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2025 - WHERE SHOULD MY NEXT DOLLAR GO?

Start Here

Are you financially secure
(e.g., adequate emergency
fund, no high-interest
debt, adequate insurance,
financially solvent, etc.)?

Consider bolstering your
emergency funds, paying

off additional debts, or
increasing insurance
coverages.

Have you taken advantage
of all the “free money”
available to you from your
employer benefits (e.g.,
matching contributions,

ESPP, etc.)?
T T
No Yes ———

+

Consider taking advantage
of any “free money” made
available to you by your
employer, so long as it
doesn't conflict with other

time-sensitive or higher-
priority goals. Be mindful of
any restrictions (e.g.,
vesting schedules, holding
requirements, etc.).

T
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What is the primary goal
> behind the next dollar you
want to save or invest?

vV
Saving for retirement

3

A
Are you able to save in a
retirement account (e.g.,
IRA, 401(k), etc.), and are
you comfortable with
potential limited flexibility
regarding withdrawals?

T 1
Yes No F———
3

Do you prefer to have
some tax flexibility (e.g.,
tax-insensitive withdrawals)

Do you expect your
future taxes to be equal
to or higher than your
current taxes?

in the future, and are you 1 1
willing to pay the taxes now N
+—— No Yes
(even if your future taxes <
are potentially lower)? 3

Y Y
No Yes
-

Consider contributing to
Traditional (pre-tax)
retirement accounts.

Consider investing in more
predictable, low volatility
assets (e.g., bonds, bond

funds, CDs, MYGAs, money

markets, cash, etc.), but be

needs and duration.

I Roth (after-tax) retirement

Consider contributing to

accounts, and make sure
to elect your employer
match to go to Roth (if

applicable).

Vv
Saving for a specific
expense or goal (e.g.,
education, medical, charity,
gifting, wedding, home,
vehicle, vacation, rental

vV
Pursuing a broader
financial planning objective
(e.g., strategic tax planning,
estate/legacy planning, risk
management, paying off

property purchase, etc.). debts, etc.).
v M
Vv '

Do you have access to
accounts or assets that
complement your specific
goal (e.g., HSA for medical,
529 for education, DAF for
charity, etc.), and are you
OK with potential liquidity
issues, associated penalties,
or limitations?

— No

vV
Are you concerned about
needing the money in the
short term (e.g., 5 years
or less)?

mindful of your liquidity ¢ Yes No

Y Y

T T

Yes

Consider staying flexible
by saving in non-qualified
accounts or assets (i.e.,
non-retirement, not
penalty-prone, etc.).

Consider saving in assets
that synergize with or
complement your specific
funding goal.

Are you considering
a specific strategy that
complements your
planning objective (e.g.,
paying taxes on Roth
conversions, funding
insurance for legacy goals,
paying off other debts, etc.),
and are you comfortable
with the strategy even if it
affects your liquidity or
asset flexibility needs?

TrustStone

Consider implementing

your planning strategy.

Consider investing in assets
that may offer better
long-term growth (e.g.,
equities, real estate, high-
yield bonds, etc.), but be
mindful of your liquidity

needs and risk tolerance.
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TrustStone Wealth Partners, LLC (“TrustStone”) is a registered investment adviser located in Chapel Hill, North Carolina.
TrustStone may only transact business in those states in which it is registered, or qualifies for an exemption or exclusion from
registration requirements.

Information presented is for educational purposes only and does not intend to make an offer or solicitation for the sale or purchase
of any specific products or services. Accordingly, this information should not be construed, in any manner whatsoever, as a
substitute for personalized advice from TrustStone. Be sure to first consult with a qualified financial adviser, attorney, and/or tax
professional before implementing any strategy discussed herein.

Any case studies presented are purely hypothetical and do not represent actual clients or results. Similar, or even positive results,
cannot be guaranteed. Each client has their own unique set of circumstances so products and strategies may not be suitable for
all people.

Investments involve risk and unless otherwise stated, are not guaranteed. Past performance is not indicative of future
performance.

Insurance products and services are offered and sold through individually licensed and appointed insurance agents.

TrustStone Wealth Partners, LLC
101 Glen Lennox Dr Suite 300, Chapel Hill, NC 27517
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