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When Was the Last Time you Did
Something Perfectly the First Time?

You only get one chance to retire - do it right.
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Awards

Randy Carver has been recognized by Forbes, Crain's, and Barron's, while Carver Financial
has been recognized by ThinkAdvisor Luminaries and Weatherhead.*
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e Our advisors range from 28 to 58 years old.

At Carver Financial, the average Financial Advisor is years old. Our advisors
and associates
provide a total of
over 250 years
of experience.

The average financial advisor across the industry is close to 51 years old.

The CFP® designation has more advisors and the majority of CFP®
advisors are between

Certified

Here at Carver Financial we take pride in members of our team holding advanced designations.

Financial Quallﬁed
registered ] fChFC®] [CDFA®
ASSOC 1ate Charted Financial Consultant® Certified Divorce Financial Analyst®




Our Team | Carver Financial Services

Team Oriented

At Carver Financial, services are not provided by just one advisor.

Clients have access to multiple team members familiar with their personal vision and are

available to help.

Personal Vision Planning® Approach

-

Our proprietary Personal Vision Planning® process is an all-encompassing approach that
ensures we lay the groundwork for a strong and successful investment strategy.

Define Your Vision Build Your Blueprint Monitor and Update

We meet and discuss your We evaluate the information

During this ongoing phase,

overall vision for your future,
including your objectives, tax
and estate planning, and risk
tolerance. At this stage, we

ask questions, but most
importantly, we listen.

you provide and develop a
personalized wealth
management plan based on
your unique goals, carefully
aligning your needs with
market realities. This
blueprint guides every single
step we take together to
achieve your vision.

we regularly assess your
plan’s performance and make
recommendations based on
market conditions, the
economy, and your vision. We
reach out to you several times
a year with proactive
information. If your needs
change, so does your plan.

Personalized service and attention.

2,215 relationships / 12 team members =

2,840 relationships / 25 team members =

184 relationships per team member

You
fao @
7473 Center Street, Mentor, OH 44060

440.974.0808 | fax 440.974.3371
carverfinancialservices.com

| T4 relationships per team member O

Keep in mind that investing always involves risk and you may incur a
profit or loss regardless of strategy selected. Past performance does not
guarantee future results. Securities offered through Raymond James
Financial Services, Inc., member FINRA/SIPC. Investment advisory
services are offered through Raymond James Financial Services Advisors,
Inc. Carver Financial Services, Inc. is not a registered broker/dealer and is
independent of Raymond James Financial Services.

*Please visit carverfinancialservices.com/about-us/awards-recognition/
for more details and disclosures.



Our Pledge.

Your Partner.

At Carver Financial, we see financial planning as a partnership
designed to put your long-term goals first - always.

We promise to:

Serve your best interests.

We work hard to keep you on course. We offer
non-biased recommendations and advice that fit
your objectives.

Foster strong
relationships.

We treat our clients like family. We take
active interest in your goals and are always
available when you need us.

Bring a team approach
to your plan.

We draw on the combined knowledge of our
professionals who work together to build a
strong, vision-based plan for you.

Commit to education.

Our team is highly credentialed and
encouraged to continue their education at
every opportunity to better serve you.

Conduct regular reviews.

These meetings allow us to discuss any
changes to your objectives or risk tolerance and
make necessary adjustments to your portfolio.

Communicate in clear,
simple terms.

We leave industry jargon at the door during our
conversations with you.

Offer educational
opportunities to clients.

In addition to our online articles, FAQs,
newsletters and webinars, we conduct
annual seminars on timely financial and
economic topics of widespread interest.

Make your life easier.

You work hard and so will we to bring you the
financial peace of mind you've earned.

At Carver Financial, we aim to
make financial planning easy
on you. Every recommendation
we share is based on your
goals, needs and aspirations.
When new challenges or
opportunities come your way,
we revisit your plan and share
helpful advice.
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Marketplace Insurance Plan Costs Usually Increase with Age

2021 Marketplace Silver plan monthly cost per person :non-smoker, the national average

$1,022

5236

$818

Age 55 Age &0 Age 64

I Premium I Estimated Out-of-Pocket
({Average for enrollees in the plan)

Source:Healthcare.gov

UNDERSTAND COSTS SPECIFIC TO YOUR SITUATION

Marketplace plan insurers typically charge older individuals more than younger ones.
To account for age-related increases plus inflation, use an annual cost increase of 6.0% for healthcare

costs prior to Medicare eligibility.

Cost trends and increases due to age vary by geography.
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Rising Healthcare Costs in Retirement

Original Medicare costs in retirement (in 2021 dollars)
Monthly amount per person

$1600

$1,517
1400 $1.353 M Uncertainties (health care
: inflation variability, Medicare
1200 - solvencyissues)
w Part B premiums (doctors, tests &
1000 - . outpatient hospital insurance)
6.0% /
800 . @m PartD premiums & median
5.6% prescription out-of-pocket costs
600  Other out-of-pockets costs
$479 « Vision, dental & hearing
400 « Part A & B deductibles not
| covered by Medigap
200 [ Medigap Plan G (optional
' supplemental policy to fill in gaps
of Parts A & B)
0 4
Age 65 (2021) Age 95 (2051)
In 2021 dollars

Source: Health View Services

A GROWING CONCERN

Annual expenses per person in 2021 are $5,740.

Given variation in healthcare cost inflation from year to year, it may be prudent to assume an annual
health care inflation rate of 6.0%, which may require growth as well as current income from your
portfolio in retirement.
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What
should | do
with my
pension
when |
retire?

The Bottom Line

THE ANNUITY PAYOUT

will guarantee you receive income for the rest of your
life. However, if you and your spouse pass away 3
months after retirement, your benefit is retained by
your employer. Additionally, you have no access to
capital for emergencies and rising prices may

eventually erode the value of your monthly payment.

One of the most
important choices
pension participants
need to make as they
retire is what to do with
their pension benefits.

THE LUMP SUM OPTION

(Invested in a balanced portfolio) may be able to
provide you with the same monthly benefit for 30
years. After 30 years, if managed properly you may still
have a significant amount left over which could be dis-
tributed to your beneficiaries! If invested properly, the
money could be liquid and accessible to meet any

short-term cash needs that arise. There are 2 Options.

Conclusion

As you can see, the decision between an annuitized
payment option or lump-sum offer, which can be taken
as cash or rolled over to a qualified plan, is a multifaceted
one and will vary with each persons unique situation. We
can work with you to help you examine the

multiple factors impacting your benefits

and help you select the best offer for you

You can take a lump sum payout (typically
rolled into an IRA to defer income taxes)or a

monthly payment (ann ).

MONTHLY
PAYMENT

Everyone has their own
unique goals when it

and your family. You may also want to
collaborate with your tax advisor and

attorney as you make this important decision.

comes to retirement.

So it is to important to weigh the
PROS & CONS of each option.



The Pros & Cons of
both options

ANNUITY PAYOUT

onthly income for the life of you
and your spouse.

O O
)
o |

No control over the mone
No access to capital for unexpected need
Income may offer lower rate of return when compared to lump surz
Payments stop upon the death of you and your spousO
Monthly payment does not increase with inflation
Possible termination of the plan or sale of employe

mployer responsible for making the money
ast over your lifetime.

LUMP SUM PAYOUT

O T~
ou control and invest the money. q||‘ @
ccess to capital for short term needs. ( .—4—.
ossibility of outpacing inflation over time.
mrotection from termination of plan or sale of employer.

rovide a legacy to heirs once you and your spouse pass away.
mrovide a flexible monthly income stream.

You are responsible for making the money last over your Iifetimem
Market fluctuations of your portfoli
Risk of spending assets too fasz
Taxable event if not rolled into an IR
Potential for additional costs such as management or transaction fees

O

&840,

Annuity Payments VS.

LUMP SUM PAYOUT
(hypothetical)

O O 0] O O

4k i 4%
JOINT SURVIVOR YOU BENEFICIARY

SINGLE LIFE ANNUITY $3,000 nothing

JOINT 50% SURVIVOR $2,900 $1,450

JOINT 75% SURVIVOR $2,775 $2,080

JOINT 100% SURVIVOR $2,700 $2,700

$500,000 LUMP SUM PAYOUT — -

Once you make a selection, it is irrevocable.
The monthly payment will not increase with the
relentless rise in prices over time (inflation).

IRA
PENSION
500,000
e o — > t\vested ina
$500’000 Rollover balanced $2,700

to IRA portfolio a month
(no tax) deposit to
checking
account
*This is a hypothetical example for illustration (completely
purposes only. Actual investor needs and results flexible)

will vary.
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CLAIMING SOCIAL SECURITY

The Decision Tree

Weigh the odds of living to
various ages and consider
health status & family history of longevity.

Do you have other sources of
incorme?

Y N

Areyou
working?

VA —

Doyou expect to
live beyond age

B R

| Ti?
i' Do you prefer receiving T T N
i a smaller benefit earlier ; ' by
+ vs.waiting for a larger i i
benefit? i i
Do you want to claim your :
Y N-—» benefit to preserve your *’ g

investment portfolic?

Do you expect to live
beyond age 817

Yol may want to take your
benefit, but understand what you
may be leaving on the takle at : —
older ages Evaluate which claiming age
results in the highest lifetime
benefit based on your expected
rate of return and life expectancy

PR

Source: Social Security Administration, J.P. Morgan Asset Management
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SOCIAL SECURITY TIMING TRADEOFFS
Benefits differ by birth year and claim age

Full Retirement Age=100% benefit

Birth year: 1954 or earlier
Age 62 Full Retirement Age: 66

Decreased benefits

Increased benefits

-6.25% average peryear +8% peryear

74.2% <—— Birth year: 1955 (current age: 66) . Full Retirement Age: 66 + 2 months —» 130.7%

73.3% + 1956 (65) . 66 + 4 months » 129.3%
72.5% « 1957 (64) . 66 + 6 months » 128.0%
T1.7% < 1958 (63) Q 66 + 8 months » 126.7%
70.8% « 1959 (62) 0 66 + 10 months » 125.3%

Birth year: 1960 or later

Age 70
Full Retirement Age: 67

.....

100%

-6.00% average per year +8% peryear

benefit

-----

Average cost of living
adjustment (1985-2021)

Cost of living increase for 1.3%
benefits received in 2021 i

Source: Social Security Administration, J.P. Morgan Asset Management.

UNDERSTAND THE TRADEOFFS

Deciding when to claim benefits will have a permanent impact on the benefit you receive. Claiming
before your full retirement age can significantly reduce your benefit, while delaying increases it.

In 2017, full retirement age began transitioning from 66 to 67 by adding two months each year for six
years. This makes claiming early even more of a benefit reduction.

13
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Maximizing Social Security Benefits — Maximum Earner

Cumulative individual maximum benefit by claim age
Full Retirement Age (FRA) =

Claim at 70:
54,089 permonth

Claim at FRA.:
$3,262 permonth

Claim at 62:
$2,311 permonth

Breakeven age

Age 66 & 10 months
FRA/T0 $1,501k

$73Tk
$447k

62/FRA $1,340k
ggox PO II

$1,090k

$494k $658Kk
--Illllllllllllllll

Atage62, f{ ELTLA
probability of

livingtoat § E[iA

leastage: ,, ¢

100%

66 70 77 81 90

94%

97%
99%

Source: Social Security Administration, J.P. Morgan Asset Management.

PLANNING OPPORTUNITY

Delaying benefits means increased Social Security income later in life, but your portfolio
may need to bridge the gap and provide income until delayed benefits are received.

15
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10 Important Things to Consider when Looking

for a Wealth Management Partner

There are do-it-yourselfers among us who love the challenge of figuring things out for ourselves.
Whether it's a car repair, home renovations, or home-schooling kids, many people prefer to bypass
the experts.

Some things like medical care, wealth management, and complex legal matters are generally better
suited for professionals who focus all of their time and expertise on these matters. Even if you have
the technical knowledge and time — which most of us don’t — an impartial trusted advisor can take
the emotion out of critical decisions. Selecting the right financial advisor for retirement should be a
partnership with you involved as much as you want. The key is selecting the right partner. This often
means interviewing several individuals and firms.

10 Questions to Ask:
1. Do | feel comfortable with this person or team, and do they really listen to me?

2. Do they have experience working with people like me and my situation?

3. Are they independent or are they captive? Financial advisors who work for a single or branded firm —
sometimes called “captive” advisors — are required to sell only the products those companies offer. You will
get more options if you work with an independent advisor which can allow them to find the best products for
your unique situation.

4. What are the advisors' experience, education, and accreditations?

5. Are they part of a team? If that advisor works alone, what happens when he or she retires? What happens if
he or she passes away unexpectedly or leaves the business? All that work you've done together to build a
financial plan based on your goals and dreams will evaporate. Plus, on a team, the advisors are likely to have
varied expertise, knowledge and experience, making them a stronger and more valuable resource for you
overall.

6. How are they compensated, and does it align with your best interest?

While you are interviewing advisors, ask each one, “Do you earn a commission from the products | buy or
investments | make?” If the advisor says yes, that means he or she could have a conflict of interest. Are they a
fiduciary and required to do what's in your best interest? How are they compensated?

7. What independent third-party recognitions have they received. These should not be paid awards, but truly
independent and recognized sources.

8. Do they have the time to provide you with the attention you deserve? This is another place where a team
can be beneficiary vs. a solo person.

9. What Resources Do They Have? Are they affiliated with a national or Global Firm?

10. How can they make your life better? This seems like a simple question but it at the heart of why you hire
an advisor. They should simplify your life and bring you peace of mind.

If you are married, engaged, or otherwise partnered, it's important to include your partner in your decision to hire a
financial-planning team. Getting on the same page financially is a critical step toward creating harmony in your
relationship. Yes, it takes time and effort to interview more than one advisor or advisor team. But it's worth it. Your
future financial security is critical, and you don't want to entrust it to just anyone!

Carver Financial Services, Inc. is an Independent Registered Investment Advisor
7473 Center Street, Mentor OH 44060 P 440-974-0808 www.carverfinancialservices.com carverfinancialservices@raymondjames.com

Securities offered through Raymond James Financial Services Inc. (Member FINRA/SIPC). Carver Financial Services is not a registered broker/dealer and is
independent of Raymond James Financial Services. Investment advisory services offered through Raymond James Financial Services Advisors, Inc.
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We say all the time, “There’s more to retirement than finances.” We want to
understand your vision for retirement — what you want to do and how you'll
spend your time — and then develop a personal plan with you for achieving it. We
spend time with you to discern your goals and how we will meet them financially,
which is an investment that pays off.

No matter your retirement goals, we're here to support you, whether you are a
Carver Financial client or not. My book, Ultimate Vacation: The Definitive Guide
to Living Well Today and Retiring Well Tomorrow, is a planning tool that helps
you make big retirement-planning decisions with small steps. You can use this
roadmap on your own or with a trusted advisor on our team.

For more information about our retirement process and team, or to schedule a
meeting with no cost or obligation, please reach out to us at (440) 974-0808 or
email carverfinancialservices@raymondjames.com.

As always, your vision is our priority.

THANK YOU TO OUR SPONSORS

Fidelity

INVESTMENTS

O Principal"” First Eagle Investments > MFS

Investment Management

ﬁ CARVER
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7473 Center Street Mentor, OH 44060

Contact our office anytime at (440) 974-0808 or email us at carverfinancialservices@raymondjames.com

Visit us on the web at carverfinancialservices.com
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