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How to Lower
Home Insurance
Costs

If you’re like most people,
you’ve made a resolution to

lose weight and get in shape this
year.  The key to success, accord-
ing to many experts, is to make
small, careful changes you can
live with and then build on those
improvements.

Fiscal fitness follows the same
principles.  You don’t have to win
the lottery or receive a huge pay
raise to improve your financial
health—a few small alterations
can provide big results.

Home insurance is one example
of a small change that can make
a big difference over the long
term.  If you own a house, insur-
ance is a necessary expense
(and if you rent, it is a good
idea) but a careful look at your
situation can help you reduce the
cost—savings which can add up.   

Here are a few suggestions on
how to cut your insurance costs:

Comparison shop. Like any
other purchase, home insurance
prices can vary widely, and
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We also shared some fun and informa-

tive times with you. In the past year:

✔ Approximately 75 people came to

the Peabody Essex Museum (PEM)

for a private tour and an introduction

to the Core Values and Beliefs of

Freedman Financial. Lincoln

Anderson, Chief Investment Officer

for LPL Financial Services offered

his Economic Outlook and addressed

many questions from those in atten-

dance. The guest list was included

many friends, neighbors, and relatives

of some of our best clients—we thank

you for spreading the word about us!

✔ Over 200 people attended our July

Client Appreciation Event. Held 

at Fraser Field in Lynn, the night

As we head into a new year,

it’s time to take a last look

at the old. At Freedman

Financial, we’ve been honored to

be a part of your lives during the

past 12 months. Many of you

have reached special goals or

experienced exciting events

during that time. For example:

✔ Eleven of our clients cele-

brated their retirement in

2005.

✔ One client realized a longtime

dream of taking the extended family

to Italy.

✔ Three clients, who are also business

owners, rewarded their employees with

newly established safe harbor 401k

plans for their firms.

✔ Numerous clients held family

meetings in our conference room, so

that parents could introduce their

children to their financial plans.

✔ Jonathan Gulman, son of Linda and

Richard Gulman and grandson of

Barbara Gulman, received our scholar-

ship award. Jonathan, who graduated

from Masconomet Regional High

School, matriculated at the University

of Michigan this past fall.
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offered an exciting game between the

Elmira Pioneers and the North

Shore Spirit, a cookout, kids’ activi-

ties, and the chance to hear Marc

sing the National Anthem.

✔ We welcomed over 100 clients to

Spinelli’s Restaurant for a “meet and

greet” with Mark Casady, CEO and

Chairman of LPL Financial Services.

We also expanded the resources and

tools we offer in our quest to bring

you genuine financial planning:

✔ We introduced a secure, easy

method to access your account infor-

mation online—just gather the

account numbers you wish to access,

along with the Social Security num-

bers/tax IDs associated with those

accounts. Then visit our website at

www.freedmanfinancial.com. Follow

the prompts under the LPL Account

View link.

✔ We launched “Portfolio Manager,”

a performance-driven consolidated

report which allow you to review

your accounts from any time period

you choose.

✔ We made it easy for Quicken users

to download account information

into your personal Intuit Quicken

Program. (If you missed this news

in our earlier newsletter, visit our

website at www. freedmanfinan-

cial.com and follow the prompts

under LPL Account View.)

And finally, we had a few momen-

tous events of our own:

✔ We added DawnMarie Corneau

to our firm as a Senior Investment

Advisor. DawnMarie, who has over

15 years in the financial industry,

brings a hard-to-find blend of 

investment savvy, people skills, and

enthusiasm to Freedman Financial.
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investing some time in research can
pay off.  Keep in mind, though, that
price isn’t the only thing to consider
—you also want an insurance com-
pany that will respond in a timely
and effective manner to your claims.

To find a reputable company, ask
friends or neighbors for recommen-
dations, and pay careful attention to
whether they’re happy with how
their claims were settled.  (You can
also find a list of companies offering
insurance in Massachusetts—as 
well additional information—at the
Massachusetts Division of
Insurance, located at
http://www.mass.gov/doi/.)

Once you have a list of potential
companies, check their websites to
get an idea of prices and services.
Once you’ve narrowed the list, it’s
time to call and ask for quotes.

Ask about discounts. Insurance
companies may offer special prices
to members of the military, for
example, or to retired homeowners.
Or you may belong to a professional
organization that offers lower insur-
ance rates than you could obtain on
your own.

Consider your deductible. Your
deductible is the amount of money
you need to pay toward a loss before
your insurance kicks in.  Raising it can
save you money on your premiums.
But keep in mind that you may have
a separate deductible for certain
types of damage, depending on
where you live.  An oceanfront home,
for example, may have a separate
deductible for storm damage.

Remember, insurance costs
aren’t the same as rebuilding.
Your lot—which has its own value—is
likely safe from most of the disas-
ters that would befall your house.
Don’t include the land value when
deciding how much home insurance

to purchase.

Combine policies. Having your
car and home insurance with the
same provider may net you some
savings.  Just be sure to check that
the combined cost of the two 
policies is lower than what it would
cost to have each policy with a sep-
arate company.

Ask for advice. When contacting
insurance companies, ask the reps
for ideas on how you can lower your
rates.  Installing a security system, for
example, might bring your premiums
down—if it is the type of system the
insurance company recommends.

See if keeping your current provider
can save money.  If you’ve been
with the same company for multiple
years, ask if they offer a ‘loyal cus-
tomer’ discount.

Review your coverage on an
annual basis. Make sure you have
the coverage you need, but that
you’re not paying extra.  If you’ve
been carrying extra insurance to
cover the cost of valuable artwork or
antiques, for example, and then sell
or gift the items, it’s time to update
your policy.  Conversely, if you’ve
recently purchased an expensive
piece of jewelry, talk with your agent
to make sure it’s covered.
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Talk about the purpose of the credit card before

your child applies for it. What will it be used for—

books, dorm furniture, or travel home?  If it’s for

‘emergencies only ‘ define what those emergencies

are. If it’s something they can eat, wear, or play

music with, it’s unlikely that it needs to go on their

credit card.

Watch the rates. Cards for students tend to carry

higher rates than those for adults. When your child

is ready to hold his own credit card, help him shop

around to get the best deal. If a card offers a low ini-

tial rate, encourage him to check and see what the

rate will be in six months or a year. Look for cards with

no annual fees, too.

Avoid bells and whistles. Some cards may offer cash

advances—along with substantial interest payments.

Remind them to pay promptly, and in full. Rates can

skyrocket with just one missed payment, and there’s usually

a hefty late fee as well. And paying only the minimum 

balance each month can mean a purchase made their

freshman year is still haunting them at graduation—

or beyond. In addition, a bad credit report can

stay with your student for up to seven years—

long enough to show up when a mortgage

company, car dealer, or even employer checks.

Look for cards with low limits. Just

because a student qualifies for a $2,000

card doesn’t mean he or she should

have it. A lower limit card can help stu-

dents keep from running up bills they can’t

pay—and turning to you to bail them

out.

Students need to notify the

credit card company when their

billing address changes—during

a year abroad, for example, or at

graduation—to avoid missing payments.

Credit cards aren’t an ‘easy A’ subject. But it’s a topic that,

with a little research, your student can ace. A low limit

card, used sparingly and paid off promptly, can help him or

her develop a solid credit history—one that can make buy-

ing a car or purchasing a home after college much easier.

Marion’s son Reid is enjoying his freshman year at Carleton

College in Minnesota, where he works in the computer lab, is

responsible for his books and expenses, and pays for his pizza

with cash—not credit.
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A Crash Course 
In Credit and
College Students

College. It’s a chance to live independently, to try new

roles, to meet new friends—and to run up credit card

debt. But unlike an enthusiasm for art history or a fond-

ness for wearing black, the debt that students acquire in

college can stay with them permanently.

It doesn’t help that college students frequently receive

multiple applications for credit cards, either. But there is

plenty you can do to help your child avoid a

credit disaster. Here are a few suggestions:

Start talking about finances early on.

Money tends to be one of the topics

parents feel uncomfortable dis-

cussing. Some parents don’t

want their children to worry

about the family’s finances, while

other parents feel the informa-

tion is private. But showing how

you balance your income against

expenses, for example, or how you

save for big ticket items, can help

give your children a realistic sense of

how money works.

Give older students some financial

independence. A checking account with an

ATM, for example, can give high school students

hands-on experience in balancing an account—with your

supervision serving as the training wheels. For example,

remind your child that the card withdraws money from

their account—charging purchases above their balances is

akin to bouncing a check.

Charge your college student with some responsibility.

One of the best ways to learn to appreciate money is to

work for it. At the very least, require your college student

to be responsible for his or her own expenses. If students

are paying the bills, they’re more likely to be careful about

overspending.

Marion’s
Corner
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Scholarship applications are
now available!  
Open to the children, grandchildren, and
great-grandchildren of current Freedman
Financial clients, the scholarship is
designed to increase awareness of the
need for personal financial planning and
fiscal responsibility.  (The student must
have plans to attend any post-secondary
educational institution.)

DEADLINE FOR RECEIPT OF THE 
APPLICATION IS MARCH 13, 2006.
For more information, or to pick up an
application, please give us a call.  We’re
delighted to be able to offer this annual
benefit to our clients again.

Calendar
March 15th to March 20th—Barry and Marc will be attending
the LPL Masters Conference in Puerto Rico.

Coming in 2006
Consolidated Mailings—We are delighted to announce that in
2006 trees (and postage) will be saved. We are working to have
all of your monthly statements delivered in one single envelope.

Client Advisory Council Meeting—We’re looking for four
clients who’d like to join our council.  Basically, we take these
clients out for dinner twice a year and discuss how Freedman
Financial could better serve the needs of our clients.  We ask for
feedback and honesty, and in return we strive to enhance our
commitment to our core values.  If you’re interested, please let
us know.

On November 2nd, over 100 clients joined us at Spinelli’s to
meet Mark Casady, CEO and Chairman of LPL.  Our guests
got the chance to mingle, learn more about the powerful
technology LPL offers, and enjoy a sumptuous dessert buffet.
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What is the
Ultimate Gift?

By, Barry M. Freedman CFP®

Many of you have inquired of us

about gifting. We’ve fielded all

kinds of gift-giving questions, from

“What’s ‘normal’ to give to a church or a

synagogue?” to “How do I handle mail

and telephone solicitations?” The really

tough questions concern intra-family

gifts. Our clients want to know

whether it’s best to give to family

members now, or to include them in

their will. They may be reluctant to

see how family members make use of

the gift they’re given.

For some clients, being in a position

to give is very new. Others may give,

but only according to the manner in

which their parents taught them.

Still others are so grateful for what

they have been able to accomplish

that they feel the need to give in

excess, maybe out of guilt.

Recent tragic events here at home and

throughout the world have had the

media (and our past Presidents)

focusing on the need for us to ‘dig

deep’ and give like never before

Stovall about a year ago.

Then the author made a

presentation to the recent

national gathering of the

Financial Planning

Association at its annual

conference. The over-

whelming response to his

presentation encourages

us to recommend it as

‘required reading’ for any

family that feels the need

to learn and teach the principles of

gifting in our modern society.

As we head into the 21st century, The

Ultimate Gift offers an ideal way to

slow down and examine what’s

important in an increasingly fast-

paced world. We feel it is a must read

for all parents—and their children. In

this inspirational novel, Mr. Stovall

has successfully communicated what

true giving really means. The book

teaches that if we construct the

framework of our lives around the

simple pleasures of love, family, and

friendship, and if we’re willing to

work hard, the rest of our lives will

fall into place. Many have said that

the book made them want to live

their lives in a different way. Pick up

a copy at any on-line or local book

store—and look for a movie version

in 2006, starring James Garner.

speaking out

because it’s the

right thing to

do, and many

of you have

told us that it’s the first time you have

ever actually felt the need to partici-

pate in the giving process.

Gifting is a very personal thing and

there certainly are no norms in our

society. Nor are there any ‘standards’

that we can call upon when advising

you as a part of the financial planning

process. We try diligently to advise

you as best we can within the limits

of your financial needs and goals, and

the demands being made upon you

from various sources.

In light of the lack of standards,

norms, etc., we recently came upon a

presentation and a book that we feel

is the best we can offer to you in the

thought process we all go through in

trying to decide what is right when it

comes to gifting.

I first read The Ultimate Gift by Jim

We at Freedman Financial

respectfully mark the passing of

the following clients in 2005:

Ann Nigrosh, Karen Milley,

George Pickett, David Freedman,

Carolyn Farinola, Edward

Howland, Hyman Zembrow,

Richard Nally, Josephine Russo

and Joel Salloway.

✔ We assisted several major firms in

the community with their downsizing

needs. By providing genuine financial

planning services to the employees of

these firms, we helped make their

future less daunting and more

empowering.

✔ Marc was privileged to speak in

front of 600 planners in the
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Netherlands on the value of authentic

financial planning.

Thank you for continuing to refer

your family, friends and colleagues.

Last year, over 70 percent of our new

clients were related to our existing

clients. We value the trust you place

in us, and look forward to serving you

in the future.
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Save the Date!
Scholarship applications are due March
13, 2006 -- See inside for details!

At Freedman Financial we believe

• Planning is the critical first step to a secure financial future.

• Integrity is essential—our words must match our deeds.

• Competence can only be achieved through constant 
learning and skill assessment.

• the Relationships we build with our clients are for life.

• Innovation is the key to our success—we are dedicated to
improvement, creativity, and value.

• the Personal touch matters because the best relationships
are built face-to-face.




