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able to learn more about them than even their own kids probably know. Did this put me 
in a better position to help them design strategies to achieve those goals? Absolutely. 
Could we have built as comprehensive, personalized, and understandable a game plan 
had we not first discussed and prioritized these important goals? No way.  
 
The fact that you’ve taken the time to read this column indicates to me that you have 
goals and aspirations, and seek the knowledge and guidance to achieve those goals. Write 
those goals down, share them with your family, and find an advisor who will partner with 
you to achieve those goals.  
 
In my next column, I’ll outline how investment strategies can be build around your 
personal goals, bringing clarity and peace-of-mind to your financial picture. 
 
 
 
Kevin Kennedy is president of Kevin Kennedy, LLC, a registered investment advisor firm 
in Alameda. Reach him at 510-748-1898 or Kevin@KevinKennedyLLC.com. Stocks, 
bonds, and mutual funds involve risk, including loss of principal. Past performance is no 
guarantee of future results.T  
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