
 

Member Insights: A message from Janet Stanzak  
The COVID-19 pandemic has greatly impacted our lives and professions. But as Janet Stanzak, a long-
time member of our chapter and President at Financial Empowerment describes in this month’s feature 
article, the value of financial planning is more visible now than ever. 

In a matter of just a few months, every aspect of our lives has been impacted by COVID-19. Across the 
country, people are understandably rattled. Beyond worrying about the health of themselves and 
loved ones, they are unsure about their finances and anxious about their jobs, savings and plans for 
retirement. You’ve likely encountered quite a few people who are tempted to make irrational financial 
decisions that could hurt them in the long run. 

Our profession is more vital today than ever. Who else do people talk to about life and money? It’s 
you, their trusted advisor. It’s our expertise and sound advice that helps guide clients through their 
emotions, encouraging them to embrace patience and focus on long-term goals. As the Vanguard 
white paper on an advisor’s alpha notes, we add 150 basis points to return through our behavioral 
coaching.  It is now, in these times, that we are needed the most. We bring calm to the daily noise of 
deep recession, volatile markets, and a highly contagious virus.  

Researcher Julie Littlechild just completed investor surveys to identify topics clients want to hear 
about. Initially, clients were simply trying to cope with the market downturn and wanted assurance 
their assets could support their lifetime income needs. A couple weeks later, priorities significantly 
changed from a focus on markets to a focus on life. They still want education on investments and 
markets, but they also want information about how to stay healthy and well. More are thinking about 
a second career. They are wondering about how to care for aging parents.    

This is a challenging time for each and every one of us – personally and professionally. To be effective 
as we take care of our clients, we need to ask if we are taking care of ourselves. Since this has changed 
the way we do business with online meetings and working from home, it’s an opportunity to be 
intentional with our time. This is an opportunity to do a “reset.” 

For some, we are restructuring our day to wear more hats, including online learning for children. For 
others, we save time not having to commute to an office. How often do we have “new found time?” An 
extra hour each day could provide opportunity for a new exercise routine, cooking more nutritional 
meals or planning more intentional family time. Why not take calls while walking? I find it helpful to 
take time to pause. Meditate. Breathe deeply. Be totally prepared for those clients’ calls, the ones I 
initiate and the surprise calls I should expect. Start with taking care of you. 

Today more than ever, we are looking for connection. Just look at the exponential increase in Zoom 
calls! We are the ones to provide connection with our clients. Personal connection today is through 
online meetings where we can see each other, experience life together and plan forward. Phone calls 
can do, but we know there is so much more connection through body language and seeing one 
another. Connect first. Then follow-up with your strategies for waiving RMD’s, Roth conversions, 
dollar-cost-averaging and assuring our clients we are taking advantage of available opportunities. 
These are the times our work as financial planners truly makes a difference in people’s lives.  
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