Gamma: How Advisors Add Value
by James Lange, CPA/Attorney

“You know, the financial advisor is a very valuable piece of work for the things
that we don’t much think about, helping you with that asset allocation idea (and)
telling you the difference between a Roth IRA and a regular IRA. The system is
loaded with nuances. Estate planning is a whole other complexity. So, with this
complex world, I think most people need some kind of help.”
John C. Bogle, Founder and Former CEO of The Vanguard Group
from The Lange Money Hour: Where Smart Money Talks

In our last four white papers, we argued that passive portfolios outperform active portfolios and
furthermore, that Dimensional Funds Advisors (DFA) was, in our estimation, the best passively
managed set of funds on the planet. Those first four papers were written and distributed more than two
years ago. During those two years, our clients have invested more than $125 million of their hardearned dollars with our DFA portfolio manager, P.J. DiNuzzo. We are very happy to report, with great
confidence, that we were right about the quality of P.J.’s work and the power of Dimensional investing.
We have enjoyed a 100% retainage rate for clients who have invested with the combination of our firm
and DiNuzzo Index Advisors, Inc. For more information about how our firm and DiNuzzo Index
Advisors work, please see www.paytaxeslater.com.
You might think that once you have made a good decision about your investments that your work is
over. But that is not the case. Now, we want provide you with some research that quantifies the advantages
of working with a reputable advisor. The research was conducted by David Blanchett, CFA, CFP, Head
of Retirement Research at Morningstar, and Paul Kaplan, Ph.D., CFA, Director of Research for
Morningstar Canada, and published in their article, Alpha, Beta, and Now… Gamma1. This white
paper is based on and draws from their work.
It seems that everyone has an idea of what to look for when picking stocks, or choosing investment
funds for your retirement dollars. For generations, the focus of many investors’ choice in vehicles had
a lot to do with chasing Alpha & Beta. These terms are thrown around often, but rarely understood by
lay investors. Alpha is what helps investors determine how much a portfolio's realized return differs
from the return it should have achieved 2. For instance, choosing a fund based on performance history,
management style, security selection, and tactical asset allocation are all Alpha related decisions. Beta
is a measure of the volatility, or systematic risk, of a security or a portfolio in comparison to the market
as a whole 3. It is generally related to how intelligently your portfolio’s assets are allocated.
While these are critical components of investing money wisely, there is another element, Gamma,
recently defined by the experts at Morningstar that seeks to measure the added value an advisor brings
to your portfolio. Morningstar experts believe advisors can add value of more than 22% on average
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We have enjoyed a 100% retainage rate for clients who have
invested with the combination of our firm, Lange Financial
Group, and DiNuzzo Index Advisors, Inc.

to their client’s portfolios over their lifetime 4. While we feel that it is important to mention that every
client’s situation is different and for some, this estimate may be a little high, we do agree that there is
compelling evidence that a good advisor adds value to a portfolio and can significantly increase their
client’s financial security. Blanchett and Kaplan focus on five key planning elements that contribute
to this increase: Asset Allocation and Withdrawal Sourcing, Total Wealth Asset Allocations,
Annuity Allocation, Dynamic Withdrawal Strategy, and Liability-Relative Optimization 5.
The impact of these factors on your portfolio is powerful. But, we would also like to take this opportunity to identify other services and types of advice that add value—beyond what is covered in
Blanchett and Kaplan’s paper.
In addition to the five factors that Blanchett and Kaplan identify, we believe that Behavioral Coaching,
Cost Effective Portfolio Construction, Portfolio Rebalancing, Social Security Maximization, and
Roth IRA Conversions can also positively impact portfolio performance.
First, let’s look at the five Gamma factors identified in Alpha, Beta, and Now… Gamma.

1. Asset Allocation and Withdrawal Sourcing:
“Tax-efficient investing for a retiree can be thought of in terms of both ‘asset location’
and scheduling intelligent withdrawals from accounts that differ in tax status” 6. These
can be very complicated issues, and it is often best for an advisor with experience to
guide your decision making.
“Asset location is typically defined as placing assets in the most tax-efficient account
type. For example, it generally makes sense to place less tax-efficient assets…such
as bonds, in retirement accounts and more tax-efficient assets…such as stocks, in
taxable accounts. When thinking about withdrawal sequencing, it typically makes
sense to make withdrawals from taxable accounts first and more tax-efficient
accounts (e.g., IRAs or 401(k)s) later”7. We would include Roth IRAs in those taxefficient accounts.
The Morningstar experts credit tax-savvy investment and withdrawal strategies with
bringing in an extra 2 – 4.5% annually over the course of your portfolio’s lifespan8.
That estimate may be optimistic, but then again, in Chapter 2 of Retire Secure!,
Third Edition (to be published in 2015), our own analysis reveals that the order in
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There is compelling evidence that a good advisor adds value
to a portfolio and can significantly increase their client’s
financial security.

which you spend down asset classes between the ages of 65 and 92 can make the
difference, in the example we created, between running out of money at the end and
having $1.2 million.

2. Total Wealth Asset Allocation:
“ Most techniques used to determine the asset allocation for a client are relatively
subjective and focus primarily on risk preference (i.e., an investor’s aversion to risk)
and ignore risk capacity (i.e., an investor’s ability to assume risk). In practice, however,
we believe asset allocation should be based on a combination of risk preference and
risk capacity, although primarily risk capacity”9. What this means is that asset allocation
is frequently based on a subjective analysis of an investor’s personal feelings about
taking on risk, without taking into account the investor’s actual ability to withstand
or assume risk. Educating the client on his or her ability to assume risk can improve
the chances of investment success. That being the case, a good advisor will base your
asset allocation on a combination of two concepts, risk preference and risk capacity.
An investor’s risk capacity is determined by evaluating his or her total wealth versus
what they can “afford” to lose. A good way to understand risk capacity is to place it
in an everyday situation: Let’s say you are a poker player. You know the rules of the
game, you know the odds, and you stick to them. Because of that, you win more
often than you lose. However, you also know that on any given day, you could lose
whatever you bet. A smart player knows their risk capacity and only brings with
them what they can afford to lose in that game. You evaluate what you need to live,
and then from what is leftover, you decide what you are okay with losing. Now, the
good news is, the stock market is not a poker game, everyone can benefit from participating if they know how to play and have a long enough time horizon in which
to invest. Once you understand and are comfortable with your risk tolerance or risk
capacity, then you can build a portfolio which will match your risk capacity, with
your risk preference.
The Journal of Retirement article estimated the potential gain for Total Wealth
Allocation adds about 6% to your investment’s lifetime performance10. Again, 6% for
that one factor might sound high, but the potential benefits are clearly significant.
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3. Annuity Allocation:
First, I must say that annuities are not, in general, our favorite financial vehicles. And
that is putting it mildly. In fact, I go out of my way to avoid using them as many
annuities have fees that are much too high for the benefit one receives. That being
said, outliving one’s savings is one of the greatest fears among retirees, and for some
people, a well-chosen annuity (most often single premium immediate annuities to be
exact, which are typically much different than regular tax-deferred annuities and tend
to have lower fees associated with them), could be part of a long-term financial solution.
Our firm tries to find other ways to accomplish an annuity’s objective with lower costs
and greater flexibility. However, the small group of individuals we believe might
benefit from an annuity must evaluate the vehicle within the framework of their
portfolio. An analysis of the annuity’s benefit, risk, and cost must be weighed before
deciding if this investment is right for you, and in what variations.
A fee-only advisor is your best possible resource in this case to add value and reduce
cost. They are able to recommend appropriate options for you and are legally required
to have your best interest in mind, not their wallet.
When an annuity or a vehicle that performs similarly, is appropriate, it can allow the
client to hedge longevity risks and the Morningstar experts estimate up to a 1.45%
lifetime value11.

4. Dynamic Withdrawal Strategy:
“The majority of retirement research has focused on static withdrawal strategies where
the annual withdrawal during retirement is based on the initial account balance at
retirement, increased annually for inflation. For example, a “4% Withdrawal Rate”
would really mean a retiree can take a 4% withdrawal of the initial portfolio value
and continue withdrawing that amount each year, adjusted for inflation. If the initial
portfolio value was $1 million, and the withdrawal rate was 4%, the retiree would be
expected to generate $40,000 in the first year. If inflation during the first year was
3%, the actual cash flow amount in year two (in nominal terms) would be $41,200”12.
While this is a classic approach, the approach we feel brings the most value to our
clients is to determine the withdrawal amount annually by evaluating the ongoing performance of the portfolio and the age and health of our client. Using these measures,
the annual withdrawal rate is likely to change as it is based on mortality tables and
changing market performance. Having an advisor regularly update your withdrawal
strategy to match not only your lifespan, but also your rate of return, is a strategy
designed with the intent of allowing you to pull the maximum amount of money out
of your investments every year while maintaining the goal of your investments lasting
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as long as you want them to. Blanchett and Kaplan figure this factor increases your
portfolio’s lifetime value by 9%13.
We review safe withdrawal rates for all of our assets-under-management clients
and that analysis has made a huge difference in clients’ lifestyles. I have shown
hundreds of clients that they could afford to spend significantly more than they
are spending. Many clients do change their spending habits based on my advice, but
frankly most clients don’t make wholesale changes to their spending no matter what
I say. Practically all of them, however, report they are much less stressed about money.
They are often better able to put their financial situation in perspective.
For example, at an annual review meeting with one of my clients, I discovered that
she thought she had to work for another five years to support the lifestyle she wanted
in retirement. I showed her that, in fact, she had more than enough saved to retire
immediately. Much to my amusement and delight, her exact words were (and I ask
you to please excuse my language), “Well, I’m not going to quit tomorrow, but I am
sure not going to take any sh*t from the chair (boss of her department) anymore.”

In Retire Secure!, Third Edition (to be published in 2015),
our own analysis reveals that the order in which you spend
down asset classes between the ages of 65 and 92 can
make the difference, in the example we created, between
running out of money at the end and having $1.2 million.

5. Liability-Relative Optimization:
“Asset allocation methodologies commonly ignore the funding risks, like inflation and
currency, associated with an investor’s goals. By incorporating the liability into the
portfolio optimization process it is possible to build portfolios that can better hedge
the risks faced by a retiree. While these ‘liability-driven’ portfolios may appear to be
less efficient asset allocations when viewed from an asset-only perspective, we find
they are actually more efficient when it comes to achieving the sustainable retirement
income”14. The experts value this factor as responsible for an increase of somewhere
around 1.6% over your portfolio’s lifetime15.
Basically that means, when your advisor factors your future monetary needs or liabilities into building your portfolio it will be better able to withstand future risks.

13

The Journal of Retirement, Fall 2013, Vol. 1 No. 2 pp. 38

14

The Journal of Retirement, Fall 2013, Vol. 1 No. 2 pp. 31

15

The Journal of Retirement, Fall 2013, Vol. 1 No. 2 pp. 38

Gamma: How Advisors Add Value

5

When Blanchett and Kaplan compiled the results from all of their tests on the five different types of
Gamma, they found an added value of 22.63%. That means $122.63 for every $100 generated based
on their assumptions16. This concept is shown in the following chart17.
CHART 1

For an online PDF version of the full 28 page paper available from Morningstar, please visit http://corporate.morningstar.com/ib/documents/PublishedResearch/AlphaBetaandNowGamma.pdf.
While it is difficult to summarize their findings, and each client’s own results will differ, the compelling
results demonstrate that a trusted advisor’s services can have a large measurable impact on a portfolio
over its lifetime. Their findings might give even the staunchest do-it-yourself investor reason to pause
and think.
Of course, we were excited to read their analysis—it is nice to be able to put a name and a number to
the value we seek to bring to our clients. But we believe a few more Gamma factors could, and should,
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be added. We submit to you a list of additional Gamma factors to consider when deciding to trust an
advisor with your retirement planning and savings: Behavioral Coaching, Portfolio Rebalancing,
Cost Effective Portfolio Construction, Social Security Maximization, and Roth IRA Conversions.
Let’s go over each of these factors briefly with an eye towards what measureable value they potentially
add to a portfolio. The percentages of potential value we will cite come directly from our low-cost
index investment partner, P.J.DiNuzzo’s, research for his upcoming book, Your Ten Step Road Map
to Retirement Income Success.

1. Behavioral Coaching:
When managing your own investments, it can be difficult to separate your emotions
from your decision-making process. Too many do-it-yourself investors make the
mistake of buying stocks and bonds after their prices have risen. They do this because
the boost in price makes them comfortable and gives them the confidence to buy.
In the same vein, when prices are low, many investors have a tendency to sell, even
at a loss, and get out of the investment. The fear of losing “even more” than they
already have causes these people to abandon logic and investment know-how and
make bad decisions. The panic is understandable. Many individuals in retirement
know that they will never get an opportunity to re-earn this money. It’s all they have.
When faced with this situation, it is nearly impossible to stay completely unemotional about decisions of when and what to buy and sell.
That is where a good fee-only fiduciary investment advisor comes in. They are able
to look at your situation unemotionally; as merely an equation. By law, fiduciary
advisors (unlike most stockbrokers, insurance agents, etc.) must have your best interests at heart, and they bring no personal fears or sentiments to the table. Their job is
to look at the numbers, keep you on target for your goals, and apply strategies cleanly
and without bias.
Many experts believe that taking yourself out of the driver’s seat and relying on an
advisor is one of the single most important things you can do to increase your portfolio’s return. Dean Murray, a well-known CFA, has written extensively about how
the fee an advisor charges is easily offset by the benefits of his or her objectivity in
making investment decisions. P.J. DiNuzzo estimates that the typical annual
wealth enhancement benefit of having an advisor help manage and coach your
emotions and investing behavior adds up to 1.5% over the life of the portfolio.

The fear of losing “even more” than they already have causes
these people to abandon logic and investment know-how and
make bad decisions.
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2. Cost Effective Portfolio Construction:
Our passive investment partner, P.J. DiNuzzo, estimates that the construction and
implementation of portfolios with low fees, low fund expenses, and low turnover to
be worth around .45% annually over the lifetime of your portfolio. It seems simple,
but using low-cost fund families and maintaining a steady portfolio strategy with little turnover can really impact your portfolio in a positive way. Experienced advisors
understand this and know which funds have the lowest expenses.

3. Portfolio Rebalancing:
Creating a cost effective, well-diversified portfolio is one thing, maintaining those
strategic allocations is another. A lot of thought and effort is put into deciding what
your allocations should be, what percentages of foreign investments you’d like to
own, and what sectors you’d like to own stock in, etc. Your asset allocation and the
diversification through the sectors of those assets are some of the most important
investment decisions we make.
However, something that is often overlooked is how well those initial strategic allocations
are maintained. Overtime, some asset categories in your portfolio will outperform
others and when this happens, you may find out that your carefully chosen allocations
start to skew. When your small caps and value stocks perform really well, you start
to own a larger percentage of those stocks than you originally set out to.
Many might think this is a good thing. After all, if one stock sector is doing well, why
not own a larger percentage? But remember, your allocation strategy was chosen to
work with your goals, risk tolerance, and investment horizon. Small cap stocks often
perform better, but they are also more volatile. It is important that you have the proper
balance of investments in your portfolio so that you may take advantage of the benefits
and reduce your risk. Good advisors craft rebalancing plans that take into account
your constantly changing circumstances, i.e., reduced investment horizon, retirement,
goals, etc., and adjust your allocation accordingly.
P.J. DiNuzzo estimates that proper rebalancing plans using asset class brands
can add up to .35% to your portfolio’s lifetime performance. William Bernstein
feels that the percentage of value added could be as high as 1 – 2%18. Regardless,
it is clear that there is potential for significant value added.

4. Social Security Maximization:
Many people know that they are eligible for Social Security at age 62. Most people
also know that when they take a benefit at that time, they are getting a reduced payment
and that it is better to wait until full retirement age or even until age 70 to claim Social
Security benefits. What most people don’t realize is that is just the tip of the iceberg
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when it comes to Social Security planning. The right advisor using highly customized
strategies can realistically produce a five, six, or even seven figure increase in your
benefits over your lifetime.
You cannot rely on an employee of the Social Security Administration to tell you how
to get more out of Social Security; they often don’t know how or don’t care to help.
But with the right planning and legal manipulation of spousal and survivor benefits,
our clients are often able to add hundreds of thousands of dollars to their retirement
and to legacy accounts for their children.
CHART 2

Married vs. Unmarried with Social Security Apply and Suspend

$3 Million

Married, Social Security
Apply and Suspend

Net After Tax Assets

$2.5 Million

As you can see in this example, there is
approximately a $1.4 million difference
around age 90.

$2 Million

$1.5 Million

$1 Million

Unmarried,
Social Security at 62

$500,000

$0
62

67

72

77

82

87

92

97

Age

Assumptions:
1

Both spouses were born 1/1/1952.

2

Starting date of projection is 1/1/2014, the year both partners turn 62.

3

Bob starts with $1,100,000 in after-tax assets.

4

Barbara starts with $50,000 in after-tax assets.

5

Includes a 6% rate of return.

6

Includes an allowance for 3% inﬂation of expenses, tax brackets, and Social Security.

7

Annual living expenses are $70,000 for Bob and $5,000 for Barbara (plus income taxes).

8

In the single scenario, Bob receives $23,422 in Social Security beneﬁts, Barbara receives $5,000
plus COLAs, both at age 62.

9

In the married scenario, Bob receives maximum Social Security beneﬁts of $41,226 at age 70 plus
COLAs, Barbara receives $15,616 at age 66 (½ of Bob’s beneﬁts at age 66) plus COLAs.
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Because this planning is so individualized and everyone’s Social Security credits
are different, we cannot estimate an exact percentage of increase on an average
person’s portfolio. But as you will see in the graph on page 9, following our advice
where we advocate a strategy called “apply and suspend” can mean the difference
between being broke in retirement and having more money than you need.

5. Roth IRA Conversions:
I wrote the first peer-reviewed article on the power of Roth IRA conversions in 1998
that was published in The Tax Adviser (AICPA tax journal) and have developed and
used strategies that have saved my clients and their families tens and hundreds of
thousands of dollars and benefits in the millions (if you count the next generation).
And this is per client! Like Social Security Maximization, this benefit cannot be
quantified in averages—there are too many variables per individual.
Most people like the idea of paying taxes one time and then never again. When you
make a Roth IRA Conversion, you move monies from a tax-deferred vehicle to a
Roth IRA. When the money transfers to the Roth IRA, you pay taxes on that sum in
the tax-year of the conversion. After that, the money grows tax-free for the rest of
your life and potentially the lives of your children and grandchildren as well.
This strategy is not one to take lightly. It requires precise tax calculations and a professional understanding of how much and when these moves should be done, and
potentially undone. To make sure it is done right, without incurring excess tax in the
year in which the conversion is to apply, you need a good advisor who knows how
to “crunch the numbers” as well as someone who can test the results using 1040 software that calculates scenarios using all your tax inputs while varying the amount of
Roth IRA Conversion.

When money is transferred to a Roth IRA, you pay taxes on
that sum in the tax-year of the conversion. After that, the
money grows tax-free for the rest of your life and potentially
the lives of your children and grandchildren as well.

We are convinced of the merit of Roth IRA conversions for many individuals, but it
is a complex subject that requires more space than is appropriate here. I think we
have given you enough material to digest and think about! But I include the following
graph on page 11 and the assumptions we used to generate it, to pique your curiosity
about the long-term advantages of Roth IRA Conversions. You will notice that the
participant is better off by over $50,000 by age 85.
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CHART 3

Should You Convert?

Net IRA & After-Tax Amount
(Total Purchasing Power)

$1.2 Million

$1 Million

Convert to Roth IRA

$800,000

Future Ordinary Taxes: 25%
Roth Conversion Tax:
28%
Investment Income Tax: 23%
Rate of Return:
8%

Keep in Regular IRA

$600,000

$400,000

Roth IRA Conversion Advantage:
$ 50,908 by Age 85

$200,000

$158,009 by Age 95
$0

65

70

75

80

85

90

95

Participant’s Age

Assumptions:
1

65-year-old with $100,000 regular IRA and $28,000 after-tax funds also available

2

$100,000 IRA converted

3

25% federal tax bracket on minimum distributions from regular IRA

4

28% tax bracket for Roth conversion amount & taxes on total regular IRA balances for comparisons

5

Federal and state taxes of 23% on after-tax investment income based on 20% capital gain and
qualiﬁed dividend rules, 3% state tax rate and other factors

6

8% rate of return on investments

7

Takes only required minimum distributions, reinvested in after-tax funds

8

Measured in total purchasing power that subtracts accrued income taxes from traditional IRA

Conclusion
When you add our list of extra Gamma factors to the original research, it is easy to see how an advisor
could potentially add even more than 22% over the lifetime of your portfolio.
The advantages are clearly huge and likely worth more than the fee you pay when you have the
combination of a great money manager (in our case P.J. DiNuzzo and his team at DiNuzzo Index
Advisors, Inc.), a great set of low-cost index funds (in our case Dimensional Fund Advisors) and
strategists who understand taxes, Social Security, Roth IRA Conversions, etc. (that is, Lange Financial
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Group, LLC). Using many of these factors, we have found ways to make portfolios last for two
generations, and add hundreds of thousands of dollars and more to our client’s portfolios during their
lifetime.
A logical question to ask, at this point would be, “What about advisor fees? Surely they eat up much
of that potential gain.” We can’t speak for all advisors, but we will ask you to remember our previous
white paper #4, Building a Better Index: DFA vs. Vanguard, where we debated the issue of advisor fees
versus performance.
We indicated that our shared fee with P.J. DiNuzzo was 1% or less depending on how much money
was invested. This 1% fee includes everything we’ve discussed in this paper. You get all of our applicable
analysis and advice, all of P.J.’s investment knowledge, construction skills and behavioral coaching,
for 1% or less if you invest at least $500,000 with us.
So to put this into perspective, having an advisor who could potentially add a double digit percentage
advantage over the lifetime of your portfolio all for one low fee of 1% is a home run for the client.
Indeed, with all of this in mind, the value of a responsible advisor really cannot be overstated. And,
thanks to the research and analysis of Blanchett and Kaplan, the help we provide is more measurable
and tangible than ever.

The Next Step
A Second Opinion from Lange Financial Group, LLC
If you have found this report interesting and would like to learn more, we recommend calling Alice
Davis at 412-521-2732 to see if you qualify for a complimentary Second Opinion meeting. Jim and/or
members of Jim’s team will commit to an analysis of your situation in advance of your meeting, ongoing
analysis between meetings, and a post analysis.

This comprehensive service (at no charge to you) will:
•

Review your existing investments

•

Look for hidden risks in your portfolio

•

Determine if you are a good candidate for Roth IRA conversions

•

Review your Will and Trust to ensure your money flows in accordance to your wishes
with minimal taxes

•

Review your tax return and look for ways to reduce your taxes

•

Decide whether our strategic investment advisory service and Dimensional Funds are
appropriate for you

Please, give us a call to see if you qualify for a complimentary personalized Second Opinion.
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So to put this into perspective, having an advisor who could
potentially add a double digit percentage advantage over the
lifetime of your portfolio all for one low fee of 1% is a home
run for the client.

Sources
“Alpha, Beta, and Now… Gamma.” By David Blanchett, CFA, CFP & Paul Kaplan, Ph.D., CFA, (The Journal of
Retirement, Fall 2013, Vol. 1 No. 2, pp. 29-45).
The Roth Revolution: Pay Taxes Once and Never Again, James Lange, Attorney & CPA, (Morgan James, 2011).
Your Ten Step Road Map to Retirement Income Success, P.J. DiNuzzo, CPA, MBA, MSTx, (soon to be published).

Past performance is no guarantee of future results. All investing involves risk. There is no guarantee
that any of the strategies discussed will be successful.

Special thanks to Amanda Cassady-Schweinsberg, J.D. for her extensive help with this article.
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James Lange, CPA/Attorney
Jim Lange, CPA/Attorney, and his team help IRA and retirement plan owners
and their families get the most out of what they’ve got; their proven strategies
are personalized to the needs, wants, and financial situation of each client.
Jim is the President of three interrelated companies: a CPA firm that does
tax planning and preparation; a law firm that limits its practice to estate
planning, the drafting of Wills and trusts and beneficiary designations of
IRAs and retirement plans; and a Registered Investment Advisory firm that
works alongside third party money managers, including DiNuzzo Investment
Advisors, to provide money management services. Investment clients receive
annual advice on such issues as how to spend and save to maintain their
lifestyle in retirement, Roth IRA conversion strategies, estate planning
strategies, and other strategic counseling at no additional cost.
The three companies operate under one roof, with the team members
collaborating among their areas of expertise to offer a truly comprehensive
array of integrated services. All three companies are located in the Squirrel
Hill neighborhood of Pittsburgh, where Jim has had his CPA firm since 1979
and the law practice since 1984.
As a thought leader and innovator in the financial service industry, Jim is
the creator of the Cascading Beneficiary Estate Plan and was the first to
present the true math behind Roth IRA conversions to the accounting
community. The latter led to the founding of The Roth IRA Institute which
trains other financial professionals on IRA issues. He has become a nationally
recognized IRA, 401(k) and retirement plan distribution expert.

2200 Murray Avenue
Pittsburgh, PA 15217
412-521-2732
1-800-387-1129
www.paytaxeslater.com
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Jim is the author of two editions of the best-seller, Retire Secure! Pay
Taxes Later (Wiley, 2006 & 2009). The book is distinguished with a foreword by Larry King of CNN, and an introduction by Ed Slott, CPA. It
enjoys glowing testimonials from the industry’s best: Charles Schwab,
Roger Ibbotson, Jane Bryant Quinn and 40 other financial professionals.
Charles Schwab calls Retire Secure! “a road map for tax-efficient retirement and estate planning.” In 2014, Jim published a third version of the
book, Retire Secure for Same-Sex Couples. He is also the author of the
best-seller, The Roth Revolution: Pay Taxes Once and Never Again (Morgan James, 2011). In addition, he has written feature articles for Kiplinger’s,
Forbes, The Tax Adviser, Financial Planning and many other trade journals. Jim has been quoted over 30 times in The Wall Street Journal and
26 times in the Pittsburgh Post-Gazette.
Jim lives in Squirrel Hill with his wife of 20 years, Cindy, and their daughter,
Erica. He enjoys hiking, biking, chess, and bridge.
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P.J. DiNuzzo, CPA/PFS, RFC, MBA, MSTx
President/Founder and Chief Investment Officer
P.J. DiNuzzo founded DiNuzzo Investment Advisors in 1989, with a very
clear vision of the kind of firm he wanted to create. His commitment was
two-fold. First and foremost, the firm would offer its services on a fee-only
basis, without the inherent conflicts of interest related to commission-based
selling. Second, but equally important, it would be committed to the premise
that each client is unique and special — and that each would receive the
same level of attention and service excellence.

Practice Focus
Investment Management
Consultative Financial Planning
Retirement Planning

P.J. has always loved the numbers side of the business, and knew from an
early age that he wanted to help people plan for their financial futures. His
strong educational credentials and years of experience enable him to provide
objective advice and serve his clients as their trusted advisor.

Pre-retirement Planning
Comprehensive Financial Analysis

Education/Certification
MSTx., Robert Morris University
MBA, Katz Graduate School,
University of Pittsburgh
BS, Business Administration,
Geneva College
Registered Financial Advisor
CPA/PFS

Affiliations
National Association of Registered
Financial Consultants (IARFC)
Financial Planning Association
(FPA)
Estate Planning Council of
Pittsburgh
American and Pennsylvania
Institutes
For CPAs (AICPA and PICPA)

Recognition

His investment philosophy has been based on years of research emanating
primarily from the University of Chicago Graduate School and DFADimensional Fund Advisors and the study of the technical underpinnings of
financial models — Efficient-Market Theory, Modern Portfolio Theory,
Capital Asset Pricing Model, Cost of Capital, Five-Factor Model Theory and
Indexes/Passive Asset Classes. P.J.’s unique skill is his ability to marry his
understanding of highly complex market theories with a passionate and
sincere concern for the individuals and families he serves.
In October, 2006, P.J. was admitted as a 5-Star Advisor to the Paladin
Registry, a Web-based service that helps investors find, evaluate and select
financial advisors. While admittance to the Registry is limited to the top 10%
of U.S. financial advisors based on their competency, integrity and various
risk factors, the 5-Star rating is reserved for the top 3%.
P.J. attended Indiana University (Indiana) and received his BS in Business
Administration from Geneva College. His graduate studies culminated in an
MBA from the Katz Graduate School of Business at the University of Pittsburgh
and an MS in Tax Law from Robert Morris University. Additionally, P.J.
received his CPA (Certified Public Accountant) designation from the State
of Delaware.

Wealth Manager Magazine

6th Annual “Wealth Masters” List

A lifelong resident of Western Pennsylvania, P.J. is active in his church and
is a volunteer with Habitat for Humanity. He devotes his free time to the
youth of his community — coaching soccer, baseball and basketball — and
to his own three sons.

1501 Third Street • Beaver, PA 15009
Phone: 724-728-6564 • Fax: 724-728-2998
Web: www.dinuzzo.com
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