
Plan for Retirement
 �Manage your portfolio and rebuild retirement income
 �Pursue tax-wise strategies and create a lasting legacy
 �Put the combined resources of Merrill Lynch and  
Bank of America to work for you

Clients Judy and Fred 
Buehler are living 
the life they want in 
retirement.

  Special Issue

No matter how the markets are performing, a Merrill Lynch 
Financial Advisor can help you ...



haping a retirement plan and keeping it on 

course are difficult jobs to manage on your own—and even 

more so when markets are turbulent. You need the right  

advice to create an investment strategy that will support your 

goals and guide you toward a fulfilling life after work. You 

also need someone who understands how to help you adjust your strategy as 

your situation changes and markets shift. To achieve the kind of retirement 

you want, it’s important to have a relationship with a Financial Advisor 

you trust. At Merrill Lynch, we build those relationships every day, helping  

clients through every stage of their financial lives. 

With that in mind, I’d like to welcome you to this special retirement edi-

tion of Merrill Lynch Advisor magazine. In these pages, you will read about 

Financial Advisors who are working closely with their clients to help them 

live their lives on their own terms. You’ll read stories about clients with 

unique visions for retirement—including individuals with ambitious pur-

suits or the desire to create a financial legacy for their families or chosen causes. You’ll also learn more about the  

sophisticated range of solutions that Merrill Lynch Financial Advisors have access to—from Bank of America’s Premium 

Banking to our recently enhanced Merrill Lynch Retirement Income Service®. It’s all about finding the smartest and 

most innovative ways to use the assets you’ve spent so much of your life earning.

I hope that by demonstrating Merrill Lynch’s thoughtful approach to retirement, this issue of Advisor serves as the 

catalyst for productive conversations between you and a Merrill Lynch Financial Advisor. Please call to learn more 

about how we can help you.  

							             Sincerely, 

S

Sallie Krawcheck
President, Global Wealth  
& Investment Management
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The latest retirement products 
and services from Merrill Lynch 

Helping You Move Forward 
Resources from Merrill Lynch and  
Bank of America give Financial Advisors 
access to a wider variety of solutions for  
your financial needs

Rebuild Your  
Retirement Income
For plans hurt by the economic  
downturn, there are options that may 
provide both growth and protection

In this special issue

Wealth of Advice 
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Bullseye
the latest retirement products and services from merrill lynch

The Conversion Rules on 
Roth IRAs Are Changing
In 2010 more people will be eligible to convert to this type 
of account, which can offer tax-free retirement income

Eco-friendly forestry 
credits may soon save 
millions of trees in rain 
forests like these. 

Living the Post-Career  
Life You Want
The Merrill Lynch Retirement Income Service® can help 
turn your retirement savings into a regular income stream

Preparing for the day when you transition from work to 
retirement is only half the story. Drawing wisely from your 
portfolio is just as critical, particularly after market downturns. 
A Financial Advisor, using the Merrill Lynch Retirement Income 
Service, can work with you to develop an approach to help 
make your resources last. It starts with the creation of a long-
term strategy to determine cash flow needs during each part 
of your retirement. This can include investments that may 
help you meet your goals under certain market conditions, as 
well as ways to manage assets you likely won’t need for your 
retirement and are planning to give to your heirs.  

Then, you and the Financial Advisor can work together to 
help you set target spending levels and identify income sources 
for all of the stages of your retirement. Once you begin needing 
income, the Financial Advisor will help you select which assets 
it makes sense to tap. One new Retirement Income Service 
tool, My Retirement Income™, can periodically make automatic 
transfers of assets to a Bank of America checking account at the 
frequency and in amounts that you determine, based on your 
cash-flow needs. In addition to a range of banking services, My 
Retirement Income provides qualified Merrill Lynch clients with 
access to Bank of America’s Premium Banking products, which 
may include FDIC-insured or interest-bearing checking accounts.

Ask a Merrill Lynch Financial Advisor now about how the 
Merrill Lynch Retirement Income Service and My Retirement 
Income might help you pursue your retirement lifestyle goals.

The biggest obstacle to a fulfilling retirement  
isn’t necessarily market volatility or the economy; it could be the 
need to develop a vision of what you want to achieve, says Vincent 
Grogan, Director, Global Wealth Management at Merrill Lynch. 
What’s on your retirement wish list? What role will work play? And 
what will retirement cost? For help answering these and other 
questions, and to assess whether you’re on track, says Grogan, talk 
to a Financial Advisor. For example, although the limit on annual IRA 
contributions is currently $5,000, catch-up rules let you make an 
additional contribution of $1,000 per year if you’re age 50 or older. 

But accumulating assets is only one part of the equation. A 
Financial Advisor can help you determine how much investment 
risk may be suitable for you, how to diversify your investments 

and how you can align the strategies for all of your assets—in 
employer-sponsored retirement plans, such as 401(k)s, as well as 
in your IRAs and taxable accounts. 

Tax-deferred 401(k)s and IRAs let you delay taxes until 
retirement, when you may be in a lower bracket. But what if tax 
rates rise? One strategy may be to convert your accounts to a Roth 
IRA; you’ll pay tax on the amount you convert but will potentially 
receive tax-free income during retirement. 

Once you have a plan, a Financial Advisor can work with you 
to help track your progress and help you make any necessary 
adjustments you decide upon as market conditions and life 
situations change. Speak with a Merrill Lynch Financial Advisor 
about how you might assess your retirement readiness.

Are Your Retirement Plans on Track?

Since 1997 the Roth IRA has 
offered an appealing option for 
retirement saving. Contributions 
aren’t tax deductible, but quali-
fied withdrawals during retire-
ment are not taxed. And because 
there are no mandatory distribu-
tions, you can choose to pass 
along your account untouched to 
your beneficiaries. 

A major drawback to Roth IRAs 
has been the income ceiling. 
High earners (couples making 
more than $176,000; individuals 
earning more than $120,000) 
have not been permitted to con-
tribute to a Roth, and anyone 
making more than $100,000 
has been barred from convert-
ing a traditional IRA or other 
eligible account to a Roth. But 
in 2010 the IRS lifts the income 
restriction on conversions. While 
you will owe income tax on the 
pre-tax portion of any retirement-
plan balance you convert in the 
year you transfer assets, a Roth’s 
special features might make con-
verting a sensible strategy.   

Tax efficiency should be a 
large consideration in making 
a decision, says Laura Grogan-
O’Mara, Merrill Lynch Vice Presi-
dent of Legislative and Public 
Policy. Everything from the size 
of the account balance in a tra-
ditional IRA to your expected tax 
bracket during retirement may 
affect your thinking. And it’s im-
portant to know how you will pay 
for the taxes on the conversion. 
“It’s not wise to dip into other 
tax-deferred assets to cover that 
liability,” she cautions. You could 
also generate additional taxes 
and penalties, further eroding 
your tax-advantaged nest egg.

Recent market turbulence may 
have one silver lining: A lower 
account balance means a lower 
tax burden; and for accounts 
converted to a Roth in 2010, you 
are permitted to spread your tax 
liability over two years. 

Talk with a Financial Advisor 
and a tax professional about 
whether converting to a Roth 
IRA is right for you.

ml.com/help2retire Visit us online to learn  
more about the products and services featured in Bullseye.

Make the most of all timely opportunities to bolster your plan—and prepare for a more fulfilling post-career lifestyle
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Your Financial Life  

By Charlie Slack

through all the years that Fred and Judy  
Buehler were raising their family and running a company in New 
Jersey, Martha’s Vineyard, Massachusetts had a restorative power. 
Every time they arrived at their summer home overlooking  
Edgartown Harbor, life became less chaotic and more gracious. 
“We’ve always loved the slower pace here,” says Judy. And when 
the newly retired empty nesters decided to downsize from two 
houses to one, they knew exactly where they wanted to live. 

But to make a permanent move to the island, the couple would 
have to sell one house and convert the other from a summer cot-
tage to a year-round home—amid one of the worst housing and 
credit markets in memory. They were successfully managing the 
effort until a major renovation bill for the Vineyard property ar-
rived in April 2009, two months before they would have access to 
money from the sale of their New Jersey house. Fred decided on 
his own to remove a significant sum from one of their individual 

retirement accounts to pay the contractor. That solved an imme-
diate problem, but it left the Buehlers in a jam. Though they 
are both in their 60s, old enough to make withdrawals from an 
IRA without an additional 10% penalty, they would have owed 
income tax on the distribution if it weren’t repaid within 60 days. 
“That would have been a hefty tax bill,” Fred says.

In a time of greater market liquidity, the Buehlers might 
have been able to take a loan on the Martha’s Vineyard home, 
which had been paid off for years. But with the credit crisis and 
falling property values, they found banks hesitant to extend 
a loan against a house in the midst of a complete renovation. 
With just days remaining before the deadline, they turned to 
Brian Power, their Merrill Lynch Financial Advisor, for help. 
“Given the circumstances, I wasn’t sure at first whether we 
were going to be able to solve this as quickly as they needed,” 
Power says. »»

Draw upon a sophisticated range of capabilities and  
resources from Merrill Lynch and Bank of America to 
pursue all of your retirement goals 

Clients Fred and Judy Buehler 
wanted to find a way to live 
year-round in their vacation 
home on Martha’s Vineyard. 

Forward  Move Helping You
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But if the clock and the credit markets seemed to be working 
against them, in one sense their timing was perfect. Thanks to 
the recent combination of Bank of America and Merrill Lynch, 
the Buehlers and Power had a powerful ally in Gina Hyams—
one of 700 Bank of America Wealth Management Bankers now 
working with Merrill Lynch Financial Advisors to craft liquidity 
and cash management solutions. Hyams was able to expedite 
the application process and offer the Buehlers a $100,000 line 
of credit. It would allow money to be transferred automatically 
into their Merrill Lynch Cash Management Account® (CMA® 

account) whenever they needed cash. Moreover, Hyams secured 
the credit at an attractive interest rate, and they could take up 
to three years to repay it. Within days the Buehlers were able to 
restore the funds to their IRA and meet the tax deadline. 

Merrill Lynch clients have always had access to an array of 
banking and credit services, as well as the advice and experi-
ence of their Financial Advisors. Now, though, clients can also 
draw upon a sophisticated range of capabilities and resources—
everything from rapid access to capital to holistic retirement 
planning solutions—through access to Bank of America, N.A. 
banking products and Merrill Lynch investment products.   

Tailoring Solutions to Individual Needs
The combination of Bank of America and Merrill Lynch, two 
of the world’s leading financial companies, has played out on a 
personal level for the Buehlers and a growing number of other  
Merrill Lynch clients. “We are able to bring Bank of America’s 
suite of banking and credit products to add to what Merrill Lynch 
already has,” says Dean Athanasia, head of Global Wealth & In-
vestment Management Banking and Direct Investment Division 
for Bank of America. “That gives clients customized answers to 
their needs. And it helps us be better advocates for our clients.”

“We know Financial Advisors 
work with a range of investors, 
from the risk-averse to the 
more opportunistic. We will 
keep working to make sure 
clients have access to the 
resources they may need.”

Management clients, with balance tiers rewarded with increasing-
ly higher interest rates and a one-time bonus for eligible clients. 
What’s more, a dedicated Bank of America Wealth Management 
Banking support team stands ready to assist clients in transferring 
funds to their new bank accounts and setting up online banking 
and automatic bill-paying functions. 

For Merrill Lynch clients in the market for home loans, an-
other advantage is access to fixed-rate jumbo mortgages at very 
competitive rates. These clients have the opportunity to qualify 
for loans that do not depend on the secondary mortgage mar-
ket—an arena that has recently raised interest rates for jumbo 
mortgages and made them difficult to obtain.  

Merrill Lynch’s CMA® account has also benefited. The ac-
count automatically sweeps cash from a client’s brokerage  
account into an interest-bearing bank deposit account. And 

 A
re you a business owner—or 
considering starting a small 
business in retirement? Keep-
ing a business going strong 
requires staying nimble, 

knowing the right times to expand and, 
in the case of Insituform Technologies 
Inc., taking advantage of expert guid-
ance and the combined strengths of 
Merrill Lynch and Bank of America.

Insituform got its start in the 1970s, 
when it pioneered a method of repair-
ing aging pipelines. The system involves 
filling a felt liner, manufactured by the 
company, with a heat-curing resin. In-
stallation crews pull the liner into the 
pipe in need of repair. After the resin is 
processed, it creates a new pipe within 
the original one—allowing crews to 
reline old pipes without digging or dis-
ruption. To date, Insituform has rehabili-
tated more than 25,000 miles of water, 
sewer, gas and chemical pipelines. But 
its original patents expired in the mid-
1990s, and company growth slowed as 
competitors entered the market.  

In April 2008, Insituform’s board 
named a new CEO, Joe Burgess, to rekin-

dle the spark that had made the company 
a pioneer. In turn Burgess brought in John 
Fortson, Managing Director in Investment 
Banking at Bank of America Merrill Lynch, 
and his team. Burgess’s objective was to 
diversify Insituform’s revenue base and to 
grow profits from single digits to 15% by 
2012. Fortson spent months with Burgess 
and his management team helping to ana-
lyze the company’s products and find new 
opportunities. As a result of that effort, 
two acquisition targets were identified.  

Financing for Change
Insituform needed more cash to fund 
those moves, but its borrowing power 
was limited by the battered credit 
markets. Fortson worked with Burgess 
and his senior team to target the in-
stitutional investors most likely to be 
interested, and to develop a concise 
and focused sales pitch. This helped 
the company raise $134.6 million in 
the capital markets.  

To initiate credit for Insituform, Fort-
son contacted Kevin Knopf, Senior Vice 
President and Senior Client Manager 
with Bank of America’s commercial 

bank. “We were able to come together, 
partner in real time on a transaction and 
execute that transaction,” Fortson says. 
Insituform secured $115 million in debt 
financing from a syndicate of banks in a 
deal led and managed by Bank of Amer-
ica. The debt financing, proceeds from 
the equity offering and Insituform’s cash 
on hand helped finance the purchase of 
the two target companies, which were 
acquired at attractive prices. 

At the same time, Insituform moved 
its equity-based compensation plan to 
Merrill Lynch’s fully automated plat-
form, which streamlines expense re-
porting and frees up resources formerly 
spent on time-consuming Sarbanes-
Oxley compliance, says Merrill Lynch 
Financial Advisor Jack Raymond.

Insituform is now integrating those 
additional components and rounding 
out a new portfolio of products. “We’re 
off to a great start,” Burgess says. 

Considering starting a small business  
in retirement? Merrill Lynch Financial  
Advisors can offer a broad range of  
solutions.

certain eligible accounts may enroll in Merrill Lynch’s Fully 
FDIC Insured Sweep, offering unlimited deposit insurance 
fully guaranteed by the FDIC for the entire amount in the ap-
plicable bank transaction account until the end of 2009. 

To help clients tap into this spectrum of innovative products, 
Merrill Lynch Financial Advisors are working closely with Bank 
of America Wealth Management Bankers and Banking Product 
Specialists. These team members have spent long hours over 
the past several months getting to know one another’s areas 
of focus and expertise. So when Power sought a special cash 
management solution for the Buehlers, he knew he could call 
on Hyams, who has had extensive experience helping her own 
Bank of America clients find answers to their questions in such 
critical and varied areas as mortgages, lending, liquidity and 
cash management.  

Merrill Lynch 
client and 
Insituform CEO 
Joe Burgess

power up your business
How one company tapped the resources of Merrill Lynch and Bank of America to reach 
new markets and drive potential growth

“From the beginning, on paper, this combination looked 
like it should provide tremendous opportunities for clients,” 
says Chris Dupuy, head of Global Investment Solutions for  
Merrill Lynch. But turning theoretical advantages into real 
ones required dedication from everyone involved, starting early 
in 2009. Some of the pluses for clients were obvious from the 
outset: For example, Merrill Lynch clients would have the con-
venience of access to Bank of America’s 6,000 banking centers 
and 18,000 ATMs throughout the country. Yet merely deliv-
ering the companies’ existing products and services wasn’t 
enough, Athanasia says. For the combination to really benefit 
clients, specialists from both companies would need to come up 
with enhanced products and strategies. 

The process began to yield results quickly. A premium in-
sured checking account was created exclusively for Wealth 

Laurie Krupa, Wealth Management 
Banking Executive, Bank of America
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A Holistic Approach to Retirement Planning
The Buehlers began working with a Merrill Lynch Financial 
Advisor team 20 years ago, first as business clients—the group 
handled a profit-sharing plan for a vinyl record manufacturer 
that Fred co-owned with several partners—and then for their 
personal finances. Power joined the group a short time later, 
and over the years he formed a bond of friendship and trust 
with the Buehlers. The couple’s daughter, who is married 
with two children, also has her family’s finances with the same  
Merrill Lynch team. 

Power and his team at the Gateway Wealth Management 
Group have helped the Buehlers structure their investment 
portfolio for retirement, gradually moving to a more conser-
vative approach weighted toward bonds and other income- 
producing securities. He also has gained, through the combined 
resources of Merrill Lynch and Bank of America, the ability to 
provide them with a larger assortment of retirement solutions. 
Having a wealth of choices is especially welcome at a time 
when the financial crisis has caused many investors to rethink 
their retirement strategies and their expectations of what they 
can accomplish. 

retirement funds at regular intervals to a new premium checking 
account, where cash can earn interest until it is needed.   

Access to Sophisticated Solutions
Just as individual investors’ needs and portfolios keep evolving 
and changing, this company will continue to explore opportu-
nities to help clients meet their financial goals. “We’ll design 
and introduce products to meet the unique needs of all of our 
clients,” says Laurie Krupa, Wealth Management Banking Ex-
ecutive for Bank of America. “We know Financial Advisors work 
with a range of investors, from the risk-averse to the more oppor-
tunistic. There are parents looking to take care of their children, 
and individuals who want the most advantageous solutions for 
home ownership. We will keep working to make sure clients 
have access to the resources they may need to help them meet 
these very real challenges.” 

The Buehlers plan to avail themselves of this broader range of 
services as they embark on the next phase of their life in retire-
ment, and they’ve been in close contact with Brian Power and Gina 
Hyams at every step. For now, though, they’re content with their 
new year-round life on the island. “During the off-season, this place 
becomes like a 1950s small town,” Judy says. “The people are won-

ml.com/help2 
Go online to learn more about the new products available 
to Merrill Lynch Financial Advisors and their clients.

Ask a Merrill Lynch Financial Advisor how the 
strategies in this story can help you reach your goals.

	 	 Can a Wealth Management Banker 		
		  help find the right solutions for my credit 	
		  and liquidity needs?

	 	 As a Merrill Lynch client, would I be offered 	
		  a better interest rate on loans and CDs?

	 	� How can I find out more about the wide 
range of Bank of America products available 
to Merrill Lynch clients?

YOUR ADVANTAGE

derful.” She and Fred are enjoying the life they always wanted, built 
on their years of hard work, as well as the ingenuity of a Financial 
Advisor dedicated to moving them forward. 	  	  

See important information about annuities on the back cover.  
Banking and mortgage products are provided by Bank of America, 
N.A. and affiliated banks. Members FDIC and wholly owned subsid-
iaries of Bank of America Corporation. 

“Innovative retirement strategies have always been a par-
ticular area of focus for Merrill Lynch Financial Advisors,” 
says Aimee DeCamillo, head of Personal Retirement for  
Merrill Lynch. But Bank of America’s special understanding of li-
quidity and cash management adds a valuable perspective. “How 
does your primary residence fit within your retirement picture?” 
DeCamillo asks. “Does it make sense to pay off the mortgage or 
keep the funds invested for long-term growth? How can short-
term liquidity solutions, such as home equity, help meet near-term 
retirement income needs but also give your portfolio the time to 
potentially recover? When you bring together our experience on 
both sides of the balance sheet, you have more tools at your dispos-
al that can help you pursue your personal vision of retirement.” 

A key challenge during retirement is how best to convert a 
portfolio into income that can cover your personal expenses. 
Annuities, which may provide a certain level of steady income, 
can be one solution, and Merrill Lynch clients have access to 
a broad selection of annuity options that might fit into their 
retirement income strategy. But whether your retirement in-
come is from an annuity, interest or dividend payments, peri-
odic harvesting of assets or other sources, you can transfer your 

Merrill Lynch Financial Advisor  
Brian Power (right) teamed 

with a Bank of America Wealth 
Management Banker to help 

his clients quickly secure the 
line of credit they needed.

Through the combined resources of Merrill Lynch and Bank of America, Merrill Lynch Financial Advisors have access to a 
suite of forward-looking banking and wealth management solutions, including: 

New Products, New Opportunities

managing Retirement Income  
Clients already have access to compre-
hensive retirement planning through the 
Merrill Lynch Retirement Income Service®, 
which provides a detailed liquidity strategy 
for life after work based on long-term 
lifestyle goals. Now, with My Retirement 
Income™, executing that strategy has 
become even easier with new ways to 
manage cash flow and spending through 
Bank of America’s premium banking ser-
vices, its vast network of banking centers 
and ATMs, and the dedicated support of  
its Wealth Management Bankers. 

Premium Credit Card
Designed for affluent clients, the  
Merrill Lynch Accolades™ card from Ameri-
can Express® offers a concierge service 
providing everything from travel assistance 
to gift referrals. Reward offerings include 
exclusive adventure experiences and 
premier access to special events.

Wealth Management Banking 
Bank of America, N.A.’s team of 700 
Wealth Management Bankers can provide 
you with expertise on all your banking 
needs, including cash management, 
liquidity and lending. These specialists 
work closely with Merrill Lynch Financial 
Advisors to deliver the right banking 
solutions to complement clients’ invest-
ment objectives. 

premium banking 
Premium Banking, an exclusive Bank of 
America offer for qualified Merrill Lynch 
clients, includes a variety of cash manage-
ment services, coupled with unparalleled 
account access via Bank of America’s 
coast-to-coast network of banking centers, 
ATMs, and online and mobile banking. In 
addition, our premium account transfer 
service offers transaction services like 
online bill payees, direct deposit and auto-
matic withdrawals.   

New Certificate of Deposit/Individual 
Retirement Account Options
Bank of America offers some of the most 
competitive CD and IRA products avail-
able. These include a nine-month, risk-free 
CD offering a fixed return, plus access 
to funds before maturity; a high-yield, 
FDIC-insured IRA that features CDs with 
competitive interest rates; and the 18-
month Opt-Up® CD/IRA, which includes a 
one-time option to reset rates after the first 
six months if rates rise during that period.

Flexible Lines of Credit
A number of lines of credit from  
Merrill Lynch and Bank of America—
some unsecured, others secured by in-
vestments or other forms of equity—can 
help meet liquidity needs. Depending 
on the line of credit clients choose, they 
can have fixed or variable interest rates, 
optional overdraft protection, a variety of 
repayment terms or other features.  
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Though she was in a better position than  
many of her generation, Angie Wilcox, 52, was concerned about 
meeting her next life goal: retiring from her job as president of an 
executive search firm and beginning a career in real estate invest-
ment. In the fall of 2008, with the financial crisis under way, she 
met with her Merrill Lynch Financial Advisors, Joy Boatwright 
and Joe Garcia. They initiated a complete review of Wilcox’s risk 
tolerance and investments. “We went through every investment 
and asked ourselves, Is this, given the time horizon we have, likely 
to regain value and still make sense?” Boatwright says.

The need to take stock of personal retirement goals and strat-
egies applies to almost everyone these days. For the millions of 
Americans eagerly eyeing life after work, these are anxious times. 
As portfolio values dropped dramatically, many people were left 
unsure whether their remaining assets would support the kind of 
retirement they had been looking forward to—or, for that matter, 
whether they’d be able to retire at all. 

Those who had already left the workforce faced a different, but 
equally serious, set of questions. Would they still have enough 
income to meet their expenses? Would they be forced to accept 
permanent, steep losses in their investments and to cut back on 
their lifestyles?  

Yet much can be done to meet the challenges of a changing econ-
omy and investment market. A Merrill Lynch Financial Advisor  

can work with you to try to get your retirement plan back on track. 
Whether it’s adjusting your portfolio to favor high-quality, divi-
dend-paying companies, diversifying your income sources or in-
vestigating alternative savings vehicles, the right moves now could 
help you take advantage of markets as they improve. 

But it’s critical not to wait to begin recalibrating your port-
folio and reassessing your options. “There is a certain level of 
paralysis, of not knowing what to do next, that needs to be over-
come,” says Aimee DeCamillo, head of Personal Retirement for 
Merrill Lynch, who notes that many people are tempted to put 
off looking ahead to retirement altogether, focusing instead on 
the short-term impact of the market’s woes. “Whether you’re 
transitioning into retirement or are already there, you need to 
discuss exactly how your financial strategy has been affected by 
today’s extraordinary conditions and to consider how to close 
income gaps that may have opened up. It’s an important discus-
sion to have with a Financial Advisor.”

Adding Income to Growth
Wilcox had learned to treat stocks with caution after losing much 
of her portfolio during the post-dot-com bear market while work-
ing with a different advisor. “She was really gun-shy after that ex-
perience,” recalls Boatwright. But after several years of working 
with Boatwright and Garcia, Wilcox has started to relax. Rather a
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Rebuild 
Your 

Retirement 
Income

In the wake of turbulent markets, Merrill Lynch Financial Advisors helped their 
clients take a fresh look at portfolio strategies  By c.J. Prince

Angie Wilcox’s Financial Advisors  
addressed her risk-management 
concerns by seeing to it that she has 
cash to cover more than a year’s worth 
of expenses.

Life After Work  
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than hewing to a safety-first approach that focused on fixed-
income investments, she has gradually become willing to take 
on greater equity holdings. A review revealed that while most 
of Wilcox’s stocks had fallen, many of them, in the Financial 
Advisors’ judgment, had the potential to recover those losses 
within her time frame for retirement. 

Still, Boatwright wanted to be sensitive to Wilcox’s desire 
for a degree of safety, particularly given her earlier experience. 
“No matter what the markets are doing, if you’re not sleeping 
at night, we need to be sure there’s sufficient cash on hand,” 
Boatwright explains. So she and Garcia gradually worked to 
accumulate enough cash to cover more than 12 months of 
Wilcox’s expenses. 

Although it meant selling some shares that had declined pre-
cipitously as well as a few mutual funds, they opted to keep a 

move a substantial portion of their holdings to high-quality, 
tax-free municipal bonds to reduce exposure to the equities 
markets while preserving capital. 

But Rick wanted to stay invested in equities, albeit with 
reduced risk. So Wools recommended the couple consider vari-
able annuities with optional living and death benefits, avail-
able for an additional cost, which can offer a minimum income 
stream and minimum death benefit protection. Rick’s premi-
um payment for each annuity is diversified across the under-
lying investment options, called “subaccounts.” If the invest-
ment options perform well, the value of the annuities and the 
payments Rick receives may increase during retirement. The 
living benefits could provide a future income floor that is based 
on the annuity premiums compounded at a specified annual 
percentage rate. 

“Regardless of what the market does, and as long as no with-
drawals are taken, his income benefit base will continue to ac-
cumulate by that percentage,” Wools explains. “That lets us 
know exactly what his income base is going to be at any future 
date. And the longer he waits to take the money, the higher 
his income will be.” Meanwhile, any potential growth in the 
equity subaccounts—which for now have fallen sharply, in step 
with the broad market—will accumulate, tax-deferred, inside 
the annuity, and if account values rise to beyond the income 
benefit base on a contract anniversary, Rick can reset his in-
come benefit base to the higher level. 

 In the meantime, Rick appreciates having continued access 
to the equities markets. “I’m still in the game,” he says. “Annu-
ities have offered me a minimum payout, and municipal bonds 
provided me with additional guaranteed income.” And while 
Rick, like many of this generation’s retirees, is more likely to 
seek a fulfilling second career than a spot on the beach, he feels 
reassured that he can probably retire when he chooses.       

For important information about variable annuities, please see 
the back cover.

large portion of her equities in consumer staples and those that 
paid dividends. “Even if she was holding an investment that had 
taken a big hit, if it was providing a strong dividend, she felt she 
could afford to wait for it to come back,” Boatwright says.

Boatwright and Garcia are in touch with Wilcox monthly, 
in person or by phone, to review her portfolio performance 
and risk appetite, and to discuss potential changes. With her 
portfolio repositioned, Wilcox hopes to start scaling back at 
work within the next five years. She would like to buy ad-
ditional San Francisco real estate to go with the three large 
apartments she recently purchased. “I’ve enjoyed being a 
landlord,” she says. She notes that the market is still too 
volatile for her to relax completely about her retirement. 
“But the decisions I’ve made have given me a greater degree 
of comfort.”   

having enough at Any Age
Because risk tolerance and comfort levels vary widely, there is 
no savings vehicle or financial tool that can serve as a pana-
cea in volatile markets. “Products and investments alone 
are not going to solve the equation,” says Katherine Roy, 
Director, Personal Retirement Innovation and Planning for  
Merrill Lynch. “It takes a process that starts with a retirement 
income plan and pulls together instruments that make the most 
sense for using your investments and generating income.”

These days that often includes a two-pronged approach—
developing a plan for harvesting depressed investments in 
order to diversify into new holdings, while accumulating a 
cash reserve to help meet fixed expenses and ward off anxiety. 
“When you’ve put away enough to close any potential income 
gap for several years, you’re less likely to have an emotional 
reaction to the market,” Roy notes. 

That strategy has helped ease the worries of Rick and Barba-
ra Fulmer. The Fulmers were as troubled as anyone during the 
summer of 2008, when the stock market began its downward 
journey. At ages 58 and 49, respectively, Rick and Barbara 
were still several years from retirement and had significant 
savings. But the couple felt vulnerable, and they worried that 
the fallout from the recession might limit their options for 
when and how they could move on from their working lives. 

Rick, an attorney and a founding partner of the law firm 
Fulmer LeRoy Albee Baumann & Glass in Fort Lauderdale, 
Orlando and other Florida cities, had long favored an all- 
equities concentration, and his Merrill Lynch Financial 
Advisor, Stephen Wools, had helped him establish a widely 
diversified stock portfolio. But as the markets declined, the 
couple and Wools came together to discuss their concerns. 
He led them through a re-evaluation of their asset alloca-
tion, risk tolerance and savings vehicles. The review showed 
the downside of an aggressive strategy for a couple nearing 
retirement. “They had to make some changes,” Wools says.

Wools’s conversation with the Fulmers helped lead them to 
a considerable shift in their asset allocation. He suggested they 

“I’m still in the game,” says  
Rick Fulmer. “Annuities have 

offered me a minimum  
payout, and municipal bonds 
provided me with additional  

guaranteed income.”
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FUNDING YOUR DREAMS
As you take stock of your portfolio, ask a Merrill Lynch Financial Advisor about these products

It is important that you consider this information in the context of your own investment objectives, financial needs and personal  
risk tolerance. These products and strategies do not represent specific investment recommendations. Past performance is no guarantee 
of future results. See additional important notes on the back cover.

Income Source Advantages Disadvantages CONSIDERATIONS

U.S. Treasury  
bonds

No default risk Lose value when inflation or interest 
rates rise

Extreme popularity during the 
recession has pushed up prices 
and depressed yields

Corporate  
bonds

Typically offer higher yields than 
Treasuries

Lose value when inflation or interest 
rates rise

Default risk of top-rated corporates 
has historically decreased as the 
economy has improved

Municipal  
bonds

Interest income normally isn’t  
taxed on federal (and sometimes state) 
returns; low default risk for  
top-rated issues

Lose value when inflation or interest 
rates rise

Low demand has pushed yields 
above those for comparable 
Treasuries, even before taking into 
account tax advantages; income 
may be subject to the alternative 
minimum tax

Dividend-paying  
stocks

Tend to be solid companies; steady 
income stream; less volatile than 
overall stock market

Company may reduce or eliminate 
payments to shareholders

Historically, dividends make up  
a large percentage of stocks’ total 
return

Variable annuities Tax-deferred accumulation; range of 
investment options; death benefit to 
protect heirs; optional living benefits 
can generate an income stream

Contract values and market value 
fluctuate with the markets; fees, 
expenses and insurance costs may 
reduce performance; surrender charges 
may apply

Annuities have historically offered 
the opportunity for a steady 
lifetime income, regardless of 
market volatility

Fixed annuities Tax-deferred accumulation; guarantee  
a fixed rate of return for a specified 
period of time; death benefit to  
protect heirs

Surrender charges and market-value 
adjustments may apply; no upside 
potential for equities if the market 
performs better before your  
guaranteed period ends

Annuities have historically offered 
the opportunity for a steady 
lifetime income, regardless of 
market volatility

CDs Federally insured up to applicable 
limits; wide range of maturities 
available

Locks up cash for term of CD Can be laddered to reduce  
interest rate risk and provide 
steady income

Barbara and Rick Fulmer have 
built a degree of protection into 
their retirement plan without 
abandoning equities.

ml.com/help2retire
Go online to explore the many retirement solutions 
available to Merrill Lynch clients.


