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Gavin Newsom: An interview 
with the man who hopes  
to lead California—and offer  
a new vision of America.

They were once the darlings  
of Wall Street. But after  
years of underperformance, 
what’s next for hedge funds?

From watches to barware 
to travel accessories, classic 
style reigns in Worth’s  
annual holiday Gift Guide.
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S P O N S O R E D  C O N T E N T

L E A D I N G  A D V I S O R S  /  W E A L T H  M A N A G E M E N T

Q: 

Do you have plans in place  
to manage cognitive decline?

It is common to believe that cognitive 
decline will never affect you, or per-
haps it’s just wishful thinking. How-
ever, today’s reality is that a majority of 
those over age 60 will experience some 
level of cognitive impairment at some 
point in their lives.

Even more distressing is the fact 
that very few have a plan in place to 
identify and address this decline.

While cognitive decline is a broad 
phrase that covers a range of condi-
tions from mild impairment to severe 
dementia, it is very important to rec-
ognize the symptoms of decline early 
to avoid issues that sometimes ensue, 
such as poor financial decisions and 
the tendency to fall victim to financial 
fraud. In fact, declining ability to make 
or understand financial decisions is 
often one of the first recognizable 
signs that something is wrong.

To build your own plan, we recommend 
taking the following steps before the pro-
cess becomes much more challenging.

1. Involve adult children now.
Disclosing financial information can be 
difficult, especially when you’re manag-
ing complicated family dynamics, or have 
a strong desire for privacy. In such cases, 
your advisor can play a key role in ex-
plaining complicated investment and 
estate plans to your children, and provide 
the “why” behind certain decisions.

2. Clearly define roles and responsibilities.
Make sure the right person is in the right 
role. Don’t let geography or a child’s pro-
fession determine who is assigned each 
role. If your son works part-time and lives 
nearby, he may be the best person to 
help with doctor’s appointments and 
day-to-day needs. However, financial 

  B Y  D A R B Y  A R M O N T

Darby Armont, MBA, CFP®, CFA®,  
Vice President

R I C H A R D  P.  S L A U G H T E R 
A S S O C I A T E S ,  I N C .

RichardSlaughter_WOR53.indd   94 11/2/18   11:47 AM



$500M
Largest Client  

Net Worth

Accounting,  
Auditing, Budgets,  

Payroll and  
Concierge Services

Professional Services 
Provided

Financial 
Services Experience

33
YEARS

   cbiz.com       |           calvarez@cbiz.com      |          212-790-5765

  5 Bryant Park New York, NY 10018

095WO R T H .CO M       N OV E M B E R  2 0 1 8 - J A N UA RY  2 0 1 9    

D A R B Y  A R M O N T   /   R I C H A R D  P .  S L A U G H T E R  A S S O C I A T E S ,  I N C . 

decisions should be left to the person 
with the best experience and tempera-
ment regardless of his or her location. 
Have this conversation early to make your 
wishes clear and to provide a path for-
ward. Be sure, too, to give your children 
the chance to form their own questions.

3. Discard “busy” from the equation.
Parents often allow their busy schedules 
to take precedence over difficult family 
financial planning. Everyone is busy, but 
your children will thank you down the 
road when plans are in place and a tough 
situation arises but doesn’t have to be 
dealt with like a crisis. Meanwhile, if family 
conflicts occur, your advisor can act as a 
neutral party and get everyone onto the 
same page. As for your own role: Intro-
duce your advisor to your adult children 
early in the process to open a line of 
communication and provide familiarity. 
Also give your advisor permission to 
disclose account locations as necessary.

4. Tell your advisor to be  
your voice of reason.
In many cases, an advisor is the first per-
son to notice that something is wrong, 
particularly when children live far away. 
But if your advisor is worried that you’ll 
react poorly to the conversation, he or 
she may avoid it until something signifi-
cant happens. Nevertheless, your advisor 
can be a great resource, so clear the path 
and allow this advocate you have to do 
the best job possible on your behalf.

5. Provide a trusted contact  
to brokerage firms.
This is a relatively new trend, but many 
firms will allow you to name someone 
they can contact in the event that the 
firm has questions about your deci-
sion-making or is unable to reach you.

6. Gather and share documents.
Make sure your financial documents and 
medical powers of attorney are in order, 
and that family members know who is 
named in what capacity. Named family 
members should also know where docu-
ments are located and have their own cop-
ies for ready access in an emergency.

Cognitive decline is not the only condition 
that can throw a wrench into the best-laid 
financial plans. Other disabilities, whether 
a temporary hospital stay or long-term ill-
ness, can trigger the need for someone to 

step in and assist with financial matters.
Regardless of the situation, the key is to 

plan early so that matters are handled as 
smoothly as possible for all parties involved. 

And, for those without the benefit of family 
members to rely on in such circumstances, 
there are resources and professionals avail-
able that your advisor can recommend. l

Richard P. Slaughter Associates 
is a leading wealth-management 
firm specializing in delivering 
tailored strategies as a fiduciary 
and advocate for high net 
worth individuals, families and 
businesses. Slaughter Associates 
constructs a comprehensive 
financial relationship with its 
clients by delivering expertise 
in financial planning and asset 
management and coordinating 
with tax, insurance and estate 
professionals. The result is a 
holistic approach—unique in the 
financial industry—that generates 

a clear path to the individual financial goals of the client. Founded in 1991 
in Austin, Texas, Slaughter Associates was among the first fee-based firms 
in the nation, a fiduciary status that allows it the freedom to provide advice 
that is always in the best interest of the client. Slaughter Associates is a 
NABCAP Premier Advisor, recognized for its commitment to maintaining 
top business standards, first-class financial management capabilities and 
dedication to preserving transparency in the financial-services industry.
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“ Declining ability to make 
or understand financial 
decisions is often one of the 
first recognizable signs that 
something is wrong.”
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