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Welcome to Above The Noise Financial Podcast with the Parr McKnight Wealth Management Group, a team of four advisors
separated by 10 years of experience bringing a multigenerational perspective to the most important issues. In this podcast we help
families go from anxious about planning and spooked by the markets to feeling calm and in control. Join us as we share strategies
to bring you clarity, confidence, and structure. It's time to challenge what you thought you knew and cut the money noise. Now
onto the show.

Hello and welcome to Above The Noise Financial Podcast with the Parr McKnight Wealth Management Group. Today, we've got
Tony Parr and Brian McKnight in studio. Good morning, guys. How are you?

Good morning.

We're doing great. Eric, it's a beautiful day in Minneapolis. We're sitting in our conference room overlooking US Bank Stadium. We
just love it here and it's great to be with you.

I'll tell you what. That sounds like a beautiful view. And speaking of beautiful views, today, we're going to be talking about
envisioning your financial future and I'm hoping everyone listening to this has a beautiful view of their financial future. If they
don't, we'll be giving your guys' contact information at the end so they can reach out to you. Is that OK with you guys?

Absolutely.

All right. Before we get started, I know before the podcast, we were talking a little bit and you said you guys were honing in on
what the evolution of an advisor is and you have tremendous experience over multiple decades. Can you give me your snapshot of
what that evolution looks like and what you guys have experienced over the years?

Yeah, Eric, I'll take that one. It's Tony. It's been 32 years in the business for me and I tell you, had the business not changed and
we changed it along with it, I would likely be doing something else right now because I did not like this business when I first got
into it. I always thought I wanted to be a financial advisor, but 32 years ago, in spite of the fact that it was with a very respectable
regional firm, it was a very transaction oriented business.

And we've all heard of cold-calling and that's what I did eight hours a day often six days a week. And it was a matter of getting
some research from the research department, which a lot of the time, was a little bit contaminated by investment banking
relationships, so there's a little bit of a conflict of interest.

But I was getting on the phone cold-calling strangers trying to sell them things that I didn't know if it fit their financial situation. A
lot of times, these investment ideas appealed to their greed. In other words, they were potential home run balls. And by the time it
came to call them back with my next idea, the first one was already down in value, which didn't provide a lot of motivation to keep
working with me.

So selling speculative things to strangers almost drove me out of the business, but as it evolved, we started using mutual funds for
diversification. And then we actually pulled out a yellow pad and would interview clients a little bit about their financial goals and
objectives.

But since the business has really changed in the last 15 or 20 years, we're using software now to have an amazing dialogue with
clients that not only focuses on their balance sheet, but it focuses on their income statement, their family dynamics, their goals,
and their values.



And by bringing all that data into a piece of software, into a planning tool, we can just answer some simple questions for clients.
And all they want to know is given the resources that they have and the trajectory that their life and their family's on, are they
going to be OK?

And it's just wonderful having these meetings with clients where we're plotting their financial future on a big screen TV in our
office using state of the art software that breaks down the most complex of financial lives into simplicity that just creates a lot less
anxiety with our clients and lets them know that they're going to be OK. Or we can make adjustments to their course to make sure
that they're OK.

So the business is evolved. I love it now and I really didn't care for the transaction oriented business that was in place about 30
years ago. And actually, there's still a lot of advisors doing that transaction oriented business. But I love our practice, I love the
way we work with clients, and I love the cornerstone tool that we use to create these plans for clients called Envision.

Oh, the software is called Envision?

Yes it is.

Oh, hey. I like that. That's perfect. That falls right in line with what we're talking about today. Now, obviously, back in the day, you
wanted to be the guy to sell a client something. But as you evolved and the business evolved, then you wanted to become their
advisor. Fast forward to today, what would you say you want to be for your client?

We want to be the trusted source of information and planning for clients. And so we refer to that as being the 411 and the 911. So
a lot of times, the reason that clients will reach out to us or the things that are important to address to the client in a meeting
revolve around getting better information about something. Updating their plan to make sure that some ideas they have will work
in their plan, and in their life, and that are congruent with their goals. And other times, we are reached out to address a situation of
emergency. And while we try to anticipate and react to those ahead of time, there are some critical life events that happen along
the way and we're here to help people when that occurs.

When you say 411 and 911, I love the visual of that because I'm pretty sure most people are still very familiar with those two
numbers specifically and what their functions were. When you say 411, what kind of information are you talking about as it
pertains to your clients?

Yeah. So I'll give you a great example. We work with one family where we're working with multiple generations in the family. This
is a third generation of the family who has reached out to me. It's a granddaughter who has inherited a significant trust account.
And her plan is to buy a piece of real estate.

Nice.

And so she calls me to go through this process. Hey. What do you think? How do we structure this? What is the implications of this?
And I think a lot of times, people think, at least early on, when they get money that you have money. One of the things you can do
with it is just spend it.

And so what this conversation evolved around was the client wanted this piece of property. They had this portfolio. It had
significant capital gains built into it because it's been invested for a long period of time, so there's some tax implication to buy the
property.



And I was basically able to show this client strategy in which they could keep the assets working for them. We could get a line of
credit that would allow them to purchase the property, and that the dividends and interest that were being generated by the
portfolio would service the debt on the property that they were buying.

So she was able to maintain a nice investment portfolio, keep it invested in the market, avoid in capital gains taxes, and get the
property that she also wanted. So it was showing this client in this case how to use money more as a tool and not something that's
just supposed to be spent and gone.

So it started out with her phone call to you. I need to sell to buy this piece of property and now, we've got a portfolio intact that's
growing that's paying dividends that's subsidizing the interest rate that she's having to pay. So it was something that she didn't
see before, but as a result of a conversation and the planning tools that we have, it became apparent that was a really good
solution for that particular client.

You don't always get to have your cake and eat it too, but this is one of those rare cases.

Well, it reminds me also of the client that called and said, I've been talking to you for 20 years about getting a cabin for my family
and I'm finally going to pull the trigger on that. I need a million dollars. It's been a 10 year bull market, so there's these tax issues
that we have with accessing money where if you sell something, a third of the gain is going to go towards paying taxes roughly.
We're not CPAs, but a third of the gain would go to pay taxes.

So we did a similar thing where we allowed the client to access capital using the portfolio as collateral. And we did eventually work
our way out of some investments, but we were able to do it over the course of a couple of tax years so we didn't get the big tax bill
in one year.

So a lot of investors, or a lot of clients, a lot of advisory firm clients think that working with an advisor is just putting together a
plan and a pie chart and just putting some money to work, but it's about the creative solutions that we bring to the table. And I
think we're well-suited to do that, because Eric, we've discussed before, we've got four advisors that are each separated by 10
years. So there's a 23-year-old, a 33-year-old, 43, and 53, and the creative solutions that we're able to come up with for clients
based on that internal dialogue, I think really had a lot of value.

Yeah. Absolutely. And it's interesting to listen to both of those examples because you didn't tell them no, right? You told them
here's a better way to get to that same outcome. And some of the advice that I've given friends and family is if you are going to
make a large financial decision, take a no man. We call them a no man. And honestly, I thought I was immune. I thought, I know
what I'm doing. I don't necessarily need that because I've got myself under control. Then my wife and I went minivan shopping
years and years ago and I fell hard. Hard. Because my wife wanted something specific, I wanted something specific, and we blew
our budget out of the water. Way out of the water.

I ended up with a minivan with three TVs and as the driver, I don't get to enjoy those anyway. It had all the bells and whistles and a
$640 a month lease payment. A lease. One of the dumbest decisions I've ever made and guess who wasn't there to help me. A no
man. Or anybody to tell me, hey, there's a different way. Or put the brakes on just a little bit and think about this.

Have you guys had that experience with clients where, maybe, you've had to say, this is probably a no. It's probably not the best
idea to do this. Maybe there's some alternative ways to do it. Let's take a look at those and maybe, they had to go with a
recommendation that was a standard minivan. Not with three TVs, but would get them from point A to point B. It would a lot less
money and probably not a lease. Do you have any examples like that?



I don't think clients look to us to say no. We'd like to provide advice, but we like to provide it within the context. And I'll just refer
back to the planning tool again. We don't need to say no if we're entering the client's data in a proper way. And I recall another
situation where we've got a client that's a couple of years away from retirement, but they're already looking at where they want to
be when they retire.

Now, we're in Minnesota. Sometimes in January, it goes 20 degrees below zero and it gets rather tiresome for people that have
lived here their whole life. So sometimes, the dream is to go to Arizona, go to Naples, or, go to Southern California and live out
their retirement years there.

So we had a client that was already shopping for homes in Naples, Florida and had found one at half a million dollars. And then we
got another call that said they were upping the ante to $800,000. And the question was, how does this look in our plan? So after
breaking down, selling their home here, paying off the mortgage, the proceeds going to a down payment, looking at the various
monthly obligations that have to do with maintaining a place like that, and bringing up what I call the Airbnb option, we painted
three different scenarios for a client that included maybe not putting out a big bunch of capital to buy a place in Florida right away,
but experimenting a little bit and maybe renting that villa in Tuscany for a month in January or maybe going down to Buenos Aires,
Argentina and spending a month there.

And a lot of clients, they're locked in to we need to buy a second home rather than we need to spend some time experimenting
around the world and having some adventures. So I think the point is clients come to us for advice like that. We will put some
bookends around their plans, saying if you do the half a million place, it has a certain probability of success. You do the Airbnb
thing, it has a certain probability of success. You do the $800,000 home, well, you might have to downsize that after the first 15
years of retirement.

So we can paint all these pictures and the image on the screen is what says yes or no. It's kind of a red light, yellow light, green
light approach and that encourages further dialogue about what the right option is. But we'd rather not say no. We'd rather let the
data speak for itself. And then it's a matter of having a conversation with clients about the trade-offs.

Maybe the expensive place in Naples is workable, but then maybe, your kids and your favorite charities don't get the same type of
inheritance or assets when you pass away as you might have expected in the beginning. So it's no fun saying no, but having a
dialogue where you're putting the inputs into a plan where people can see it right in front of them takes us off the hook and allows
us just to give the advice and let the data speak for itself.

One of the things that's really satisfying, too, and you know people buy into this process and the planning tool is when you get
phone calls from the client saying, hey, Brian. Hey, Tony. Hey, John. I'm thinking about doing this. How does it look in my plan? And
we're able to just pop online with them, bring it up together, and talk through those different scenarios. And then when you come
full circle on it and they make a good decision for them and their family and it's in alignment with their goals, that's just super
satisfying.

Yeah. And it's pretty cool to be able to do this. Like you say, when a client calls in, just say, hey, check your email. I just sent you a
link. Let's screen share. You bring up the plan right away and they can see that scenario in front of them within five minutes of the
phone call.



I recall an executive at a local company called me up and he'd been frustrated with his job for a long time and he was ready to call
it quits. And he had written his resignation letter, called me on a Friday. I happened to be working from home. I called the office,
got our partner, John, on the phone, we sent an email link to share screens and he just wanted to know that he'd be OK if he
turned in his resignation that Friday. And it turns out he was, but he didn't. But he knew he had the option to do that. That's
comforting to be able to react that quickly to clients, where they call in with a question or a desire, and we can model that out
within five or 10 minutes.

Yeah. That's fantastic. And it's interesting because that example that you gave is a 50-50 split when the 911 and the 411. Because
for him, it's 911. I'm out of here. I don't want to do this anymore. I just want to drop this letter on somebody's desk. Then you guys
come in with the 411 and give him the needed information quickly and efficiently. And because of that, it actually flipped the
script.

So he went from 911 to having the 411 and he was able to make a good decision, not based on emotion, but based on the
information that you guys were able to provide for him. So he's able to say, this is an option, but maybe it's not my best option for
today. But it's nice to know that maybe I can do this in six months, or a year, or whatever his ultimate decision was.

And it's powerful to be able to speak into somebody's life like that. And you guys have a ton of experience, which allows you to
work with clients and help them see alternatives. How has that experience helped shape how you work with your clients and how
do they perceive it?

Right. Right. It's interesting having a dialogue with clients about what they think they need to spend in retirement and what they'd
like to spend. And I think a lot of advisors make a mistake. If they're using planning software and a client says, well, I need $10,000
a month, $120,000 a year, A lot of the good planning software accounts for inflation or things rising in price every year, so the
software will inflation index or raise that anticipated retirement spending a little bit every year.

And there's a nuance that we bring to the planning process that I think improves upon that because, yes, things get more
expensive every year. We need to account for more spendable dollars every year. But if you simply talk to a client and say, well,
you're 65. You tell me you need $120,000 or $150,000 a year, and you allow the software to increase that spending level by 3%
per year, and you give a client a life expectancy of 92, 95, 100, the computer has driven that spending level up because of these
3% annual increases into a ridiculous amount of money that is supposedly going to be spent by a 90-year-old. So it puts too much
burden on the client to take too much risk, to get a higher return, to compromise their lifestyle today, to work longer than they
might have had to work.

So one of the things that we do is we account for something we call the spending wave. And retirement really happens in three
different phases and we call it go-go, slow-go, and no-go. In other words, Eric, the first 10 or 15 years of retirement tend to be the
most active years. You're traveling, you're having family reunions, you're spending money, you're going to plays. You're really very
active those first 10 or 15 years. Those are the go-go years.

And then maybe the next 10 or 15 years of retirement, you slow down a little bit. Instead of traveling a lot, people start coming to
you a little bit more. And then the last, let's say, decade, a lot of times people become very sedentary and they don't travel as
much. It becomes more of an inconvenient. The body's a little creaky. They just want to downshift and take it easy.

And if we're indexing a certain level of spending all the way through those no-go years, it ends up, like I said, creating too much
burden on the plan. So we enter these different spending waves into the plan where we've run across clients that think they need
to work for another three or four years, but no.



If you put in their spending levels appropriately for the three different phases of retirement, we've had a lot of good news that
we've delivered that this can be done and we're going to fully fund everything, including a little extra checking for those early
years when you're super active. So another way that we've tweaked the tool to match our clients know true spending needs
throughout retirement.

OK. So let me ask a question that probably everybody in the audience is wondering at this point after looking at all these different
scenarios. I'm not looking for any type of percentage here. 100%, 90, 80%, whatever. But honestly, do your clients take your
advice? How often do they take it? And how do they receive it? And what would you say your success rate is with them listening to
you?

Yeah. I think on the big planning stuff, they take our advice quite a bit. They really buy into the process. They really look at the
plan. I would say a large percentage look at that and that becomes the foundation of all decision-making. But once you drop
underneath the big plan and you get into more specific things, there's always situations where clients will come to us and say-- I
remember a few years back when gold had done so well, and it was over $2,000 an ounce. And everybody was excited because
that had been the best performing asset class for the last 10 years. Hey, what do you think about us putting 25% of all of our
money in gold?

It might not be the best time to do that. So all things in moderation, right? But a lot of times, people get excited about what
recently did well and that can be a challenge sometimes. But most of the time, they listen. And that's part of that 411 conversation
too. Just letting them talk through the implications of what making those kind of decisions can be to their plan.

Yeah. It's hard because there are certain trends and fads that people want to take advantage of. And Brian mentioned gold. And I
remember being at the health club on the StairMaster and I saw three gold commercials in a row on TV and then I walked out of
the health club.

There was a bus, public transportation, that went by, there was an ad on the side of the bus for a company that wanted to buy
gold, and then I went to a mall and happened to walk by a pawn store and there was a Post-it note on the door that says, we buy
gold. Tons of anecdotal evidence that it's not the right time to do this, but still, clients wanted to do that.

But Eric, I would say with regard to clients taking our advice, one of the most gratifying things in terms of that career progression
that I've had is I used to call people with stock ideas and many would say no, a few would say yes, and that was a sale. And you
could calibrate that based on the number of shares that you sold that day.

Now, one of the most gratifying things that happens in our practice is you sit down with a couple, you have the mutual interview,
you construct their plan, you put it all together, you mention a few things about the strategies that you use. And by that time, the
client knows that you understand them, their personal life, their family, their finances. We don't get a lot of resistance, especially
with the simple things that we do with client assets.

There's stocks, bonds, cash, real estate. The rest is just wrapping paper around it. And we find that by the time it comes to make
investment decisions about strategy, we hear those wonderful three words that are super rewarding for us. I trust you. And then
they let us do what we need to do.



Yes. And obviously, the relationship has to be paramount because you've got to have that relationship to even begin to build trust.
And going back to something you said, Brian, they get excited about something and that's that emotion we were talking about
earlier. I go right back to the minivan. We were excited. It was all emotion. Come on. It had a table that fit between the four back
seats. Because really, how often do you eat in your car on the side of the road? Why would you need that? But hey, we were sold
on all these bells and whistles.

That excitement. Oh. Gold is doing so well. That's exciting. Or the stock tip that I got from a buddy at the club. He's doing well, so
now, I'm excited and I need to call you guys about it. How do you help control that emotion? I mean, the relationship's there, but
what do you find is most helpful when dealing with that emotion or the excitement level somebody calls you with?

Brian, do you want that one?

Yeah. I think working back through the plan and showing people scenarios where if this works, here's what the outcome is. If this
doesn't work, here's the downside of that. So it involves, again, looking through those scenarios of if this works really well, if this
doesn't work at all, if maybe, it kind of works, we're OK, or it's just dialing back and having things again in moderation within your
portfolio and not going overboard. So that's one of the struggles, I guess, sometimes with clients is that there are always
opportunities out there for other investment ideas or other investment speculation.

So the other thing that comes to mind, Brian, is when we had a referral recently that came in with quite a lot of money, but it was
all concentrated in a few different stocks and it was a couple in their 40s or 50s that had inherited these stocks. And all of a
sudden, they're worth nine or $10 million and they've got this emotional anchor in the three stocks because they got them from
dad and they rode them for a long time. And all of a sudden, the catalyst to call us was one of them went down by 25% and that's
a big move when you've got that amount of money in three different stocks.

So it's interesting dealing with clients that have an emotional bias or an anchor into certain types of investments and trying to
logically diversify those. And a lot of times, it takes a little pain to be the catalyst to do that. But I agree with what Brian said about
the speculative stuff.

If clients want to do some of that, great. We're not the place to do that with, but you can open up an account somewhere. Let's just
make sure in your plan if we zero that out, if that investment goes to zero, it's not going to impact your lifestyle or your ability to
take care of your family, your kids, your grandkids, and the other things that are important to you.

Yeah. Nice. One of the other times that people call us in the 911 area is around markets moving around. And that happens a lot
more on the front end of a relationship where people are maybe a little more freaked out about the market going up or down too
much. Usually, it's down. And they need to be talked through, what are the implications of getting out of the market completely?
And people tend to want to overreact to things that might not be stock market related.

We've had several different presidential cycles in our careers and it seems like every time a different political party is put in power,
you will find out from at least a handful of clients that they should take all their money and get out of the stock market.

I bet.

There's never been a real strong correlation between political party and stock market success. And the circumstances surrounding
all of those events are always different. And so we've had people that wanted to get completely out of the market and that's over
time proven to be the wrong decision. And so it's talking them back into does your plan work if you get completely out of the
market?



Yeah. There are so many outside forces that are whispering in our ear like the media. The media drives me bananas. You'll hear a
news story, just a blip, during the day. 17 things in your refrigerator that can kill you. Tonight at 10 o'clock.

Well, it's 4 o'clock in the afternoon. Now I can't touch my refrigerator without fear of death. I'll die if I don't watch this.

Or I'll die if I do. Either way, one or two things is going to happen. I know we're running short on time today for this podcast, but
this has been a ton of great information. I love the fact that you're there for your client, not to be the whisper in their ear, but to be
that voice of reason. That voice that they trust and they have that relationship with. The voice they can count on. And that's why
you hear those three words, I'm sure, I trust you. And of course, it's built on that foundation of the relationship and that ongoing
success due to that experience that you bring to the table. Before we close this out, are there any closing thoughts that you have
that the audience just needs to hear right this moment from you?

I would just say that I've been doing this for 32 years. I've never had more fun than I am having right now with my three partners
and the wonderful support team that we have. And just this collective experience that we've had with all of our clients, it's just
getting more and more fun because I think we're able to help people more. Not sell them stuff like I did 32 years ago, but help
them more. Because chances are in 32 years with the number of families and institutions that we deal with, if somebody's got an
issue that pops up, chances are that we've helped another client work through that issue. So it's been a blast.

And I got out of my comfort zone the other day walking out of a lunch with a client and I said, there's a lot of competition out there.
Why do you keep working with us? And he said genuine care. And I think that comes out with the people that we have that all
have a good moral compass, the planning tools that we bring to bear, and just the ongoing service and contact that we have with
our clients. That was super gratifying to hear and hope I'm hearing that another 20, 30 years from now.

Yeah. Yeah. Absolutely. I love that. Thank you guys so much. This has been a great podcast today.

Thanks, Eric.

Thank you.

You bet. And thank you all for listening to the Above The Noise Financial Podcast with the Parr McKnight Wealth Management
Group. If you have not subscribed to the podcast yet, please click the Subscribe Now button below. This way when the team comes
out with a new podcast, it'll show up directly on your listening device. This makes it much easier to share these podcasts with your
friends and family. Thanks again for listening today. For everyone at the Parr McKnight Wealth Management Group, this is Eric
Johnson reminding you to live your best day every day. And we'll see you next time.

Thank you for listening to the Above The Noise Financial Podcast. Click the Subscribe button below to be notified when new
episodes become available. The information covered and posted represents the views and opinions of the guests and does not
necessarily represent the views or opinions of Wells Fargo Advisors Financial Network.

The content has been made available for informational and educational purposes only. The content is not intended to be a
substitute for professional investing advice. Always seek the advice of your financial advisor or other qualified financial service
provider with any questions you may have regarding your investment planning.
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