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It’s obvious, but worth repeating 
nonetheless; attention to detail pays 
(especially in this business). After 

consuming far too much black coffee and 
pizza, we thought we had the Advisor of 
the Year nominees wrapped up and looked 
forward to putting it to bed. Then we got 
an entry from C5 Wealth Management and 
tossed it on the pile. 

When we finally got around to review-
ing it … well, we were blown away. It’s by 
far the best presentation we’ve received; 
detailed bios, investment philosophy, back-
ground information on the firm, charitable 
involvement, life outside the business, 
testimonials from clients (the table of 
contents was a big help). When we did our 
own due diligence, we found it all mea-

sured up – and then some. 
Stan Corey and Paul Bennett built the 

business together, and we couldn’t get either 
to take credit, so in a twist on the annual 
award, we named them both 2009 Boomer 
Market Advisor(s) of the Year. 

The feat is all the more impressive in 
a year such as this. Not to take anything 
away from past winners or this year’s other 
nominees, but that they were so solidly rec-
ognized by peers and clients (with all that’s 
happening) means they’ve set the bar that 
much higher for us all. And they lay waste 
to the pessimistic, sky-is-falling, nothing-
can-be-done attitude reported by too many 
advisors in the consumer press.

Both have been entrepreneurial from the 
start and this spirit, combined with their 
extensive experience, has paid off – big time. 
The partners have $750 million in assets un-
der management, advisement and adminis-
tration, a family-office RIA and a third-party 
administration business. They have clients in 
20 states and some overseas, and they are in 
the enviable position of choosing the clients 
with which they work. Overall, they say, 
they’re keeping busy and doing right by their 
boomer clients. 

       Stan and I 
sat down, had a 
mind-meld and 
said, ‘What are 
we all about? 
What do we stand 
for?’

— Paul Bennett’’
‘‘
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It hasn’t always been this way, but they 
both recognized the need for independence 
early on. Corey, in particular, has grown up 
with the modern financial services movement.

“I had my first company when I was 17 
and it paid for most of my college as a re-
sult,” Corey says. “I was evaluating things in 
the 1970s and the financial services industry 
really intrigued me. I found the easiest way 
to get into the program at that time was 
through an insurance window with no real 
upfront money to do it. I got some basic 
training and I started at the end of 1979. 
My goal from the beginning was to develop 
myself as an independent financial planner, 
which was fairly new. In 1983 I formed my 
RIA, and started charging fees.”

Bennett took a bit of a different route, 

following his mother’s advice and working 
for what is now (post mergers) Bank of 
America as a commercial loan officer and 
credit analyst.

“It’s where I picked up a lot of my finance 
experience, having to analyze companies and 
financial statements and all that,” Bennett 
says. “But I realized I wasn’t working one-on-
one with people. I was looking at credit files 
and it just really wasn’t me. I’m more of a 
people person.”

After a stint with John Hancock Finan-
cial Services, he landed at The MONY 
Group, a broker/ dealer where he met 
Corey. Both advisors had independent RIAs 
at the time. They eventually decided to 
merge the two, and Great Falls, Va.-based 
C5 Wealth Management was born. “Stan 
and I sat down, had a mind-meld and said, 
‘What are we all about? What do we stand 
for?’” Bennett says. “We kept coming up 
with these C words and phrases such as 
client first, comprehensive, collaboration, 
cutting edge ideas (401(k) fiduciary respon-
sibility is one area of particular pride in this 
area) and credentialing.”

ONLINE EXTRA
Get more best practice advice  

and unique ideas for serving your 
boomer clients from past Boomer 

Market of the Year winners at  
www.boomermarketadvisor.com
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       The clients 

referred to us 

over the last six 

or eight months 

are what I call 

‘the walking 

wounded.’

— Stanley Corey’’

‘‘

C5 – get it? This last of the C’s, creden-
tialing, is a large part of their success.

 “We’re huge proponents of continuing 
education,” Bennett says. “We pay for it 
for our employees. We have several CFPs, 
we have two people in the CFA program 
currently. We have MBAs. Bottom line, 
credentialing is huge.”

Industry involvement, either with ongoing 
education or advocacy organizations, is “in 
our blood here at the firm,” says Bennett. As 
an example, he’s a Certified Financial Plan-
ner, Chartered Financial Consultant and 
an Accredited Investment Fiduciary. He’s 
currently enrolled in the CFA program and 
is getting his master’s in security analysis and 
portfolio management.

So they have the credentials, the exper-

tise and the experience. All well and good, 
but what specifically are they seeing from 
their baby boomer clients? Not surprisingly, 
lots of emotion.

“The clients referred to us over the last 
six or eight months are what I call ‘the walk-
ing wounded,’” Corey explains. “They’ve 
gotten beat up terribly. We’ve been fortunate 
enough, since our goal has always been to 
outperform the downside of the market 
dramatically, and we’re not as worried about 
outperforming the upside. And we have ab-
solutely killed the downside. We’re not going 
to take 10 years to recover the damage that’s 
been done. A reasonable scenario is that over 
the next five years they’ll be in fine shape.”

“We stress test the retirement cash flow 
scenarios,” Bennett adds. “We’ll actually run 

Stanley B. Corey Jr., CDFA, ChFC, CFP®
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       We’re 

all about risk 

mitigation first 

and the returns 

are a byproduct 

of that.

— Paul Bennett’’
‘‘

that out for our client based on the goals and 
objectives, resources, etc. We’ll stress test it, 
back test it, run bad timing tests, we’ll use 
rolling period tests, Monte Carlo analysis –  
anything we can get our hands on. We’re all 
about risk mitigation first and the returns are 
a byproduct of that.”

As if to emphasize the point, Corey is 
quick to note he’s had clients that retired in 
the 1980s who are still on the same (increas-
ing) income stream. But he is concerned 
(and rightfully so) about baby boomer retire-
ment in general. Baby boomers in their 50s 
making less than $100,000 a year who are 
putting all their money in 401(k)s have got-
ten hammered. As a result, he says, they sell 
low and wait for the market to recover, afraid 
to invest in down markets (which is exactly 
the time they should).

“My advice to boomers in this position is 
simply, ‘Don’t give up the ship. You’ve got to 
continue to invest. Don’t wait for the market 
to recover.’ 

“(Boomers) need to reevaluate their al-
locations, they may have been exposed to 
too much risk but they need to continue to 
invest. And yes, it may mean that they’re go-
ing to work a little longer. Or they’re going to 
have to live with less in order to save more,” 
Corey concludes. 

But, he points out, it’s a problem baby 
boomers have always had. 

“We (baby boomers) go beyond our 
means. We made the credit card industry 
overwhelmingly successful. I’m struggling to 
find out if there are other things we can do 
to help the boomer population in general.”

Paul C. Bennett, AIF®, ChFC, CFP®




