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For the past couple of fall seasons, our state has dealt with the adverse 
Delivers Hope – and More 4 efects of weather. This time last year it was damage from Hurricane 

Dorian. In 2018, it was Hurricane Florence. This year, we are dealing with Photo Contest Winners Announced! 5 
a diferent type of adversity – the Coronavirus pandemic. Agriculture is a 

Catawba County Farm Shares Social great example of resilience. As they always do, our farmers kept working 
Media Strategy Tips 6 in the felds and tending to their animals. Our rural communities have 

felt the adverse efects more signifcantly with job losses and furloughs, 
Farm Credit Associations of North as well as experiencing a loss of revenue due to having to keep many of Carolina Donate $40,000 to North their businesses closed. Operating as a cooperative allows Carolina Farm Carolina Baptists on Mission 8 

Credit to make decisions that provides for the best possible outcome 
for its borrowers. Throughout our history, we’ve operated through the 

Find You 9 ups and downs of agricultural cycles and will work alongside of you to navigate through this pandemic. 
We are thankful that we can be here for you in the good times and in the bad.  

‘Google My Business’ Helps People 

11 Ways to Help Yourself Stay Sane 
in a Crazy Market 10 Despite the pandemic, our fnancial performance is in line with our projections, both in loan growth 

and net income. We are in the midst of planning for our 2021 business plan. Planning for the future 
is integral to our success. We spend dedicated time with our board of directors and staf to establish 
strategic objectives that will help us continue to support agriculture and our rural communities for 
years to come. I encourage you to take time to plan in your operations as well. Research shows that 
taking time to plan and writing down goals exponentially improves your chances of success.   

This time of year also brings about election time for your Carolina Farm Credit directors. You should 
have received your 2020 Annual Meeting Information Statement in August and ballots were mailed 
on September 16th. This year there are three seats up for election. Take time to complete the ballot 
and return by mail or complete the ballot online. Having a stockholder elected board of directors is 
a vital part of being a cooperative. This is your opportunity to have a say in how your cooperative is 
governed. Polls close on October 7th. 

This issue highlights our partnership with the NC Baptists on Mission and the USDA Farmers to 
Families Food Box Program. It has been an honor to participate in a program that helps our farmers 
who had lost their markets due to schools and restaurants being closed, as well as help see families 
in need across our state receive fresh and healthy produce, meat, milk and cheese. I am thankful for 
our ability to support this program corporately along with AgCarolina Farm Credit and Cape Fear 
Farm Credit, as well as see our board and employees personally give so generously. So many have 

BOARD OF DIRECTORS: been blessed through this program, including us! 
David M. Coltrane, Chairman, Pleasant Garden 

W. Rex Bell, Statesville 
Vickie N. Smitherman, Vice-Chair, East Bend Thank you for allowing us to be your lender and provider of fnancial services. We are proud to be part 

of the agricultural industry in North Carolina. We are grateful for the opportunity to walk alongside 
John M. Barnard, Statesville 
E. Bernard Beck, Seagrove of you! 
Mark A. Bray, Lawsonville 
Leslie G. Sparks DVM, Sparta 
Joseph A. Lail, Shelby 
J. Eric McPherson, Snow Camp 
Clark M. Newlin, Haw River 
Thomas E. Porter, Jr., Concord 
D. Kaleb Rathbone, Waynesville 
Lewis E. Smith, Lincolnton 
L. Kim Starnes, Salisbury 
Dr. Alton Thompson, Summerfeld 

The Association’s Annual and Quarterly reports 
are available upon request free of charge on our 
website — CarolinaFarmCredit.com — or by 
calling 800-521-9952 or writing Christopher H. 
Scott, Treasurer; Carolina Farm Credit, ACA; 
P.O. Box 1827; Statesville NC 28687. The 
Annual Report is available within 75 days after 
the end of the fiscal year and the Quarterly 
Report within 40 days after the end of each 
fiscal quarter, on our website. 

2 

https://CarolinaFarmCredit.com


 

SUMMER INTERNS SAY GOODBYE 

Each year, Carolina Farm Credit hosts a group 
of Summer Interns. These interns spent their 
summer shadowing employees and working on 
numerous projects. 

LEANNA SHERRILL SPENT HER SUMMER 
WORKI NG WITH THE MARKETING 
DEPARTMENT 

“The hands-on aspect of my internship was my 
favorite. I liked that the team allowed me to try 
things on my own and provided me with their 
feedback. I emphasize the word ‘team’ because 
that is what stood out to me the most about the 
marketing department at Carolina Farm Credit. 
They all support one another and have each other’s 
backs in any situation. From the frst day of my 
internship, they made me feel like a member of 
their team, and I am so blessed to have learned so 
much from each one of them.” 

JUDD PRICE WORKED IN THE SPARTA 
AND JEFFERSON BRANCHES AS A LOAN 
OFFICER INTERN: 

“One of my favorite parts of this internship was 
being able to go out and talk to farmers and see their 
operations. With COIVD-19 still happening, it made 
it harder to accomplish this. I was still able to get out 
in the feld and meet a couple of diferent farmers 

and was fortunate enough to get the chance to talk 
with them for a little while. Seeing the relationships 
held between Farm Credit and the customers was 
eye-opening for me. It showed who Carolina Farm 
Credit truly is, and it was a blessing to be a part of.” 

DONNYQUA STEWART WORKED IN THE 
RURAL HALL AND PILOT MOUNTAIN 
BRANCHES AS A LOAN OFFICER INTERN: 

“My time at Farm Credit has reshaped my 
perspective of financial lenders and the credit 
lending industry. I’ve grown a greater appreciation 
for complex problem-solving and teamwork. I 
have accumulated skills to help me grow both 
as a professional and person. I appreciate the 
opportunities I was able to participate in with such 
supportive people.” 

HONOVI LOCKLEAR SPENT HIS SUMMER 
IN THE ELLERBE BRANCH WORKING AS A 
LOAN OFFICER INTERN: 

“I am going to cherish the time I spent in Ellerbe 
with my amazing coworkers and all the great people 
of the town. Thanks to everyone for helping make 
a little old farm boy from Robeson county feel at 
home. I am entering my junior year at N.C. State 
and hope one day in the future I can work for 
Carolina Farm Credit or a company just as great.” 

MICHAELA FRENCH SPENT HER SUMMER 
IN THE YANCEYVILLE BRANCH WORKING 
AS A LOAN OFFICER INTERN: 

“My grandpa used to always say that you are able 
to learn the most about a farmer when you meet 
them out in the feld. So, it may come as a surprise 
that my favorite part of this internship has been the 
farm visits. I had the opportunity to visit some super 
cool operations and meet the passionate people 
behind them.” 

“To everyone at Carolina Farm Credit, this has 
been an awesome opportunity for which I am very 
grateful! I cannot say a big enough thank you to my 
mentor, supervisor and all of the awesome women 
in the Yanceyville Branch! Despite how busy they 
were, they took advantage of every opportunity to 
allow me to learn, observe and assist in completing 
day-to-day tasks. I have truly enjoyed my time as 
part of the Farm Credit family!” 

3 



 

FARMERS TO FAMILIES FOOD BOX PROGRAM 
DELIVERS HOPE – AND MORE 

By Leah Chester-Davis 

Sunrise is still an hour away, and already a crew at 
the FLAVOR 1st packing house in Mills River is hard 
at work. “It’s going to be a real big day,” says Kirby 
Johnson, owner of FLAVOR 1st, a grower, packer 
and shipper of a variety of produce grown in North 
Carolina and several other states. This seventh-
generation farmer has always been a dealer in hope. 
After all, what farmer isn’t? 

That hope, however, was challenged in early March 
when Johnson had to dump tons of tomatoes at 
his farms in Florida as the COVID-19 pandemic 
disrupted markets. “We took a hit,” he says. And 
it left him wondering what was in store as his other 
crops in Georgia and North Carolina came into 
season. Would his business survive? Would other 
farmers survive? 

This day’s work, though, has taken on new meaning 
for Johnson, thanks to the U.S. Department of 
Agriculture’s Farmers to Families food box program. 

HELPING FARMERS, HELPING FAMILIES, 
HELPING COMMUNITIES 

The nationwide effort, “was designed to put 
American farmers and distributors of all sizes back 
to work while supporting over-burdened food banks, 
community and faith-based organizations, and 
other non-profts serving Americans in need, and 
the program is doing just that,” says U.S. Secretary 
of Agriculture Sonny Perdue, who visited one of 
the food box distribution sites in North Carolina 
in mid-June. The program is purchasing up to 

$3 billion in fresh produce, dairy or meat products. 
North Carolina has received more than $4.6 million 
of those funds. 

As Johnson’s crew packs and loads boxes that 
are destined for the western part of the state, 
Courtney Tellefsen has a team hard at work in the 
Raleigh area. Her business, The Produce Box, was 
already providing fresh produce delivery statewide, 
connecting shoppers with farm fresh produce from 
local farms, when the USDA announced its food 
box program. 

“Farmers were very worried,” says Tellefsen. 
“Eighty-seven percent of our small and medium 
local farmers supply restaurants, and that was a 
large portion of their income. They had already 
planned and planted, and they needed an outlet for 
those harvests.” 

“Consumers were not going to restaurants or 
grocery stores and were looking for delivery, 
which we have been perfecting for 12 years. Thank 
goodness we were able to scale up quickly, reach out 
to our farm-partners and get that N.C. goodness 
into the kitchens of families that needed it,” says 
Johnson. “It bailed us out.” 

IT TAKES A NETWORK 

A key partner in the efort in North Carolina is 
Baptists on Mission. Among the first to show 
up to help after hurricanes or other disasters, 
the organization has a ready-to-serve spirit and 
infrastructure in every county of the state. The 

organization learned about the USDA program 
and the opportunity to apply for grant funding 
to purchase food from farmers through the N.C. 
Department of Agriculture and Consumer Services, 
says Richard Brunson, executive director of N.C. 
Baptists on Mission. 

“We had about two weeks to complete everything, 
so we had a lot to pull together in a short time. But 
USDA wanted to start it as quickly as they could 
to help farmers and to help people who needed the 
food,” says Brunson. “As a nonproft 501c3 kind 
of group, we brought understanding on how to get 
out to the people who needed the food the most, 
especially in rural areas. We were coming at it from 
the viewpoint of the recipient.” 

Brunson’s organization worked with county 
coordinators to identify churches and community 
centers that were already aware of local needs 
and had built relationships. In addition to Baptists 
on Mission, three other entities in the state 
purchase food to deliver to families as part of the 
USDA program. 

CAROLINA FARM CREDIT BUYS 
REFRIGERATED TRUCK TO HELP EFFORT 

After learning about the pressing need the Baptists 
on Mission had for refrigerated trucks to deliver 
perishable food, the Farm Credit Associations of 
North Carolina – AgCarolina, Cape Fear, Carolina 
– stepped in to help, purchasing a truck and lending 
other support. 
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“The Farm Credit Associations of North Carolina’s 
participation in the Farmers to Families Food Box 
Program not only serves to help local families in 
need, but also helps our local farmers to market 
their products. Partnerships like these give Farm 
Credit and its employees the opportunity to serve 
our rural communities during these uncertain 
economic times,” says Vance C. Dalton Jr., Chief 
Executive Ofcer of Carolina Farm Credit. Farm 
Credit has contributed more than $53,000 to 
the efort. 

Thanks to that truck, Baptists on Mission can get 
more food to more people. “It’s a big help to us,” 
says Brunson. 

“What a blessing Farm Credit is to us farmers 
throughout the country but especially here in North 
Carolina,” says Johnson. 

RIPPLE EFFECT PROVIDES MORE THAN 
FOOD 

Thousands of families receive food boxes through 
the program each week (12,000 food boxes are 
distributed by Baptists on Mission each week). Both 
FLAVOR 1st and The Produce Box source produce, 

meat, milk and other food items from nearly 
150 farmers. 

“This program touches a lot of people,” says Johnson. 
“We have farmers who grow for us. I’ve got 15 
people designated to this job. They get a paycheck 
on Friday. Somebody had to make the boxes we 

put the produce in, the fuel they have to buy to 
deliver the boxes. The ripple efect, it just goes on. 
It is a blessing for me. It brings back the spirit of, 
hey, America isn’t gone. There are so many good 
people out there.” 

PHOTO CONTEST WINNERS ANNOUNCED! 

FI

RST PLACE 

SARA LAWSON – Danbury, NC $300 Winner 

TH

IRD PLACE

333 

SE
COND PLACE

222 HALEY STEHR 
Salisbury, NC 

$200 Winner 

JENA REEVES 
Sparta, NC 

$100 Winner 
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CATAWBA 
COUNTY 
FARM SHARES 
SOCIAL MEDIA 
STRATEGY TIPS 



 

Devine Farms in Catawba County is committed to reaching out to the 
community. They thrive on helping educate others about all aspects of 
agriculture, and have a history of more than 30 years of working with 
children, often hosting school feld trips, summer camps, group tours and 
private parties. They also have a farm store where they sell a wide selection 
of fresh produce, milk, honey and other items. 

Social media, specifcally Facebook, is a key way they keep customers and 
others updated on new items in the store, events and other happenings at 
the farm. While every season is busy on the farm, the fall season kicks into 
high gear with a pumpkin patch, maze and wagon rides. They also have sheep, 
goats and rabbits for visitors to enjoy. Beef cattle and poultry houses are not 
part of farm visits, but lessons about each are incorporated for school groups. 

Alyson shares a few tips from the Devine Farms social media strategy. 

POST OFTEN. 
This is a key to maintaining the farm’s online presence. “The farm posts 
on Facebook once a day or every other day. It is important to make sure 
each post is meaningful and provides crucial information.” 

PROVIDE HELPFUL UPDATES. 
When new items arrive at the store, such as fresh, local strawberries, Susie 
or Lori will post information and a photo. They know that the chocolate 
milk from Wholesome Country Creamery is a favorite of customers, so 
whenever a new shipment arrives, they share that on Facebook. 

CREATE EXCITEMENT. 
Fall is a particularly happy and celebratory time at the farm when it hosts 
various events. Alyson creates special announcements for Facebook 
that include an attractive image and date, time, cost, location and other 
pertinent details. 

CONSIDER THE DAY OF THE WEEK AND 
TIME OF DAY. 
While Susie and Lori are at the farm throughout the day, they consciously 
work in at least one post, sometimes more, depending on what’s happening 
any given day. For special events that they are hoping to draw more 
people to the farm, Alyson says it’s helpful to look at Facebook analytics 
to determine when more people are on Facebook and post accordingly. 

Devine Farms is a family afair. Joe and Susie Devine, along with their 
children Ben, Luke (and wife Lori) and Tom (and wife Alyson) are involved in 
various aspects. 

Alyson, an agri-consumer lender in the Conover ofce of Carolina Farm 
Credit, contributes, along with Susie and Lori, to the social media presence. 

“Facebook is the primary outlet to get information out there,” 
she says. “Any time there is an event happening at the farm it’s 
going on Facebook. Any time the store has revised hours or new 
products it goes on Facebook. It’s our number-one advertising 
source and is beneficial to our farm business.” They also post 
to Instagram. 

Some high-trafc times are early in the morning as people are starting their 
day and during lunch hours. Wednesday is the best day to post. Sunday is 
the worst day. (For a look at the best times to post to social media, check 
out this article.) 

ALWAYS PROMOTE YOUR SOCIAL 
MEDIA SITES. 
Devine Farms uses word of mouth. Whenever people visit the farm, the 
Devines remind people to check out their Facebook page. Whenever Alyson 
designs fiers that are left in local stores to promote events or handed out 
at the farm store, she includes the Facebook and Instagram icons. Make 
sure your social media icons are on your website as well. 

BE INTENTIONAL ABOUT WHAT 
YOU POST. 
Alyson says it’s important to recognize that not everyone on social media 
is pro-farm or pro-agriculture. She cites a negative comment on social 
media about one of the farm’s animals. 

“We had to be on top of that comment to make sure they understand how 
well our animals are treated and taken care of,” she says, adding that it’s 
important to be mindful of the way you post things and what you post. 
Don’t share a negative comment or article with your rebuttal because 
that potentially increases the misinformation that you don’t want shared. 
“Social media is extremely benefcial to help get your message out there. 
Educating people on your production practices and how you care for 
animals is important.” 

While the COVID-19 pandemic casts uncertainty about what will be open This is part of a four-part series on social media resources. Google My 
or not in the coming months, Devine Farms is planning for fall events. “We Business, a free tool, helps increase your online presence in Google Search 
know things might change,” says Alyson. “But we are remaining optimistic and Google Maps. Facebook now owns Instagram and helps facilitate cross-
and planning for this to be just another fall at the farm.” posting. Devine Farms shares their social media strategy. Visit NC Farms 

is a new app introduced by NCDA&CS. Whatever the fall season brings, Devine Farms will be keeping in touch 
through social media. 
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FARM CREDIT ASSOCIATIONS OF NORTH CAROLINA DONATE 
$40,000 TO NORTH CAROLINA BAPTISTS ON MISSION 

The Farm Credit Associations of North Carolina 
recently made a donation of $40,000 to the 
N.C. Baptists on Mission as a part of the U.S. 
Department of Agriculture’s Farmers to Families 
food box program. 

This donation was used to support the purchase of a 
refrigerated food truck. The food truck will be flled 
with multiple six-week food boxes of fresh produce 
that will be delivered to those affected by the 
COVID-19 pandemic across the state. Deliveries 
will be made to local churches, soup kitchens and 
other institutions and in turn those organizations 
will directly provide them to individuals in need. 

“N.C. Baptists on Mission is an organization that 
we support because of their commitment to the 
community. Working with this group sheds light 
on the importance of farming and the need to 
help serve others during this time of difculty. 
This food truck will benefit those experienc-
ing food insecurities as well as farmers who need 
a market for their produce. North Carolina 
Farm Credit Associations are proud to serve the 
agricultural and rural communities of our state,” says 
Carolina Farm Credit CEO Vance Dalton. 

NEW! ONLINE VOTING 
OPTION FOR DIRECTOR 
ELECTIONS 
• Voting Stockholders now have the option to vote 

ONLINE or by MAIL 

• SEPTEMBER 16: Election Ballots were sent by mail 
to voting stockholders and the website for online 
voting opened 

• OCTOBER 7: Return your completed Election Ballot 
in the mail or vote online by this date 

• An email was sent on September 16th to all voting 
stockholders with a valid email address on fle to 
vote online from Carolina Farm Credit Election 
Coordinator mailto:noreply@directvote net 

• Instructions for online voting were also printed on the 
Election Ballot you received in the mail, should you 
want to vote online and didn’t receive an email 
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“GOOGLE MY BUSINESS” HELPS PEOPLE TO FIND YOU 

Your farm business is likely on Facebook, and that’s 
great. But there’s another tool out there that is quite 
useful in helping drive folks to you. It’s called Google 
My Business, and it can help you raise your profle 
when anyone is on Google Search and Maps. 

Have you noticed when you do a Google search 
for a business that frequently a box will appear that 
includes a photo from the business, a button for 
directions, a website link and other information? 
It also may include reviews. That’s an example of 
a business that has “claimed” their Google My 
Business page. 

Consider a person in any given region of the state 
who wants to fnd a specifc type of farm, such as 
a strawberry farm, in the spring. In Google Maps, 
they may type “strawberry farms near me.” If you 
have claimed and verifed your Google My Business 
page, information about your farm will appear in a 
list with other farms in your region. 

If you have not claimed your page, you may be 
missing out on business. It is an important tool in 
promoting your business. It allows you to provide the 
information you want customers to fnd when they 
are searching for you. You control the information – 
such as location, hours, website and products – that 
is at their fngertips. 

Google My Business is easy to set up. The platform 
will walk you through the steps. 

Generally, this is what to expect when it comes to 
information you can provide: 

• Your business name. 

• A business category; be as specifc as possible 
though you will have to select from options 
provided. For a blueberry farm, for example, 
you may have to select farm. 

• The option to add a location that customers 
can visit, like a store or ofce. 

• Your service area. If most of your customers 
are in the Greensboro area, for example, you 
can add that. 

• The region where your business is based. 

• Contact details you want customers to see, 
such as your phone number and website URL. 

This will lead you to “Finish and manage 
this listing.” 

At this point, Google will ask you to choose a way 
to verify. This is a step Google takes to confrm 
the business is yours. Typically, you will receive a 
postcard with a verifcation code. Most postcards 

arrive within five days. In some 
instances, you may receive the code 
by phone or e-mail, depending on 
your business. 

After the verifcation step, you will 
be directed to a page with a menu of 
items on the left-hand column along 
with a “Get Started” tab. 

It includes the following tabs: Home, 
Posts, Info, Insights, Reviews, Photos, 
Products, Services, Website and 
Users. You can start entering informa-
tion about your business even though 
information won’t appear on Google 
until you verify your business with the 
code that Google will send you. 

HERE ARE A FEW HELPFUL TIPS 
TO HELP YOU GET STARTED: 

• People like photos. Add a beautiful shot of your 
farm or products to your profle. Photos help 
increase trafc to your website and requests 
for directions on Google Maps. 

• When adding photos to social media platforms 
such as Facebook or Instagram, spend a few 
minutes and add a few to your Google My 
Business page. 

• Visit the Insights tab to fnd information that 
can be helpful to your marketing strategies. 
This tab provides information such as how 
customers searched for your business and 
where they are coming from. You can also 
see what days receive the most customer 
use. This may give you an idea on best times 
to post information. There are many other 
statistics, and it’s worth spending some time 
reviewing them. 

• If you have special events, promotions or new 
products, include them on your page. If you are 
selling tickets, you can add a button so visitors 
can order them online. 

• Customers can add photos to your page, too. 
If they have visited your farm and shot a fun 
photo, that can help others to see what you 
have to ofer and what experiences others 
had. However, take the time to periodically 
look through the photos and remove any that 
don’t represent your business. You won’t be 
able to delete the photos outright, though. 
You’ll have to go through a couple of steps to 
remove them. 

• People can leave reviews about your business, 
and you will have an opportunity to respond 
if you wish. It’s important to check the space 
frequently to address any issues. Positive ex-
periences by customers help convince others 
to become customers. 

• You can add users if you have employees or 
family members who will also post. As the 
owner, it’s advisable to retain primary owner 
status for yourself and designate others as site 
managers. They will be able to post information 
but unable to edit important information or 
delete your profle. 

• During the COVID-19 pandemic, there’s even 
a place to provide updates about your business 
hours and other information. 

• Like most social platforms, there are numerous 
features to employ well beyond the basics. 
Of course, that depends on your time. Basic 
business information – attractive photo, name, 
location, directions, contact info and link to 
your website – will likely connect you with 
more customers, and using other options will 
get you more bang for your time. 

• Schedule time to check and update your 
page on a regular basis, particularly “Review 
Updates” to ensure no one has added 
incorrect information. 

Get started at Google My Business. By claiming 
and verifying your business, you can increase search 
engine optimization, which means you increase your 
chances of showing up in search results. There are 
lots of online articles on how to optimize your 
Google My Business listing. 
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Keeping your cool can be hard to do when the market goes on one of its periodic rollercoaster 
rides. It’s useful to have strategies in place that prepare you both fnancially and psychologically 
to handle market volatility. Here are 11 ways to help keep yourself from making hasty decisions 
that could have a long-term impact on your ability to achieve your fnancial goals. 

11WAYS TO HELP YOURSELF STAY 
SANE IN A CRAZY MARKET 

1) Have a game plan 
Having predetermined guidelines that recognize 
the potential for turbulent times can help 
prevent emotion from dictating your decisions. 
For example, you might take a core-and-satellite 
approach, combining the use of buy-and-hold 
principles for the bulk of your portfolio with 
tactical investing based on a shorter-term market 
outlook. You also can use diversifcation to try to 
ofset the risks of certain holdings with those of 
others. Diversifcation may not ensure a proft 
or guarantee against a loss, but it can help you 
understand and balance your risk in advance. And 
if you’re an active investor, a trading discipline 
can help you stick to a long-term strategy. For 
example, you might determine in advance that 
you will take profts when a security or index rises 
by a certain percentage and buy when it has fallen 
by a set percentage. 

2) Know what you own and 
why you own it 
When the market goes of the tracks, knowing 
why you originally made a specifc investment 
can help you evaluate whether your reasons 
still hold, regardless of what the overall market 
is doing. Understanding how a specifc holding 
fts in your portfolio also can help you consider 
whether a lower price might actually represent a 
buying opportunity. 

And if you don’t understand why a security is 
in your portfolio, fnd out. That knowledge can 
be particularly important when the market goes 
south, especially if you’re considering replacing 
your current holding with another investment. 

3) Remember that everything 
is relative 
Most of the variance in the returns of diferent 
portfolios can generally be attributed to their 
asset allocations. If you’ve got a well-diversifed 
portfolio that includes multiple asset classes, it 
could be useful to compare its overall performance 
to relevant benchmarks. If you fnd that your 
investments are performing in line with those 
benchmarks, that realization might help you 
feel better about your overall strategy. Even a 
diversifed portfolio is no guarantee that you won’t 
sufer losses, but diversifcation means that, just 
because the S&P 500 might have dropped 10% 
or 20%, it doesn’t necessarily mean your overall 
portfolio is down by the same amount. 

4) Tell yourself that this too 
shall pass 
The fnancial markets are historically cyclical. If 
you wish you had sold at what turned out to be 
a market peak or regret having sat out a buying 
opportunity, you may well get another chance at 
some point. Even if you’re considering changes, 
a volatile market can be an inopportune time to 
turn your portfolio inside out. A well-thought-
out asset allocation is still the basis of good 
investment planning. 

5) Be willing to learn from 
your mistakes 
Anyone can look good during bull markets; smart 
investors are produced by the inevitable rough 
patches. Even the best investors aren’t right all 
the time. If an earlier choice now seems rash, 

sometimes the best strategy is to take a tax loss, 
learn from the experience and apply the lesson to 
future decisions. Expert help can prepare you and 
your portfolio to both weather and take advantage 
of the market’s ups and downs. There is no 
assurance that working with a fnancial professional 
will improve investment results. 

6) Consider playing defense 
During volatile periods in the stock market, many 
investors reexamine their allocation to such 
defensive sectors as consumer staples or utilities 
(though like all stocks, those sectors involve their 
own risks, and are not necessarily immune from 
overall market movements). Dividends also can 
help cushion the impact of price swings. 

7) Stay on course by continuing 
to save 
Even if the value of your holdings fluctuates, 
regularly adding to an account designed for a 
long-term goal may cushion the emotional impact 
of market swings. If losses are ofset even in part 
by new savings, your bottom-line number might 
not be quite so discouraging. 

If you’re using dollar-cost averaging — investing a 
specifc amount regularly regardless of fuctuating 
price levels — you may be getting a bargain by 
buying when prices are down. However, dollar 
cost averaging can’t guarantee a proft or protect 
against a loss. 

Also consider your ability to continue purchases 
through market slumps. Systematic investing 
doesn’t work if you stop when prices are down. 
Finally, remember that the return and principal 
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value of your investments will fluctuate with 
changes in market conditions, and shares may be 
worth more or less than their original cost when 
you sell them. 

8) Use cash to help manage your 
mind-set 
Cash can be the fnancial equivalent of taking deep 
breaths to relax. It can enhance your ability to make 
thoughtful decisions instead of impulsive ones. If 
you’ve established an appropriate asset allocation, 
you should have resources on hand to prevent 
having to sell stocks to meet ordinary expenses 
or, if you’ve used leverage, a margin call. Having a 
cash cushion, coupled with a disciplined investing 
strategy, can change your perspective on market 
volatility. Knowing that you’re positioned to take 
advantage of a downturn by picking up bargains 
may increase your ability to be patient. 

9) Remember your road map 
Solid asset allocation is the basis of sound investing. 
One of the reasons a diversifed portfolio is so 
important is that strong performance of some 
investments may help ofset poor performance by 
others. Even with an appropriate asset allocation, 
some parts of a portfolio may struggle at any 
given time. Timing the market can be challenging 
under the best of circumstances. Wildly volatile 
markets can magnify the impact of making a wrong 
decision just as the market is about to move in an 
unexpected direction, either up or down. Make sure 
your asset allocation is appropriate before making 
drastic changes. 

10) Look in the rear-view mirror 
If you’re investing long term, sometimes it helps 
to take a look back and see how far you’ve come. 
If your portfolio is down this year, it can be easy 
to forget any progress you may already have made 
over the years. Though past performance is no 
guarantee of future returns, the stock market’s 
long-term direction has historically been up. With 
stocks, it’s important to remember that having 
an investing strategy is only half the battle; the 
other half is being able to stick to it. Even if you’re 
able to avoid losses by being out of the market, 
will you know when to get back in? If patience 
has helped you build a nest egg, it just might be 
useful now, too. 

11) Take it easy 
If you feel you need to make changes in your 
portfolio, there are ways to do so short of a total 
makeover. You could test the waters by redirecting 
a small percentage of one asset class to another. 
You could put any new money into investments you 
feel are well-positioned for the future, but leave 
the rest as is. You could set a stop-loss order to 
prevent an investment from falling below a certain 
level or have an informal threshold below which you 
will not allow an investment to fall before selling. 
Even if you need or want to adjust your portfolio 
during a period of turmoil, those changes can — 
and probably should — happen in gradual steps. 
Taking gradual steps is one way to spread your risk 
over time, as well as over a variety of asset classes. 

Thomas Haarmann, J.D. 
Financial Planning Manager 

P.O. Box 1827 
Statesville, NC 28687 

704-761-2869 

INDEPENDENT CONTRACTOR OF MONEY 
CONCEPTS INTERNATIONAL, INC. 

All securities through Money Concepts Capital Corp. 
Member FINRA/SIPC 11440 Jog Road; 
Palm Beach Gardens, FL 33418-3764; 

(561) 472-2000. 
Not FDIC Insured, No Bank Guaranteed, 

Accounts May Lose Value. 

11 



 

 

 

 

6 
~~ FARM CREDIT 

~e CAROLINA □ 
PRSRT STD 

U.S. POSTAGE 
PAID 

COLUMBIA SC 
PERMIT 1160 

PO Box 1827 
Statesville, NC 28687 

FACILITY LEASES A SMART APPROACH 
TO FINANCING 

 TAX ADVANTAGES: Lease payments may be fully 
tax deductible as business expenses on a properly 
structured true lease. 

 CAPITAL PRESERVATION: Maintain fnancial 
fexibility and stability by preserving working capital. 

 CUSTOMIZED PAYMENT STRUCTURES: Lease 
payments can be tailored to ft your business’ cash fow. 

 ESTATE PLANNING: Leasing can efectively help 
transition ownership of a facility to the next generation 
at the end of the lease. 

For more information, 
call our Leasing Manager 

JEREMY LEE 
704-761-2840 




