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Save the Date!
Join us for food, fun, and entertainment on the beautiful grounds of  Sonnenberg Gardens.  
While there, you can explore the mansion, tour the gardens, and stop in the gift shop.

CNB Optimum Club Picnic
Sonnenberg Gardens

151 Charlotte St., Canandaigua
Wednesday, August 21, 2013

11:30am-1:00pm

Watch your mailbox
 for more information

in mid July.

 Member FDIC

Is your portfolio pieced together by the favorite products sold by 
multiple fi nancial advisors over the years?  Do you own mutual 
funds, annuities, or even both that seem to be invested in the 
same segment of the market?  Even if your advisor is disciplined 
enough to review your investment portfolio frequently (hopefully, at 
least annually), when is the last time that you (and/or your family) 
reviewed your insurance coverage, estate or retirement plans, and 
discussed income tax planning strategies?  It might be time for you 
to consider guidance from a fi nancial planner. 

What is in it for you?   Working with a fi nancial planner provides you 
and your family peace of mind knowing that you will have access to 
valuable education and advice around your overall fi nancial health 
and wellness.  While all of the pieces may seem overwhelming to 
discuss, you can work with your planner to execute on all guidance 
and action items at your own pace.  Many times it may take a year 
or greater to implement the beginning pieces of an overall fi nancial 
strategy.  Financial planning, when done well, becomes a life-long 
process working with a trusted advisor, not a single event.

What can be expected?  Financial planners are uniquely 
qualifi ed to ensure that:
•  you and your household are adequately protected    
    from undo risk, particularly catastrophic fi nancial    
    impacts resulting from potential long-term care costs,   
    income loss, and/or a disability
•  you are taking advantage of available income tax    
    deductions and credits 
•  you are aware of tax-advantaged ways to help with    
    college costs and are setting  money aside at a rate that
    will meet your funding goals
•  your investments are adequately diversifi ed within    
    an asset allocation consistent with your risk tolerance,   
    time horizon, and fi nancial goals

•  you are taking distributions from your nest egg at a    
    rate that will meet your retirement income goals but    
    not so great that you risk outliving your nest egg 
•  your estate plan is consistent with your charitable and   
    family-related legacy interests, asset titling, and    
    life-insurance/retirement-plan benefi ciary designations
•  you are properly planning for Medicare
•  you are learning how to maximize social security    
    benefi ts for you and/or your spouse

When searching for a fi nancial planner, be sure to talk with 
several.  Learn about their qualifi cations and experience, fi nd 
out how they are paid (fee only vs. commission), and determine 
if they are selling product.  You likely will be happier working 
with a “pure” planner vs. one who may use the plan as a way to 
sell you a product. 

Why use Canandaigua National Bank & Trust?  At CNB, we 
believe in offering comprehensive fi nancial services and have 
12 members on our fi nancial planning team.  Seven of these 
planners are accessed by having an investment management 
relationship with our Wealth Strategies Group.  As an Optimum 
checking account client through our bank offi ce network, you 
are automatically entitled to engage the services of our Personal 
Bankers – our other fi ve fi nancial planners.

Our experienced fi nancial planning team members are non-
commissioned professionals, who take time to understand your 
needs and goals, and offer the kind of personal service that 
builds long term relationships.  

As you prepare to enjoy summer, don’t forget to consider how 
our Wealth Strategies Group or Personal Banking planners can 
help enhance your fi nancial well-being.  

Margaret W. Meyer
Personal Banking Manager

18 State Street, Pittsford
585-394-4260 ext. 41034
mmeyer@CNBank.com

The Importance of Developing a Financial Plan



2014 Travel Destinations: What do you think?

What other destinations would you be interested in visiting?
_______________________________________________________________
_______________________________________________________________

How many days would you like your trip to be?
_______________________________________________________________

Understanding that value means something different to everyone, please help us
understand your price expectations (per person) for a seven-day, six-night trip:
_______________________________________________________________
_______________________________________________________________

In keeping with our 20-plus-year tradition of offering escorted travel for our Canandaigua National Bank & Trust customers, we would 
like your input as to those destinations you would like to visit starting in 2014.
The following is a partial list of destinations that have been suggested.  Please circle those of interest:

Mississippi Riverboat Cruise
Wisconsin Dells

Philadelphia
San Francisco

Montreal/Quebec City
Denver

Southern Plantation Tour/New Orleans
Fall Foliage Tour

The Grand Canyon
Boston/Cape Cod

Vancouver
London

Toronto
Alaska

Yorktown/Williamsburg, VA
Austin/Texas Hill Country

Please mail completed survey by July 15th 
or click here to complete online:
Pam Feicht
72 South Main Street
Canandaigua, NY 14424
e-mail: CNBTrips@cnbank.com
fax: (585) 394-4001

Have you been thinking 
about applying for long-
term care insurance 

(LTCI) but keep putting it off?  The odds 
are the longer you wait the greater the 
likelihood you could be declined, not 
to mention that you will pay a higher 
premium.

LTCI premiums are based on your age 
and health.  As you get older, you are 
more apt to be diagnosed with medical 
conditions, such as high blood pressure, 
arthritis and diabetes.  These conditions, 
though usually not life threatening, can 
place you in a higher risk category or 
deem you uninsurable.

LTCI underwriting is based on how 
your medical conditions will affect your 
need for LTC services. The underwriting 
process consists of several steps: the 

fi eld agent evaluation, the application, 
Medical Information Bureau, phone 
interview, face to face interview, 
cognitive screen and medical records. 

The fi eld agent will personally observe 
you, gather medical information and 
select the appropriate carrier based 
upon your health.

On the application, you will answer 
medical questions and may need a 
paramedic exam. 

The LTCI carrier will contact the Medical 
Information Bureau to see if you have 
been declined by another company.  The 
MIB is not allowed to give reasons for 
any declination and this will not stop the 
underwriting process. 

A telephone interview will be scheduled 
and conducted by a nurse to verify 
information on your application.  The 

interviewer will sometimes perform 
a cognitive screen due to the fact 
that Alzheimer’s is the #1 reason 
policyholders go on claim.

If you are 70 or older, you must have a 
face to face interview.  A nurse will come 
to your home,   review your application 
and administer a cognitive screen.  

Finally, your doctor will be asked to 
submit copies of your medical records 
for the last three to fi ve years.  

The underwriting process generally 
takes four to six weeks. 

So don’t wait until “later” to apply. 
When you are younger and healthier, the 
premiums will be lower and the chances 
of being accepted are higher.  You will 
be guaranteeing that your family is 
protected against the fi nancial risks of a 
long-term care illness.

Long-Term Care Insurance - Apply now or laterby Susan Suben
Susan Suben is the Long Term 
Care Insurance Consultant for 
Canandaigua National Bank & Trust.  

CNB Insurance Agency is a wholly owned subsidiary of The Canandaigua National Bank and Trust Company. Products offered through CNB Insurance Agency are not deposits or obligations of, or guaranteed, or endorsed by, 
The Canandaigua National Bank and Trust Company. These products are not federally insured by the Federal Deposit Insurance Corporation or the Federal Reserve Board. Insurance Companies offering products through CNB 
Insurance Agency are independent of and not affi liated with The Canandaigua National Bank and Trust Company or CNB Insurance Agency.

Set budget goals and track your progress:

 ■  Budget vs. Actual Spending
 ■  Transaction Categories
 ■  Customized Reports

For more information visit CNBank.com/CNBudgetCentral.

CNBudget Central at a glance.  Setting budget goals and tracking spending can be diffi cult—until now.  CNBudget Central is 
an online fi nancial management tool that can help you set budget goals and manage all your fi nances in one place:


