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FINANCIAL INSTITUTIONS

MONEY MARKET RATES”

Franklin Savings 5.65
Comerica 5.30
E€mpire of Americg 5.54
First Federal of Michigan 5.50
Flist of America 5.30
Manufacturers 5.30
Michigan National of Detroit 5.35
Natlonal Bank of Detrolt 5.35
Standard Federal 5.40
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$10,000

MONEY FUND
5.85% 6.01%

$50,000

MONEY FUND
6.00% 6.17%

Annuoal Effective Annual Effective
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Rare Yield Rate Yiek?

$100,000

MONEY FUND
6.05% 6.22%

Annual Effouzive
Fercentage  Annwal
Rare Yield
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LY Simple Interest
B DEFERRED

Interest paid at maturity,
taxable April 15, 1988

1 2 MONTH
C.D.

B INCOME

Monzhly check may by issued or
reinvested to another Franklin
Savings Account
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Ask About Our Other Full Service Products o=
26336 Twelve Mile Rd. ® Southficld

(At Northwestern Highuuy)
(313) 358.5170

(313) 881.5200

20247 Mack Avenue ® Grosse Pointe We
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Financial

planning:

worthy investment

T ALL USED to be so simple.
The typical breadwinner earned
his money, bought a home, and
tucked the rest into passbook

savings. He borrowed for his children’s
education and he depended upon his
employer and Social Security for re-
tirement,

' Today, despite both spouses work-
ing, mony households are losing out to
inflation, high interest rates, and un-
fathomable tax laws. Finanein] prod-
ucts proliferate the landscape and the
cost of college education is rising as
fast as the medical bills, Worse, retire-
ment looms as a financial nightmare
instead of the dream years.

In short, saving and investing one’s
money has b more challenging
than earning it.

To meet this fiscal challenge and
our uncertain economic times, more
and more people, most of them middle-
income, are turning to the services of a
fi s0r A fi e

is sort of a fiscal coach who analyzes
your finoncial circumstances and de.
velops & sophisticated game plan ——
a scries of objective strategies and spe-
cific r dations designed to
help you achieve your shortrange
needs and long-range goals,

“IT IS ALWAYS bencficial to any
family to have an outside, disinterest-
ed third-party advisor on financial
matters,” says Hubert L. Harris, exec-
utive director of the International As.
sociation for Financial Planning
(IAFP), bascd in Atlanta. “The finan-
cial planner is an objective 1

do for you? Alexandra Armstrong,
CFP, president of the International
A iation for Fi ial  Planning
says that any planner, whether he or
she works independently or as part of
a team for a large financinl services or-
panization should begin by taking a
“financin! snapshot” of your estate.

Through personal Interviewing and
a lengthly questionnaire, the planner
examines your assets, liabilities, sourc.
es of income, real estate, net worth,
cash flow, investments, family status,
tax bracket — anything that will af-
fect your financial future. Be candid in
your response to the entire plan is
based on your answers.

Next, the planner indentifies the ca.
reer and financial goals you have. How
do you want the family estate pre-
served? Does money need to be put
aside for education? Retirement? A
trip around the world? to what degree
are you willing to take financial risks
to achieve these goals?

WITH THESE GOALS in mind,
the planner then analyzes the data to
determine if there is too much or too
little insurance, if there are tax-saving
strategics and shelters that have been
overlooked, if you should open an IRA
or a Keogh plan, or what are the best
alternatives for investment.

In preparing a conlidentinl, compre.
hensive, long-term plan, the planner
must take into account projected
changes in the inflation rate and inter
est rates, ¢changes in the tax laws and
new investment opportunities. a finan-
cial pl says Armstrong, nlways

rather than someone sellng you a prod-
uct.,” If you do need specific advice for
a single area such as stocks or finding
a tax shelter, then pick the appropri-
ate specialist, If you nced on overview,
a big picture, then you need a fi ial

relates each piece to the big picture.
While qualified financial planners
are gencralists by training, most are
more knowledgeable in some areas
than others. Like a good coach, a
1 Id be willing and able to

planner,
What exactly will a troined planner
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Adotitted to the Registry of Financial P4snning Practitioners

Financtal Fundamentals, Inc,
Teputered Invesiment Advisor

JANICE E. SCHWEIZER, CFP
President
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