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WELCOME
Dear Clients and Friends,
We hope you had a wonderful summer creating memories with family and friends. Fall is here and it 
reminds us that change is inevitable. The changing of the season reminds us that it is the only constant. 
It can be a blessing and an opportunity. So, let’s take this time of year to remind ourselves that no matter 
what life throws at us, embrace it and make the most of it. 

In this issue of the Envisionary, we are excited to share a variety of topics. To kick things off, we discuss 
– Fight or Flight (page 3). It is timely as it covers how emotions are related to our investments and how, 
especially now, it’s important to get in-tune with how things are connected.  I’ve also had the opportunity 
to provide some personal perspective in an article called What Money was like Growing Up. It shares how 
money is viewed both analytically and emotionally and how we are here to help navigate through both 
sides (pages 4-5). 

We travel back in time on page 6 and revisit an article called “The School Bus Technique”.  I’d be curious to 
know if anyone remembers this article as it was written 10 years ago! 

Another topic I wanted to cover this quarter was a conversation on referrals. Quite often we have 
discussions with clients who think they know someone who would be a great fit for us. We truly appreciate 
that opportunity. See page 7.

This issue also features an article called Social Security Breakeven Party, written by Matt Benson.  We hope 
this article gives you some insight on social security crossover and why it’s important to understand. See 
pages 8-9.  

Speaking of change, we’ve added a new member to our team. In this issue of the Envisionary, I invite you to 
get to know Steve Schoeder on page 10. He’s been an excellent addition to our team and is looking forward 
to working with all of you! 

As you know, we have built our firm around something called values-based life planning. Please read page 
11 to learn more about What Values-Based Wealth Management Means to Us. 

With market volatility being a forefront of recent discussions, we invite you to read an article written by 
Matt Benson called Avoiding That Surprise in the Spring on pages 12-13. 

Lastly, we are thrilled to host our annual Client Appreciation Party! Our charitable partner is People to 
People – the Haitian Children’s Project (page 15). We are honored to have the chance to support them. 
Please see our invitation on page 14. Invitations to come soon!

Fall is here, opportunity is knocking at your door. So, open up! 

All my best,

Lee Stoerzinger, CFP®
President

FALL
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or many years, our firm has been guiding clients by 
not only building comprehensive wealth management 
plans, but also figuring out what it all means to you. 
We may talk about not only how much money we 

have, but what we want our legacy to be. Or not only how 
much can we live on per year, but what we want to do 
with our time. Another interesting one is about investing 
specifically. We often discuss what the markets are doing, 
but something very important is how we behave when they 
go up or down. This is what I want to cover in this article.

The year 2022 in the markets has presented us with an 
opportunity to experience all the emotions one could as it 
relates to watching our investments. We would have to go 
back to the 1970’s to find a worse start to the year. So, when 
we watch the news each day, or open our statements like we 
did last quarter, we may have very strong feelings associated 
with that. Uncertainty, doubt, despair, and lots of questions 
come to mind as we take that moment in time and project 
what it means to our future. It combines not only the reality 
of the current situation, but also other patterns we may 
have as it relates to money including our history, our innate 
perceptions, as well as how we perceive the world. On top 
of that, something chemically in our brains is also at work. 
That’s a lot of stuff.

 There is an area of research within our industry called 
behavioral finance which spends time analyzing how and 
why we do what we do when it comes to money. Research 
has found that when people perceive they are losing money, 
they shift into fight or flight mode. In other words, they 
move from the logical part of thinking to preservation mode; 

hence fight or flight. This is the part which seeks protection 
from danger, enabling our sympathetic nervous system in 
preparation for stressful events. When this happens when 
it relates to our money, we tend to react like we are being 
chased by a bear. We end up using primal thinking to solve 
problems related to things that we need our critical thinking 
for and end up making decisions which end up colliding with 
both worlds. 

 When we have market environments like we have this year, 
we spend each day at our firm talking to people, many of 
whom are in fight or flight mode. The questions may be 
different, but they all represent the same types of things. 
Am I going to be ok? What does this all mean? Fortunately, 
we are very well trained in this understanding and do all we 
can to address each situation with this in mind. We know 
it is hard to ask someone what is important to them about 
retirement when they feel there is a bear behind them, 
but the first thing is basic knowledge of where we all are 
on the journey. Second, once we have this understanding, 
we can step back and take a bigger view on what this all 
may mean in the long term. Finally, when we can get our 
parasympathetic nervous system working again, we can 
return to a place of logical thinking. We fully know that this 
is not an easy task by any means. After all, if we all know that 
buy low and sell high is the mantra for investing, why would 
so many people do just the opposite? We understand this. 
With all of this in mind, we believe this is an opportunity 
to give a greater explanation of how behavioral finance 
can provide extremely valuable information as it relates to 
long term wealth planning. We believe it’s priceless for all 
involved. 

Fight or Flight
Writ ten by Lee Stoerzinger,  CFP®
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Writ ten by Lee Stoerzinger,  CFP®

or most folks who plan to engage in a financial 

planning relationship for the first time, common 

thought processes and expectations often form 

around how much you need to retire, what the markets are 

doing, how to take distributions, etc. It’s what our industry 

brands as what to expect. All important for sure. However, 

as someone who may be familiar with our firm, you may also 

receive questions that have nothing to do with any of that. 

One of our favorites to ask early on is “what money was like 

growing up”. 

 Picture this. We have a couple who comes into the office. 

They may come from very different backgrounds. One may 

have grown up on a farm and one in the city. One may have 

had no money at all and the other may have come from a 

well-to-do family. Not only that but each family has historical 

patterns in how they think about money as well, no matter 

how much they have. Some might believe in saving first, 

another may think living life to the fullest is most important. 

Those beliefs are instilled in us at an early age, and we often 

take them and build our own longer-term beliefs throughout 

our lives. So, when you have two people who are preparing 

for a life together, or those who have been together for a 

long time, it can become extremely important to have this 

knowledge about how we think about money.

 But isn’t all this “what was money like” stuff just touchy-

feely? Can’t we just get to the facts and talk about 

investment returns, to make sure we don’t run out of 

money? I guess we could. However, there are two reasons 

why we choose not to. First, when a couple or family 

works together, it can be extremely important to have 

an understanding about where everyone comes from. If 

one is frugal and the other is just the opposite, this can 

lead to friction. Doing the analysis can prove invaluable. 

Second, when we work with people to determine their 

goals, objectives, and risk tolerance, understanding how 

people process investing emotionally helps us focus in 

on that personality profile. For example, what do they do 

when things become volatile? Let it ride or freak out? Do 

they worry about money scarcity as they plan out their 

retirement years, thereby not taking advantage of all they 

worked for? Do they want to leave money to their heirs or 

spend it all? This information gives us the data to make a 

road map that fits best with each person. 

 Personally, providing both the solid analytical planning side 

as well as the emotional analysis portion of all things money 

provides what we believe to be the biggest opportunity 

for success. It gives confidence in the data as well as an 

understanding of “the why” as it relates to how we make 

the decisions that we make. This can be some powerful stuff 

when done in a comprehensive manner.

F
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any mornings on the way to work, I find myself 
following behind a school bus. You know, 
stopping every seventy-five feet to pick up 
children, just when you are in a hurry. Then 

again, it’s usually such a friendly situation; parents standing 
there with coffee making sure their kids get on, and maybe a 
friendly wave from the driver.  

Anyway, there’s something I’ve noticed over the years. At first 
glance, they are the same big old yellow machines that have 
been around forever. But when one looks closer, there have 
been some changes which have been fairly significant. Some 
buses now have lights on their roofs, kind of like the old police 
cars. Some also have a florescent white strip on their roofs. 
Many have orange sticker material around the back door, and 
on various parts of the sides. I have thought to myself that 
you could probably see one of these things from space if the 
light hit it correctly. Maybe 3M is using our buses as a test for 
something. 

My initial thoughts on the subject were that it was overkill. 
Why waste the money? After all, these buses are very large, 
made of steel, and have done a good job protecting our 
children for generations. Why now? This, combined with 
the fact that the skills of an excellent driver would be most 
important. However, the world does continue to change. 
Traffic has increased significantly. Buses are being used 
for more and various things such as sports, day trips, etc. 
Obviously, it is being done in the interest of child safety. 
Maybe it just makes sense. 

Now that I have professed myself as both a traffic and safety 
engineer, allow me to explain why in the world this topic 
should be covered by a wealth management firm. Simple. 
Tried and tested is most important but taking advantage 
of positive advancements along the way can make a solid 
combination for success. Read on.

When one thinks about successful long-term investing in its 
purest sense, there are basic building blocks that must be in 

place. Among these are diversification, time and patience, 
discipline, and an understanding of your plan. While we may 
be almost bored with hearing about these market principles, 
investing without them is like building a fort in a dead tree. 
It might work for a while, but eventually, it will fall to the 
ground.

While we have determined that there are time tested 
principles, that doesn’t mean we invest the same way as we 
did fifty years ago. Back then, access to markets was limited. 
Today, we can increase diversification to manage risk through 
markets around the globe, by owning many different asset 
classes.

Asset allocation does not guarantee 
positive results. Loss, including loss of 

principal may still occur

Many investors today try to replace the time-tested 
principles of investing with the newest enhancements. 
While these enhancements are built to directly address 
fast-moving changes to our world, they are not substitutes 
for diversification, or time in the market. It is uniquely the 
combination of our base structure, combined with these 
advancements which makes for opportunities. Never confuse 
that.

We live a few blocks from a bus garage. Each morning, 
around 6:30 a.m. you can see the drivers out there. They are 
checking their oil, turn signals, and preparing for the safety 
of our children. Imagine what would happen if they decided 
that they weren’t going to do that part of their job anymore. 
In the end, the school bus people got it right. They still run 
those strong, diesel burning machines. Yet, they combined the 
best of the past with the latest advancements in technology... 
even if it is for the benefit of astronauts. And so it goes with 
investing. 

M

The article “The School Bus Technique” was written by Lee 10 years ago!  It was featured in
The Envisionary – Q1 – 2012 and was the 68th Envisionary written.  We still find the information valuable

and timely. We’d be curious to know if any of you remember this article. Let us know!

TheThe  SCHOOL BUSSCHOOL BUS  TechniqueTechnique
Writ ten by Lee Stoerzinger,  CFP®

Envisionary NostalgiaEnvisionary Nostalgia



“We work best with clients who are looking for an enduring relationship.”
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uite often, we have conversations with clients 
who want to introduce us to people they know 
and trust, and who they think might be a good 
fit for our firm. We are often asked if we are 

taking new clients, what our investment minimums are, or 
what the process is. We consider it the highest honor that you 
would think of us and want to say how much we appreciate 
it. We have spent many years building systems for those 
who we consider working with, as our first consideration 
is our existing clients. This includes overall client numbers, 
service models, fees, overall experience, as well as what 
makes people a good fit. We do not want to be all things to all 
people, but all things to some people, and are very protective 
of that thought process. 

When we think about the types of people we believe fit 
best with our firm, we refer back to our well-developed and 
specific list from which everything else stems. This may be 
helpful as you consider sharing our information with those 
you care about:

APPRECIATE A VALUES-
BASED APPROACH 
Values-based planning is a critical component of our process. 
Ideal clients are willing to share their thoughts on money 
and how it works in their lives so we can more accurately 
customize a wealth management plan that helps them achieve 
their goals.

RESPECT OUR 
EXPERTISE
We are an experienced team of financial professionals. Ideal 
clients appreciate that we always act in their best interests 
and deliver advice with integrity.

WISH TO OPTIMIZE 
THEIR PORTFOLIO
Our team has the skills and expertise to oversee every aspect 
of your wealth. Ideal clients appreciate the breadth of services 
we offer and the guidance we provide to help simplify and 
optimize their portfolio.

HAVE LONG-TERM 
VISION
We work best with clients who are looking for an enduring 
relationship. Ideal clients understand our goal is not only 
to build and protect wealth in the short-term, but also to 
assist through life’s transitions and help establish a legacy for 
generations to come.

VALUE A PARTNERSHIP
We pride ourselves on our values of openness, respect and 
transparency. Ideal clients feel comfortable asking questions 
and taking an active role in our process because they 
understand we achieve the best outcomes when we work 
together as a team driving toward the same goal.

 We understand that it is not your consideration to completely 
analyze someone who you may simply wish to send to our 
firm, but we thought the following list would be helpful, as 
our relationships tend to be very integrated and hopefully 
very long-term in nature. 

A Discussion
on Referrals

Writ ten by Lee Stoerzinger,  CFP®
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Social Security
Breakeven Party

he average age of a client at our firm is 59, so it stands to 
reason that a frequent topic of discussion is when 
to take Social Security. As defined benefit pension
plans become less prevalent, this election becomes

increasingly important as part of retirement income planning. 
After all, you work for 40 years with this taken out of your 
paycheck, so choosing your benefit properly for you and your 
family is critical.

I had a recent Zoom meeting and the topic of the right time 
to elect Social Security came up. Inevitably, we always get to 
the “if I wait longer, I get more” part, but it is helpful to put 
some numbers to that statement. If your full retirement age 
is 67 and you elect to take Social Security when you are first 
eligible, at 62, the breakeven age is 78 years and 8 months. 
While you took a lower monthly amount because each year 
you wait is an 8% increase in your benefit, you do have the 
advantage of taking 60 monthly payments before the full 
retirement amount kicks in. The breakeven between taking 
your benefit at 62 and 70, where you receive a 30% increase 
in your full retirement age amount, is just over age 80. At this 
point in the discussion, we realize that this election is unique 
to everyone, and there is no right answer.

If you knew your exact longevity and elected to receive your 
benefit at the optimal time, it’s not like you would host a 
Social Security breakeven party. We were both a little cavalier 
in this meeting about the breakeven party. Still, it made me 
think about the amount of emphasis placed on the “right” 
time to elect while understanding that there are financial 
and non-financial components that should have weight 
as well. I have textbook after textbook that encourages 
deferring your Social Security election to 70. After all, an 
8% increase annually is an attractive component. But the 
textbook guidance uses assumptions and not your unique 

circumstances. The assumptions are based on historical cost 
of living adjustments (COLA) and increasing longevity. In 
the last ten years, the COLA on Social Security has averaged 
1.65%, strengthening the case for deferral of your benefit. 
Per the CDC, 2021 was the second year in a row where life 
expectancy in the US has declined. This was largely pandemic-
driven, but many health-related conditions factored into this 
drop, bringing us back to 1996 levels. If that were to persist, 
that would tilt the decision toward electing your benefit 
earlier. While everyone clearly understands inflation at this 
point, it has already impacted the COLA figures. For 2022, 
almost 70 million Americans received a 5.9% increase in their 
benefit.

As of this writing, the figures have not been made available, 
but the expectation is that the 2023 amount may be in the 
8-10% range. For some historical perspective, the average 
COLA in our most recent inflationary period, 1979-1981, 
was 11.8! In that case, you have a significant increase in 
your benefit, should you have elected, then you would have 
received it by deferring another year.

After 2015 the ability for a married couple to file and suspend 
and restricted applications (a small minority, but you know 
who you are) was eliminated by Congress, so there is a lot less 
flexibility for Social Security planning. Just because there is 
less flexibility does not minimize the importance. Let’s look 
at the changing landscape of Social Security and focus less on 
being “right” on your election versus what works best for you 
and your family. 

After all, if I do get invited to a Social Security breakeven 
party, I’m going to be thinking that the party would likely be 
more fun at 62 rather than 78 years and eight months. Just a 
hunch…

Writ ten by Mat t  Benson,  CFP®
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Introducing Steve
Schoeder!

“It brings me joy to 
work with people 
and help them find 
solutions to complex 
financial planning 
problems.” - Steve

Steve joined our firm at the 
beginning of the summer, 
and we are so thrilled to 
have him on our team! 
Steve brings over 25 years 
of industry experience. 
His career started on the 
wholesale side of this 
industry, helping financial 
advisors create solutions 
for clients with insurance 
and income needs. Having 
a desire to work more 
directly with clients, Steve 
eventually shifted his focus 
on becoming a financial 
advisor.

Steve will be an additional 
point of contact for 
our clients, providing 
advice and assistance on 
topics that include, but 
are not limited to, their 
investment, insurance, and 
planning needs.

We’re excited for our 
clients to meet and work 
with Steve. He is passionate 
about helping people by 
providing guidance and 
offering solutions to help 
them reach their financial 
and life goals.
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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®

There’s winning and losing; 
life will bring both. If you 
want to build character, 
know that loss turns to 
growth.

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

Check out Lee’s book…
On The Back Burner

What Values-Based 
Wealth Management 
Means to Us
People First Mindset 
Our work is about more than designing portfolios and 
strategies. It’s about the relationships we have with people. 
We never lose sight of how powerful that is.

Focus on Wealth Optimization
Our ultimate goal is to make the financial lives of our clients 
easier and more fruitful by simplifying and optimizing their 
wealth. Whether your objective is to maximize returns, 
consolidate accounts, secure your future, leave a legacy for 
future generations or some combination thereof, we have the 
services and expertise to help get you there.

Personalized Service
Every client has unique priorities, goals, asset levels, tax 
considerations and non-financial dynamics. That’s why we 
developed a process that allows us to really know each client 
and appreciate what matters most to them so we can provide 
the individual attention they deserve.

Professional Approach
We are a professional, privately-held company. This structure 
allows us to allocate our firm’s resources where they’re 
needed in hopes to always deliver a best-in-class experience 
for our clients.
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Avoiding That
Surprise in the Spring 

While the market volatility has been at the forefront of our 
recent discussions, we have seen an increasing number of our 
meetings spent on tax implications of different strategies. The 
projects we have worked on with clients this year highlight 
that tax planning is genuinely a year-round process. We have 
a little less than three months left in the year, but that gives 
us some runway to ensure that we do everything we can to 
optimize your wealth regarding taxes. 

Some of the things our firm looks at could be as simple as 
revisiting the contribution limits to retirement plans and 
your deferral rate or as complicated as gifting to charities to 
maximize your deductions. A few of these tax events may 
be within your control, like buying and selling property or 
investments, while some may be out of your control, such as 
capital gain distributions from mutual funds. We understand 
that you all have unique 
plans, but I wanted 
to share a few of the 
concepts that have been 
helpful for others as 
we try to minimize the 
anxiety that can come 
with tax filing.

As a reminder, the 
contribution limits to 
401(k) and Roth 401(k) 
aggregate contributions 
got a bump up in 2022 
to $20,500, with the age 
50+ catch-up moving 
to $6,500. Moving a total of $27,000 to your employer plan, 
whether you are trying to save on current taxes or add to 
future tax-free dollars, can substantially impact your plan. 
Unlike IRAs and Roth IRAs outside the employer-sponsored 

plan space, these contributions must be made in the calendar 
year. While the limits on the IRAs and Roth IRAs didn’t change 
for 2022, they are still $6,000 with the age 50+ catch up at 
$1,000; you do have until your tax filing deadline next Spring 
to make your contribution for 2022. Our recent retirees, many 
of whom don’t have traditional pensions, are in a lower tax 
bracket than they are used to. Couple that with the legislation 
change moving required distributions to 72, we have a 
window to do some tax planning and/or Roth conversions to 
take advantage of the room we have before hitting the next 
income bracket.

The world of non-retirement assets has its own set of 
tax treatments that can quickly alter your tax return and 
associated liability. Investment accounts and property have 
a cost basis assigned to them, which determines gain or loss, 
should the investment or property be sold. Volatility in the 
markets can present opportunities to “harvest tax losses.”  
For instance, an investment holding with an associated 
tax loss on paper is sold to better position an investment 
portfolio. That paper loss is offset by selling another position 
with a similar capital gain amount. We have utilized this 
approach often in 2022 to be less exposed to rising interest 
rates and gain more exposure to commodities while at the 
same time minimizing the total tax impact. We have also 
continued to implement exchange-traded funds (ETFs) as 
opposed to traditional mutual funds, partly to avoid larger 
than expected capital gain distributions that can sometimes 
disrupt planning. Capital gain estimates for mutual fund 
positions are typically posted at the end of October so if you 
have mutual fund holdings in non-retirement accounts, let’s 
look at the estimates and factor that into year-end planning.

Having a tax planning discussion now can leave you saying, 
“I’m glad I did that.”  That is much more satisfying than 
missing out and having the “I wish I would have.” discussion.

Writ ten by Mat t  Benson,  CFP®

Having a tax planning 
discussion now can leave 
you saying, “I’m glad I 
did that.”  That is much 
more satisfying than 
missing out and having 
the “I wish I would have.” 
discussion.
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Client 
Appreciation 

Party

SAVE THE DATE

PL E A SE MARK YOUR C AL ENDAR S NOW!
INVI TAT I ON CO MING S O ON!

THURSDAY, NOVEMBER 17, 2022
4:00 - 8:00 p.m.

Kellerman’s Event Center 
White Bear Lake

In support of our 2022 
charitable partner – People 

to People – the Haitian 
Children’s Project

Food will be catered by
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2022 Charitable Partner

People to People -
The Haitian Children’s Project

e are excited to announce our 2022 charitable 
partner, People to People - the Haitian Children’s 
Project.

This non-profit organization is devoted to educating, inspiring 
and encouraging people to understand and respond to the 
needs of disadvantaged and poor children in the country of 
Haiti.

For many reasons, People to People - the Haitian Children’s 
Project is very special to Lee and his family. We are excited to 
partner with them in the hopes of raising funds to support the 
amazing work they do each and every day.

To learn more about our 2022 Charitable Partner, follow 
People to People – the Haitian Children’s Project on facebook: 
https://www.facebook.com/PeopletoPeopletheHaitianchildre
nsproject/

Or

Scan the QR Code Below on your phone to get connected!
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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.
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President

Matt Benson, CFP®
Financial Advisor

Steve Schoeder
Financial Advisor

Nicole Ford
Business Services Manager


