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GDX360

Wealthcare has been transforming theore�cal plans into life-changing reali�es using 
our patented goals-driven process, GDX360, since 1999.  

What is GDX360?

It is our easy-to-use process that aligns goals-driven financial planning with a flexible 
investment choice framework.  

For your client, it provides financial guidance tailored to their life that is driven by 
their goals — not the market. Centered on the client, this approach delivers three 
elements of a posi�ve financial experience: clarity, confidence, and control. 

As an advisor, it provides you with a synchronized process that integrates financial 
planning, investment strategies, trading and rebalancing, monitoring and advice to 
help you keep your clients on track to reach those goals. By doing the heavy li�ing 
associated with planning and inves�ng ac�vi�es, the GDX360 process frees up �me 
that can be spent growing your business.

“Life is a con�nuous 
process of adjustments.”

Indira Ghandi



How does it work?

GDXp - Planning Proper financial planning requires certain steps be completed in the correct 
order.  The first steps center around life and financial planning.   We outline the 
client goals and priori�es, and build a plan designed to help them reach them.

How do you tell a client 
what to do with their money 
without knowing what they 
are trying to accomplish 
with it?  

During this first step, you’ll 
discuss with your clients 
what they want their life to 
look like today, tomorrow, 
and into the future.  What 
is their story?  What are 
their goals? What do they 
want to accomplish both in 
life and financially?  During 
the client discovery conver-
sa�on, you will look at the 
client's unique mix of 
lifestyle goals, current 
assets, expected future 
financial resources (e.g. 
pension, Social Security, 
inheritance, sale of 
business) risk tolerance, 
family dynamics, etc. Their 
en�re financial life will be 
considered.  This compre-
hensive approach to 
informa�on gathering will 
allow you to build deeper, 
more meaningful client 
rela�onships.

Goals are ranges, not sta�c 
data points.

You want to also explore 
and capture important 
qualita�ve data as well. We 
treat and think about goals 
differently using the 
GDX360 process.  Rather 
than keeping with tradi�on-
al financial planning around 
a singular set of goals, we 
split each and every goal 
into an Ideal (shoot for the 
moon) and Acceptable (belt 
�ghtening) values.  The 
greater the range of these 
values, the more flexibility 
and choice you will have in 
making future adjustments 
and the more ability you'll 
have to deliver �mely, 
proac�ve advice.  

GOALS RISK EXCHANGE

While no one can control the market, there are several 
financial planning aspects the client and advisor can 
control.

When the client re�res, 
how much they will spend 
in re�rement, how much 
they save now, how much 
risk tolerance the client 
should be subjected to in 
his/her por�olio, and how 
much the they plan on 
leaving behind to heirs can 
be controlled.  As an 
advisor you will seek to 
make smart tradeoffs 
amongst your clients 
different, and o�en com-
pe�ng goals and priori�es. 
Maybe leaving a sizable 
estate isn’t as important to 
your client
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as re�ring early.  Perhaps 
you can make this early 
re�rement dream come 
true just by slightly reducing 
that estate goal.  Your 
clients have choices when 
they focus on the most 
important things within 
their control. It's your 
responsibility to help them 
understand their choices 
and the trade-offs among 
them.

INVESTMENT STRATEGY MODELING

When it comes to financial planning and inves�ng, the 
connec�on between the investment por�olio and the 
financial plan is of paramount importance.

With a standalone invest-
ment por�olio, how would 
you know if you’re recom-
mending the appropriate 
investment strategy? 
GDX360 employs �me-test-
ed principles associated 
with investor success.  By 
using our investment choice 
framework, we help 
advisors match the invest-
ment experience with client 
preferences and expecta-
�ons, in a way that 

strengthens client commit-
ment to their chosen 
strategy over market cycles 
and keeps them on track 
with their life goals.  Linking 
the plan and the por�olio 
using GDX360 allows you to 
model different investment 
choices to see the impact 
those choices have on the 
plan and the client’s ability 
to reach their goals.  Once 
you see the impact those 
choices have, then you can 
determine and implement 
the proper strategy.  

You have outlined client 
goals, priori�zed each one, 
and discussed value ranges.  
Now build a plan blueprint 
designed to align the goals 
with their investments . 

You dra� the plan by 
entering their goals, ranges, 
priori�es, investment 
strategy, current assets, and 
all other financial resources 
(today and in the future) 
into our patented financial 
planning technology. You 
can build alterna�ve 
scenarios to further clarify 
goals and priori�es and 
include advanced planning 
strategies for estate, life, 
disability and LTC.  The 
result of the inputs is the 
Comfort Zone®. 

CLIENT COMFORT ZONE

What is the Comfort Zone?

The GDX360 so�ware takes 
the plan blueprint inputs 
and performs a sophis�cat-
ed "stress tes�ng" process 
that simulates 1,000 
life�mes under a variety of 
market condi�ons. The 
plans Comfort Zone score is 
the percentage of the 1,000 
simula�ons that met or 
exceeded the client’s goals. 

Why do we use the Comfort 
Zone with our clients? The 
Comfort Zone indicates that 
goals are manageable and 
that the clients are avoiding 
unnecessary investment 
risk.  Outside the Comfort 
Zone lies uncertainty and 
sacrifice. Uncertainty 
means the client is under-
funded and that there is too 
high of a chance that they 
may not meet or exceed 
their goals, while sacrifice 
indicates that the client is 
overfunded and is needless-
ly forgoing a more fulfilling 
lifestyle. 
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GDXi - Inves�ng How we invest differently at Wealthcare boils down to one concept: control the 
controllable.  The next steps focus on a framework of investment choices and 
implementa�on that provide principles-based, risk-managed, cost-effec�ve invest-
ment solu�ons designed to improve investor success in reaching those life goals 
we established in GDXp .

Dreams evolve and so do 
goals and priori�es.  A 
Wealthcare plan changes 
right along with them.

With GDX360 por�olios, 
investors benefit from 
strategies that have met 
criteria associated with 
long-term investment 
success. 

GDX360 incorporates advanced tax strategies including 
deferring realiza�on of gains, managing the holding 
period, tax loss harves�ng, disposal of specific tax lots, 
and being cognizant of wash sale rules.

INVESTMENT POLICY

Our aim is to maximize risk 
adjusted returns within a 
framework that considers 
client preferences. 

There are many ways to get 
investments to work 
harder for your client—us-
ing advanced tax strategies 
to improve a�er-tax 
returns is one. 

Another way we control the controllable, we manage 
por�olios at the household level, not account level, in 
effort to minimize costs and taxes.

Investment 
Oversight
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There are four key policy 
decisions that drive these 
client preferences: risk 
alloca�on, asset alloca�on, 
ac�ve risk policy, and 
tax/cost management. In 
the planning steps we built 
a por�olio that increases 
the likelihood of accom-
plishing the goals in the 
client’s plan.  In this step 
we document and imple-
ment these preferences 
and the client’s overall 
investment strategy in the 
Investment Policy Ticket 
(IPT).  The IPT provides 
trade instruc�ons and 
compliance oversight.

In GDX360, the clients en�re 
household has an asset 
alloca�on target. Assets are 
located in each account based 
on the tax treatment of each 
investment and the tax 
treatment of the accounts. To 
improve tax efficiency, the 
least tax-efficient assets 
should be housed in tax-de-
ferred accounts. Investments 
with the most risk/upside 
should be held in Roth 
accounts. Taxable accounts 
are a great place to house 
equi�es. Such an approach 
typically yields a different 
investment alloca�on and 
different holdings in each 
client account, but when all 
accounts are combined, it 
results in the client’s targeted 
investment alloca�on.

Our household-based 
approach means fewer 
trades placed to ini�ally 
implement the investment 
strategy, which means 
fewer transac�ons fees.  
Because each account 
doesn’t need to hold all of 
the same funds, just a 
frac�on of the trades are 
placed.  The same benefit 
occurs when rebalancing 

You can have confidence your 
clients investments and their 
plan will stay in sync thanks to 
your GDX360’s goals-driven 
advice. Use our interac�ve 
Comfort Zone® to track your 
client’s comfort score, review 
upcoming goals, cash flows, 
and asset ranges. Proac�ve 
goal adjustments keeps the 
plan on track regardless of 
market movement.  Ongoing 
monitoring means when the 
markets change — or goals 
and priori�es do — you will 
help keep your clients finan-
cial plan in alignment with 
their current circumstances.

Each product is selected to 
fulfill a specific role in the 
por�olio. Mul�ple manag-
ers are combined in a way 
to achieve the risk profile of 
your target asset mix while 
providing exposure to 
mul�ple market opportuni-
�es over �me. The Wealth-
care process employs both 
quan�ta�ve and qualita�ve 
methods. Our proprietary 
quan�ta�ve analy�cs 
include the Wealthcare Skill 
Index which seeks to 
differen�ate skilled manag-
ers from those who are 
lucky, and the Wealthcare 
Breakeven Informa�on 
Ra�o which helps to assess 
the likelihood that a manag-
er can add value in excess 
of their fees.   

Wealthcare’s asset 
loca�on service prefers to 
place tax efficient equi�es 
in the taxable account. 
This increases the value 
added from asset loca�on, 
but also poten�ally creates 
tax loss harves�ng oppor-
tuni�es by alloca�ng 
equi�es to the taxable 
account. Also, during a 
typical rebalancing 

process, Wealthcare will 
seek to sell the security in 
a taxable account with the 
largest loss. However, we 
will not liquidate the 
en�re holding; just sell 
enough capital to bring the 
household back into 
balance.

COMFORTING ZONE 
MONITORING

the por�olio.  Instead of 
needing to trade every 
account to get back to 
target, we are o�en able to 
rebalance a por�olio by 
trading just one account. 

INVESTMENT OVERSIGHT TAX OPTIMIZATION 
(Asset Loca�on)

TAX SENSITIVE WITHDRAWALS AND LOSS HARVESTING HOUSEHOLD-BASED REBALANCING



A GDX360 plan is not a “set it and forget it” plan.  
Our plan is a living and ac�onable road map that keeps track of progress and allows you to 
make adjustments when a client’s life, goals, or markets change. 

When you put the GDX360 process all together, it encourages be�er inves�ng behavior.  
Instead of the common roller-coaster ride where the tempta�on is to sell out of fear at 
market lows and to buy out of ela�on at market highs, the Comfort Zone puts one’s 
investments within the context of their goals and financial plan.  This helps keep emo�ons 
in check and helps them focus on the controllable.  

Linking investments to goals means we are using the only benchmark that ma�ers: the clients 
ability to live the life they want today and into the future!

Remember, the GDX360 process is CLIENT-driven…not market-driven.  As circumstances or 
goals change, you will make appropriate adjustments. Whatever life events come their way — 
from expanding their family to buying a vaca�on home — you will monitor and measure 
each event against its financial impact on their plan.  The strength of the plan is its ability to 
consistently evolve.  



GDX360 - A Goals Driven Experience 
process that con�nuously provides
Clarity, Confidence and Control 
for you and your clients.

This is a brief explana�on of Wealthcare’s 
planning and inves�ng process.  

For more informa�on on GDXp contact 
planning@wealthcarecapital.com.  

For more informa�on on GDXi contact 
investmentconsul�ng@wealthcarecapital.com.  



Two James Center, 1021 East Cary Street, Suite 1120, Richmond, VA 23219804.644.4711
www.WealthcareGDX.com

©2020 Wealthcare Capital Management LLC and Wealthcare Advisory Partners LLC (collec�vely, “Wealthcare”, “WCM”, “WCAP”, “we”, “our”, “us”) 
are registered investment advisors with the U.S. Securi�es and Exchange Commission (SEC) under the Investment Advisors Act of 1940. All Rights 
Reserved.

GDX360® is Wealthcare’s fiduciary process that integrates goals based planning with investment implementa�on that includes cost and tax 
management services designed to put clients first.

This content is intended to provide general informa�on about GDX360® as a Wealthcare service. It is not intended to offer or deliver investment 
advice in any way. Informa�on regarding investment services are provided solely to gain an understanding of our investment philosophy, our 
strategies and to be able to contact us for further informa�on. The projec�ons generated by Wealthcare regarding the likelihood of various 
investment outcomes are hypothe�cal in nature, do not reflect actual investment results, and are not guarantees of future results. Results, views 
and opinions are subject to change at any �me based on your investor profile, market and other condi�ons.

Examples and concepts used in this presenta�on are for illustra�ve, educa�onal purposes and are not a representa�on or guarantee of specific 
results for any one specific exis�ng client of Wealthcare Capital Management LLC or any of its other DBAs. In addi�on, Wealthcare Capital Manage-
ment cannot guarantee any specific financial return results for any client or guarantee a client will in all circumstances of changing personal financial 
goals and market condi�ons be able to remain in a client's Wealthcare Plan "Comfort Zone®,” as that term is illustrated in this presenta�on. Past 
performance is not a guarantee of future performance. Illustra�ve data used in the presenta�on regarding market, asset class or other investment 
returns or other investment sta�s�cs on exchange-traded funds and mutual funds, including average investor returns, is from sources believed 
reliable but not verified independently by Wealthcare Capital Management.

Comfort Zone® and GDX360® are trademarks of Wealthcare Capital Management IP LLC.


