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FirstWave Financial helps people get on track and stay there with smart
retirement planning; works with area businesses in succession planning
By Ken Datzman

SATELLITE BEACH — For at least the

last five years, the financial industry’s

message on saving for retirement has

gotten louder and louder to American

workers. But are people really listening?

The industry’s clear message to

consumers is start a retirement savings

plan early in life and then continue

building on it through the decades. And be

sure to stay the course even when market

conditions become bumpy along the way.

Yet report after report says the “state of

retirement” in America is woeful. Many

people — across all age brackets — face an

uphill climb when it comes to saving for

their golden years, whether it’s through an

employer 401(k), an individual retirement

account, or other type of investment plan.

Currently, the household saving rate in

the United States is around 3 percent. It

reached an all–time high of 17 percent in

May 1975 and a record low of 1.9 percent in

July 2005, according to federal government

statistics.

Retirement–readiness starts on the

ground floor with “employee engagement”

at companies.

“I think we are at the point of inflection

where the industry is really pushing the

message of ‘let’s make a change in em-

ployee behavior’ as far as retirement saving

is concerned. I believe it’s really important

to have the ‘human element’ involved in

that,” said Chartered Retirement Plan

Specialist and financial author Robert

DeVries, who is a WealthCoach at

FirstWave Financial.

FirstWave Financial was founded in

1995 by longtime certified public accoun-

tant Tom Kirk, who today chairs the

company’s board of directors. He sold the

business to Laura Chiesman two years ago.

She is the president and owner of

FirstWave Financial. Chiesman worked

alongside Kirk for 14 years building the

company, which has grown to a team of

14 people.

FirstWave Financial is an independent

wealth management, estate planning, and

asset protection firm that works with

individuals and businesses. FirstWave

Financial has produced a series of

WealthBooks, including one authored by

Kirk and DeVries titled “The Bright Future

401(k).”

“Over the years, we have made some big

strides with the company,” said Chiesman,

a Certified Financial Planner and

WealthCoach. “And we always put the

client first.”

FirstWave 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 the FirstWave Solutions

Integration model that includes “The

Transition Roadmap Developer,” “The

WealthCare Solution,” and “The Retire-

ment Plan Optimizer,” — strategies that

help drive results for clients.

Using this system, the WeathCoaches

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 team is the laser focus on the

client,” said WealthCoach Jamie

Ostrander, who joined FirstWave Financial

a year ago and has experience in a range of

areas, including retirement–planning

analysis and small–business retirement

plans.

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. So, it’s a very good

framework and allows clients to explore

and have freedom within that framework.”

Ostrander’s experience includes having

worked for Seacoast Wealth Management,

under Seacoast Bank. He’s a graduate of

Melbourne Central Catholic High School

and Taylor University in Upland, Ind.

“Retirement planning is not guess work.

It must be grounded in sound principles

and there must be engagement,” said

Ostrander, who is a volunteer coach with

Special Olympics in Brevard.

DeVries added, “What are employees

getting out of their retirement plan? I read

a study this past year from Mercer that

said 25 percent of employees spend more

than 10 hours per month at work worrying

about money. That is a huge chunk of time

they are distracted from their job, and it’s

costly to employers.”

Mercer, a subsidiary of Marsh &

McLennan Companies, is a global consult-

ant in the areas of health, wealth, and

careers. Mercer’s “Inside Employees’

Minds” financial wellness survey gathered

insights from more than 3,000 workers.

The survey found, on average, people spend

13 hours per month worrying about money

matters at work, which alone provides an

incentive for employers to help employees

address financial concerns.

The survey also found that employers

could lose up to $250 billion in lost wages

because of employees’ stress about their

personal finances. It said that employees

with access to financial wellness “have over

twice the job satisfaction” than those

without access.

“You really have to have the right plan

provider and an advisor who comes in and

helps change behavior and engages the

employees,” said DeVries, an industry

veteran who has an MBA degree in finance

from New York University. “That’s where

the ‘rubber meets the road.’ Someone who

brings compassion and education can help

employees know where they are as it

FirstWave Financial in Satellite Beach is an independent wealth management, estate planning, and
asset protection firm that works with individuals and businesses. The company offers a full range of
services, including helping businessowners transition their enterprise to the next generation or sell it
outright. From left, the team includes: Jamie Ostrander, WealthCoach; Laura Chiesman, president
and WealthCoach; and Robert DeVries, WealthCoach.
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pertains to retirement planning and help

make changes to get them on the right

path to building wealth.”

The job market is considered to be at

“full employment” and growth in the U.S.

continues at a respectable rate, but a

significant segment of working Americans

is failing to save for retirement, emergen-

cies, and other financial goals, according to

a new Bankrate.com report.

What’s keeping these employed

Americans from saving? The number–one

reason given is having a lot of expenses

(39 percent). “With a steady, significant

share of the working population saving

nothing or relatively little, it’s virtually

guaranteed that they’ll be unable to afford

a modest emergency expense, or finance

retirement,” the report says.

There is, however, one shining star

among the age groups actually saving

money. It’s the millennials, people 18 to

36 years old. Sixty–percent of millennials

who are limiting how much they spend

each month are doing so in order to save

more money. That’s more than double the

25 percent of older generations who cite

saving as the main reason for setting a

spending cap. The emphasis on spending

declines with age, according to the

Bankrate.com report.

“The millennials appear to be much

better suited to save money because they

are used to paying for things in monthly

allotments,” said DeVries. “For example,

many of them prefer to rent versus owing

a home. So they are used to putting

something away on a monthly basis. And

this mindset seems to intersect with saving

money.”

In addition to helping people create

wealth over time through investing,

FirstWave Financial is involved in

assisting businessowners plan for the

transition or succession of their enterprise.

As baby–boomers retire at the rate of

10,000 every day, many are faced with the

challenge of what to do with their business.

For most small–business owners, the

business is generally their biggest asset.

Not properly planning for the sale or

transfer of their business can leave a lot of

people, including the owner, in a very

difficult position.

“We work closely with a lot of small–

business owners and what we have found

is most of their assets are often tied up in

their business,” said Chiesman.

“The families depend upon those

businesses and it’s really important to

someone who has put their lifeblood into

building an enterprise to have it carry on

and be successful, and to perhaps support

future generations of their family or

generations of team members, and

continue to serve the clients they worked so

hard to win over through the years.”

Chiesman said her company itself went

through a transition a few years ago, but

planning began long before that. A sale or

transfer of a business involves multiple

financial and legal steps and it’s something

that can’t be rushed. A written exit plan

developed by a team of experts working in

concert with the businessowner is the best

way to prepare for a successful transition.

“We have been involved in business

transitions through the years and saw an

opportunity to systemize and facilitate that

type of work, especially in the early part of

the decision–making process in order for

the transition to be a success. We refer to

the process as more of a ‘journey’ than an

‘event.’ It can be a long process to get to the

point where a business is ready to transi-

tion or when it’s appropriate for the

founder to step away. This has been a very

fulfilling initiative for us and we really

enjoy working with businessowners

through the entire process,” said

Chiesman, a UCF finance graduate.

She said her firm works with a team of

experts, including attorneys and business

evaluation specialists.

Nearly three–quarters (73 percent) of

business brokers and advisors surveyed

predict the volume of small businesses sold

(under $50 million) will increase in the

next 12 months, according to the “Market

Pulse Report” published by the Interna-

tional Business Brokers Association,

M&A Source, and the Pepperdine Univer-

sity Private Capital Market Project.

Sixty–five percent of advisors say the

U.S. Small Business Administration’s rules

lowering minimum down payments from

25 percent to 10 percent will “lead to more

business sales this year.”

“Whether a businessowner is planning

to transition his or her company to the next

generation, or sell it outright, we want to

help them through the process and be

successful. We look forward to talking to

businessowners in the area and helping

them take advantage of a great process we

have created,” said Chiesman.
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