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apitalism is in Joe
Lowry Sr.’s blood. His
grandfather and his
father were both business
owners. “It was very much
a business-oriented family,
with my father mostly involved in
commercial construction as an electrical
contractor,” he said.
The first step that eventually led to
establishing The Lowry Group, Joe
Sr.’s first company, was attending
an investment seminar with his
mother at the age of 12. “It piqued
my interest, and I made a small
investment,” he said. One thing led
to the next, and by age 27, Joe Sr. had
started his own business offering life
insurance and employee benefits in
his hometown of Coral Gables.
By the late 1980s, Joe Sr. and his wife,
Gladys, had moved to Gainesville,
and by that time he had expanded
his services to include investment
management and financial planning.
The next generation — daughter,
Gladys, and sons Joe Jr. and
Christopher — was being exposed
to talk about the marketplace at the
dinner table. “The kids would ask,
‘Why did the stock market go up
today?’” he remembered. “I would
say, ‘Because more people wanted
to buy than wanted to sell.’ It’s
important to focus on the basics.”
Joe Sr. didn’t pressure the kids to
follow in his footsteps, and Gladys
and Christopher chose to follow
other interests. Joe Sr. was pleasantly
surprised one summer when he had
flown to Utah to drive back from
college with Joe Jr. “We were having
lunch, and he said, ‘Dad, I think
I want to go into the business,’”
recalled Joe Sr.

CONSISTENCY
IS KEY
The Joes®, as they call themselves,
work together in a consistent
approach with their clients. “We come
from different generations and we
have different abilities, but we are
consistent in our approach and our
values; we work together pursuant to
a plan driven by each client’s needs,”
Joe Sr. said.
Lowry Financial Advisors is feebased, meaning that commissions
aren’t its primary source of income.
“We’re not influenced by inducements
from the companies we represent,”
Joe Sr. said. The company emphasizes
long-term financial planning. “We’re
not following the ticker all the time
and telling our clients, ‘This stock is
hot,’” Joe Sr. said. “We’re interested
in long-term relationships — the kind
we’ve built over 42 years.”
7KHÀUVWVWHSWKHGXRWDNHZLWKSRWHQWLDO
FOLHQWVLVWRDVVHVVLIWKHUHLVDPXWXDOÀW
“We want to know if we’re suitable for
each other — because both the client and
the company engage each other,” Joe Sr.
said. The next step is reviewing a client’s
ÀQDQFLDOSRVLWLRQDQGJRDOV6RPHFOLHQWV
want to invest more aggressively than
RWKHUVDQGVRPHPLJKWQHHGDGLͿHUHQW
approach than what they initially
thought. “We want to understand who
our clients are, but we won’t necessarily

The Lowry family on a trip in 1994. From left:
Joe Jr., youngest son Chris (front), Joe Sr.,
daughter Gladys Raquel and wife Gladys.

try to change a client’s appetite for risk,”
Joe Sr. said. “Either approach can work,
if you’re consistent.”

TEAM APPROACH
Lowry Financial Advisors is more
than The Joes®, with three other
staff members working together to
support each client. “When you talk
with one of us and then a week later
talk to the other, you’ll get the same
approach,” Joe Sr. said. “We work as
an ensemble,” added Joe, Jr., “all the
firm’s clients are ‘our’ clients.” With
both Joes aware of each client’s needs,
important continuity and consistency
is provided.
After The Joes® complete their
initial assessment of a client’s needs
and goals, Planning Associate
Wendy Person helps complete a
client’s financial plan based on the
framework they established with
The Joes®. Wendy has more than two
decades of experience in the financial
industry. When appropriate, Client
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Joe Lowry Jr.
Shifted Gears
in College
Before college, Joe Lowry Jr. had his sights set on becoming
DÀOPGLUHFWRU+HGLVFRYHUHGWKDWKLVSDVVLRQIRUWKDWÀHOG
wasn’t enough to fuel a career.
While he was a student at Brigham Young University,
he focused on his career plans. “I’ve always enjoyed
business, but climbing the corporate ladder held no
DSSHDOIRUPH,DSSUHFLDWHGWKHEHQHÀWRIEHLQJLQ
business for yourself, and many of my Dad’s clients
I knew as friends of the family,” he said. “It was very
attractive to me. I wanted to be in a business that could
also lead to enjoyable, long-term relationships.”
Joe Jr. approached Joe Sr. about joining him in business,
and his father was delighted to form the partnership
that includes Lowry Financial Advisors and several
related companies.
7KHÀUP·VFRPSHWLWLYHDGYDQWDJHLVLWVUHODWLRQVKLSVZLWK
FOLHQWV³UHODWLRQVKLSVWKDWDUHGULYHQE\WKHÀUP·VÀGXFLDU\
nature, not by product sales, Joe Jr. noted. “Our objective and
obligation is to always act in the best interest of each client,”
VDLG-RH-U+HVD\VWKDWWKHÀUP·VWUDQVSDUHQWIHHVFKHGXOH
KHOSVFOLHQWVXQGHUVWDQGKRZWKHÀUPLVFRPSHQVDWHG,W
KHOSVSRWHQWLDOFOLHQWVHYDOXDWHZKHWKHUWKHÀUPLVDJRRG
ÀW´:HNQRZZHDUHQ·WWKHULJKWÀUPIRUHYHU\SHUVRQEXW
we feel good knowing that our knowledge and expertise are
RͿHUHGREMHFWLYHO\ZLWKRXWEHLQJFRQWLQJHQWRQVRPHRQH
EX\LQJVRPHWKLQJµ7KLVDSSURDFKFRQWUDVWVZLWKÀUPV
whose planning services are dependent upon sales of
ÀQDQFLDOSURGXFWV
“Our industry has traditionally been driven by transactions,
with a broker or adviser selling a product to start a
UHODWLRQVKLSµ-RH-UVDLG´7RRRIWHQWKH\WU\ÀWWKHFOLHQW
into the product, which is fundamentally backwards.”
Joe Jr. sees part of their role as holding clients accountable.
“We remember the things they need to do,” he said. “If they
agreed to update their legal documents, the next time we
meet with them we can ask if they’ve moved forward. We
can coach them along.”
The Joes® I provide a personal touch that’s not available
on investment management websites or through so-called
robo-advisors. “Our business is more than being technically
SURÀFLHQWµ-RH-UVDLG´7KHSHUVRQDODVSHFWLVFUXFLDOµ
)RUQRZ-RH-UOLPLWVKLVÀOPPDNLQJPRVWO\WRIDPLO\WULSV
and his children’s activities. He added, “The Oscars will
have to wait.”

Millie, 9, and Joseph III,11, at the ofﬁce with their dad Joe Lowry, Jr.

Relationship Manager Bea Caldwell will facilitate any
changes that are called for. She continues coordinating
that process over time. During almost 16 years with
the Lowrys, she has established strong relationships
with their clients. Executive Assistant Nicole Hadley
coordinates customer service and the firm’s marketing
activities. “We have a real crack team to do all these roles,
but we also appreciate how they care for our clients,” Joe
Sr. said.
The Lowrys are dedicated to providing a healthy
workplace for their employees. “We don’t have sick
leave; we provide ‘free days,’ used at the discretion of
our staff. You don’t have to claim being sick if you need
a day off,” Joe Sr. said. “We believe family and personal
well-being comes first.”
Running a family-oriented business is a priority of
Lowry Financial. Joe Jr. even brings his children, Joseph
III, 11; Millie, 9, and Isaac, 6, to the office on occasion.
“Of course, if would be great if one or more of my kids
decided to join the firm someday,” said Joe, Jr., “but at
the very least they will learn about the importance of
investing and preparing for the future. They won’t be
suspicious of the markets, but can see them as a tool to
achieving their own goals.”

On Managing Stress
–––––––––––––––––––––––––––––––––––
It isn’t always possible to manage stress
independently. As ﬁnancial advisors, we are very
glad when clients call us during periods of stress
and uncertainty. We love to help our clients manage
and overcome fear, especially because so much of
what we see and hear seems intended to increase it.
We’re glad that we can be a resource for our clients
during turbulent times.
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Lowry Financial Advisors has trademarked the term
Achieving Simplicity®, reflecting its position as guiding
mantra for the firm.
Just as the Lowry family dinner conversation focused on the
law of supply and demand, the team members are dedicated
to simple, straightforward communication with clients.
That simplicity is reflected in everything the firm does —
conversations and emails with clients, financial plans and
general client communication.
Client communications include monthly market updates
and regular client meetings, as well as the quarterly Lowry
Letter®. Joe Jr., who majored in political science and business
at Brigham Young University, enjoys putting public and
current affairs in context in the Lowry Letter® and during
meetings with clients. “I like to understand how world
and national events impact people, but also explain where
the limitations are,” he said. “The health of your personal
economy is ultimately more important than what’s going on
with the Fed or the European Union.”
The firm’s Investor 360 portal enables clients to easily access
their complete financial information and make changes
in their profile. “We’re 100 percent digital, but we’re still
personal,” Joe Sr. said. “Nearly everything a client needs can
be accomplished paperlessly. If you want to change your IRA
beneficiary, there is a straightforward way to handle it.”
Through their services, The Joes® aim to give their clients
peace of mind. “We want your financial planning to be the
least of your concerns — so you can focus on your business,
enjoy your family and retire comfortably,” Joe Sr. said.

Organizations in which Lowry
Financial Advisors is involved
and support include:
•
•
•
•
•
•
•
•
•
•
•

5RWDU\&OXERI'RZQWRZQ*DLQHVYLOOH
-XQLRU$FKLHYHPHQWRI$ODFKXD&RXQW\
/HDGHUVKLS*DLQHVYLOOH$OXPQL$VVRFLDWLRQ
8QLWHG:D\RI1RUWK&HQWUDO)ORULGD
7KH(GXFDWLRQ)RXQGDWLRQRI$ODFKXD&RXQW\
&RPPXQLW\)RXQGDWLRQRI1RUWK&HQWUDO)ORULGD
6HEDVWLDQ)HUUHUR)RXQGDWLRQ
7KH%XFKKRO]$FDGHPLHV$GYLVRU\%RDUG
8QLYHUVLW\RI)ORULGD3HUIRUPLQJ$UWV
%R\6FRXWVRI$PHULFD
*DLQHVYLOOH)ULHQGVRI-D]]

7HDFKLQJÀQDQFLDOOLWHUDF\IRU-XQLRU$FKLHYHPHQW
and for the Buchholz High School Academy of
Entrepreneurship is deeply rewarding for Joe Jr. “It
never fails that I feel optimistic when I spend time with
those kids,” he said.
Both of The Joes® are members of The Church of
Jesus Christ of Latter-day Saints, and both served as
missionaries when they were young men — Joe Sr.
in Guatemala and El Salvador and Joe Jr. in Southern
&DOLIRUQLD%RWKJDLQHGÁXHQF\LQ6SDQLVKDQGKDYH
found it helpful. His work in Central America also
broadened his perspective, Joe Sr. said. “I gained an
appreciation of all the blessings we enjoy as Americans,”
he said.
Joe Jr. attributes his philosophy to his religious
commitment. “A service aspect is engrained,” he said.
“I believe in doing well by doing right.”

The team at Lowry Financial Advisors, from
left: Bea Caldwell, Nicole Hadley, Joe Lowry
Sr., Joe Lowry Jr. and Wendy Person.

On the Presidential Election
––––––––––––––––––––––––––––––
A good ﬁnancial plan should be based on
you, your “personal economy,” and your
needs and wants. While the president and
the Congress certainly matter, for most of us,
the day-to-day activities that will deﬁne our
success or failure are ﬁrmly in our control.
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The Value of an Advisor
We are very gratified by the trust and confidence that our
clients demonstrate in “The Joes®” and our team at Lowry
Financial Advisors. We see this most clearly in the good people,
often friends and family, that they send to us for help and
guidance. We continue to build our business through long-term
relationships of trust, and we never fail to appreciate the role our
clients play in that.
People come to a financial advisor for a number of reasons:
•
•
•
•

'LVVDWLVIDFWLRQZLWKDQH[LVWLQJDGYLVRU
3HUVRQDOILQDQFHVWKDWKDYHEHFRPHPRUHFRPSOH[
$GHVLUHWRPHDVXUHUHDGLQHVVIRUUHWLUHPHQWRUVRPHRWKHUÀQDQFLDOJRDO
$GHVLUHWRUHO\XSRQVRPHRQHHOVHLQGHDOLQJZLWKLQYHVWPHQWVDQG
RWKHUILQDQFLDOPDWWHUV

:KDWHYHUWKHUHDVRQVRPHRQHFRQWDFWVRXUÀUPZHNQRZWKDWZH
FDQDGGUHVVWKHVHFRQFHUQVDQGKHOSÀQGDVWUDWHJ\WRPRYHIRUZDUG
Our independence is a key part of that. Our clients know that we will
be here to help them move forward, for a very long time.
Achieving Simplicity® is not really an administrative matter,
though minimizing that burden is helpful. It is about
managing the noise in your lives, especially the emotional and
psychological noise created by a 24/7 news cycle.
Each of our recommendations is based on the best interests of
our clients. The media, particularly on the business side, does
not have this responsibility.

Saving and Investing
We often get the question, “How much do I need to save for retirement
(or some other goal)? The honest answer is, “As much as you can.”
For our younger clients, often professionals beginning
employment after many years of training, this means identifying
a starting place to begin a lifelong habit of saving and investing.
We often say, “Find a number you know you can live with, and
start with that.” Over time, small increases in that amount can
lead to a sizeable nest egg.
More mature clients may need to refine their investment
programs or make targeted changes that help them prepare for
approaching goals like retirement.
We provide accountability, helping to make sure these changes
occur. Having a partner to help with this is critical.
For our clients, we are that partner.

Goal-Oriented Planning
A good advisor takes the time to learn who you are at the
beginning of the relationship.
A good advisor will find out if changes in your personal
situation, goals or appetite for risk make changes to your plan
appropriate. They will contact you regularly to learn these
things. This approach is an important part of our firm’s process.

A WIDE REACH
2YHUWKH\HDUVWKHÀUPKDVJURZQLQWHUPVRILWV
geographic reach and its services.
The Joes® have relationships in 22 states and Latin
America. Some clients who once lived in the area
choose to continue the relationship after moving.
Very often they will refer other clients in their new
cities. “We’re a referral-based business,” explained
Joe Sr., “and technology makes it easier to work
over distances.”
Some clients seek out Lowry Financial Advisors early
in their professional lives, intent on planning ahead.
Other clients are motivated by a change in their lives,
such as receiving an inheritance. “We had one client
ZKRZDVRͿHUHGDPDMRUSRVLWLRQLQWKH1RUWKHDVWµ
Joe Sr. said. “He asked us to analyze whether the
move was worth it, balancing the increased salary
DQGEHQHÀWVZLWKWKHKLJKHUFRVWRIOLYLQJµ
:KHQKHIRXQGHGWKHÀUPLQ-RH6U·VSULPDU\
EXVLQHVVZDVHPSOR\HHEHQHÀWVDQGHVWDWHSODQQLQJ
Shortly afterward, he became licensed to sell
VHFXULWLHVDQGRͿHUDIXOOUDQJHRIVHUYLFHVWRFOLHQWV
“Many of our clients pay an annual retainer for our
planning services,” noted Joe Sr.
7KHÀUP·VVHUYLFHVLQFOXGH
•
•
•
•
•
•

)LQDQFLDOSODQQLQJ
(VWDWHSODQQLQJ
,QVXUDQFHULVNDQDO\VLVDQGSODQQLQJ
5HWLUHPHQWDQGSHQVLRQSODQDQDO\VLV
*HQHUDOILQDQFLDOFRQFHUQVDQGDQDO\VLV
´6HFRQGRSLQLRQµSRUWIROLRDQDO\VLVDQGUHYLHZ

2QRFFDVLRQRQHRIWKH/RZU\VZLOOÁ\WRPHHWZLWK
a client, whether it be in Atlanta, Salt Lake City,
Phoenix, or elsewhere. “We do our best to be present
for our clients, wherever they are,” Joe Sr. said.
Lowry Financial Advisors sticks to a simple
philosophy. “It isn’t necessary to be exposed to the
full risk of the market. If you can earn a reasonable
percentage of the market’s return while taking on
OHVVRIWKHULVN\RX·UHJRLQJWRGRÀQHRYHUWKHORQJ
term,” Joe Sr. said. “We think this is a reasonable
goal to target.”
Securities offered through Commonwealth Financial Network, Member
FINRA/SIPC, a Registered Investment Adviser. Advisory services offered
by Lowry Financial Advisors, Inc. are separate and unrelated to Commonwealth. Lowry Financial Advisors, Inc. is located at 12921 South West 1st
Road, Suite 215, Tioga, FL 32669. (352)333-7990
Senior Writer CHRIS EVERSOLE has been a keen
observer of business, government and culture in the Greater
Gainesville Area while living here over the past two decades.
His experience includes work with the University of Florida and
Alachua County Government. He also has been a journalist
and public relations professional in the Tampa Bay and
Sarasota-Bradenton areas, as well as in Michigan, Ohio
and New York.

52
B U S I N E S S I N G R EATE R G A I N E SV I L L E

