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Josh Gottfried and I first met as interns at an  
investment company nearly 25 years ago.  The  
firm we interned for had their own investment and  
insurance products.  The financial advisors at the firm 
were really sales people that were encouraged to sell 
the company’s products to their clients.  There was 
an inherent conflict of interest, putting the company’s 
products ahead of what the client really needed.  
While Josh and I were just beginning to learn about 
the financial services industry, the culture of the firm 
and the pushy sales approach was something that 
made us very uncomfortable.

When we set out to create our own firm after college, 
Josh and I knew that we wanted to create a firm with
a great culture. We wanted a firm that was free from
any sort of company branded products.  We wanted  
to create a firm that was independent and free to use  
whatever investment was in the client’s best interest.   

We did not want a firm that had any sales people, rather a firm focused on 
service and putting the client’s best interests first by using a consultative vs. a 
transactional approach.

Today, we believe we have achieved what we set out to do.  Our firm now 
has nine client facing advisors who are compensated to service and put our 
client’s best interests first. We don’t sell company branded products, and 
instead are free to choose whatever investments are in our client’s best  
interests. Customized planning for our  
clients is the standard.

Additionally, our firm is privately owned.  
In contrast, a publicly owned company  
must deliver profits to their shareholders.   
Delivering profits to shareholders can  
often come as the expense of the client or 
customer.  As a privately held firm, our  
focus is to keep our clients happy with  
great service and to continue to reinvest  
back into our firm, as opposed to  
maximizing profits at the expense of  
our clients.

Written by 
Matthew Somberg, 

AIF®

Co-Founder and 
Principal

      The Importance of Independence
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Clammy hands, a noticeably warm forehead, and thermometer reading of 101 degrees. This was my eight year 
old son, Rafi, a few weeks ago. He felt lousy and naturally I wanted to help him. I walked to the medicine cabinet, 
and what do you think I did? Took out Robutussin? Musinex?  Of course not, I took out Tylenol and gave him a dose. 
Why? While it doesn’t help every time, when my son is sick with a fever, the prescriptive way to help is with a  
fever reducing medication – that, and a little time was all he needed to get back on track to being his nonstop,  
energetic self. 

What does this have to do with financial planning?  

Each section of an economic cycle is marked with a prescriptive way to invest.  During a downturn, human  
nature reacts making us feel anxious, as well as a multitude of other negative emotions. Clearly this is a time when 
investments are relatively inexpensive, yet most of us have a difficult time being optimistic about the future.  
Only in hindsight can we clearly see we should have used more aggressive investments at this point in the cycle.

In comparison, near the peak, investments are relatively expensive. Stocks have had many years of consistent  
growth and are near all-time highs. In real estate, the top becomes clear when someone sold a house for what seems 
to be a exorbitantly high amount. It shows in the art market with record high sales and in luxury good purchases.  
During a peak, human nature increases our euphoria and other positive emotions, and that makes us take more risk. 

Most of us are a victim of our own personal experiences. Mine have shown that when an eight year old is sick,  
Tylenol has a purpose. When the economy is sick, adding a little more risk to a portfolio can be effective. In our 
present situation, when the stock market and economy are high, it is the time to shed a little risk. A little TLC goes a 
long way in taking care of a sick child and in keeping a portfolio on track through an economic cycle.

The Economic Cycle

Written by
Joshua Gottfried, 

CFP®, AIF® 

Co-Founder and 
Principal

Meet G&S Newest Team Members
Jim Newman
We are happy to welcome James Newman to our team!  Jim joined us in December 2018 as 
a Wealth Advisor.  Jim’s professional background encompasses both investment management 
and financial planning roles. He has been an equity analyst for a long/short hedge fund, a 
wealth manager at a national financial planning firm; a VP of portfolio management at a  
Registered Investment Advisor (RIA) firm; and  for the last five years, as founder and president 
of Peak Point Capital Management, LLC. 

Jim merged his firm with Gottfried & Somberg Wealth Management, LLC in December 2018. 
Jim brings 20 years of investment management experience to our team, and is a CFA®  
Charterholder and a CFP® Practitioner.

Iris Conner
We are happy to welcome Iris Conner to our team!  Iris joined our firm in November 2018 as 
a Private Wealth Relationship Manager.  A graduate of UCONN with a bachelor’s degree in 
marketing, she has more than 20 years of experience in insurance and financial services. Iris 
holds the FINRA Series 6 & 63 licenses and her CT Insurance license.

Iris has extensive experience servicing clients and their accounts, and assists Wealth Advisors 
Jim DeMartino, Kathleen Erickson and Dan Heffernan and their clients with new accounts, 
transfers, cashiering, and scheduling. 

Joshua Gottfried, CFP® and Matthew Somberg, AIF®

Honored in Forbes’ Best-in-State Wealth Advisors List
We are pleased to announce that Joshua Gottfried, CFP® and Matthew Somberg, AIF®, our Co-Founders and 
Principals, have been named to Forbes’ Best-in-State Wealth Advisors1 list for 2019. The Best-in-State Wealth  
Advisors list was published on Forbes.com.

Wayne Bloom, CEO of Commonwealth Financial Network®, Gottfried & Somberg’s Registered Investment  
Adviser–broker/dealer, said, “Congratulations to Josh and Matt on this well-deserved recognition by Forbes. It is 
wonderful to see client-centric, independent advisors who are devoted to providing expert financial planning  
represented on this list. We appreciate the value Josh and Matt bring to our industry and our community, and we 
remain committed to providing the infrastructure and support Gottfried & Somberg’s thriving practice demands.”

Join us in congratulating Josh and Matt on this accomplishment!     

1. The 2019 ranking of the Forbes’ Best-in-State Wealth Advisors2  list was developed by SHOOK Research and is based on in-person and telephone  
due-diligence meetings to evaluate each advisor qualitatively and on a ranking algorithm that includes client retention, industry experience, review of  
compliance records, firm nominations, and quantitative criteria (including assets under management and revenue generated for their firms). Overall,  
30,000 advisors were considered, and 3,500 (11.6 percent of candidates) were recognized. The full methodology3 that Forbes developed in partnership 
with SHOOK Research is available here.

2. This recognition and the due-diligence process conducted are not indicative of the advisor’s future performance. Your experience may vary. Winners are/
will be organized and ranked by state. Some states may have more advisors than others. You are encouraged to conduct your own research to determine if the 
advisor is right for you. 

3. Portfolio performance is not a criterion due to varying client objectives and lack of audited data. SHOOK does not receive a fee in exchange for rankings.

History doesn’t repeat itself, but it often rhymes:
- A Prescriptive Investment Protocol through
The Economic Cycle
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Written by 
James DeMartino, 

CFP®

“How much money do I need to save, to be able to retire?”  I hear that question a lot—often from 
someone I barely know who’s heard that I’m a financial planner.

But it’s not the right question.

A better question is, “How much do you spend?”  Interestingly, most people don’t know.  At least not 
without first combing through reams of bills, and bank and credit card statements.  

Here’s another interesting twist.  We’ve met quite a few people who had well over a million dollars 
when they retired, but are nevertheless in serious danger of running out of money one day.   
Meanwhile, we’ve also worked with hundreds of people who were able to save only a fraction of that 
amount, yet who will probably be just fine, even if they live to be 101.

That’s because there’s a powerful, direct relationship between your monthly spending and how long 
your money will last.  When we assess the viability and strength of your retirement income plan, we 
consider your assets, current debt, projected income in retirement, additional money you’ll save  
between now and then, best guess at your life expectancy, and—crucially—how much you spend.

Monthly spending invariably makes the biggest difference—the difference between a strong, comfortable retirement plan that’s 
extremely likely to succeed, versus a shaky one.  I don’t like shaky plans.  They keep me up at night, worrying about someone  
I know and respect and like very much who’s on a path to insolvency.

Today, then, might be an ideal time to examine your own monthly spending.  If cutting back slightly now could help you avoid 
running out of money later on, and if you’re unclear about how much you currently spend, wouldn’t the best first step be to  
investigate and identify that amount?  The results might surprise you.   

It’s How Much You Spend That Really Matters

Tax Diversification
The benefits of investment diversification are well documented, and most people intuitively 
understand the idea of spreading out risk and not putting all their eggs in one basket. Tax 
diversification is less appreciated but can have a similar impact on after-tax return, which is 
the total return on an investment after the government takes its share (and it always takes its 
share). Different account types can help control when they receive it, however, and this can 
make a world of difference on the total amount earned.

It is typically better to pay taxes later rather than sooner, and the government gives you a 
few options to defer taxes. Employer retirement plans like 401(k)s and 403(b)s allow con-
tributions to be made pre-tax; personal retirement accounts such as IRAs provide an upfront 
tax deduction. Taxes on contributions and investment growth are then deferred until money is 
taken out, usually in retirement. The rationale for maxing out contributions for these accounts 
is that tax rates will be lower in a person’s non-working years and the cumulative amount of 
taxes paid will be lower.

People who have saved significant amounts in tax deferred accounts are sometimes surprised 
at how high their taxes are when they begin withdrawing money in retirement. Diversifying 

by account type and utilizing Roth IRAs and Roth 401(k)s, in which after-tax money is contributed and all subsequent 
growth and withdrawals are tax free, can provide the ability to manage distributions on a year-to-year basis to  
control taxes. 

Health savings accounts (HSAs) and taxable accounts are additional tools that can improve diversification. In  
combination with other tax-advantaged accounts, total tax impact can be smoothed over time and planning flexibility 
enhanced. Importantly, it can also act as a hedge on changing tax rates, because it’s anyone’s guess what taxes will 
look like in the future.

Written by 
James Newman,

CFA, CFP®

We can all relate to the importance of having a plan.  In order for us to achieve our various 
goals from saving for a car, buying our first home or planning the yearly family vacation, you 
need to have a plan. Similar to planning for any of the above mentioned events, the initial 
step in retirement income planning is gathering the facts.

Some of the questions we ask our clients to begin the retirement income planning process 
are: Where do they plan to live in retirement?  Do they plan to keep more than one  
residence?  What outstanding liabilities do they have? What incomes sources will they have 
in retirement, i.e. Social Security, pension, and investments? What are their current  
monthly expenses? What are they planning to do more of in retirement?  All of this is part of 
the process in building a retirement income plan that is specific to each client’s needs and 
wants.  In addition we also want to know of any other goals they may have for the money 
they are saving.  

We recommend that the retirement income planning process starts within 5-7 years of  
retirement.  As you begin this process you may find that you are not on track to meet your  
retirement income planning goals.  If so, then you will want to have enough time to make the  
necessary adjustments to get you back on track. 

This is where meeting with a financial advisor is important.  They can review your retirement income plan using  
financial software that will analyze your information and situation. This includes – but is not limited to – assets, 
income, asset allocation and expenses.  The software will then run your plan through various market conditions and 
provide a probability of success in achieving your retirement income planning goals.  The advisor will then be able  
to analyze this information and provide specific recommendations aligning your plan with your goals.  

Like planning for your family vacation, you don’t want to begin retirement without covering all of the details.

Written by 
Ryan Olschefskie,

RICP®

The Importance of Retirement Income Planning

One of the first and most important things an investor should do is to complete a risk  
tolerance questionnaire. This is essential to create an investment mix that will align with one’s 
goals and objectives, and that they will be comfortable with. Often times, many years can go 
by without someone reassessing their appetite for risk. Investors don’t tend to ask questions or 
revisit plans when the markets are going up and in their favor. However, when the markets 
are declining in a volatile way like we saw over the last quarter of 2018, this tends to be a 
time when people begin to really focus on the bottom line of their investment portfolio. 

Most people tend to let the current state of the stock market drive their desire and comfort  
level around risk. The reality of the matter is that your comfort level should be the same  
whether the market is performing well, or if it is declining. Having the right mix of stocks and 
bonds in one’s portfolio is key to the long term success of all investors. Being comfortable 
with the risk will allow investors to stick with their plan, and not make irrational decisions.

If you’re feeling uneasy and uncomfortable with the swings in your portfolio value,  
particularly to the downside, it is a great time to revisit your tolerance. Chances are, if the 
declines you are seeing in your portfolio are keeping you awake at night, it  
probably means you are not invested in the appropriate way. It is good practice to  

periodically go back and understand how one had previously answered certain questions about risk and  
hypothetical ‘what ifs’ as it relates to investing results. 

If it has been a few years since you’ve revisited your risk tolerance and risk questionnaire, now is the time to do so.

Written by 
Steven Draczynski

Volatility and Risk Tolerance
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enhanced. Importantly, it can also act as a hedge on changing tax rates, because it’s anyone’s guess what taxes will 
look like in the future.

Written by 
James Newman,

CFA, CFP®

We can all relate to the importance of having a plan.  In order for us to achieve our various 
goals from saving for a car, buying our first home or planning the yearly family vacation, you 
need to have a plan. Similar to planning for any of the above mentioned events, the initial 
step in retirement income planning is gathering the facts.

Some of the questions we ask our clients to begin the retirement income planning process 
are: Where do they plan to live in retirement?  Do they plan to keep more than one  
residence?  What outstanding liabilities do they have? What incomes sources will they have 
in retirement, i.e. Social Security, pension, and investments? What are their current  
monthly expenses? What are they planning to do more of in retirement?  All of this is part of 
the process in building a retirement income plan that is specific to each client’s needs and 
wants.  In addition we also want to know of any other goals they may have for the money 
they are saving.  

We recommend that the retirement income planning process starts within 5-7 years of  
retirement.  As you begin this process you may find that you are not on track to meet your  
retirement income planning goals.  If so, then you will want to have enough time to make the  
necessary adjustments to get you back on track. 

This is where meeting with a financial advisor is important.  They can review your retirement income plan using  
financial software that will analyze your information and situation. This includes – but is not limited to – assets, 
income, asset allocation and expenses.  The software will then run your plan through various market conditions and 
provide a probability of success in achieving your retirement income planning goals.  The advisor will then be able  
to analyze this information and provide specific recommendations aligning your plan with your goals.  

Like planning for your family vacation, you don’t want to begin retirement without covering all of the details.

Written by 
Ryan Olschefskie,

RICP®

The Importance of Retirement Income Planning

One of the first and most important things an investor should do is to complete a risk  
tolerance questionnaire. This is essential to create an investment mix that will align with one’s 
goals and objectives, and that they will be comfortable with. Often times, many years can go 
by without someone reassessing their appetite for risk. Investors don’t tend to ask questions or 
revisit plans when the markets are going up and in their favor. However, when the markets 
are declining in a volatile way like we saw over the last quarter of 2018, this tends to be a 
time when people begin to really focus on the bottom line of their investment portfolio. 

Most people tend to let the current state of the stock market drive their desire and comfort  
level around risk. The reality of the matter is that your comfort level should be the same  
whether the market is performing well, or if it is declining. Having the right mix of stocks and 
bonds in one’s portfolio is key to the long term success of all investors. Being comfortable 
with the risk will allow investors to stick with their plan, and not make irrational decisions.

If you’re feeling uneasy and uncomfortable with the swings in your portfolio value,  
particularly to the downside, it is a great time to revisit your tolerance. Chances are, if the 
declines you are seeing in your portfolio are keeping you awake at night, it  
probably means you are not invested in the appropriate way. It is good practice to  

periodically go back and understand how one had previously answered certain questions about risk and  
hypothetical ‘what ifs’ as it relates to investing results. 

If it has been a few years since you’ve revisited your risk tolerance and risk questionnaire, now is the time to do so.

Written by 
Steven Draczynski

Volatility and Risk Tolerance
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Written by 
James DeMartino, 

CFP®
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Congratulations To Our Team

Joshua Gottfried, Matthew Somberg, Daniel Heffernan and Kathleen Erickson were named 2018 Five Star Wealth 
Managers1 in the December 2018 issue of Connecticut Magazine.

For Josh and Matt this is their seventh straight year receiving this award and the fifth 
straight year for Dan and Kathy.  There were 3,178 Connecticut area wealth managers 
considered for the award and 293 (9% of candidates) were named 2018 Five Star  
Wealth Managers. The selection is based on 10 objective eligibility and evaluation  
criteria, including a minimum of 5 years as an active credentialed financial professional, 
favorable regulatory and complaint history, accepts new clients, client retention rates,  
client assets administered, education, and professional designations. 

In December 2018, Kenneth Conte became our seventh CERTIFIED FINANCIAL PLANNER™ Professional. He  
successfully completed the CFP Board’s required financial planning coursework and passed the CFP® Certification 
exam. This rigorous exam covered the following areas: the financial planning process, risk management,  
investments, tax planning and management, retirement and employee benefits, and estate planning.

In December 2018, Ryan Olschefskie earned the Retirement Income Certified Professional (RICP®) designation from 
The American College of Financial Services.  An RICP® designee is trained to focus on transitioning from asset  
accumulation to creating a sustainable livelihood for their clients in retirement.  

1. Based on 10 objective eligibility and evaluation criteria, including a minimum of 5 years as an active credentialed financial professional, favorable  
regulatory and complaint history, accepts new clients, client retention rates, client assets administered, education, and professional designations. 3178  
Connecticut area wealth managers were considered for the award; 293 (9 percent of candidates) were named 2018 Five Star Wealth Managers. (The criteria 
provided reflects the most recent year for which the advisor received the award. The criteria used, the number of wealth managers considered for the award, 
and the percentage of those who receive the award, may vary from year to year). These awards are not indicative of the wealth managers’ future performance. 
Your experiences may vary. For more information, please visit www.fivestarprofessional.com

Matt Somberg On The Air
Matt Somberg was interviewed by Bloomberg Radio while at a Commonwealth  

convention on Tuesday, December 4, 2018.   
He discussed assisting clients during periods of market volatility.   

The link to listen to Matt is on the home page of our  
website, www.gottfriedsomberg.com. 

GIVE Back over the years

For the students

For the food banks

Making 
holiday wishes 

happen

2010 2017

2010

2015

2013

2016

2016
2017

2018

2011

Matt Somberg was invited to Commonwealth’s 
National Conference in Austin, Texas on  

November 7 – 10, 2018 and was thrilled to meet 
President George W. Bush.
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Joshua Gottfried, CFP®, AIF®

Co-Founder and Principal
ext. 265
jgottfried@gottfriedsomberg.com

Kathleen Erickson, RICP®

Wealth Advisor
ext. 206
kerickson@gottfriedsomberg.com

Daniel Heffernan, RICP®

Wealth Advisor
ext. 203
dheffernan@gottfriedsomberg.com

Taylor King, CFP®

Wealth Advisor
ext. 218
tking@gottfriedsomberg.com

James Newman, CFA, CFP® 

Wealth Advisor 
ext. 221
jnewman@gottfriedsomberg.com

Lisa Hurley, CFP®

Chief Operations Officer
ext. 222
lhurley@gottfriedsomberg.com

Kim Skerry, LTCP
Director of Operations
ext. 214
kskerry@gottfriedsomberg.com

Kathleen Centola
Marketing Director
ext. 202
kcentola@gottfriedsomberg.com

Josh Gottfried and I first met as interns at an  
investment company nearly 25 years ago.  The  
firm we interned for had their own investment and  
insurance products.  The financial advisors at the firm 
were really sales people that were encouraged to sell 
the company’s products to their clients.  There was 
an inherent conflict of interest, putting the company’s 
products ahead of what the client really needed.  
While Josh and I were just beginning to learn about 
the financial services industry, the culture of the firm 
and the pushy sales approach was something that 
made us very uncomfortable.

When we set out to create our own firm after college, 
Josh and I knew that we wanted to create a firm with
a great culture. We wanted a firm that was free from
any sort of company branded products.  We wanted  
to create a firm that was independent and free to use  
whatever investment was in the client’s best interest.   

We did not want a firm that had any sales people, rather a firm focused on 
service and putting the client’s best interests first by using a consultative vs. a 
transactional approach.

Today, we believe we have achieved what we set out to do.  Our firm now 
has nine client facing advisors who are compensated to service and put our 
client’s best interests first. We don’t sell company branded products, and 
instead are free to choose whatever investments are in our client’s best  
interests. Customized planning for our  
clients is the standard.

Additionally, our firm is privately owned.  
In contrast, a publicly owned company  
must deliver profits to their shareholders.   
Delivering profits to shareholders can  
often come as the expense of the client or 
customer.  As a privately held firm, our  
focus is to keep our clients happy with  
great service and to continue to reinvest  
back into our firm, as opposed to  
maximizing profits at the expense of  
our clients.

Written by 
Matthew Somberg, 

AIF®

Co-Founder and 
Principal

      The Importance of Independence

Matthew Somberg, AIF®, CLTC®

Co-Founder and Principal
ext. 263
somberg@gottfriedsomberg.com

James DeMartino, CFP®

Wealth Advisor
ext. 255
jdemartino@gottfriedsomberg.com

Ryan Olschefskie, RICP®

Wealth Advisor
ext. 211
ryano@gottfriedsomberg.com

Steven Draczynski
Wealth Advisor
ext. 415 
steved@gottfriedsomberg.com

Nicholas Hogrefe, CFA, CFP®

Senior Research Analyst
ext. 204
nhogrefe@gottfriedsomberg.com

Kenneth Conte, CFP®, CRPC® 
Paraplanner
ext. 220
kconte@gottfriedsomberg.com

Iris Conner
Private Wealth Relationship Manager 
ext. 200
iconner@gottfriedsomberg.com

Melinda Learned
Wealth Management Services Concierge 
ext. 207
mlearned@gottfriedsomberg.com

TELEPHONE: (860) 430-9104   FAX: (860) 430-9120 
340 Hebron Avenue, Glastonbury, CT 06033  |  41 East Main Street, Avon, CT 06001  |  15 Chesterfield Road, East Lyme, CT 06333 

Securities and advisory services offered through Commonwealth Financial Network, Member FINRA/SIPC, a Registered Investment Adviser. 
Fixed insurance products and services offered by Gottfried & Somberg Wealth Management, LLC and CES Insurance Agency.


