


planning process can answer these and other questions.
A thorough and robust 

On the following pages we will present a Five Step Retirement Planning Process to help you prepare for retirement with
con�dence. One of the biggest risks retirees face is running out of money during retirement. In this Retirement Guide,
we address the questions that most families face as they consider retirement: “Will I make it?” and “What can go wrong?”.
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With advancements in healthcare, it is possible your retirement could last 40 years or more. 
Your retirement money needs to last that long as well. Many things can happen in 40 years 
that could derail your retirement dreams. It is critical to anticipate common problems and 
have a plan in place to address them.
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insurance or all of the above. Current data from all of your accounts should be aggregated and analyzed by a quali�ed 
team. During step 1, goals and expectations should be clearly developed based on discussions regarding:

In step 2, you need to develop a strategy to optimize your resources. During this step, address the question:
     “What can go wrong?”
The goal of the planning process will be to look for weaknesses in your �nancial armor. Make sure your advisor does a 
complete analysis to determine how you will be a�ected in such situations as a bear market, if in�ation rises during your 
retirement or if your returns are lower than expected. While it is impossible to predict the future, if you can anticipate 
common problems before they arise and know how circumstances can a�ect your future �nancial plans, you will be 
better prepared for such issues. Since factors like in�ation and health issues are out of your control, stay focused on what 
you can control and what your ultimate goals are. Don’t forget to get answers to questions like these:

After completing a thorough analysis of foreseeable 
threats, and after setting clear goals and objectives, it 
is time to select your investment strategy. It is critical 
to work with a professional who can ensure that your 
strategy will best support your goals and objectives. 
Although the strategy should be 
personalized to your situation, beware of advisors 
who promise a “customized” portfolio. With a truly 
“customized” portfolio, you have to question what 
amount of time and attention your advisor can really 
o�er and what rules are built into their strategy. Even 
Barron’s reported that their top 1200 advisors serve 
an average of 521 client households. How could 
anyone give 521 customized portfolios the attention 
they deserve? 4
The information given herein is taken from sources that IFP Advisors, LLC, dba Independent Financial Partners (IFP), IFP Securities LLC, dba Independent 
Financial Partners (IFP), and its advisors believe to be reliable, but it is not guaranteed by us as to accuracy or completeness. This is for informational purposes 
only and in no event should be construed as an o�er to sell or solicitation of an o�er to buy any securities or products. Please consult your tax and/or legal 
advisor before implementing any tax and/or legal related strategies mentioned in this publication as IFP does not provide tax and/or legal advice. Opinions 
expressed are subject to change without notice and do not take into account the particular investment objectives, �nancial situation, or needs of individual 
investors.
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Your initial plan is not set in stone and no plan is ever a �nished product. Your wealth plan is a document that evolves 
over time. Again, you can not predict the future, but a planning process that utilizes educated assumptions will 
provide better clarity and insight. As time passes and life happens, it is necessary to review and update your plan as 
assumptons become reality. We have found that annual updates assist our clients in applying their knowledge and 
making informed decisions for their future.
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Securities o�ered through IFP Securities, LLC, dba Independent Financial Partners (IFP), member FINRA/SIPC. 
Investment advice o�ered through IFP Advisors, LLC, dba Independent Financial Partners (IFP), a Registered 

Investment Advisor. IFP and Callesen Wealth management are not a�liated.
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“Luck favors the prepared”. Callesen Wealth Management has been serving retirees since 1969 and our team is here to 
help. Partner with Callesen Wealth Management in pursuit of the con�dence and clarity you need to make one
of the most important decisions of your life. Feel free to give us a call for an appointment, stop by our o�ce or visit 
callesenwealth.com.

4 Citation: https://greenspringadvisors.com/blog-artcle/how-
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