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Make Key Financial Moves 
Before Year’s End  
While buying gifts and holiday supplies might seem to be your biggest priority, the end of 
the year is the right time to make moves that can impact your future finances.

Take Your RMD
Generally, if you’re age 72 or older, you must 
take required minimum distributions (RMDs) 
from your tax-deferred retirement accounts 
before December 31. Failure to take an RMD 
could result in a 50% penalty on the amount 
you were supposed to withdraw.*

Sell Your Losers
Consider selling shares of 
stock that have lost value 
since you acquired them. 
You can use the loss to 
offset capital gains on 
other investments. If your 
capital losses exceed your 
capital gains, you can use 
up to $3,000 to reduce 
ordinary income. Excess losses can be carried 
over to future tax years.

Add to Retirement Accounts
If you haven’t yet contributed the maximum 
amount to your 401(k) plan, you may be able 
to increase your pretax contributions before 
December 31st. For 2022, you can contribute 
up to $20,500 ($27,000 if you’re age 50 or 
older) and lower your tax bill in the process.

Take a Qualified Charitable 
Distribution
You can transfer up to $100,000 from a 

traditional IRA to a qualified charity. To count 
as your RMD for the year and avoid being 
taxed, funds must be transferred directly from 
your IRA to the charitable organization by 
your IRA custodian. 

Give Money
The Annual Gift Tax Exclusion allows you to 
make tax-free gifts of up to $16,000 each to as 

many people as you choose. 
If you have significant assets, 
making annual gifts can reduce 
your taxable estate.

Rebalance Your 
Portfolio
Review your asset allocation 
and your portfolio’s 

performance with your financial professional. 
If your investment mix has shifted or if your 
goals and risk tolerance have changed, 
rebalancing can bring your portfolio in line 
with your current thinking.

Review Your Beneficiary 
Designations
Make sure your beneficiary designations on 
retirement accounts and life insurance policies 
are up to date. 

*You have until April 1 of the year following the 
calendar year that you turn 72 to take your first RMD.

November/December  2022

Karen Petrucco  
Account Manager

The Prudential Insurance 
Company of America
45 Prospect Ave 
Albany, NY 12206

Tel: 800-243-5334
Fax: 800-720-0780
karen.petrucco@prudential.com
www.prudential.com

I am committed to helping my 
clients achieve their financial 
goals for themselves, their 
families and their businesses by 
providing them with strategies 
for asset accumulation, 
preservation and transfer. 
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MULTI-CHANNEL
COMMUNICATION

SOLUTIONS

SOLUTIONS FOR
FINANCIAL

PROFESSIONALS

Building trust and rapport with your clients 
requires consistent and frequent communication. 
You should be mindful of their preferred 
communication methods to increase engagement 
and participation in their own financial wellness.

Multi-Channel Effect 
If your desire is to increase client engagement 
and response rates, then a single communication 
channel is unlikely to help you achieve that goal.

An automated solution that delivers 18 annual 
touch points; 12 direct mail and  
6 digital. Each month your client will receive 
informative and educational content and provide 
them with the opportunity 
to engage with you, regularly.

Touch points include Let’s Talk Financial Wellness® 
newsletter (mail and email), letters, postcards, and a 
seasonal holiday card.

12 Month Program with  
Let’s Talk Financial Wellness®

A bi-monthly newsletter 
program that delivers 
targeted content through 
multiple versions; Insurance/
Legacy Planning, Retirement 
Planning, Small Business Needs, 
and Standard Financial concepts. 
Available in print and digital formats 
for up to 12 annual touch points.

Let’s Talk  
Financial Wellness®

DID YOU KNOW?

Firms that contact their clients  
more than ten times a year are 

287% MORE PROFITABLE 
than those that have less 

frequent contact, according to the  
Business Health’s Future Ready VII Report.

When you combine direct mail and 
digital, your response rates increase 

by 63% and your ROI increases by 60%, 
according to Compu-Mail, 2020.

 50% OFFEmail/Online Edition with Print EditionexpiresDecember 31st

ARE YOU WORRIED ABOUT FUNDING YOUR CHILD’S COLLEGE EDUCATION?

Unfortunately, the price of a college degree has skyrocketed to the point where some parents question whether it is 
worth the cost. But the numbers demonstrate that young adults with a higher education earn more and are less likely to 
be unemployed. See the chart below:

Fortunately, there are investment vehicles that can help ease this concern for you. I stay current on college funding 
opportunities so that my clients can make informed decisions.  

Here are some essential college planning considerations that we could discuss:
  v Choosing the best types of college savings accounts to fit your families’ needs;
  v Keeping the right mix of investments, given your family’s time horizon;
  v Minimizing taxes on savings and investments; and,
  v Maximizing or preserving your child’s eligibility for financial aid—which is critical.

Remember, the earlier you start saving, the more time for your money to potentially compound, which translates to 
fewer dollars needed out of your pocket. 

As always, thank you for trusting me as your financial professional,  

Note: Data are for persons 25 and over. Earnings are for full-wage and salary workers.
Source: U.S. Bureau of Labor Statistics, Current Population Survey

CALL TODAY AT

TO DISCUSS YOUR COLLEGE PLANNING NEEDS
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EARNINGS AND UNEMPLOYMENT RATES BY EDUCATIONAL ATTAINMENT, 2020
Median Usual Weekly Earnings ($)

All workers: $1,029 Total: 7.1%
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This material is being provided for informational or educational purposes only and does not take into account the investment objectives or financial 
situation of any client or prospective clients. The information is not intended as investment advice and is not a recommendation about managing or 
investing your retirement savings. If you would like information about your particular investment needs, please contact a financial professional.
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{Firm Name}
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1. DBA
2. Financial Professional
3. Financial Planner
4. Financial Advisor
5. Financial Planner / DBA
6. Financial Advisor / DBA 
7. Advisor / Planner
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CALL ME IF YOU HAVE 
ANY QUESTIONS

KEEP YOUR FAMILY SAFE WHILE ONLINE

As you know, I am always available to help you with all your financial needs, which is why I want to raise 
your awareness regarding identity theft. Identity thieves can use your personal information to drain bank 
accounts, open new lines of credit, order utility services, steal your tax refund, get medical treatments, and even 
obtain the title to your home. Just as you lock your door, you need to secure your identity—and that of your children.  

Dear

v Never carry your Social Security card
v Shred statements and junk mail
v Use strong passwords and an authentication step on all internet accounts
v Learn to recognize internet and phone scams
v Use apps and a digital wallet for secure online transactions
v Lock your phone and mailbox 
v Freeze your credit
v Respond quickly to any alerts from your bank or credit card company
v Monitor your credit card and medical statements and credit reports for 

unfamiliar transactions

MAKE IT HARDER FOR IDENTITY THIEVES

Change passwords regularly and use a password manager 

Keep your software updated and use anti-virus software

Never open attachments or click on links from people you don’t know

Never respond to calls or emails asking for personal information

Freeze minors’ credit and review their credit reports

Beware appliances connected to a network—even a baby monitor—can be hacked 

Contact companies directly about suspicious requests

Call <<PE_CompanyName1_t>> at <<PH_Number_t>> with any questions
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Anthony,

1-800-243-5334

Karen Petrucco
Prudential Advisors
kpetrucco@prudential.com

PLEASE SHARE 
MY NEWSLETTER

As one of my valued clients, throughout 
the year you receive my Let’s Talk Financial 
Wellness® newsletter in print and digital 
formats. With my newsletter, my goal is to 
provide you with educational and informative 
content on a variety of topics in an easy-to-
read format. These topics include insurance 
and legacy planning, retirement planning, 
basic investment concepts, budgeting, and 
insights for small business owners.

I hope that you find this information beneficial 
as we work towards your short-term and long-term financial goals together. With this 
information, you will feel more prepared when having to make important life decisions. If 
you think someone else could benefit from receiving this information too, please feel free to 
have them subscribe to my Let’s Talk Financial Wellness® newsletter by scanning the QR 
code or by visiting the link below.

Referrals are incredibly helpful 
to my firm and to me personally. 
I would greatly appreciate you 
sharing my newsletter with 
someone that you think would  
benefit from my services too. I 
would consider it a privilege and 
honor to work with someone 
referred by a valued client like you.

Thank you for your continued support and trust,

TELL YOUR
FAMILY AND FRIENDS

ABOUT ME!

SCAN TO 
VIEW MY 

NEWSLETTER

1-800-243-5334Karen Petrucco
kpetrucco@prudential.com
www.prudential.com

Karen Petrucco

Securities offered through <<ABC Financial>>, Member FINRA, SIPC. <<ABC 
Financial>> and LTM Marketing Specialists LLC are unrelated. This publication 

was prepared for the publication’s provider by LTM Marketing Specialists 
LLC, an unrelated third party. This was not written or produced by the named 

representative.

60%

FR2021-1216-0077/E

THE PANDEMIC

OF AMERICANS

BUDGET &
SPEND THEIR

MONEY.

changed the way

*Survey conducted by OnePoll, 
March, 2021

OF AMERICANS
60%
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I’M AVAILABLE 
TO HELP

COLLEGE IS POSSIBLE

As you know, I am here to help 
you  with all your financial 
needs, including planning for 
college expenses.

Because life and circumstances 
change, I make it a priority to meet with my clients annually—or as needed—
to review their situation and tweak their strategy, if necessary. 

Whether you want to help fund higher education for your kid(s) or grandkids, 
I can provide options and information. For example, with 529 plans and 
Coverdell ESAs, your contributions and earnings are not taxed when withdrawn. 
That means all your savings can be used to help pay for college expenses.   

Together, we’ll devise a strategy that works for you. Call to schedule a 
conventient time to chat.

*All investments are subject to risk, including loss of principal. Read the 529 Plan 
description before investing. It provides complete details, including investment 
objectives, risks, charges, expenses, etc. 529 plans vary by state, so check 
with your or your beneficiary’s state before investing. This information does not 
constitute tax advice. Consult your tax advisor regarding your personal situation.
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I’M AVAILABLE 
TO HELP

COLLEGE IS POSSIBLE

*All investments are subject to risk, including loss of principal. Read the 529 Plan 
description before investing. It provides complete details, including investment 
objectives, risks, charges, expenses, etc. 529 plans vary by state, so check 
with your or your beneficiary’s state before investing. This information does not 
constitute tax advice. Consult your tax advisor regarding your personal situation.

As you know, I am here to help 
you  with all your financial 
needs, including planning for 
college expenses.

Because life and circumstances 
change, I make it a priority to meet with my clients annually—or as needed—
to review their situation and tweak their strategy, if necessary. 

Whether you want to help fund higher education for your kid(s) or grandkids, 
I can provide options and information. For example, with 529 plans and 
Coverdell ESAs, your contributions and earnings are not taxed when withdrawn. 
That means all your savings can be used to help pay for college expenses.   

Together, we’ll devise a strategy that works for you. Call to schedule a 
conventient time to chat.
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45 Prospect Ave
Albany, New York 12206

Anthony Penree
45 Prospect Ave
Albany, New York 12206

1-800-243-5334

Karen Petrucco
kpetrucco@prudential.com
www.prudentialadvisors.com

Karen Petrucco
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DEAR NAME,
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During this season of Thanksgiving, we want you to know that we sincerely 
appreciate the trust and confidence you have in us. It is truly a pleasure 
working with you, and we look forward to future collaboration. Please feel free 
to contact us with any questions about your finances. We are always available 
to help.

Also, if you know anyone who might benefit from a relationship with us, please 
share our card, which is attached. 

Happy Thanksgiving!

The greatest
compliment

you can give is a
REFERRAL
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Karen Petrucco 518-870-1082
www.ltmclientmarketing.com
45 Prospect Ave
Albany, New York 12206
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Dear Anthony,

KAREN PETRUCCO
Account Manager, Prudential Advisors
kpetrucco@prudential.com
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Partners in your marketing success

If your desire is to increase client engagement and 
response rates, then a single communication channel 
is unlikely to help you achieve that goal.

Building trust and rapport with your clients requires 
consistent and frequent communication. That will  
be one of the keys to your future success. You should 
be mindful of their preferred communication methods, 
too, as it can increase engagement and participation  
in their own financial wellness journey. What’s your
communication strategy for 2024?

Contact us today  
to get started!

ENROLL  BY 12/31/2023  AND 
SAVE ON SETUP  FEES!

MULTI-CHANNEL COMMUNICATIONS

SOLUTIONS FOR FINANCIAL PROFESSIONALS

Let’s Talk Financial Wellness®

A bi-monthly newsletter program that delivers targeted 
content through multiple versions; Insurance/Legacy 
Planning, Retirement Planning, Small Business Needs, 
High Net Worth and Standard Financial concepts. 
Available in print and digital formats for up to 12 annual 
touch points.

NEW
Envelopedesign

Here comes Santa! 

For children, the anticipation of Santa’s arriv-

al conjures up dreams of receiving every toy 

imaginable. But for adults, Christmas requires 

management of time, money, and children’s 

expectations. Proper management leading up 

to the holidays brings the promise of happiness 

to everyone. 
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You’re busy! But I want to remind you to take time to seriously 

address the financial decisions that are required of you this time 

of year. There are money-saving tax and investment opportunities 

that disappear after December 31.

Working together—with your tax advisor—you’ll 

understand every tax and financial opportunity 

available to you. Just call to schedule a time 

that’s convenient for us to meet. 

DEC

31

Of course, 
I am here to help!

{Anthony Penree}
{Prudential Advisors}{45 Prospect Avenue}{Albany, NY 12206}

{Recipient Full Name}
{Company}
{Address 1}

{City, State, Zip}

NEW OPTIONAL 
COVER LETTER 

AVAILABLE

12 Month Program with   
Let’s Talk Financial Wellness®

An automated solution that delivers 18 annual touch 
points; 12 direct mail and  6 digital. Each month your 
client will receive informative and educational content 
and provide them with the opportunity to engage with 
you, regularly.

Touch points include Let’s Talk Financial Wellness® 
newsletter (mail and email), letters, postcards,  
and a seasonal holiday card.


