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FirstWave Financial marks its 25th year as independent advisory practice
By Ken Datzman

Investment advisors and financial

planners are as important today as they

have ever been.

The unprecedented coronavirus

pandemic has even sparked young people,

in some cases for the first time, to get

started in investing.

And they are seeking financial planning

advice that cuts through Wall Street

jargon, filters out the noise, and puts the

investment world into easy–to–understand

language.

At the center of that initiative is

creating a holistic financial plan, which

helps people of any age feel more confident

when faced with economic uncertainty. It

keeps them on a path toward progress.

“If you stay ready, you don’t have to get

ready,” said industry veteran Jamie

Ostrander, a WealthCoach at FirstWave

Financial in Satellite Beach who is a

graduate of Melbourne Central Catholic

High School and Taylor University in

Indiana. “You don’t want to throw the

compass out when you are in the middle of

a storm. Staying ready and having a plan

are key.”

He added, “As planners and as coaches,

it is our job to help people identify and

define what matters most to them and help

them develop a plan of action and chart a

course to accomplish their mission. The

best time to do it is when the seas are

calm.”

Ostrander said FirstWave Financial

“has an exceptional group of clients who

have hired us to work for them.”

A FirstWave Financial WealthCoach is

a professional who takes the time to sit

down with the client and offer ideas on how

to best manage their money.

WealthCoaches also help create a living

budget and are holistically concerned about

the future of the client’s financial health

and wealth mindset.

FirstWave Financial has been helping

people chart their financial course for a

long time. The independent registered

advisory firm is celebrating its 25th year in

Brevard County.

“A lot of our clients have been with us

for more than 20 years,” said Certified

Financial Planner and WealthCoach Laura

Chiesman, president and owner of

FirstWave Financial.

“We have all been through many

different market cycles, so we have

weathered a lot together. A worldwide

virus is unprecedented, but we bring to the

table the confidence and the experience to
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help our clients get through this as they

look to the future. We are celebrating 25

years behind us and before us. That’s our

slogan.”

She continued, “We are a sturdy

institution. We have been in business for a

quarter of a century. We have the experi-

ence, we have the plans, we have the

processes, and we have the people in place

to deal with whatever comes our way.”

“The current market situation, created

by the coronavirus pandemic, has re-

minded me of 9/11,” said WealthCoach

Robert DeVries, a Chartered Retirement

Plans Specialist and an Accredited Wealth

Management Advisor with FirstWave

Financial.

“Laura (Chiesman) and I worked

together at the firm back then. After doing

some research on market volatility and

historic events that impacted the market

over many decades, we immediately

started contacting clients to reassure them

and to be there for them, especially in this

time of market volatility. We have relied on

FirstWave Financial in Satellite Beach is celebrating its 25th year in business. The firm has been a big success by sticking to the basics of long–term
investing. Many of its clients have been aboard for 20 or more years. FirstWave Financial works with individual investors, families, and businessowners.
From left, the team includes: Jamie Ostrander, WealthCoach; WealthCoach Laura Chiesman, president and owner of the firm; and Robert DeVries,
WealthCoach. They are at the Eau Gallie Yacht Club in Indian Harbour Beach.
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By Ken Datzman

The visibility of the Brevard Job Link
got a big boost in 2001.

The continuing contraction in the
economy,although a rebound isexpected
in 2002, focused a much brighter light on
the importance of the organization and
its mission in the county.

The four full–service, one–stop career
centers in Brevard — from Palm Bay to
Titusville — handled significantly
increased traffic,even catering to people
who have never had a need to tap this
resource before.

“It’s been a great year in that we have
been able to get services out to people
quicker and more efficientlythan ever
before,” said Linda South, executive
director of the organization. She added, “I
think a lot more people have come to
understand the value of the rich re-
sources that are available in the Brevard
Job Link centers, not only from a job–
seeker’s standpoint but also from the
employer’s standpoint.”

These information–packed centers
offer a variety of services to job seekers,
businesses and the unemployed. For
instance, there are job referrals, Internet

Brevard Job Link key
resource connecting
firms and job seekers

access to America’s Job Bank and other
employment Web sites,videos,career
guidebooks and an in–depth collection of
periodicals, including “The Wall Street
Journal.”

The centers also have computers
equipped withword–processing software,
fax machines, copiers, laser printers, and
telephones with long–distance access. A
videoconference system isavailable,
which may be used for conducting
interviews.

Employers, said South, can provide
the Job Link with its openings free of
charge either online, by fax or phone,
visit one of the centers “or they can ask
for a representative to come and see
them at their place of business. We
would like to see every single job order in
Brevard County to be in the Job Link
system, so that we can rapidly match
skill sets. And if we don’t have the match
we’ll use the information to create
education and training opportunities that
are responsive to the need.”

Brevard Job Link is funded through
the Brevard Development Workforce
Board Inc. in Rockledge. It also has been
successfulinwinning competitive grants

What the Social Security plan would mean to you
By Mary Deibel
Scripps Howard Service

Here’s what to expect if Social
Security is changed so that younger
workers can invest some of their payroll
tax money in private accounts, as
President Bush’s Social Security Com-
mission proposed a few weeks ago.

Current retirees and those nearing
retirement — anyone 55or older today
— would get Society Security benefits as
promised under the present system.

Workers younger than 55could put
money into a private account. GOP panel
member and former Congressman Bill
Frenzel calls the Bush Commission’s
three–account alternatives the Free
Lunch, the Blue–Plate Special and the
Subsidized Lunch.

Nothing will happen immediately
since President Bush isn’t expected to
make any recommendations to Congress
until 2003,after the 2002congressional
elections.

BasicSocial Security checks would be
smaller than called for in current law.
Depending on market performance,total
benefits from Social Security plus your
personalaccount could be higher or
lower.

The commission plans call for extra
tax money of up to $71billion a year and
require other changes that could raise
income or payroll taxes or raise the
retirement age for future retirees.

Social Security currently collects
enough payroll tax topay 100percentof
benefits through 2038and 73percent of
benefits thereafter if the system isn’t
changed.

The 16–member panelunanimously
approved these options three weeks ago
to carry out Bush’s campaign pledge to
let younger workers divert some of the
6.2percent payroll tax they owe on
wages to individual accounts that own
stocks and bonds.

Workers who opted to take part would
choose from the five low–risk funds, one
each for government bonds,corporate
bonds and a stocks–and–bonds mix, plus
two stock–index funds that track the
broader market.Workers could change
their choice once a year and couldn’t
borrow or withdraw money.

lPLAN 1. “Free Lunch” — lets
workers put 2percentage points of their
6.2percent payroll tax into a personal
account. Nothing else changes, and

The four full–service one–stop career centers of Brevard Job Link are seeing increased traffic. Linda South,
executive director, said her organization is a rich resource for both the job seeker as well as the employer.
Michael Anderson is associate director. They are at the Melbourne site in Perimeter Center.
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that experience again this time. We have

exceptional, mature clients. They’ve been

through other markets gyrations with us.

Sticking with the plan takes discipline.”

“Discipline and clarity — it’s not fancy

or exciting, but it absolutely works,” added

Ostrander, who is a volunteer coach with

West Melbourne football.

“It also takes discipline to not get too

aggressive in the portfolio when things are

really good, and sticking to the plan,”

added DeVries.

New research released by the Certified

Financial Planner Board of Standards Inc.

found that during the coronavirus

pandemic, more than one–in–three CFP

professionals surveyed (36 percent) said

their primary recommendation to clients

was to “sit tight and wait” to make any

major financial decisions until volatility

decreases.

Additional recommendations from CFP

professionals to clients included reviewing

and updating short– and long–term goals

(16 percent) and rebalancing portfolios

(17 percent).

Nearly all CFP professionals surveyed

(94 percent) agree that Americans with a

financial plan are more likely to make

progress toward their goals, even during

these uncertain times.

The survey sums up, “The findings

show that during the current health and

economic crisis, CFP professionals play an

important role in counseling Americans

through stress and uncertainty.”

Since the coronavirus outbreak, the

survey said the biggest challenge CFPs

face is maintaining frequent communica-

tion with clients and prospects.

The CFP Board designed this survey to

understand the impact of the coronavirus

pandemic on CFP professionals and their

clients. More than 1,000 CFP professionals

completed the online survey between April

6 and April 13.

Chiesman, DeVries and Ostrander have

worked through three of the biggest

downturns in modern stock market

history.

The Sept. 11, 2001, terrorist attacks

caused global markets to drop sharply.

On Sept. 16, 2008, some large financial

institutions failed, primarily because of

their exposure to packages of subprime

loans and credit–default swaps, which led

to wide selling of stocks.

And this March, the markets started

falling because of the growing number of

reported cases of the coronavirus in

America.

But in all these instances, the indices

rebounded and went on to post impressive

gains.

The Dow Jones, for example, fell to a

low of 18,591 on Monday, March 23. Today,

the Dow Jones, which is comprised of blue–

chip companies in America, is up some

7,000 points since March 23, “capitulation

Monday.” The Standard & Poor’s 500 and

tech–heavy Nasdaq have rallied, too.

Market research going back to 1926 in

the U.S. shows that stocks have tended to

deliver positive returns over one–year,

three–year, and five–year periods following

steep declines.

“It all underscores the efficiency of

markets,” said DeVries, who is a graduate

of the University of Michigan and holds an

MBA degree from New York University.

DeVries added, “As a group — Laura,

Jamie, Tom Kirk, and I — we have more

than 100 years of investing experience in

the market. So market volatility and

declines are not something new to us. We

rely on our processes and our plans to keep

clients on track toward their goals.”

Certified Public Accountant, Personal

Financial Specialist, and CFP Tom Kirk

founded the company now known as

FirstWave Financial. The firm’s history

goes back to Hoyman Dobson, a local CPA

practice of which he was a partner in the

early 1980s with Charles “Chas” Hoyman

and Barbara Oswalt.

At the time, Kirk was the only financial

planner within that CPA firm. Later he

decided to devote his practice solely to that

specialty. So in 1995, he opened CPA

Wealth Management Services in

Melbourne. It operated under the Hoyman

Dobson umbrella, but as a separate entity.

When Hoyman Dobson merged in late

2011 with CPA firm Carr, Riggs & Ingram

LLC, a large practice with offices through-

out the Southeast, Kirk said he decided to

transition his company with a new name

and a new location, “in order to better serve

my clients and maintain my indepen-

dence.”

He rebranded the company with the

name FirstWave Financial, which is a

registered trademark.

Chiesman purchased the firm from

Kirk in 2016. A UCF finance graduate,

Chiesman worked alongside Kirk for 14

years helping build the company. Kirk, a

Satellite High School and University of

Florida graduate, is serving as FirstWave

Financial’s board chairman and

WealthAdvocate.

He has written a number of financial–

oriented books, including “Are You Worried

About Your Money?” and “Your Wealth

Confidence Scorecard.” Both books provide

insight into investing and building wealth.

Kirk also co–authored with DeVries “The

Bright Future 401(k).”

Chiesman is finishing a book she is co–

writing on the subject of business–

transition planning, called “Trading

Places,” set to be released later this year

FirstWave Financial uses a customized

“passive” investment strategy managing

money, using index funds, as opposed to an

“active” approach. If you are a passive

investor, you invest for the long term.

Passive investors limit the amount of

buying and selling within their portfolios,

making this a cost–effective way to invest.

Passive investing is built around a buy–

and–hold strategy.

“We do not react or anticipate the stock

market’s every move,” said DeVries. “While

we utilize a passive investment approach

to building wealth, we are very active in

regard to reaching out to our clients.”

For the 10th consecutive year, the

majority (71 percent) of large–cap funds

underperformed Standard & Poor’s 500.

The figures highlight that heightened

market volatility does not necessarily

result in better relative performance for

active investing, according to the 2019

“S&P Indices Versus Active Funds”

scorecard.

Similarly, over the years, small–cap

equity managers have also found it

challenging to beat the S&P Small Cap

600.

FirstWave Financial uses a fee–based,

as opposed a commission–based, business

model.

“We put the client at the top,” said

Chiesman. “The client pays us a fee to be

their WealthCoach. Our allegiance is to

that client. We have a fiduciary relation-

ship with the client. Our job is to find the

‘best–of–breed’ solutions to help our clients

achieve their financial goals.”

FirstWave Financial WealthCoaches

work with clients to help set priorities,

create goals, and formulate concrete plans

to help them gain confidence in their

financial future.

The team uses FirstWave Financial’s

Solutions Integration models that include

“The WealthCare Solution,” “The Retire-

ment Plan Optimizer” and “The Transition

Roadmap Developer” — strategies that

help drive results for clients.

Using this system, the WealthCoaches

walk the clients through a step–by–step

process that maps out their financial

future, and much more. “One of the things

I really appreciate about being part of the

FirstWave Financial team is the laser

focus on the client,” said Ostrander.

He said the “laser focus on the client is

developed through a ‘goals–clarification

experience’ where we not only cover the

quantitative but also the qualitative

aspect. They tell us why they are investing

and what they are trying to achieve

through their investments. We cover

everything thoroughly. And we have

ongoing meetings to make sure they are on

track toward their goals.”

Ostrander said “financial planning” is

not guess work. It must be grounded in

sound principles and there must be

engagement.”

Twenty–three percent of workers who

are employed or recently unemployed say

their confidence in their ability to retire

comfortably has declined in light of the

coronavirus pandemic, according to

“Retirement Security Amid Covid–19: The

Outlook of Three Generations,” a new

study released in May by nonprofit

Transamerica Center for Retirement

Study.

This is one of the largest and longest–

running surveys of its kind. The study

examines the retirement outlook of

millennials, Generation X, and baby–

boomers.

It is based on a survey conducted in late

2019 and offers comparisons with a

supplemental study conducted in April

2020, after several states issued stay–at–

home orders and large segments of the

U.S. economy had temporarily closed

because of the pandemic.

Since the coronavirus erupted, the

FirstWave Financial team has been

working remotely and following guidelines

set by the U.S. Centers for Disease Control

and Prevention.

“As the stay–at–home orders were

issued, we were ready to operate virtually

from our homes,” said Chiesman. “And our

goal was to increase our communication in

new ways and maintain a high level of

communication with our clients. We are

leveraging technology and new tools to do

this. With our office being located on the

beachside, over the years we’ve had to

prepare and take action because of

hurricanes. So, we were a little bit ahead of

the game when work–from–home orders

came down.”

She added, “Our systems are off–site

from our headquarters, so we can go home

and log into a secure network. We have

adapted very well as a team working from

our homes. Our clients are getting more

comfortable using the cameras, too.”

“As far as the meetings go, we have

stayed right on track communicating with

our clients,” said DeVries, adding that

FirstWave Financial uses the

GoToMeeting platform to connect with

customers. FirstWave Financial has also

created a new secure portal for its clients.

The FirstWave Financial team has been

actively involved in the community for

years.

“We’ve been impressed with how our

community has responded to the

coronavirus pandemic. We have been a big

part of the community and that is impor-

tant to us,” said Chiesman, who served as

the 2019 Campaign chairwoman for

United Way of Brevard.

Chiesman said she “grew up in a family

that has long been involved in the commu-

nity. Our family has been here since the

early 1960s. My mother founded an

emergency shelter for homeless women

and their children (Genesis House) more

than 40 years ago in this community, and

it’s still viable today. I have been involved

with that organization.”

She added, “We live in a great commu-

nity. Residents are always willing to reach

out and help people in need in some way.

Their efforts better our community. And

FirstWave Financial is proud to have been

part of this community for 25 years.”




