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ver the past several years, we have spent much time in 
our company reflecting on our core services, bringing 
clarity to our message and studying our industry in 

great detail. Two interesting things have come out of our 
efforts. First, we solidified that what we do and how we do it 
is unique on several levels. Second, we believe our industry 
has a large opportunity to do much better in how it services 
the financial needs of millions of Americans. 

There is much talk these days about what we are all going to 
do different as things return to some familiarity. We thought 
we would share our plans.

As you may know, one of the key things we do differently 
than most in our industry is in the stories we tell and the 
personally crafted messages we share. We firmly believe 
that money and how it works in our lives is not just financial, 
but multi-dimensional, and this understanding makes all the 
difference as we consider what we want for our lives and the 
choices we make. We have heard over and over from our 
clients, especially in recent times, how much they appreciate 
the uniqueness in what we do and how grateful they are. This 
truly fuels our passions.

In addition, as we think about how wealth management is 
marketed and delivered, we believe there is much confusion 
and an opportunity for increased awareness about how 
beneficial this personal sector can be. For example, much of 
what we see today from the investment world is about the 
best ways to invest, but rarely do we see anything about why, 
when that is the most important thing. Families have been 
trained to ask how much they are paying but understand very 
little about what they are buying and the differences between 

providers. Most of our system is built to encourage people to 
plan FOR retirement, but you don’t often see much about the 
shifts and specific expertise needed to live IN retirement in 
an increasingly complex world. These topics and many others 
create a lack of understanding in what comprehensive planning 
involves, and more importantly where the focus should be, 
leaving many of the true benefits sitting on the table. This 
creates a continuous loop of accentuating the smaller things at 
the possible expense of the big ones by all involved. 

With all of that said, we will be embarking on a campaign of 
sorts, to share our message in a wider and more structural 
manner. This will be through increased social messaging, to 
both our greater community, and within the industry as well. 
Our goal is two-fold. First, we thought that if our message 
is being so well received by our clients, why not share it in 
a broader venue. Second, and at a higher level, we wish to 
change the conversation about wealth management at large 
and ignite true discussions about how to serve clients in a 
more meaningful way. It is too important not to.

Rest assured there will be no changes to what we do as 
a company and in the services we provide to our clients. 
We simply believe that this moment in time has created a 
very special chance to re-create what we want our present 
moments to look like, and we want to fully take part. We also 
know there is a gap to fill and we are going to put our flag in 
the ground, hopefully claiming some eminence on the subject. 
We can’t wait!

You heard it here first.

Sharing Our Story
Welcome

LETTER

Writ ten by Lee Stoerzinger,  CFP®

Investing involves risk. No investment strategy can guarantee positive results. Loss, including loss of principal, may occur.

Dear Clients and Friends,

With all the uncertainty over the past several months, I am especially 
grateful this year for the beauty of the summer season. I find peace and 
solitude in my afternoon walks which give me the opportunity to process 
the day’s events and reflect on how I can make a positive impact in 
the world.

With regard to the financial services industry, I believe the messages 
we share are different and hopefully, more reflective, than others in our 
industry. We not only provide insight into the world of finance, but we 
also give thoughts of values and meaning. On page 3, I discuss how we are 
planning to share our messages with a broader community which, given the 
current environment, feels more important now than ever before.

Also in this issue we discuss the topic of waiting. On page 4, I ponder 
the idea of waiting as it relates to our on-demand lifestyle and its role 
in diversified investing. Operations Manager Andy Roth shares a similar 
message on page 8 noting that waiting is often the most difficult part of 
financial planning. Thankfully, as Financial Advisor Matt Benson points out 
on page 9, our team has a variety of resources, including the Decision Center 
tool, that help clients analyze and assess the risks and rewards of waiting as 
it relates to their finances. 

We love highlighting the great work of our clients! Be sure to see our Pay 
It Forward story on page 15 where we spotlight a special couple and their 
efforts to help abused and unwanted dogs. Also, for all our valued clients, 
be sure to see page 14 for information about our Client Appreciation Party 
this November. 

I wish you and your families peace and solitude this summer and always.

All my best,

Lee Stoerzinger, CFP®

President

Summer



4  I  2 0 2 0  S U M M E R  N E W S L E T T E R

Easy Is Not 
Always What 

It Seems
Writ ten by Lee Stoerzinger,  CFP®
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hinking back over the years, it has been interesting 
to see how product purchases and their delivery 
has evolved. For what seems like forever, the 

U.S. Postal Service was the main source for delivering mail. 
Growing up we would wait for the mailman, almost like a 
right-of-passage. Then firms like FedEx and UPS entered 
the shipping scene. Today, mail and packages seem to 
come at all hours of the day, even on Sundays. Amazon 
has their own trucks and couriers are all over the place. 
You can get just about anything delivered in hours – 
even restaurant take-out. Could you have imagined 
this even five years ago? The world has certainly 
changed.

On the flip side, as consumers we now spend our time 
waiting for someone to deliver products and services to 
our door. Whether a large table, a sandwich or pretty 
much anything else, we put in the order and it just shows 
up. However, what I find truly amazing is the systems that 
must be in place and the supply chain infrastructure that 
allows this to happen. I was always intrigued at how I could 
write an address on an envelope, put mine in the upper 
left corner, and away it would go to wherever in the world I 
wanted. At the same time, everyone else could do this with 
their letters – all with an amazing record of success. Today, 
I can’t even imagine the software and buildings in place to 
accomplish what is being done, let alone the changes in 

labor demands. Behind our very easy consumer experience 
are very complex systems. 

This got me thinking…diversified investing as we know it 
has also become something we have just come to expect 
as part of our lives, especially as it relates to returns and 
growing our money. Yet, it is built behind quite complicated 
processes. A typical portfolio we help clients with may 
have managers working together from all over the world 
measuring companies, markets and economies. There is 
also diversification, cost, style, behavioral finance and tax 
strategies which go into getting the best return possible. 
Then, we overlay personal investment goals, risk tolerance, 

time frame and other items. Yet, we have become trained to 
just assume that the returns will just show up. 

We live in a world that is moving fast and competing for 
our time on virtually every level. However, I think it may do 
some good to step back once in a while and gain greater 
understanding on how some of the things we take for 
granted in our lives actually work for us. We will not only 
gain knowledge, but hopefully some appreciation as well. 
It’s good for the soul, and the mind. 

Next time, I will tackle electricity and radio waves. Just 
kidding. 
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Summer
our fAvorItE

f you’re craving a way to help cool off 
during these hot summer days, look 
no further. Our team had a lot of fun 

compiling this list of our favorite summery 
drinks. Some are refreshing, some relaxing 
and others classic. They’re all easy to make 
and provide a touch of comfort as we spend 
a little more time at home this summer. 
Cheers!

Refreshments

“Jameson on the rocks with a 
lime. It’s not just for 
summer. All year 

long, baby!”

NICOle FORd 

MAggIe STOeRzINgeR

“Bombay Sapphire Gin and Tonic (Fever 
Tree) and a fresh lime 

wedge. It’s the perfect 
summer cocktail!”

“Mellow Fellow is my new favorite 
beverage created by The Lumberjack in 

downtown Stillwater. It’s made 
with watermelon puree, 

cucumber vodka, 
lime juice and soda 
water with a dash 
of simple syrup.”

“Miami Vice. If it’s 90 degrees 
and you’re near the water (and 

there’s a blender available), you can’t go 
wrong with a Miami Vice. 

50% Pina Colada, 
50% Strawberry 
Daiquiri, plus dark 
rum to your taste 

equals 100% 
delicious.”“Whipped Coffee. I enjoy drinking 

whipped coffee with unsweetened 
vanilla almond milk instead of regular 

milk. It’s the perfect morning pick-me-up on 
a hot summer day. It is 
usually a Saturday 
morning treat I 

will make for my 
husband and I 

while we sit out 
on our deck!”

“Classic margarita on the rocks. A tried 
and true favorite of mine. 

I enjoy it best with a 
salted rim, lime 
wedge and fresh 

mint from the 
garden.”

ChRISTy FROST 

ANdy ROTh

MATT BeNSON

lee STOeRzINgeR
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ver the past several months, many of us have 
adopted the use of new technologies to help us 
be more productive working from home and to 

help keep us connected with family and friends. In a similar 
manner, our office is continually adopting new technologies so 
we can improve our systems, allowing us more time to focus 
our efforts where they are needed most – serving you.

Clients should be familiar with the wealth management 
dashboard we utilize to provide you with 24-hour access to 
your financial plan, budgeting, banking and investments. 
However, many clients are unfamiliar with Decision Center, 
another electronic tool within the wealth management 
dashboard, that also provides significant value. 

Decision Center is a modeling tool that allows you to simulate 
multiple scenarios and evaluate the outcomes. A tool like this 
can be helpful at any time, but perhaps even more during 

these recent times of uncertainty where it becomes natural 
to question things. Should I change my plan based on recent 
events? Were there things I was considering, but may now 
need to put on hold? Utilizing the Decision Center, we can 
model these conversations together and see the impacts of 
one decision versus another. 

For everyone we work with, our team has thoughtfully built 
plans that allow you to do what you are passionate about, 
while your invested money works quietly in the background 
supporting your goals. However, we recognize that since there 
hasn’t been a lot of “quiet” out there lately, some of you may 
want to revisit your plans or bounce different ideas off of 
us. Let us know if you’d like to utilize Decision Center, or our 
other technology tools, at our next review. We’d love to help 
you sort through different scenarios and provide more peace 
of mind. Let’s get started!

The 
Waiting

is the
Hardest 
Part
Writ ten by 
Andrew Roth,  Operations  Manager 

e can spend our lives waiting; waiting for spring, 
the holiday season, a graduation, a promotion, an 
upcoming vacation, waiting, waiting, waiting.

For people who have young children, “wait” can become a 
reflexive command. It’s a response to many questions and 
demands. As we grow-up we become more accustomed 
to waiting but it doesn’t make it easier. Waiting is difficult 
because it delays gratification. It delays what we want. 

The waiting can be the hardest part of financial planning. We 
realize our job as advisors requires us to ask that people wait. 
We understand that sometimes “wait” is a tough thing to 
hear. It can mean that certainty or gratification is delayed. It 
means more time. 

Our hope is that you trust us enough to wait. 

Successful financial management is about waiting. Nothing 
happens overnight. We take a long-term view with financial 
planning. When we build portfolios, we know that asset 
classes have ups and downs, but we have patience to wait 
until they’re back in favor because we trust in diversification. 
From a planning standpoint, we may be encouraging clients 
to save more for the future or wait to let their money grow, 
instead of spending it now. We might be discussing waiting 
to retire a few more years to shore up savings or turn on 
pensions and social security benefits. 

Waiting is especially relevant during periods of uncertainty. 
We wait because we trust it will get better again. Trust is also 
critically important during these times, and we hope you trust 
that we’ve planned for rough patches. For the past few years 
we’ve been couching our discussions with the thought that 
we’d again deal with turbulence at some point—just like all 
cycles before. 

As we navigate periods of uncertainty just know that as you 
wait, we’re doing our best to guide you through. Behind the 
scenes we’re navigating the industry, our partners, economic 
conditions and tools to make sure things are situated for the 
moment, but also for the inevitable recovery once the clouds 
clear and smoother sailing returns. We have a long term view 
and believe there will be long term rewards. The plans we 
build together are most important when the going gets tough. 

Good things come to those who wait. 

Utilizing ‘decision Center’ 
to evaluate Scenarios

Writ ten by Mat t  Benson,  F inancial  Advisor
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Which star, from the constellation Canis Major, is responsible for the 
origin of the expression “dog days of summer?”
Email your answer to advice@leestoerzinger.com or call us at 651-578-1600. All who 
contact us with the correct answer will be placed in a drawing for a $30 gift certificate.

TRIVIUM
definition: Studies intended to provide 

general knowledge and intellectual skills.
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Congratulations to DeAnn S., who was chosen as our Trivium winner from last quarter. DeAnn correctly answered “Black Moon” 
to the question: What is the second new moon in a calendar month called? Bill F., Greg R., Jerry S., Carolyn W., and Mark W., also 
answered the question correctly.

2018 S P R I N G  N E W S L E T T E R  | 7 

Check out Lee’s book…
On The Back Burner
It’s a timely read uncovering the things 
we say are most important, but have put 
on the back burner of our lives.

Clear away all the 
things that distract 
you, and let the 
things that are 
meaningful to you 
slowly move into 
your life. You have a 
spiritual, emotional, 
physical, and a 
financial meaning 
in this world, so 
don’t for one minute 
minimize the 
importance of 
your presence.

(excerpt taken from 
Lee’s book, On The 
Back Burner)

‘‘

’’

In the last issue, we asked where you read our newsletter. Here 
are some of the submissions!

“I read The Envisionary…

…on one of my newly designed sofas!”
Kim, owner of Kim Salmela Atelier in 

Los Angeles, CA

...in the sun on our back porch.”
Chuck and Terri, retirees living 

the good life in Mesa, AZ

...on Miramar Beach, Florida.”
Patti and Gail, best friends on a 

girls weekend

….at the Super Bowl game!”
Tim, neighbor to the 

Stoerzingers 

Congrats to Kim — her name was drawn as the winner of the 
$50 gift card. Thanks to all who sent in their photos. 

et’s say you leave your house this morning and have a nice pocket full of money. Maybe it’s hundreds, 
or even thousands, but more than you would usually carry. You get some work done, stop for lunch, meet 
some friends, and do a few errands. However, this afternoon will be unlike anything that has ever happened 
to you. It will change how you think about the world. Your encounter will stop you in your tracks and cause 
you to literally take out that wallet full of money and donate all of it, right on the spot. 

So, what happens? What does the rest of that day look like?
There are so many things we encounter in our lives that touch our hearts and provide the opportunity to 
give. Maybe it’s a homeless veteran outside in the cold, an organization that fights for something we believe 
in, or meeting someone with physical challenges you couldn’t imagine for even one day. Whatever your story, 
these life events are what shape us into who we are and provide meaning to all we live for. They often cause a 
re-set and get us back to what’s important.

Here’s your call to action. First, please send us your story. What would cause you to empty your 
pockets on the spot, and change the entire direction of your life? Has it already happened to you? 
Secondly, go out and live that story in vivid detail. I Triple Dog Dare You.

Writ ten by Lee Stoerzinger,  CFP®

The world is 
big, and we 
are small.  
Why does it 
often seem 
like we are 
big and the 
world is small?  
Maybe both 
are true.
(excerpt taken from 
Lee’s book, On The 
Back Burner)

Check out Lee’s book…
On The Back Burner

Writ ten by Lee Stoerzinger,  CFP®

TRAUMA 
STeWARdShIP

s we have talked with many people over recent weeks and months, 
one of the most interesting things we have found has been the 
varying, and often disproportionate ways, in which people’s lives 

have been affected by everything going on around them. For some, the extra 
time spent at home has been a time of introspection and reflection. Yet for 
others, the recent circumstances have brought loss and severe stress never 
before experienced. Some are clinging to everything they’ve worked so 
hard to build in their small community businesses. Some are worried about 
their safety or having enough money to feed their families. And others are 
bravely and tirelessly working on the front lines as health care workers and 
peacekeepers. Their days never seem to end and their jobs never done.

This has caused many different types of trauma on a mass scale, often 
simultaneously, including loss of those around us, concerns about economic 
viability and fairness, emotional loneliness, severe fatigue, and even guilt, as 
there are always more people in need of help.

We are an extremely resilient people and will emerge on the other side. 
Different, but better. For all of you who have become true stewards of our 
families, businesses, communities, our vulnerable, our elders; I simply want to 
thank you and let you know how much every single effort you have made each 
day matters and is so very appreciated. Please remember to take the time to 
care for your own needs as you care for others, as it is your guidance that will 
lead us into the future. 

For more information on the topic of trauma stewardship, I invite you to visit 
the website of Laura van Dernoot Lipsky, founder and director of The Trauma 
Stewardship Institute. www.traumastewardship.com 
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Source: 2017 International dairy Foods Association Ice 
Cream Survey, a national survey of ice cream makers and 
retailers. Conducted by Research America Inc.

Favorite 
Ice Cream 

Flavors
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ike some people, my most productive thinking happens 
in the shower. I couldn’t shake something I’ve recently 
noticed online - the option to split payments on a huge 

array of consumer goods and impulse-buys. As I considered 
the benefits of splitting a payment for sneakers into six 
installments, I incredulously found myself saying “Wait, I can 
finance my Nikes?”

Then the questions hit me. What are the interest rates? 
Who profits from this? How many people are using this? My 
curiosity persisted.

From what I can gather, the growth of companies offering 
online installment payments outside of normal credit card 
channels or in conjunction with them, has skyrocketed. There 
appear to be several companies interested in extending credit 
to all types of consumers, apparently collateralized on nothing 
more than used clothing and the demand for their services. 

Names such as Affirm, Afterpay, Klarna, Quadpay and others 
litter the online landscape through company websites, social 
media, and Instagram ads tempting consumers to split 

payments on everything from sneakers to designer clothing, 
electronics, home-goods and more. As early as 2018, the 
largest of these companies were doing billions of dollars in 
sales. While installment payments are nothing new, it seems 
to make these arrangements so accessible that unwitting 
consumers could find themselves burdened with financed 
payments on things they never really needed to begin with.

Don’t call me a hypocrite, I use a credit card as much as 
my other fellow “Millennials,” but I’d like to think I pay it 
off monthly, and only really finance my essentials including 
my mortgage, car payment, etc. Everyone is in a different 
financial position, but those of us who are closely budgeting 
are also most vulnerable to splurge using installment 
payments as a crutch.

I’m also curious about the fees that consumers are paying for 
these “solutions.” Some of these services charge an explicit 
interest rate (what is the APR on sneakers?), while others 
bury fees in the fine print. If there are no fees at all, someone 
must be footing the bill. Maybe retailers are inflating pricing 
to cover the difference? How much total debt is floated right 

Writ ten by Andrew Roth,  Operations  Manager

now on installment plans for trendy home décor? Surely Wall 
Street won’t miss an opportunity to bundle these “loans” into 
securities? Who will pioneer securitized consumer sneaker 
debt? Think about the opportunities!

I’m a little self-conscious that this sounds like a public service 
announcement, or maybe I just remind myself of an irritated 

Andy Rooney doing his bit on 60 Minutes, but I wanted to put 
this out there. If there is a larger message about our culture, 
I’ll let you interpret that for yourself. 

The next time you see one of these offers pop up while online 
shopping, pause and ask, what would your financial advisor 
say?
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Client
Appreciation

Party
Thursday, November 12, 2020 

4:00 to 8:00 p.m.

Kellerman’s event Center, White Bear lake

Food will be catered by 

Our Pay it Forward program is simply a way for us to appreciate and 
reflect on what we are thankful for in our lives. As a reminder, the 
program entails giving a $100 gift card to a client who then “pays it 
forward” to someone they feel needs it most. 

Clients Tim and Holly recently heard about a dog named Penelope 
who was hit by a car. Penelope was pregnant at the time, lost her 
puppies and broke her back. The organization Coco’s Heart Dog Rescue 
urgently needed to raise emergency funds to help pay for Penelope’s 
care. Tim and Holly used the Pay it Forward money and matched it 
with their own donation (how thoughtful!) to help pay for Penelope’s 
extensive post-surgery supplies which made her recovery much more 
comfortable.

Thank you, Tim and Holly, for sharing your story. We have watched you 
over the years foster dogs from unfortunate situations and appreciate 
how you live out this passion.

holly and Tim P., clients since 2018

“The mission of Coco’s Heart Dog 
Rescue is to help find loving homes 

for unwanted, abused and abandoned 
dogs. Supporting them is our way of 

being a voice for these dogs and giving 
them a second chance.” PenelopeValley

Outreach

Food collection to support Valley Outreach

Client
Appreciation

Party

Y U M

SAVe the dATe

Please mark your calendars now.  
Invitation to follow.

N e w  t h i s  y e a r . . .



Since 1993, Lee Stoerzinger Wealth Management has been helping individuals and families plan for what matters most. Through the 
unique approach of merging personal values with financial goals, Lee and his team create customized wealth management solutions 

that are meaningful, comprehensive and designed for optimization. Our pride and success derive from our trusted relationships, 
best-in-class processes, and our unwavering commitment to helping clients realize their life and legacy goals.

Securities and advisory services offered through United Planners Financial Services. Member FINRA/SIPC. Lee Stoerzinger Wealth Management and 
United Planners are not affiliated. United Planners does not provide tax or legal advice.
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