you make, the value

of  your house is likely to increase only one or 

two percentage points over in ation. 

Am I better off  renting or buying a home?

Homeowners experience a number of  

advantages over renters. Deducting mortgage 

interest and property taxes offers tax breaks. 

Some of  the income from selling your home may 

also be tax free. With money invested in your 

home, you can take advantage of  home equity 

loans, which comes in handy when unexpected 

situations create a  nancial need. 

What investment options are available at 

DeWalt Wealth Management Services?

We invest mainly in developed markets. However, 

we have a signi cant and growing exposure 

to developing markets through the companies 

we hold. In building the portfolio, we focus 

mainly on individual companies rather than 

the countries in which they are domiciled. We 

consider countries and markets at the corporate 

level by analyzing the goods and services that 

each company produces and sells. 

TIP:

Don’t give up on stocks. 

If you’re investing for 

retirement, you need some 

money in stocks. Over the 

long term, they’re the best 

fi nancial investment. But 

don’t be panicked in and 

out of the market. Stay 

there, reinvest dividends, 

contribute regularly.
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Individualized strategies for achieving investment goals. 

TAKING FIVE EASY STEPS

As you complete each item within steps one through  ve, add a check mark. Remember that your Planning Specialist is available 

to help you each step of  the way. 

STEP ONE

Assess your current 
 nancial situation.

  Prepare a statement of  
your net worth. 

  Calculate the percentage 
of  your debt, compared to 
your income. 

  List your monthly income 
and expenses.

  Deduct your expenses 
from your income to 
determine your cash  ow. 

   Determine what you like 
to do with your extra 
money.

    If  necessary, create a 
budget that decreases your 
expenses or increases your 
income.

    If  you have discretionary 
income, consider your risk 
tolerance.

  Determine the 
modi cations you want to 
make to your budget. 

  Assess your insurance 
coverage for adequate 
protection. 

   Assess your  nance 
charges on all accounts 
for the best rates. For a 
more advantageous rate, 
re nance your accounts.

STEP TWO

Set your 
 nancial goals.

  Set immediate, 
short-term, and long-
terms  nancial goals. 

  Set aside funds to use in 
case of  emergency.

  Determine life events that 
will require additional 
funding, such as higher 
education for you or your 
children.

  Determine the income 
you need to achieve your 
 nancial goals.

  Become  nancially savvy 
by attending seminars, 
reading and conferring 
with your Planning 
Specialist.

STEP THREE

Establish your 
investment strategy. 

  Select the right 
combination of  products.

  Be sure to diversify your 
investments, spreading 
your money across the 
major asset classes as well 
as within the major asset 
classes. This reduces your 
risk.

  Determine the investment 
path that works best 
for you, based on your 
tolerance for risk. If  
moderate risk causes you 
to lose sleep, consider 
investing in products that 
reduce the risk. If  greater 
risk energizes you and you 
can afford to take chances 
to reap greater pro ts, 
allocate a portion of  your 
investment to higher risk 
 nancial products. 

STEP FOUR

Create and 
work your plan. 

   Create a plan to decrease 
your debt by paying all 
credit cards and other 
loans. 

  Set up a plan to save for 
retirement, and make 
regular payments.

  Set up a plan to pay your 
mortgage as soon as 
possible. 

  Create a wealth 
management plan that 
takes into consideration 
tax advantages, pre-tax 
contributions and tax-
deferred growth.

  Contribute to an 
emergency fund as 
protection for unexpected 
occurrences, such as 
loss of  employment or 
increased healthcare 
needs. 

  Have a will to protect 
your loved ones and to 
communicate your wishes 
for your  nances when 
you are no longer here.

   Start investing or 
continue to invest 
according to your risk 
tolerance. 

  Set up a budget that 
reduces expenses and 
increases income.

STEP FIVE

Monitor and 
revise your plan.

   Track your income and 
expenses. 

   Determine how your 
assets compare to your 
liabilities.

  Track your  nancial 
goals on a regular basis—
weekly, monthly, quarterly 
and yearly. 

   Revise your net worth 
statement on a regular 
basis—weekly, monthly, 
quarterly and yearly. 

  Assess your investments 
for diversi cation across 
and within asset classes. 

  Make adjustments in 
spending, saving and 
investment, as needed, to 
meet your  nancial goals. 
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Ongoing investment modi cations for maximum pro t.

TELLING THE STORY—VISUALLY

Your Personalized Financial Blueprint will include graphs that tell your  nancial story. Take a look at these pie charts that re ect 

an example story on assets, liabilities and discretionary spending. 

AGES: 

54 and 50 respectively

MARITAL STATUS: 

Married for 26 years

OCCUPATIONS:

Marketing Consultant, 

Primary School Teacher

CHILDREN: 

One child, married

GRANDCHILDREN:

One grandchild 

Checking accounts 

Savings accounts 

Accounts receivable 

Securities 

Bonds 

Retirement funds 

Other investments 

Real estate 

Vehicles 

Home assets 

Other assets 

LIABILITIES: $346,200

19%

2%
2% 1%

3%

72%

Real estate debt 

Vehicle debt 

Accounts payable 

Credit card debt 

Taxes payable 

Other home asset debt 

Other debt & liabilities 

ASSETS: $1,568,900

5%

5%

7%

20%

3%

30%

4%

2%

7%

2%

15%

CURRENT NET WORTH (ASSETS MINUS LIABILITIES):          $1,246,200
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When you received your Personalized 

Financial Blueprint, be sure you understand 

all terminology. De nitions of some key 

terms follow:

Asset category. Types of investments, such as 

bonds, cash and stocks.

Asset class. A group of investments within an 

asset category. Investments within an asset class 

are expected to have a similar performance.

Cash. An asset class that includes cash as well 

as its equivalents, such as CDs and Money 

Market mutual funds.

Intermediate-term bonds. Bonds in which 

the maturity date is generally greater than 

10 years.

Investment assets. Items you own with the 

intent of generating income and wealth.

Nonquali ed assets. Items in this category 

are invested in investment accounts, including 

brokerage and mutual fund accounts as well as 

checking, savings and cash accounts.

Personal assets. Items you own for your 

personal use, such as your house and its 

contents, automobiles, sports vehicles, artwork 

and so forth.

Personal liabilities. Money that you owe 

that is often secured against your personal 

assets, including items such as your mortgage, 

automobile loan, your credit card debt and 

so forth. 

Quali ed assets. Items in this category are 

tax-deferred retirement accounts, including both 

employer-sponsored and individual retirement 

accounts.

Return. The anticipated result for an asset class 

or group of asset classes. It is not guaranteed or 

a prediction. 

Sharpe ratio. A measurement of risk. Higher 

numbers indicate greater return for greater risk.

Short-term bonds. Bonds that are close to the 

maturity date, generally less than three years.

Standard deviation. A measurement of 

market volatility. Higher numbers indicate 

greater volatility and risk. The standard 

deviation is related to the con dence level of 

receiving a speci c return. 

Yield. A percentage of your portfolio that you 

will receive as income. 

KEY TERMS

GEnErAl InForMATIon
•  Terms: The past due amount is due immediately. Late payment charges of $5.00 

may be applied to any unpaid balance as of your next billing date. When you send 
us a check as payment, you authorize us to clear your check electronically. 
Electronic payments may clear the same day we receive payment. Returned 
checks or other negotiable instruments may result in the maximum processing 
charge allowed by law. Notations made on checks or accompanying materials 
will not secure your rights.

•  The “Recurring Monthly Charges” can be billed in advance or arrears based on 
selected services. Usage and toll charges are billed in arrears. Certain usage 
and toll charges may appear more than one month in arrears. Prorated monthly 
charges may apply for new services or changes to existing services during a billing 
period. These will appear in the Monthly Service Charges sections of the bill.

•  Please do not enclose correspondence with your payment for we cannot 
guarantee receipt. Address all correspondence to the following: Evolvcom, 931 
Blue Water Drive, Durham, NC 27701

•  Calls to our Customer Service Centers may be monitored to ensure high-quality 
service to our customers.

• For deaf/hard of hearing customers: (TTY/TDD) 1-866-555-0255
Questions regarding accessibility for persons with disabilities: 1-866-555-0255

How To PAy
Pay Online:
 • Go to www.evolvcom.com.
 • Enter your billing ZIP Code or city/state and select Manage My Account.
 •   Make a one-time check or credit card payment following the instructions provided 

or set up Automatic Bill Payment using: 
- Checking Account Recurring Auto-Debit or 
- Recurring Credit Card Payment.

 • Also sign up to receive your wireless bill online at no additional charge.
 • Note: There is no fee to pay your bill online.

Pay by Mail:
 • Mail your remittance stub and a check or money order in the envelope provided.
 • It may take up to 7–10 days for the payment to post.

Pay by Phone:
 • Call 1-866-555-0255 and follow the prompts.
 • Make a one-time check or credit card payment following the instructions provided.
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You’ll see how easy it is to upsell or cross-sell 
products and services, educate your prospects 
and clients, combine direct-marketing 
and statement mailings, and strengthen 
relationships with clients. Your financial package 
is sure to distinguish you from the competition 
– and that’s great for business.

Production Notes
When financial institutions and planning 
specialists contact prospects and transform 
them into clients, a best-in-class package is 
key. Attention-getting color and economical 
black-and-white printing of brochures, plans 
and account statements can really make a 
difference.

Workflow / Software:

Adobe® InDesign® CS5

Print Engine:

Color pages – Xerox® Color C60/C70 Printer

Monochrome pages – Xerox® D Series Copier/
Printer or Printer

Finishing / Finished Size:

11 x 17 in. / A3 duplex, folded (brochure and 
plan)

8.5 x 11 in. / A4 duplex (account statement)

Number of Pages:

Brochure – 4 color pages

Guide – 4 color pages, 8 monochrome pages

Statement – 2 monochrome pages

Media:

Xerox® digitally optimized paper
1

The DeWalt Wealth Management Services Offering Brochure includes full-color images and a back 
cover with easy-to-read contact information.

2   
The DeWalt Wealth Management Services Offering Financial Planning Guide includes full-color front 
and back covers with black-and-white inside pages that include grayscale charts and tables.

3
The Financial Statement includes client-specific information, an itemized list of charges, a detachable 
form, account information, terms and conditions, and a targeted message with variable data.
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Kanji Japan
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Amount Enclosed

.
$

Detach and mail this portion with your check to Evolvcom. Do not send cash.

Make payment to:

Evolvcom
931 Blue Water Drive 
Durham, NC 27701

Total Amount Due by February 03, 2010

Account Summary 

Member Services 1-866-555-0255 or online at www.evolvcom.com/members

Thank you for your purchase.  
Send me more information about  
adding internet service.

PrePared for 

Mr. Jake Turner
171 Aspen Heights 
Boulder,  CO 80302

Mr. Jake Turner 
171 Aspen Heights 
Boulder, CO 80302

00391

     DEc 11 - JAn 12

Previous  Balance $48.95
Payments - Thank You - $48.95
Balance Forward $0.00
Monthly Access Charges 45.95
Usage Charges 
Voice $0.00
Cable $39.99
Surcharges and Other Charges & Credits $5.72
Taxes, Government Surcharges & Fees $9.21
Total current charges $100.87

Total Amount Due by February 03, 2010      $100.87

Evolvcom
931 Blue Water Drive 
Durham, NC 27701

300 Anytime Minutes 234
1,200 night  912
(after 9 pm)/Weekend Minutes 

Total Minutes Used 1,146

Bill Date: January 14, 2010

Phone number Account number Due Date

4136 9183 1294 5401 2/3/10303-631-9913

Add Internet to your 
monthly services  
and save 20%

Enjoy phone,  
internet, and 
cable together  
on one bill.

A customer care representative is waiting to help you. 
Call 1-866-555-0255 or go to www.evolve.com/onebill 
and enter code 1bill10.

Evolvcom
931 Blue Water Drive 
Durham, NC 27701

Account number Billing Period Total current charges

4136 9183 1294 5401 Dec 11 - Jan 12 $100.87

1

2
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A solid foundation for your financial future.

Our Planning Specialists make a difference.

Your perSonalIzeD blueprInt 
For FInancIal SucceSS. 

At DeWalt Wealth Management Services, we 

build financial futures one person, one family 

at a time. It starts by understanding your 

goals, your dreams and your current financial 

picture. We will work with you to outline a 

plan to take you from where you are today 

to where you want to be in 10, 20, 30 years.  

Whether it’s the purchase of your first house, 

college for your children or a retirement that 

preserves your standard of living DeWalt can 

build your personalized financial blueprint.

the buIlDIng blockS—SavIngS, 
InveStMent, InSurance. 

We take a well-rounded approach to building 

your portfolio. It starts with our DeWalt 

Wealth Management Savings Plus account. 

With Savings Plus, we keep your money 

working hard and gaining interest, with 

money market rates and checking account 

liquidity. Our Savings Plus Instant Access 

Card provides around-the-clock convenience 

for all of your banking needs. DeWalt Wealth 

Management Services also provides a full 

array of investment offerings. 

Your plan will include an asset allocation 

strategy that is just right for your age, your 

goals and your risk profile. DeWalt Wealth 

Management Services protects you through 

a range of insurance products that are 

customized to meet your specific needs.

a FlexIble FraMeWork. 

Our DeWalt Wealth Management Services 

Long-Term Planning Specialists will create 

a sound plan, built on a solid foundation. 

As economic conditions change and your 

financial situation evolves, we will adapt  

your plan—together. 

Extensive experience. Our Planning Specialists have extensive experience in financial services 

and products. We know the full gamut of lenders and insurance companies and work exclusively 

with those we have carefully vetted and trust. When it comes to our clients’ assets, we take  

our role as trusted advisors very seriously. All of our Planning Specialists are credentialed and 

certified, demonstrating a high level of commitment to the profession and to our clients. 

A team approach. Our peers in the financial industry applaud our team approach, often 

presenting us with prestigious awards. Our clients compliment us on our team’s insights into  

market trends and our ability to apply these insights to the financial decision-making process. 

During stable and trying times, we are aware, calm and confident. Our Planning Specialists  

work as a well-orchestrated team. That’s good for us and great for clients.

To learn more about DeWalt Wealth Management Services and our Planning Specialists,  

please contact our main office in Webster, NY or visit our Website to locate an office  

that is convenient for you.   


