
 

Dividend Increases + Markets Charted  February 27, 2026  

#TGICasualFriday!  

Dividend Increases:  

Dell Increases Dividend by 20%  

Chubb Increases Dividend by 5.2%  

PPL Corporation Increases Dividend by 4.6%  

Walmart Increases Dividend by 5%  

The Rotation through Berkshire’s Lens  

The year started with outsized enthusiasm for growth and AI -driven tech stocks. We watched many value 

managers stretch their discipline, while the value index itself began to absorb some atypical “value” 

names —Alphabet, Meta, Amazon, Micron, and others. Qu ietly, more traditional value areas —staples, 

energy, industrials, materials, and even international equities —started to make their move. “Growth” 

earnings seemed to be solid, but not by enough to justify the valuations, and many of those stocks sold 

off. The real plate shift was Anthropic’s progress which raised questions about the viability of many Saas 

companies.   Layer in elevated valuations, aggressive capex plans supported by circular financing structure 

+ wild swings in gold and crypto added to the ma yhem and a legitimate flight to quality no drama equities 

ensued.  

 

(Source: Finviz 2/26/2026)  

Just getting started?   

Dividend Growth Stocks Outperformed Growth Stocks by nearly 300% from 2000 -2015.  Sound familiar? 

A new technology hits the scene, investors go crazy then the bubble pops, but traditional companies 

https://investors.delltechnologies.com/index.php/index.php/static-files/cbb4c668-2613-4d5c-a7dc-98fe4592b5a5
https://news.chubb.com/2026-02-26-Chubb-Limited-Board-Will-Recommend-33rd-Consecutive-Annual-Dividend-Increase-to-Shareholders-at-the-2026-Annual-General-Meeting-Declares-Quarterly-Dividend
https://investors.pplweb.com/2026-02-20-PPL-Corporation-reports-2025-earnings-results-provides-business-plan-update-through-2029,-extending-EPS-growth-targets
https://corporate.walmart.com/news/2026/02/19/walmart-raises-annual-dividend-to-0-99-per-share-marking-53rd-consecutive-year-of-dividend-increases


adopt the technology and go on to become much more efficient companies – and provide better ops for 

investors.  

 

(Source: Bloomberg)  

Opportunity or contagion brewing in private credit?  

 



 

Referrals still do the heavy lifting…  

It’s true, recent data continues to suggest referrals are the primary source of new business for advisors. 

But the prospective clients immediately move online to confirm trust and fit; Kitces  notes that 96% will do 

further online research  before they ever reach out to you, looking at things like credentials, pricing 

transparency, and communication style.   That number kind of shocked me.  

So, for advisors, the questions are: How to generate more referrals? And, How to move prospects through 

that virtual pipeline? 

Actionable techniques to make the referral ask?    

• Specific ask – “You said you play golf with John Smith on Tuesday nights… I just helped another 

business owner like him set up a cash balance pension and it’s saving him 25k a year in taxes. 

Do you think John might be interested in having a conversation?”  

• I made something for them --  “When you told me your sister was getting serious about retiring, I 

put together a 1 -page retirement guide. Would you mind if I share this with her?  

• Trigger events --  “If you have a friend who’s navigating (retirement decision / business sale / 

sudden inheritance) and feels stuck, I’m happy to be a second set of eyes —no pressure, even if 

they just want a quick opinion on the advice they’re currently getting.”  

https://www.kitces.com/blog/prospects-information-seek-financial-advisor-marketing-value-proposition-decision-making-social-media-seo-newsletters/


• Small group invite --  “Next month I’m doing a short dinner session for a few clients and friends 

on ‘Top 5 tax action plans for OBBB’. Would you invite one or two people you think could 

benefit?” 

• Timing ask --  “I’m thinking of your friend who just sold his business. A big cap gains tax bill will 

likely follow unless he uses a few tax strategies. Do you think I could run a few ideas by him?”  

 

Moving clients through the virtual pipeline?  

• Mission statement – Who you help and why.  Be specific to the audiences and it’s fine to have a 

few. 

o “I help business owners mitigate their tax bill because they’re the lifeblood of the economy 

and they deserve to keep more of their hard -earned money.”  

o “I help hardworking professionals retire with confidence because you only get one shot at 

the retirement transition—and it shouldn’t be ruined by avoidable mistakes.”  

o “I help families navigate sudden wealth and inheritances because money should be a 

blessing, not a burden —and good decisions early can change a family tree.”  

• Frictionless – Precisely outline your services.  

o “Planning software fully integrated with all your financial accounts”  

o Investments – “Many advisors say they customize investments for each client. This can 

lead to one off products that in the long run might not be suitable. Instead, I use my 

highest conviction ideas in all client portfolios because you deserve my best and m ost 

current advice.”  

o Pricing – “Our fee based only model starts at @ 1.00% based on AUM and adjusts based 

on the size of the relationship”  

• Accessibility  

o Make your web page action oriented  

o Prominently list contact info and “Chat with us now”  

o Make a calendar link available to schedule initial meetings
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Last Minute Winter Getaway?  

We had a brutal winter in the northeast leaving many thinking about beaches and sunshine. If you’re 

looking for a last minute getaway here’s Conde Nast’s 19 Travel Deals to Snag Ahead of Spring .

 

 

https://www.cntraveler.com/story/best-travel-deals-february-2026

