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PARKER COUNTY TODAY: How long have you been in 
business and what is your background? 
PAUL HUTTON: I attended Weatherford College and the 
University of North Texas where I majored in Business 
and Finance. I began my career in 1996 under my 
mentor and father, Tim Hutton, for more than 16 years. 
I’m a fiduciary and designated as an Investment Advisor 
Representative holding my series 7, 63, 66 licenses along 
with my life and health insurance license. This means that 
I have access to a wide array of investment options and 
I’m not driven by incentives to sell any particular product. 
My first loyalty is to my clients and their goals. I moved 
my office back home to Weatherford in 2017, transplant-
ing my office just off the square. 

PCT: What do you hope to help your clients achieve with 
your advice?
PH: I take a personalized approach with each of my 
clients. I take the time to understand their unique situa-
tion and investment needs. I listen to my clients’ specific 
needs and design a customized portfolio that works 
towards their goals and dreams in an efficient and system-
atic manner. Everyone at Hutton Wealth Management is 
committed to serving our clients with integrity, honesty 
and loyalty. Our goal is to help everyone we work with 
achieve their financial dreams.

PCT: How has the financial picture changed in the past 
year and now post-pandemic?
PH: There is an increased awareness for the necessity of 
financial planning, proper oversight and diversification. I, 
along with my team, am committed to providing timely 
and relevant educational communication. We want our 
clients to be confident in the financial decisions they are 
making.

PCT: What are you suggesting for your clients who want 
to increase their gains given the current financial climate?
PH: We encourage our clients to call us with any 
concerns or questions regarding major financial deci-
sions. I also make myself available to my clients to ensure 
they can make the most informed decisions regarding any 
financial decision. 

PCT: What do you tell people who want to day trade, 
versus using the services of a licensed professional finan-
cial planner? 
PH: I have the ability to offer clients what they need and 
will offer a second opinion to anyone just starting out in 
investing to those at any level of investing tolerance.

PCT: How does your advice change for people as they 
move through their lives?
PH: We are a multi-generational firm helping our clients 
through all stages of life. As time passes, needs change. 
From young parents wanting to save for retirement, to 
parents of school-age kids wanting to save for college, to 
grandparents wanting to enjoy retirement, to great-grand-
parents wanting to leave their legacy for their loved ones: 
My staff and I help families through all stages of life.

Paul Hutton
President & Wealth Advisor at Hutton Wealth Management

  our business: FINANCIAL ADVISORS



208 North Main Street • Suite 200 
 Weatherford, Texas • 817.238.6995

huttonfinancial.com

Wealth Management

Securities and investment advisory services offered through Securities and investment advisory services offered through 

Woodbury Financial Services, Inc., member FINRA/SIPC. Woodbury Financial Services, Inc., member FINRA/SIPC. 

Fixed and traditional insurance offered through Hutton Wealth Management, Fixed and traditional insurance offered through Hutton Wealth Management, 

which is not affiliated with Woodbury Financial Services, Inc.which is not affiliated with Woodbury Financial Services, Inc.

208 N. Main Street, Suite 200, Weatherford, TX  76086  Phone: 817-238-6995208 N. Main Street, Suite 200, Weatherford, TX  76086  Phone: 817-238-6995

Paul Hutton

30 Years Strong in Business

FINANCIAL PLANNING & WEALTH MANAGEMENT

Estate Planning:
Leaving a Family Legacy

While creating an estate plan is a common part of a financial 

plan, creating a family legacy is equally as important when 

thinking about how you want the wealth you’ve built to be 

distributed. In addition to including your family in financial 

discussions early on, you can also discuss what’s important as a 

family, such as traditions, memories, goals, and dreams.

Here are a few things to think about when it comes to creating 

a family legacy and developing a plan that’s less about assets 

and more about life:

Focus on values. You can leave a legacy that underscores your 

values and reinforces what is important to you for decades 

to come. What is most significant to you and your family? 

Education? Philanthropy? Entrepreneurship? Make your 

values a reality through various avenues, including direct 

contributions, conditional or structured payouts, and more.

Nurture your family’s true assets. Strengthen family unity and 

promote achievement through your legacy. Whether that’s 

support for a family member raising young children, starting 

a business, or engaging in any other endeavor, your estate can 

support their efforts.

Structure inheritances appropriately. Make distribution 

decisions that promote self-sufficiency and support goals over 

emotional needs. Doing so can add to the longevity of your 

family’s assets. Consider the age and emotional maturity of 

your heirs. Are they ready to properly manage the amount 

of money they will inherit? Will a large windfall do them 

more harm than good? Be sure to also consider non-financial 

inheritances as well such as sentimental items and important 

family heirlooms.

The only one who can determine the type of legacy that’s 

important for your family is you. We hope these tips can help 

you create a family legacy outside of the financial aspect. We’re 

always here to help if you need it. And if you do, let’s connect!

The content is developed from sources believed to be providing accurate information. 
The information in this material is not intended as tax or legal advice. It may not be 
used for the purpose of avoiding any federal tax penalties. Please consult legal or tax 

professionals for specific information regarding your individual situation. This materi-
al was developed and produced by FMG Suite to provide information on a topic that 
may be of interest. FMG Suite is not affiliated with the named broker-dealer, state- or 
SEC-registered investment advisory firm. The opinions expressed and material pro-

vided are for general information, and should not be considered a solicitation for the 
purchase or sale of any security. Copyright 2021 FMG Suite. 

Phone: 817-238-6995



PARKER COUNTY TODAY: How long have you been in 
business and what is your background?
Mark Patenaude: I became a financial adviser after 
serving 23 years as a missionary in Thailand. While in 
Thailand, I earned an MBA and began working with the 
Thai business community. I consulted with my communi-
ty’s Chamber of Commerce and with the economic devel-
opment project for their teak furniture industry. When 
we needed to return to Texas to care for aging parents in 
2018, my job search led me to Thrivent. More specifically, 
I met Mary Naumann, who runs a successful Thrivent 
practice here in Weatherford, Trinity Financial Associates. 
What I love about Thrivent is our collaborative culture 
and network of experts. While I specialize in retirement 
income planning, we often work together to offer person-
alized advice to our clients. I also love that Thrivent is 
a faith-based organization that serves Christians. If you 
value faith and generosity, Thrivent may be a good fit for 
you.
 
PCT: What do you hope to help your clients achieve with 
your advice?
MP: In retirement your financial situation boils down to 
one simple question: Will you outlive your money? My 
goal is to work with clients to establish and execute a 
plan so they do not run out of money in retirement. For 
example, a non-smoking couple who retire at age 62 can 
expect to live an additional 30 years on average. Over 
time, inflation will more than double the cost of living. 
What costs $10 at the beginning of retirement will cost 
$24 near the end. I help my clients develop a plan of 
increasing income so they can enjoy the same standard of 
living throughout their retirement.
 
PCT: How has the financial picture changed in the past 
year and now post-pandemic?
MP: From a long-term perspective, very little has changed. 
While macroeconomic conditions will have short-term 
effects, I am not overly concerned with fluctuations in the 
market. I believe that 90% of lifetime investment returns 
are attributed to a solid financial plan, discipline and 
portfolio allocation.

PCT: What are you suggesting for your clients who want 
to increase their gains given the current financial climate?
MP: I pay more attention to probabilities than projec-
tions. For example: over the last hundred years, equities 
have gained 10% annually, bonds have gained 6% and 
inflation has been about 3%. Those probabilities inform 
the plan. If a client requires higher returns, we allocate a 
larger percentage of their investment to equities.

PCT: What do you tell people who want to day trade 
versus using the services of a licensed professional finan-
cial planner?
MP: It is easier than ever to invest in the stock market. 
National brokerages like Fidelity and eTrade have apps. 
Newcomers like Robin Hood and Coin Base make invest-
ing easy and fun. I understand the attraction, but day trad-
ing is not investing. And investing alone does not consti-
tute a long-term financial plan. Retirement income plan-
ning is complex and sometimes confusing. I can help you 
identify your financial risks and opportunities. Together 
we will establish a plan to achieve your financial goals.
 
PCT: How does your advice change for people as they 
move through their lives?
MP: As a wholistic financial planner, I don’t just focus on 
the accumulation of assets and gaining the highest possi-
ble return. I believe money is a tool, not a goal. So, I start 
by establishing a firm foundation of protection. Often, 
that involves a budget, an emergency savings fund, life 
insurance and important documents, like a will. I want to 
protect the stream of income to secure the family in the 
event of tragedy. Then I look at the accumulation phase. 
As the family grows and careers advance, I want to make 
sure that savings accumulate for retirement and financial 
goals, like buying a home or paying for college. At retire-
ment, we enter the distribution phase, which requires 
a completely different strategy. Now, I want to convert 
savings into a stream of income that lasts a lifetime and 
keeps pace with inflation. Finally, I talk about legacy. Are 
there children, grandchildren or charitable causes the 
client would like to support? I can help them accomplish 
their goals in the most tax efficient manner. Essentially, I 
want to be my client’s financial guide through their jour-
ney in life.

Mark Patenaude
Thrivent

  our business: FINANCIAL ADVISORS



Thrivent is the marketing name for Thrivent Financial for Lutherans. Insurance products issued by Thrivent. Not available in all states. Securities and investment advisory services offered 
through Thrivent Investment Management Inc., a registered investment adviser, member FINRA and SIPC, and a subsidiary of Thrivent. Licensed agent/producer of Thrivent. Registered 

representative of Thrivent Investment Management, Inc. Advisory services available through investment adviser representatives only.

Connecting faith & finances for good.®

318 Palo Pinto Street  |  Weatherford, Tx  |  817.565.5817  |  thrivent.com
Mark Patenaude, Financial Associate
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PARKER COUNTY TODAY: How long have you been in 
business and what is your background?
LISA HALEY: I have currently 19 years in the invest-
ment services. I am the Chief Operations Officer and a 
Financial Advisor of SMH Capital Advisors LLC. 
 
PCT: What do you hope to help your clients achieve with 
your advice?
LH: First, peace of mind. There are two things people are 
passionate about: their children and their money. Seeing 
clients reach their financial and/or retirement goals with 
as little stress as possible. Second, to always have trust 
and open communication. Clients need to feel they are 
coming to the kitchen table to have a chat.
 
PCT: How has the financial picture changed in the past 
year and now post-pandemic?
LH: We still do not know the full extent of the pandemic; 
the pandemic has made things very uncertain, so you 
need to invest based on things that should work under 
worst-case scenarios. My guess is that we will still be 
trying to figure out all the implications over the next 
several years.
 
PCT: What are you suggesting for your clients who want 
to increase their gains given the current financial climate?
LH: Be very cognizant of investments that produce 
income and cash flow to you. You do not want to be rely-
ing strictly on capital appreciation for your return. 

PCT: What do you tell people who want to day trade, 
versus using the services of a licensed professional finan-
cial planner?
LH: Day trading is high-stress, high-risk and you need 
to be on constant market watch and have plenty of time 
to do your research. Most individuals do not have the 
software a firm would use to trade. If you have money 
to lose and play with, then day trade. Our firm does not 
day trade. We are doing what is best for the client to 
reach their goals. We back test strategies from depression 
forward. How would an investment strategy do during 
a depression or a financial crisis? An individual usually 
does not have the capability to perform such rigorous 
tests. That is where a professional is your best choice. We 
are constantly watching the economy and markets.

PCT: How does your advice change for people as they 
move through their lives?
LH: There are many life challenges. My advice would 

depend on each individual situation. There is no blanket 
advice for individuals. I want my clients to know I am 
here as they go through life changes and will do what is 
best for them. But sometimes advice is just holding their 
hand and maybe laughing or crying with them.

Lisa Haley
Chief Operations Officer and Financial Advisor with SMH Capital 
Advisors LLC — It’s All About Communications

  our business: FINANCIAL ADVISORS



Fort Worth: 817 569-7000
Weatherford: 817 596-0205
Fax: 817-887-5812

www.smhca.com

Consistently ranked by 
Lipper Marketplace as one of the 

Best Money Managers!

We are a Registered Investment Advisor servicing Financial Advisors and Institutional Clients.  
Contact us today for guidence reguarding all of your financial investment needs!

lhaley@smhca.com
4200 S. Hulen Street, Suite 534
Fort Worth, TX 76109

101 York Avenue
Weatherford, TX 76086

Lisa Haley 
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PARKER COUNTY TODAY: How long have you been in 
business and what is your background?
LEON HENRY: In 2005 I made the decision to leave the 
cattle industry and move my young family to Texas to 
start a new career as a Financial Planner. It was a difficult 
decision since I had been in the cattle industry all my 
life. I ran a feed yard with my parents in North Missouri. 
We had an average of 3,000 head of cattle on feed daily. 
My father and I were both order buyers for several other 
cattlemen and ranchers throughout the United States.

PCT: What do you hope to help your clients achieve with 
your advice?
LH: My hope is that my financial advice to my clients 
assures them a better life and financial stability in their 
retirement years. I help my clients by providing confi-
dence from birth to passing, and building a future legacy.

PCT: How has the financial picture changed in the past 
year and now post-pandemic?
LH: I believe the past year has had many obstacles for 
Americans, both financially and personally. I have helped 
my clients make the necessary adjustments due to job 
loss, or lost wages due to the coronavirus pandemic. 
Post-pandemic, most clients are requesting advice on 
how to best protect their assets and create income. The 
presidential election certainly played a significant role in 
the changing needs of my clients. Many are trading and 
investing much differently than before the pandemic. The 
new administration has posed several challenges in rela-
tion to the capital gains and estate taxes.

PCT: What are you suggesting for your clients who want 
to increase their gains given the current financial climate?
LH: My suggestion would be different for each client 
depending on how much risk they can tolerate and how 
soon they would need access to withdraw funds from 
their investments.

PCT: What do you tell people who want to day trade, 
versus using the services of a licensed professional finan-
cial planner?
LH: My experience with clients day trading has been that 
they must take the time to study the markets to make 
good decisions and most do not have the time or insight 
it takes to do so effectively. Whereas, with a Licensed 
Financial Planner, that is what we do each day. We are 
well versed in the market and can offer suggestions a 
layman may overlook.

PCT: How does your advice change for people as they 
move through their lives?
LH: I typically advise younger folks to start early and 
invest more aggressively. As they age and their family’s 
needs change, I tend to take a little bit more conservative 
approach. As their children grow up and move out, or go 
to college, we reevaluate their needs and make the neces-
sary adjustments. In the later years, my strategy is even 
more conservative depending on their personal financial 
goals. Ultimately it is the clients’ decision on how aggres-
sive or conservative we make their investments. It is all 
about their goals and wishes.

Two quotes I use to guide me regarding money are:
“It is wise for investors to be fearful when others are 
greedy, and greedy when others are fearful.” – Warren 
Buffet
And: “I am not concerned about the return on my money, 
but I am concerned about the return of my money.” – 
Local Businessman

Leon A Henry is a Financial Advisor. Securities and advisory services are offered through 
Cetera Advisor Networks LLC, member FINRA/SIPC, a broker-dealer and registered invest-
ment adviser. Cetera in under separate ownership from any other named entity. Registered 
address: 1712 Santa Fe Drive, Weatherford, TX 76086. Registered Phone 682-213-3131

  our business: FINANCIAL ADVISORS

Leon Henry
3-C Financial Service — Providing Financial Confidence
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PARKER COUNTY TODAY: How long have you been in 
business and what is your background?
Jimmie Day: Since 1990. I have always had an interest in 
investing in America since the old Fort Worth Press put 
a photo of me at age nine months, with a curious look 
on my face, and captioned it, “Wonder what the stock 
market is going to do today?” in their business section. It 
is almost like it was meant to be.

PCT: What do you hope to help your clients achieve with 
your advice?
JD: I try to educate people and empower them with 
decades of knowledge so they and their families can have 
generations of stronger financial plans. I give the knowl-
edge and means to make and have a better financial life-
style for them and their heirs.

PCT: How has the financial picture changed in the past 
year and now post-pandemic?
JD: To be honest it has not changed much. There will 
always be volatility because of outside influences—
like war, natural disasters, politics, etc.—that affect the 
market. Through all this, there will always be investment 
opportunities.

PCT: What are you suggesting for your clients who want 
to increase their gains given the current financial climate?
JD: People are always asking me, ‘When is the best time 
to invest?’ My answer is, ‘When you have the money.’ 
Investing is a long-term strategy with some adjustments 
along the way. Understand that there are good sectors 
to be invested in and others that might not be appropri-
ate in the current financial climate. There are times to tilt 
to move offensive positions and times to play defense. It 
depends very much on your age, goals and risk tolerance. 
We have developed a process that allows us to find the 
proper area to invest our clients’ accounts. 

PCT: What do you tell people who want to day trade, 
versus using the services of a licensed professional finan-
cial planner?
JD: There is a BIG difference between trading and invest-
ing. Trading has enormous risk involved and a little luck 
needed as well. I get it, some people like the excitement. 
I tell them to do it themselves with their play money but 
leave their serious money to professionals. We are fidu-
ciaries that focus on what is best for our clients. We try 
to manage portfolio risk through our risk management 

process. We look at long-term investing to minimize risk 
and potentially gain higher long-term returns.

PCT: How does your advice change for people as they 
move through their lives?
JD: As we get older, we need a health checkup. The same 
is true with investments. You need a financial health 
checkup. When you visit your doctor for help, you know 
everyone has a different need and solution to make them 
better. The same goes for you. Your “personal economy” 
changes as your life events change. Life is a moving 
target, in that everyone’s situation is constantly changing. 
You need to adjust your finances to fit your current situ-
ation. Everyone has unique challenges and goals specific 
to them. You need to adjust when and where necessary to 
manage risk and rewards accordingly. It’s ok to be wrong. 
It’s not ok to stay wrong.

  our business: FINANCIAL ADVISORS

Jimmie Day
Day Wealth Management



Serving Parker County For Over 30 Years

Preparing for 
what’s down the 

road.

Day-Wealth.com
817-550-6300  

925 Santa Fe Drive, Ste. 101 
Securities and Advisory Services offered through 

Prospera Financial Services, Inc. Member FINRA/SIPC

401K Rollovers

Mutual Funds

 IRA’s 

Managed Accounts
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  our business: FINANCIAL ADVISORS

Wayne Garrett, CPA, CFP, RICP 

and Brandon W. Garrett, CFP, CIMA, AIF – 

Parker County Today: How long have you been in busi-
ness and what is your background? 
Brandon Garrett: Eleven years. I worked for another firm 
throughout college and quickly realized I wanted to get 
back home and join my father in his practice. 
Wayne Garrett: Twenty-seven years as a financial planner. 
Over 40 years as a CPA. I started my career as a CPA and 
grew to specialize in tax planning for business owners 
and high-income individuals, which became a natural 
transition into financial advice.

PCT: What do you hope to help your clients achieve with 
your advice? 
BG: Every time a client has a meeting, phone call or 
e-mail exchange with me, I want them to receive true 
value—to walk away feeling as though they are better off 
because of our interaction, more confident that they can 
reach their financial goals. 
WG: I hope that the client can see how their goals can 
be reached and that their life will be enriched by making 
good decisions. 

PCT: How has the financial picture changed in the past 
year and now post-pandemic? 
BG: Not much has changed from a big picture standpoint. 
We live in an uncertain world, and we must be adap-
tive. There is always a reason to be scared—pandemic, 
geopolitics, wars, recessions, etc.  There always have 
been and there always will be, but a long-term financial 
plan will help you stay focused and avoid falling prey to 
the noise.
WG: We still stay focused on our game plan of striving 
to provide a good risk-adjusted rate of return throughout 
an investor’s journey. With all of the noise in our world 
today, the basics still revert back to invest in companies 
that have the ability to make positive earnings and growth 
over time.

PCT: What are you suggesting for your clients who want 
to increase their gains given the current financial climate? 
BG: We have a bias toward the stock market versus bonds 
or cash. With the potential for inflation, current low 

interest rates and government stimulus, we may have the 
historical recipe for decent market gains. For an increase 
in gains, there is no silver bullet. More reward equals 
more risk, and that is true in most environments. 
WG: Help the client to understand that a prudent allo-
cation with a leaning more to long-term growth can be 
a good thing. The old adage that as a person gets older 
they must become more conservative and eventually be 
a totally conservative investor does not work so well now 
with our low interest environment. An important role for 
us is to continually educate our clients on what’s going 
on. I tell my clients that our job is to do a reasonable job 

Brandon and Audra Garrett

BentOak Capital

Stop Listening to the Noise
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  our business: FINANCIAL ADVISORS

Wayne Garrett, CPA, CFP, RICP 

and Brandon W. Garrett, CFP, CIMA, AIF – 

of being like the famous hockey player Wayne Gretzky, 
who said “I skate to where the puck is going, not where 
it has been.” Our job is to strive to understand where 
opportunities and dangers lie in the next three years, not 
just where we are now. 

PCT: What do you tell people who want to day trade, 
versus using the services of a licensed professional finan-
cial planner? 
BG: Time in the market is more important than timing the 
market. Studies show that day trading ultimately doesn’t 
end well for most traders. Trading isn’t investing; invest-
ing involves due diligence on financials, forecasts, sector 
expectations, etc.  Day trading is gambling. Don’t get 
me wrong, a lot of people can make money gambling, 
but unfortunately the odds say it won’t be you (or me). 
Investing is a more prudent process that is calculated 
and strategic. There is a reason Warren Buffet doesn’t 
day trade. None of the wealthiest billionaires on the 
Forbes list do.  They amassed riches by holding their own 
company stock for decades, not trading it sporadically. 
WG: Over my years as a CPA, I got to see the tax returns 
of hundreds of families. Some of them tried day trading. 
Almost without exception, the day trader did really well 
for a short time and then blew up. They most often lose 
their original investment and any early gains. Some of the 
losses I saw day traders suffer were very ugly and costly. 
At the same time, I have worked with many families who 
maintained a focused savings plan with a well-designed 
portfolio. This second group was sometimes boring, but 
the majority of them have been very successful in devel-
oping a sizable nest egg for retirement, educating their 
kids and passing on a legacy. The old Tortoise and Hare 
story has merit for most people. Stay focused on a good 
long-term plan and don’t get distracted by the noise or 
crazy fad of the day. 

PCT: How does your advice change for people as they 
move through their lives? 
BG: Our process is proactive and ongoing, so during our 
regular discussions throughout the year, we are helping 
clients make incremental changes as needed: anticipating 
future events such as retirement, major expenses, etc. So, 
our advice doesn’t really “change” per se, it evolves as 
a client’s needs evolve. We don’t get transitioned into a 
“next phase” such as retirement and automatically change 
everything. We slowly work toward the next phase togeth-
er and are confidently prepared for it from day one. 

WG: Holistic financial planning is a living process, not 
made up of sudden starts and stops. Being consistent and 
staying focused is key. But life does throw curves at us 
such as an unexpected health event, accident, death of a 
family member, divorce, loss of job, a windfall, etc. Our 
advice returns back to the client’s goals; are the goals 
the same, have they totally changed, do they need to be 
delayed or modified? In our reviews, we go over the exist-
ing plans, gather updates such as changes in the clients’ 
lives and if their goals have changed. From there, we 
assist them in making decisions and altering the plan as 
needed. A good financial plan should be a living docu-
ment that is modified to fit the changes in life as they 
occur.

Wayne Garrett
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PARKER COUNTY TODAY: How long have you been 
in business and what is your background?
Drew Springer: I earned a degree in accounting and 
finance from UNT (it was North Texas State University 
at the time) and began my career with Standard Oil 
before moving on to become the controller for Tandy 
Corporation based in Fort Worth at the age of 25. I 
took Payless Drugs public at the age of 28, the young-
est financial VP of any New York Stock Exchange 
Company at the time. After that I returned to Texas 
to set up my money management firm in downtown 
Weatherford. That was 40 years ago.

PCT: Describe someone who has had a profound 
impact on your career.
DS: At Tandy Corp., I worked closely with the compa-
ny’s CEO, Charles Tandy. One might say that I was his 
right-hand man, and he was certainly a mentor to me. 
I learned a lot about investment philosophy from Mr. 
Tandy. It was on his advice that I made the transition 
from corporate controller to money manager.

PCT: How have Springer Financial and their clients 
weathered the pandemic?
DS: Despite the interference of COVID-19, our firm 
has actually made money in our clients’ accounts. 
We’ve added members to our team including an addi-
tional staff employee, a top financial planner and two 
new stock analysts.

PCT: What is your business philosophy?
DS: I’ve implemented three fundamentals in the foun-
dation of my business: trust, experience and simplicity. 
I work for my clients, not a large bank or investment 
company.

PCT: What is the difference between rich and wealthy?
DS: Well, a trust baby is rich. Somebody who works 
their tail off for what they have and does it honestly… 
they’re wealthy. You could give away most of your 
money and still be wealthy because of the lives you’ve 
touched by giving your money away.

PCT: Name some of your best investments of the past 
year.
DS: Zoom Video Communications, Teledoc Health and 
Docusign. They’re all great COVID stocks.

Loving The Challenge

PCT: What do you hope to help your clients achieve with your 
advice?
DS: Simply put, I want to help my clients realize their financial 
goals. Nothing gives me quite the same level of satisfaction.
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Helping Clients Build a Secure Future
Drew Springer, Jr., 
Springer Financial

PARKER COUNTY TODAY: How long 
have you been in business and what 
is your background?
Drew Springer Jr.: I got into the 
investment business in the spring of 
2005 and I specialize in agricultural 
products—cattle, hogs, wheat, corn, 
soybeans, etc. I chose this business 
because I wanted to have the ability 
to help people be financially secure 
and reach their financial goals, 
understanding and anticipating the 
movements in the market and work-
ing to grow and preserve clients’ 
assets.

PCT: Describe someone who has had 
a profound impact on your career.
DS: My father, Drew Springer, Sr., has 
certainly been an excellent teacher at 
helping his clients realize their finan-
cial targets, and has taught me how 
to help my clients achieve the same. 
My father is certainly a major influ-
ence over why I chose this business: 
following the same path as him, of 
being a successful business executive 
for major companies. 

PCT: What do you hope to help your 
clients achieve with your advice?
DS: My main goal is to help better 
people’s lives, to grow and protect 
my clients’ assets. 

PCT: How has COVID-19 impacted 
the agriculture market?
DS: We’ve had to confront some 
issues in the unfortunate wake of 
the coronavirus—the challenges of 
trading livestock when the national 
packing houses are facing closings 
and shortages of workers. All while 
the USA and world demand for meat 
is high.

PCT: What has been your best, and worst, investment of the past year?
DS: Hogs and hogs. They were $0.89 per pound in January of last year, drop-
ping to $0.40 in April 2020 when the pandemic first hit. Commodity trading is 
a zero-sum game and it gives traders the ability to long or short the market.

Note: Drew Springer Jr. was a Texas State Representative for eight years and 
now is one of 31 Texas State Senators. 
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