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Company News 

WAS A YEAR OF GROWTH for 
Spotlight Asset Group 
which basically doubled in 

size, starting off the year with four offices and just 
over $200 million in assets under management 
(AUM) to eight offices throughout the country and 
almost $400 million in AUM at the close of the 
year. 
 
In October CityWire Magazine featured Spotlight 
Asset Group with a RIA Future 50 award. This 
special report featured the 50 registered invest-
ment advisor (RIA) firms that best represented 

CityWire’s vision of the future of the RIA commu-
nity.
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Spotlight on Director of Operations Geneva Malagutti  
 

Where do you live?  
I currently live in Batavia, a suburb of Chicago 
located about 40 miles west of the city. 
 
Where did you grow up? 
I spent half my childhood in the Rogers Park 
neighborhood of Chicago. Then my family moved 
to a tiny town in Arizona when I was 11 and I 
lived there until I finished high school. It was in-
teresting growing up in two vastly different plac-
es- I got to experience both city life and country 
life as a child. 
 
Tell us about your family. 
I met my husband Anthony in 2007 and we were 
married in 2008 so we’re coming up on our 12-
year wedding anniversary! Bianca is our 3 ½ 
year-old going on 16-year-old daughter who we 

like to call boss baby- she runs the show. And we 
have a puppy named Coco who Bianca refers to 
as her sister. 
 
What is your favorite movie? 
Lord of the Rings and The Hobbit! 
 
What is your favorite TV show? 
Once Upon a Time, I also love Game of Thrones. 
 
What music do you listen to? 
My favorite band is The Cure. I have been a fan 
since I was like 10. I also love pop and can listen 
to Britney any day. 
 
What is your favorite food? 
PASTA- Italian girl here! 
 
What was your best vacation? 
I love France and go any chance I get but the 
best vacation I’ve had was at Golden Eye Resort 
in Jamaica. It was absolutely beautiful! 
 
What do you do for fun? 
I love to shop with my little one. It’s so fun to pick 
things out with her- she’s such a diva. I love to 
travel and am always excited to find somewhere 
new to visit. And I’m kind of obsessed with creat-
ing Pinterest boards! 
 
What do you like most about your job? 
I love my team and I love being able to support 
them so they can focus on building great relation-
ships with their clients. I also love the great cul-
ture we have here. Everyone is a team player and 
I feel valued, and that makes me excited to come 
to the office every day. 

The Pitfalls of Emotional Investing 

 
As we enter the New Year and come off a tremendous year for the market it is important to keep in 
mind that you should avoid making investing decisions based on emotions. Here is an article that we 
published last summer that is a good reminder about how emotions can affect your investment plan. 
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The Pitfalls of Emotional Investing 
by Brad Tatar | Aug 17, 2019 
 
People often make decisions based on emotion 

instead of rational deliberation. For example, that 

one friend you have who bought a new car they 

couldn’t afford because it but felt so incredibly 

nice to sit in it. I have a confession: that wasn’t a 

friend, it was me. The car was a black Ford Mus-

tang. After finalizing the purchase and paying 

cash for the car, I remember reviewing my bank 

account and realizing I only had $11 to my name. 

Oh, and the car too.  I was seventeen years old at 

the time and it was certainly not a sound invest-

ment decision 

on my part, it 

was an impul-

sive and emo-

tional decision. I 

did have a lot of 

fun with that car 

if you’re wonder-

ing. But the truth 

is, if I put that 

hard-earned 

cash to better 

use by investing 

it and enjoying 

compound 

growth over 

several years, I 

would have 

been much better off. With the benefit of hindsight 

and years of experience and financial education, I 

now realize that the opportunity cost of that car 

was much more than the initial purchase price. 

When it comes to investing, human behavior may 

cause us to make decisions based on emotion 

and not on fundamentals or rational deliberation. 

It’s a natural tendency. If you’ve been investing 

for some time you will certainly remember the 

tech bubble of 2000. Leading into that market, 

you could have invested in almost any tech start 

up and seen overnight success. But as we all 

know, that soon came to a screeching halt. The 

market is largely driven by supply and demand 

paired with fear and greed, as illustrated in the 

diagram below. Leading up to the tech bubble, 

investors saw double–digit returns and got 

greedy. This was followed by fear, or in this case, 

shear panic in 2002 following the Nasdaq drop of 

nearly 77% from top to bottom. 

Consider some of the market corrections we saw 

in 2018 that were partly fueled by social media 

tweets about looming trade war concerns. Did 

large companies all announce poor earnings? No. 

Did the Fed make significant announcements or 

changes to rates 

at the time? No. 

Did job numbers 

or GDP reports 

come in much 

lower than ex-

pected? No. If 

nothing funda-

mentally 

changed, what 

caused the rise 

and fall of stock 

prices in those 

volatile times? 

Emotion. 

Studies by Dal-

bar’s Quantita-

tive Analysis of Investor Behavior (see the chart 

by J.P. Morgan, next page) have shown that, over 

the last twenty years, the average investor has 

experienced a return of just 2.1% while the S&P 

500 returned 8.2%. 

What accounts for this difference of more than 

6% return on investment? A lot of it can be 

blamed on emotional decision-making, lack of 

discipline, and failure to diversify. Consider the 

lag effect and confidence when markets are high 

and peaking. This is generally a time that many 

investors are buying into the market, when in fact
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this is the ultimate time to sell and become more 

defensive or conservative. On the other hand, 

when markets are at the bottom it is a great op-

portunity to purchase stock or to take more ag-

gressive positions. Think back to the 2008 finan-

cial crisis, when the S&P 500 lost 38% in a single 

year and every analyst featured on CNBC feared 

that the world was coming to an end. During that 

time, CNBC interviewed Berkshire Hathaway’s 

Warren Buffet. I vividly remember the interview. 

Buffet, always the contrarian, compared the op-

portunity in the market to toilet paper being on 

sale at Walmart: he wouldn’t run away, he would 

be a buyer. A simple analogy from one of the 

smartest investors of our time. 

During the crisis, many investors were pulling 

money out of the markets and moving it to cash 

to “wait on the sidelines.” After watching the Dow 

Jones Industrial Average drop from its peak of 

over 14,000 points in October 2007 to under 

7,000 points by March 2009, and then climb back 

above 10,000 in less than nine months, I remem-

ber asking people when they were going to get 

back in. Most of them had no response, no plan. 

Many people never took the time to assess their 

re-entry point and timidly sat on the sidelines in 

cash, some never reinvesting back into their port-

folios. Today’s market is almost double that of the 

pre-crisis peak. If these investors had stuck to 

their game plan, patiently waiting out only a few 

years of recovery following the worst crash since 

the Great Depression, they would have realized 

significant gains today and would have been even 

better off than they were before the crash.   

Emotion can lead some investors to concentrate 

their portfolio in too few individual positions as 

well. I’ll never forget talking to a client, during the 

decline of General Motors, about the importance 

of diversification in his portfolio. This gentleman 

was a high school dropout who retired as a jani-

tor, sweeping up the manufacturing facilities at 

one of the GM plants. He understood the im-

portance of saving money and had fully invested 

his 401(k) in GM stock during a rising time for the 

company and auto industry. At the time of his re-

tirement, he found himself not only fully invested 

in GM stock in his 401(k), but also his IRA, his 

wife’s retirement accounts, and their taxable non-

retirement assets. This gentleman’s net worth 

was nearly $3,000,000 at the time of his retire-

ment, not bad for a high school dropout. Despite 

conversations about his concentration risk and 

the importance of diversification and exit strate-

gies, he stubbornly stayed invested in GM stock 

until all his combined accounts were worth less 

than $200,000 and GM neared bankruptcy. He 

was in denial for a long time, but he eventually 

realized that he let his emotions take control. The 

company he loved, and for which he worked so 

hard for near 50 years, was not the company he 

should have bet his entire retirement on. He was 
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emotionally attached to GM because of his history with the com-

pany and the fond memories he had from his years of working 

there. He also was overconfident, as he had seen nothing but 

increases in GM’s production and the consistent growth of the 

auto industry, and he was comforted by the leadership he 

worked under during his tenure. This emotional attachment and 

overconfidence lead to one individual stock comprising his entire 

portfolio. 

Technology has only exacerbated the problem with emotional 

investing and decision-making. Today, self-directed investors 

can get market information almost as quickly as a professional 

wealth manager, and quotes in real time. With this immediate 

flow of information, many investors make knee-jerk reactions to 

news because they fear monetary loss or missed opportunities. 

Part of what separates these self-directed investors from profes-

sional wealth managers is the ability to manage the emotional 

side of the markets through established processes and delibera-

tive analysis. As professional wealth managers, our job is to take 

all the available data, sort through it, make sense of it, and act in 

accordance with pre-established goals and objectives, leaving 

emotion out of the equation. 

As an advisor, it’s easy to discuss long-term trends with clients in 

the face of a poor year or a poor quarter. It is another thing to 

have that discussion during the boom years. If the markets have 

shown us anything over the years, it is that they themselves have 

no concept of emotion, fear, or greed. They just keep chugging 

along. Therefore, investors shouldn’t make decisions based on 

emotion, fear, or greed.  This is easier said than done. It is diffi-

cult for some investors to grasp the concept of a strategy coming to fruition over several years, as op-

posed to the instant gratification of immediate investment success. I often find myself reminding my cli-

ents that their net worth was built over a lifetime and their investments should work equally as long and 

hard for them. The idea of the “get rich quick” scheme is simply not a realistic investment strategy. As 

advisors, we must act as educators and coaches of our clients, keeping them on track and helping 

them overcome the urge to make poor emotional investment decisions. 

It’s no secret why most investors enjoy their best returns in their 401(k) plans. It’s not because they of-

fer a better investment array or product offering. To the contrary, most 401(k) plans limit the investment 

options to a select group of mutual funds and limit the number of transactions allowed in a given time 

period. So why are their returns often so much better? It is because, within a 401(k) plan, employees 

are forced to diversify, stay disciplined, and dollar cost average into a defined investment plan that 

works over the life of their career. 

The moral of the story? Stay disciplined while investing. Despite market movement and volatility, think 

logically and strategically about your investments. Good, sound financial planning is often the founda-

tion to helping determine the right amount of risk and type of investment strategy you need to be confi-

dent, comfortable, and to stay the course. 

Spotlight Asset Group 
 
Founded in 2017 
 

Nine Wealth Managers 
 

Eight Staff Members 
 
Assets Under Management 

$400 million 
 
Services Offered 

• Investment Management 

• Retirement Planning 

• Tax Planning 

• Estate Planning 

• Risk Management 
• Corporate Retirement So-

lutions 
 

Home Office 

Oakbrook Terrace, Illinois 
 
Other Locations 

• Ann Arbor, Michigan 

• Atlanta, Georgia 

• Calabasas, California 

• Dallas, Texas 

• Orange County, California 

• San Diego, California 

• Tampa Bay, Florida 
 




