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Advisory Business 

 

Form ADV Part 2A, Item 4
Tax Efficient Asset Management Solution, Inc.’s registration was granted by the U.S. Securities and 
Exchange Commission on April 23, 2008.  Timothy Lee Voorhees (CRD Number 8562890) is President 
and Chief Compliance Officer of the firm. Mr. Voorhees owns ninety-five (95%) percent and Guy Baker 
owns five (5%) percent of the equity of the firm.  The firm is not publicly owned or traded. There are no 
indirect owners of the firm or intermediaries who have any ownership interest in the firm. The firm 
manages each client’s portfolio on an individualized basis. Clients may impose restrictions. The firm does 
not sponsor any wrap programs.  As of December 31, 2011, the firm managed assets on a discretionary 
basis in the amount of $140,000,000 which represented over 1700 accounts.  
 
Tax-Efficient Asset Management Solution, Inc. (“TEAMS”) serves wealthy individual and corporate 
clients by offering a variety of deliverables and services to help clients manage assets tax efficiently.  
Experienced TEAMS professionals use propriety software to develop comprehensive financial and estate 
planning illustrations. These plans provide flowcharts illustrating various entities, such as revocable living 
trusts, LLCs, and irrevocable trusts, that hold stocks, bonds, and other securities that need professional 
management.  Asset Management professionals affiliated with TEAMS illustrate asset management 
techniques that reduce or eliminate taxes, increase transfers to children, enhance charitable giving goals, or 
achieve other personal and financial goals.  TEAMS illustrations typically show how to reduce income, 
capital gains, estate, gift, GST, and/or AMT taxes related to investment strategies.  

TEAMS planners typically deliver seven types of services to wealthy clients.  Each service corresponds to 
a different deliverable. Our advisers follow a process that begins as the Counselor clarifies how the client 
wants to generate retirement income, transfer wealth to children and/or business associates, give more to 
charity, or achieve any of more than 50 other goals.  The counselor helps the client explore new vistas and 
then summarizes the goals in a Family Wealth Statement.  After goals have been clarified, the Analyst 
reviews how the current asset management strategies and planning techniques fail to achieve the goals.  
The analyst produces a Financial Checkup with a report card showing specifically which goals the client 
fails to achieve.  The analyst also collaborates with a Planner to summarize the benefits and costs of 
planning a case that will achieve all of the client’s goals with optimizing financial and legal strategies.  
Quantified benefits and costs are summarized in a Value Proposition Letter.  If the client agrees to 
proceed with planning, the planner works with the Advisor Coordinator, Binder Publisher, and 
Licensed Implementer(s) to develop and implement a tactical or comprehensive Family Wealth 
Blueprint® for helping the client realize his or her dreams. Then, once per quarter or once per year, the 
Evaluator/Educator meets with the client to review the plan and educate the clients on ways that the 
plan could be updated in light of changing goals, tax laws, or market conditions.  

TEAMS professionals may deliver their services throughout two or more phases. Phase 1 of the process 
typically begins with a discovery session.  Phase 1 can be completed in just an hour or two if the client has 
clarity about his or her goals and his or her current situation.  In most cases, however, clients welcome 
assistance in clarifying their goals during a family retreat that culminates with production of a Family 
Wealth Statement. Many clients also appreciate having their current plans analyzed to see how the current 
plan fails to achieve goals clarified in the Family Wealth Statement.  The current plan is analyzed in a 
document known as a Financial Checkup. The Financial Checkup typically includes a variety of graphics 
to illustrate opportunities inherent in current asset management strategies.  

Phase 1 culminates with a Value Proposition Letter (“VPL”), which sets the stage for the second phase. 
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The planning team adapts the VPL to the client’s needs.  If the client just wants to reduce taxes or 
manage money more tax efficiently, the planning professionals immediately discuss a relatively simple 
tactical plan or investment policy statement. If the client wants a more comprehensive process, the 
planning team discusses a process that produces a comprehensive Family Wealth Blueprint, which 
illustrates an optimal combination of strategies for minimizing taxes, increasing transfers to heirs, 
enhancing charitable giving potential, optimizing portfolios, or achieving other personal and financial 
goals.  

Benefits of the planning process: 

 

 Clients Can Control 100% of Their Wealth 
 Eliminate estate and/or gift taxes 
 Reduce or eliminate income taxes  
 Protect assets from creditors 
 Pass the full value of an estate to heirs 

 

 Clients Can Move From Success to Significance 
 Make charitable gifts instead of paying taxes 
 Involve family members in benefiting the community  
 Align financial and legal plans with personal values 

 

 Clients Can Integrate Advanced and Proprietary Tools into a Comprehensive Plan 
 Apply creative and cutting-edge ideas not widely available   
 Illustrate all ideas with one color flow chart and integrated cash flows statement 

 Clients Can Assemble a Highly Skilled Planning Team 
 Engage nationally known attorneys through a simple process 
 Benefit from the national reputation and depth of experience of advisers who specialize in 

preparing strategic plans 
 

 Clients Can Obtain a Full-Color Plan Illustrating All of the Proposed Tools 
 Receive comprehensive client presentations that illustrate and integrate the effect of all proposed 

strategies on cash flow, income taxes, charitable giving, estate taxes and wealth distribution 
 View attractive and easy-to-follow graphs, tables, and text reports 
 Maintain financial and estate information in a format that can be updated easily during quarterly 

or annual reviews 
 

The Tax Efficient Asset Management Solution, Inc. (“TEAMS”) managers will maintain contracts with 
Nepsis Capital Management, and other Registered Investment Advisers to develop Investment Policy 
Statements for the tax efficient optimization of portfolio returns.  Each Investment Policy Statement 
(“IPS”) will analyze the tax consequence of accumulating and distributing assets from each portfolio 
maintained for each trust and/or corporation owned and/or controlled by clients of TEAMS and its 
affiliated RIAs.  Investment Policy Statements will include cash flow projections for each portfolio. IPS 
analytical reports will analyze expected cash inflows and outflows for each independent portfolio and for 
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integrated portfolios under different rate of return scenarios.

In cases where the tax exposure of asset management decisions is too large, the TEAMS managers will 
work with Matsen Voorhees LLP tax attorneys to recommend alternative tax planning techniques that can 
reduce the tax consequences of optimizing portfolios.  The TEAMS managers will have no discretionary 
authority over managed funds; however, they will have discretion to recommend the addition or deletion 
of securities when creating and updating Investment Policy Statements.  Portfolios depicted in the IPSs 
will be custodied at various custodial institutions.   

Portfolio optimization, in addition to producing many non-tax benefits, can help generate tax-efficient 
asset management returns in at least ten ways. Portfolio optimization professionals can: 1) review account 
statements to confirm that the correct trusts own each account in order to keep assets outside of the 
taxable estate, 2) apply trust accounting principles to accumulate and distribute trust assets tax-efficiently, 
3) confirm the accuracy of tax basis and market value numbers shown on the balance sheet,  4) determine 
that cash withdrawn from accounts for lifestyle needs will be taxed at the most favorable rates, 5) evaluate 
whether assets not kept liquid for lifestyle needs are invested tax efficiently in longer-return assets, 6) 
estimate which rates of return to assume when designing tax minimization tools, 7) clarify whether asset 
management fees are tax deductible,  8) identify unnecessary taxes on portfolio rebalancing transactions, 
9) integrate tax-efficient investments into portfolios, and 10) gather data to graph projected after-tax 
inheritance for heirs under different return/risk assumptions. 
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Fees and Compensation 

 

Form ADV Part 2A, Item 5
 
 

 

TEAMS professionals typically charge a different fee for each phase of the planning process. If a client 
has clarity about goals and his or her current situation, Phase 1 may involve nothing more than producing 
a Value Proposition Letter for a price of $500 to $3,000. The VPL recommends which plan and/or asset 
management strategy would be right for the client. (Phase 1 may also involve development of a Family 
Wealth Statement for $3,500 to $6,000 and a Financial Checkup for $2,500 to $5,000. These documents 
typically do not give advice concerning securities.) The VPL also details the costs and benefits of entering 
into a Phase 2 engagement.  After reviewing the VPL, the client engages the TEAMS Professional for a 
plan in Phase 2.  During Phase 2, the client receives a simple Tactical Plan illustrating just one planning 
tool, a Comprehensive Plan illustrating all legal and portfolio tools needed to achieve the clients goals, 
or a Summary Plan that illustrates a selection of tools designed to focus on the client’s primary needs.  
Planning fees typically start at $1,000 for tactical plans and begin at $12,000 for comprehensive plans.  
The total fee is based on the complexity of the case and the time involved in planning.   

During Phase 3, the planning team will implement the plan.  The Phase 3 engagement typically involves a 
licensed CPA, licensed lawyer, licensed stockbroker or money manager, licensed insurance agent, or other 
licensed professionals.  Implementation of portfolio strategies involves Certified Financial Planners™ and 
Chartered Financial Consultants on the TEAMS staff. After implementation of portfolio strategies, the 
client may enter into a Phase 4 engagement for on-going evaluation and enhancement of the plan.  
During Phase 4, the planning team adapts the plan to address changes in asset values, tax laws, or client 
goals. 

The firm may recommend alternative investments to certain advisory clients without any broker/dealer 
concession involved.  In these situations, the firm shall charge up to 3% in the first year, and up to 1% in 
subsequent years. 

In addition to Advisor’s advisory fee, the Client may be charged transaction charges pursuant to a fixed 
schedule for trade execution.  These transaction charges are paid to the account custodian and are 
retained by the account custodian for its clearance and execution services.  Further, Client may pay fees 
for custodial services, account maintenance fees, transaction fees, and other fees associated with 
maintaining the Account.  Advisor does not share in any portion of such fees.  Additionally, mutual 
funds charge internal management and administrative fees and incur expenses which are deducted from 
the assets of the mutual fund of which Client will pay a proportionate share.  Advisor is not being 
compensated on the basis of a share of capital gains or capital appreciation of the funds or any other 
portion of the funds of the Client. 

Fees for development and maintenance of the IPS documents will be dependent upon the degree of 
modeling required to help clients optimize portfolios as part of optimized estate plans.  The portfolio 
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optimization process will help clients and advisers at affiliated RIAs “stress test” each legal tool under 
different rate of return assumptions.  When projecting cash flows generated by different types of 
portfolios, the TEAMS managers will use both portfolio optimization and estate optimization software to 
evaluate millions of projections and choose the scenarios that optimize the after-tax cash flow and wealth 
transfer benefits requested by the clients.  As clients and advisers consider the incremental benefits of 
combining portfolio optimization with estate optimization, they see that these techniques can generally 
help reduce both income and transfer taxes.  

When clients provide specific written authorization, TEAMS may diversify assets into Extensor, a Private 
Investment Company (“PIC”) that may invest up to 5% of a client’s net worth into the Collateralized 
Mortgage Obligations (“CMOs”).  Amounts invested in the Treasury Strategy or Matched Trades are 
limited to 30% of investible dollars allocated to Fixed Investments. Net worth is defined as being assets 
minus liabilities excluding equity in the primary residence and personal property. If the investor decides to 
exceed these limits placed on TEAMS by their errors and omissions (“E&O”) policy, the additional 
investments will not be covered by E&O insurance.  The E&O carrier provides industry standard 
coverage for investments in Extensor Capital up to the above percentages. If additional amounts of a 
client’s assets are invested in Extensor, the client must first sign a release acknowledging that neither 
TEAMS nor its principals will be liable for any losses or other activities not covered by the E&O carrier.  

Advisers for TEAMS will be compensated by Extensor Capital for introducing prospective investors.  If 
the investor decides to invest, Extensor will pay a profit share to the adviser that is not deducted from the 
amount paid to the investor.  That profit share is determined by Extensor but will not be greater than 
10% of the income earned by Extensor. 

Management fees for each client will be specified on the TEAMS, Inc. Client Fee Schedule.  Clients 
investing with a passive portfolio emphasis pay the fees on the Wealth Teams Client Fee Schedule; clients 
using the Active portfolio management pay fees on the standard TEAMS Client Fee Schedule.  Email 
Julie@vfos.com to receive the most current versions of these schedules.  If fees are charged quarterly in 
advance, upon termination of service all unearned or unapplied fees will be refunded at once by the 
adviser to the client. 
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Performance-Based Fees and Side-By-Side Management 

 

Form ADV Part 2A, Item 6
 
None. 



 

7 
 

 

Types of Clients 

 

Form ADV Part 2A, Item 7
 
Individuals, pension plans, profit sharing plans, trusts, estates, charitable organizations, corporations and 
other business entities. 
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Methods of Analysis, Investment Strategies and Risk of Loss 

 

Form ADV Part 2A, Item 8
One method of securities analysis is fundamental analysis.  When using Fundamental Analysis, we 
generally rely on, among other things, company earnings, balance sheet variables and management quality 
which are used to predict the future value of an investment.  Data we review is generally considered 
reliable but we can not guarantee nor have we verified its accuracy.  In addition, the data that we review is 
sometimes subjective in nature and open to interpretation.  Even if our data and interpretation of the data 
is correct, there may be other factors that determine the value of securities other than those considered in 
Fundamental Analysis. We also may utilize technical analysis, cyclical analysis or charting. 

 
Investment strategies employed are long term purchases which are securities held at least a year, short 
term purchases which are securities held less than a year, trading which are securities held less than 30 
days) as well as short sales, margin transactions and option writing. 
 
 
Listed above are some of the primary risks associated with the way we recommend investments to you, 
please do not hesitate to contact us to discuss these risks and others in more detail.  

 

Investing in securities involves risk of loss that you should be prepared to bear. 
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Disciplinary Information 

 

Form ADV Part 2A, Item 9
 
None. 
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Other Financial Industry Activities and Affiliations 

 

Form ADV Part 2A, Item 10
The Tax Efficient Asset Management Solution, Inc. (“TEAMS”) managers will maintain contracts with 
Nepsis Capital Management, and other Registered Investment Advisers to develop Investment Policy 
Statements for the tax efficient optimization of portfolio returns.  Each Investment Policy Statement 
(“IPS”) will analyze the tax consequence of accumulating and distributing assets from each portfolio 
maintained for each trust and/or corporation owned and/or controlled by clients of TEAMS and its 
affiliated RIAs.  Investment Policy Statements will include cash flow projections for each portfolio. IPS 
analytical reports will analyze expected cash inflows and outflows for each independent portfolio and for 
integrated portfolios under different rate of return scenarios.   

 
In cases where the tax exposure of asset management decisions is too large, the TEAMS managers will 
work with Matsen Voorhees LLP tax attorneys to recommend alternative tax planning techniques that can 
reduce the tax consequences of optimizing portfolios.  The TEAMS managers will have no discretionary 
authority over managed funds; however, they will have discretion to recommend the addition or deletion 
of securities when creating and updating Investment Policy Statements.  Portfolios depicted in the IPSs 
will be custodied at various custodial institutions.   

1. Mr. Voorhees is the managing partner of Matsen Voorhees LLP. 
2. Mr. Voorhees is a member of the Maryland Bar and does not practice law within the state of 

California. 
3. Mr. Guy Baker is a 50% owner of Baker Jensen Investment Advisors LLC. 

 
These activities create a conflict of interest.  To disclose and minimize potential conflicts, clients are asked 
to sign a “Multi-Disciplinary Disclosure” (“MDP”) at the start of the engagement.  This MDP document 
clarifies the roles and goals of each entity involved with developing integrated solutions for the client. 
 
TEAMS maintains a sub-advisory relationship with Nepsis Capital Management, Inc. 
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Code of Ethics, Participation or Interest in Client Transactions and Personal Trading 

 

Form ADV Part 2A, Item 11
The firm has adopted a written Code of Ethics in accordance with SEC Rule 204A-1. The Code of Ethics 
outlines the professional behavior with which all associated persons must adhere and also discusses the 
requisite protocols in relation to personal securities transactions. A copy of the firm's Code of Ethics is 
available upon request to all clients and prospective clients. 

It is further noted that Advisor is in and shall continue to be in total compliance with the Insider 
Trading and Securities Fraud Enforcement Act of 1988.  Specifically, Advisor has adopted a firm wide 
policy statement outlining insider trading compliance by Advisor and its associated persons and other 
employees.  This statement has been distributed to all associated persons and other employees of 
Advisor and has been signed and dated by each such person.  A copy of such firm wide policy is left 
with such person and the original is maintained in a master file.  Further, Advisor has adopted a 
written supervisory procedures statement highlighting the steps which shall be taken to implement the 
firm wide policy.  These materials are also distributed to all associated persons and other employees of 
Advisor, are signed, dated and filed with the insider trading compliance materials.  There are 
provisions adopted for (1) restricting access to files, (2) providing continuing education, (3) restricting 
and/or monitoring trading on those securities of which Advisor's employees may have non public 
information, (4) requiring all of Advisor's employees to conduct their trading through a specified 
broker or reporting all transactions promptly to Advisor, and (5) monitoring the securities trading of 
the firm and its employees and associated persons.  
 
Advisor or individuals associated with Advisor may buy or sell securities identical to those recommended 
to customers for their personal account.  

It is the expressed policy of Advisor that no person employed by Advisor may purchase or sell any 
security prior to a transaction(s) being implemented for an advisory account, and therefore, preventing 
such employees from benefiting from transactions placed on behalf of advisory accounts.  

Advisor or any related person(s) may have an interest or position in certain securities which may 
also be recommended to a client.  

As these situations may represent a conflict of interest, Advisor has established the following 
restrictions in order to ensure its fiduciary responsibilities:  

1) A director, officer or employee of Advisor shall not buy or sell securities for their personal portfolio(s) 
where their decision is substantially derived, in whole or in part, by reason of his or her employment 
unless the information is also available to the investing public on reasonable inquiry.  No person of 
Advisor shall prefer his or her own interest to that of the advisory client.  
 
2) Advisor maintains a list of all securities holdings for itself, and anyone associated with this advisory 
practice.   These holdings are reviewed on a regular basis by Todd R. Sorensen.  

3) Advisor requires that all individuals must act in accordance with all applicable federal and state 
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regulations governing registered investment advisory practices. 

4) Any individual not in observance of the above may be subject to termination. 
At times, applicant or related persons may purchase securities recommended to clients.  However, such 
transactions would be kept completely separate from any client transactions. 
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Brokerage Practices 

 

Form ADV Part 2A, Item 12
 
Advisor's fundamental policy is to seek for its clients what in its judgment will be the best overall 
execution of purchase or sale orders and the most favorable net prices in securities transactions 
consistent with its judgment as to the business qualifications of the various broker or dealer firms 
with which Advisor may do business.  Decisions with respect to the market in which the transaction 
is to be completed, the form of the transactions, and the allocation of orders among brokers or 
dealers are made in accordance with this policy.  

In selecting brokers or dealers to effect portfolio transactions, consideration is given to the proven 
integrity and financial responsibility of the various firms as well as to their demonstrated execution 
experience and capacity generally and in regard to particular markets or securities and to the 
competitiveness of the commission rates they charge.  

With respect to any brokerage commissions charged by executing broker/dealers, Advisor will regularly 
and continuously review such charges within the foregoing criteria and such other comparative standards 
which it may regard as pertinent for the purpose of evaluating the reasonableness of such commissions.  
As permitted by law, and specifically by provisions of Section 28(e) of the Securities Exchange Act of 
1934, Advisor may cause its clients to pay a broker/dealer an amount of commission for executing a 
portfolio transaction order on behalf of its clients which is in excess of the commissions other 
broker/dealers would have charged for effecting such a transaction.  In order to do so, Advisory must 
determine in good faith that the higher commissions are reasonable in relation to the value of the 
brokerage and research services provided by the executing broker/dealer viewed in terms of either a 
particular transaction or Advisor's overall responsibilities to its other clients. 
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Review of Accounts 

 

Form ADV Part 2A, Item 13
 
No preestablished protocol. Periodic and systematic reviews are encouraged. Reviews are undertaken by 
Mr. Voorhees and the supervised persons. 
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Client Referrals and Other Compensation 

 

Form ADV Part 2A, Item 14
 
The firm may employ the services of paid solicitors. 
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Custody 

 

Form ADV Part 2A, Item 15
 
None. 
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Investment Discretion 

 

Form ADV Part 2A, Item 16
 
The firm may have the authority to select specific securities and the amount of such securities, without 
first obtaining specific client consent.  TEAMS, Inc. delegates all of the responsibility for discretionary 
authority to Nepsis Capital Management, Dimensional Fund Advisors, and other third party money 
managers.  TEAMS, Inc. retains an array of illustration, reporting, research, design, and other client 
services responsibilities. 
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Voting Client Securities 

 

Form ADV Part 2A, Item 17
 
The firm does not vote proxy statements on behalf of advisory clients. 



 

19 
 

 

Financial Information 

 

Form ADV Part 2A, Item 18
 
No financial reporting is required as the firm does not receive fees more than six months in advance. 
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Requirements for State-Registered Advisers 

 

Form ADV Part 2A, Item 19
 
 
Not applicable. 
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Additional Information 

 

None. 
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This brochure supplement provides information about Tim Voorhees, David W. Holaday, 
Guy Baker, Julie D. Kasner and Bob Baker that supplements the Tax Efficient Asset 
Management Solution, Inc. Brochure. You should have received a copy of that brochure. 
Please contact Tim Voorhees, President and Chief Compliance Officer if you did not receive 
the firm's brochure or if you have any questions about the contents of this supplement. 
 
Additional information about the above individuals is available on the SEC’s website at 
www.adviserinfo.sec.gov.  
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Educational Background and Business Experience 

 

Form ADV Part 2B, Item 2
Tim Voorhees 
Date of Birth:  January 26, 1959 
Employment:  
Family Office Services, Inc., Jan. 2006-Present 
TEAMS, Inc., 2007-present 
Matsen Voorhees LLP – December 1, 2011 - Present 
Copenbarger & Voorhees LLP 2009 – November 30, 2011 
Million Voorhees, LLP, 2007-2009 
Securities Equity Group, Aliso Viejo, CA, Registered Representative, July 2007- Dec. 2007 
The Wealth Design Center, July 1998-Jan. 2002 
Family Office Services, Jan 2002-Present 
ValMark Advisers, Aug 2002-Sept. 2003 
Brown & Streza LLP,  2003-2007 

Licenses/Registrations/Credentials:  

NASD, Series 7, 63, 65. 
AEP – Honorary Designation 2011 
 

Education:  

Juris Doctorate, Southern Methodist University; Dallas, TX; May 1994.  Concentration in corporate 
and estate planning law.  

Master of Business Administration, Arizona State University; Tempe, AZ; Spring, 1985. 
Specialization in Finance and Accounting.  Significant awards: Arizona State graduate tuition 
scholarship, Beta Gamma Sigma membership (awarded to M.B.A. students with the highest grade 
point averages). 

Bachelor of Arts, Macalester College; St. Paul, MN; December, 1981.  Major in Economics. Significant 
awards: Macalester Dewitte Wallace National Merit Scholarship, Lowell Thomas public speaking 
scholarship. 

Baccalaureate, Colombo Britanico and Nuestra Señora de Pilar, Cali, Colombia, South America. 

 
David W. Holaday 

Date of Birth: October 15, 1954 

Employment:  

Wealth Design Consultants, 2003- Present 

TEAMS, Inc., 2010-present 
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(David W. Holiday, continued) 

Wealth Design Center, June 1999 – March 2003 

National Financial Partners, Austin, Texas, Registered Repr., 1999-2009 

Credentials and Licenses: 

ChFC – 1994 

Indiana Insurance License 

Education:  

B.S., Chemical Engineering, University of Virginia, 1976 

Guy Baker 

Date of Birth: April 16, 1945 
 
Employment 
TEAMS, Inc., Investment Advisory Representative - 2010-present 
Bennett Ross – Houston, TX - Registered Representative - 3/11 – Present 
BTA Advisory Group, Newport Beach, CA, Agent 1/93 – Present 
Independent Financial Group – San Diego, CA - Registered Representative -  6/10 – 3/11 
National Planning Corporation – Los Angeles, CA Registered Representative 3/10 – 6/10 
Main Street Securities, LLC, Hays, KS, Registered Representative 7/00 – 3/10 
Westport Financial Services, LLC, Westport CT, Registered Rep.  5/97 – 7/00 
Family Wealth Counselors, LLC, Newport Beach ,CA, Managing Director 8/97 - Present 
Baker Mountford Insurance Services, Newport Beach, CA, President 1/97 – Present 
BMI Consulting, LLC, Newport Beach, CA, Managing Director 9/96 – Present 
Baker Jensen Investment Advisors, LLC, Newport Beach, CA, Managing Director 6/95 – 11/10 
Baker Thomsen, Newport Beach, CA, Co-owner  2/86 – 12/08 
Associates in Insurance Concepts, Newport Beach, CA, Owner 8/79 – Present 
 
Credentials and Licenses 
CFP - 1983 
CLU - 1972 
ChFC - 1982 
AEP – Honorary Designation 2006 
California Insurance License 
Series 7 
 
Education 
Bachelor of Science, Economics – Claremont McKenna College 1963-1967 
Masters in Business Administration – University of Southern California 1967-1968 
Masters in Financial Service – American College Bryn Mawr - 1984 
Masters in Management – American College, Bryn Mawr – 1986 
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Julie D. Kasner 

Date of Birth:  December 14, 1954 

Employment 
Family Office Services, Inc., July 2006 – Present 
TEAMS, Inc., 2010-present 
DJR Enterprises, Inc.  March 1990 – June 2006 
Holley Escrow, Inc.  June 1975 – December 1978 
 
Credentials and Licenses 
CFP® 2010  
California Insurance License – Life 
 
Education 
Bachelor of Science, Business Administration, Grand Canyon University.  Phoenix, AZ.  Spring 
2010.  Specialization in Management.  Significant awards:  Grand Canyon University Academic Scholars 
Program, Pi Beta chapter of ASL honor society. 

CFP Coursework, The American College, Bryn Mawr, PA.  2007-2009. 

 
Bob Baker 

Year of Birth: 1946 

Employment:  

Asset Strategies, Inc. 1991-Present 
Asset Strategies, LLC, 2007-Present 
TEAMS, 2008-Present 
 
Credentials and Licenses 
CLU 1975 
ChFC 1985 
Series 65 
 
Education 
Bachelor of Science, Business Administration, The Ohio State University 1971. 

The CERTIFIED FINANCIAL PLANNER™, CFP® and federally registered CFP (with flame design) 
marks (collectively, the “CFP® marks”) are professional certification marks granted in the United States by 
Certified Financial Planner Board of Standards, Inc. (“CFP Board”).  

The CFP® certification is a voluntary certification; no federal or state law or regulation requires financial 
planners to hold CFP® certification. It is recognized in the United States and a number of other countries 
for its (1) high standard of professional education; (2) stringent code of conduct and standards of practice; 
and (3) ethical requirements that govern professional engagements with clients. Currently, more than 
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62,000 individuals have obtained CFP® certification in the United States. 

To attain the right to use the CFP® marks, an individual must satisfactorily fulfill the following 
requirements:  

 Education – Complete an advanced college-level course of study addressing the financial planning 
subject areas that CFP Board’s studies have determined as necessary for the competent and 
professional delivery of financial planning services, and attain a Bachelor’s Degree from a 
regionally accredited United States college or university (or its equivalent from a foreign 
university). CFP Board’s financial planning subject areas include insurance planning and risk 
management, employee benefits planning, investment planning, income tax planning, retirement 
planning, and estate planning; 

 Examination – Pass the comprehensive CFP® Certification Examination. The examination, 
administered in 10 hours over a two-day period, includes case studies and client scenarios 
designed to test one’s ability to correctly diagnose financial planning issues and apply one’s 
knowledge of financial planning to real world circumstances;  

 Experience – Complete at least three years of full-time financial planning-related experience (or 
the equivalent, measured as 2,000 hours per year); and  

 Ethics – Agree to be bound by CFP Board’s Standards of Professional Conduct, a set of documents 
outlining the ethical and practice standards for CFP® professionals.  

Individuals who become certified must complete the following ongoing education and ethics 
requirements in order to maintain the right to continue to use the CFP® marks:  

 Continuing Education – Complete 30 hours of continuing education hours every two years, 
including two hours on the Code of Ethics and other parts of the Standards of Professional Conduct, to 
maintain competence and keep up with developments in the financial planning field; and  

 Ethics – Renew an agreement to be bound by the Standards of Professional Conduct. The Standards 
prominently require that CFP® professionals provide financial planning services at a fiduciary 
standard of care. This means CFP® professionals must provide financial planning services in the 
best interests of their clients.  

CFP® professionals who fail to comply with the above standards and requirements may be subject to CFP 
Board’s enforcement process, which could result in suspension or permanent revocation of their CFP® 
certification.  

Your Chartered Life Underwriter® has earned the premier credential in the insurance profession, 
representing eight or more comprehensive college-level courses covering all aspects of insurance 
planning, estate and retirement issues, taxation, business insurance, and risk management. For more than 
80 years consumers have trusted this mark, which is conferred by The American College, a non-profit 
educator with the highest level of accreditation. 

The average study time for the program is over 400 hours and can take years to earn. Each CLU® must 
also complete a minimum of 30 hours of continuing education every two years and meet extensive 
experience requirements, ensuring the knowledge you're counting on is both comprehensive and current.  

Your Chartered Financial Consultant® has completed the most extensive educational program required 
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for any financial services credential. Each ChFC® has taken eight or more college-level courses on all 
aspects of financial planning from The American College, a non-profit educator with the highest level of 
academic accreditation. 

The average study time for the program is over 400 hours, and advisors frequently spend years earning 
this coveted distinction. Each ChFC® must also complete a minimum of 30 hours of continuing 
education every two years and must meet extensive experience requirements to ensure that you get the 
professional financial advice you need. 

Accredited Estate Planner® -(AEP)- A graduate level specializing in estate planning obtained in addition 
to already recognized professional credentials within the various disciplines of estate planning. Awarded 
by the NAEPC. There is a credential requirement, a professional discipline requirement engaged in estate 
planning requirement and an experience requirement as well as an educational requirement. 
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Disciplinary Information 

 

Form ADV Part 2B, Item 3
 
None. 



Tim Voorhees, David W. Holaday, Guy Baker, Julie D. Kasner, Bob Baker   
Form ADV Part 2B  IARD No.:  146778 
Brochure Supplement  January 9, 2012 
 

 

7 

 

Other Business Activities 

 

Form ADV Part 2B, Item 4
 

1. Mr. Voorhees is the managing partner of Matsen Voorhees LLP. 
2. Mr. Voorhees is a member of the Maryland Bar and does not practice law within the state of 

California. 
 
These activities create a conflict of interest. 
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Additional Compensation 

 

Form ADV Part 2B, Item 5
 

1. Mr. Voorhees is the managing partner of Matsen Voorhees LLP. 
2. Mr. Voorhees is a member of the Maryland Bar and but does not practice law within the state of 
California. 
3. Mr. Guy Baker may receive ownership distribution compensation from Baker Jensen Investment 
Advisors LLC as a 50% owner by formula. 

 
These activities create a conflict of interest. 
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Supervision 

 

Form ADV Part 2B, Item 6
 
Mr. Voorhees, as chief compliance officer of the firm, supervises the activities of all supervised persons. 
Mr. Guy Baker supervises the activities of Mr. Voorhees. 
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Requirements for State-Registered Advisers 

 

Form ADV Part 2B, Item 7
 
Not applicable. 

 


