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et’s say one day you are visiting your doctor and you 
receive some challenging news regarding your health. 
As you leave the office, many things might be racing 

through your mind. Your future, family, how you are going to 
handle the situation, etc. You might be fortunate to have a 
medical team that you trust and have known for a long time. 
But when you go home that day to consider your life, you can 
only hope they will do all they can for you. In that moment, 
do you think they care more about your current situation than 
you? And now what must you do? 

When thinking about the things most important to us, I bet 
we can agree that our well-being comes to mind. This often 
means our health. However, I also believe that the financial 
side of life contains many parallels to this. We have ultimate 
responsibility for the decisions we make and how we live. But 
the world presents us with complexities, sometimes out of our 
control, that make it challenging to do everything on our own. 
So, we often find ourselves having to rely on outside forces to 
adequately secure our overall picture. 

If you’re reading this, we hope it’s because you have trust in 
our team. Maybe we have been working together for many 
years and you think we do some things that are truly special. 
But do you think we care about your money more than you? 
My honest answer is a strong “I hope not.” How could we? 

But don’t let this discourage you. Just like a strong medical 
team, what we have done, by intentional design, is build an 
offering which presents a unique approach. We do all we can 
to provide education and knowledge about personal financial 
independence. In addition, we seek to overlay this support 
by being a partner in sorting through the complex world of 
finance. We seek to change the conversation from who cares 
most about your money, to how can we work together to make 
something even stronger than either side could on its own. It is 
at this inflection point where we believe ultimate success lies. 

I remember a few years ago I checked into the hospital for 
some x-rays. The nice person at the desk asked me who my 
primary care provider was. I said that it was “me.” You should 
have seen the look I got. I get it and I didn’t take it personally. 
That’s just the world we’re living in. Everyone has something 
to offer, but sometimes we forget the first duty we have is to 
ourselves, no matter who is trying to get paid or what “the 
world” might be trying to sell us. However, this I know: You 
have our word and dedication in understanding that it is your 
money, and no one could ever care about it more than you. 
We simply offer guidance which complements what you are 
seeking to build upon and we have always treated each dollar 
we manage like it’s our mom’s money. It’s not only what 
we do, but who we are, and we are humbly grateful for the 
opportunity. 

Do You Think We Care 
About Your Money 

More Than You? WELCOME

LETTER

Dear Clients and Friends,

Ending one year and starting another is always a good time for reflection. In many 
ways, 2021 was a year unlike any other. As a society, we continued to deal with social 
unrest, the pandemic and changing market conditions. As an office, we spent much of 
the year physically apart from one another because of both safety concerns and our 
remodel project.

But as we rounded the corner to year end, many things came together, once again 
reminding me why I am in this business. First, our office remodel project wrapped up 
(pages 8-9) allowing our team to physically be together again. Next, we were able to 
celebrate our amazing clients at our annual November event (pages 12-13). And last, 
we received a beautiful note from one of our clients which inspired us to share his 
incredible artistic talents with all of you (page 15). All of this is why I love what I do. In 
my role, I have the honor of connecting with amazing people and sharing in their lives. 
It’s a privilege. 

But a privilege we don’t take lightly. In this issue of The Envisionary, I write about our 
responsibility to care about, and manage, your money (page 3). I also provide a higher-
level look at the processes by which we oversee your portfolios, adjusting as necessary 
to accommodate market and worldly changes (pages 4-5). In addition to offering 
content from a higher-level perspective, we also find it valuable to provide detailed 
and actionable information too. On page 14, Matt writes about a few changes coming 
our way in 2022 so there are no surprises in the year ahead.

It’s an honor to connect with our clients, whether during in-person meetings, on the 
phone or at client parties. By knowing you better, we can serve you better and provide 
the information and guidance you need to achieve your goals. Thank you for allowing 
our team the privilege of sharing in your financial journey.

May the new year bring you joy and happiness.

All my best, 

Lee Stoerzinger, CFP®
President

WINTER

Writ ten by Lee Stoerzinger,  CFP®

Investing involves risk. No investment strategy can guarantee positive results. Loss, including loss of principal, may occur.
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Writ ten by Lee Stoerzinger,  CFP®

et’s talk markets. I’m assuming you think I’m referring 
to the U.S. stock market, right? Well not so fast. 
I understand when we think about our own 

retirement, we tend to look at the news about the stock 
market to see how we think we are doing. In this article. I 
want to take a broader approach and share some thoughts 
on important things going on economically beyond the stock 
markets, and how they directly affect you. 

When we build portfolios, there are many different parts 
depending on the specifics for each client. Traditionally, the 
“engine” part might be the percentage we have allocated to 
stocks – 40%, 60%, 80%, etc. based on risk tolerance. The 
rest might normally be considered the “stuff” that reduces 
the risk, such as traditional bonds. So, you may have a 
portfolio that is 60% stocks and 40% bonds, for example. 
In our discussions, we tend not to pay as much attention to 
“the other stuff” such as the traditional bond side because, 
for many years, it just did what it was supposed to and the 
economic environment supported this approach. We believe 
this is about to change. 

Since interest rates peaked in the late 1970s and early 1980s, 
we have essentially been in a declining or flat interest rate 
environment, beyond maybe a few outlier years. This has been 
a great scenario for long-term bonds because when rates go 
down, bond prices go up. Due to several economic forces, 

including Federal Reserve action, inflationary pressures, and 
the sheer amount of money in our economy, we may now be 
in the first period in several generations where we need to 
manage portfolios based on rising rates. So, what does that 
mean to you? It means same job different tools. 

While we spend time looking at global markets and 
determining where we think they are headed, we have 
significantly changed how we are building the “other side” of 
portfolios. These parts still need to “pull their weight” so to 
speak, and we want to be sure they are allocated correctly. 
For example, shortening maturities on the bonds we hold, 
increasing commodity and managed futures exposure, rising 
dividend holdings, etc. These provide opportunities during 
rising rates as well as inflationary hedges and set out to do 
what they can as part of the larger picture. 

We normally wouldn’t get so far into the weeds in a 
newsletter article, especially as it relates to how we manage 
portfolios, but we felt it was important. You will be hearing 
a lot of news over the next few years about inflation, rising 
interest rates, what the Fed is going to do, and how our 
economy is changing. Rest assured that we have already taken 
this into account and spent time building portfolios which 
will reflect this new reality. We all still need to get where we 
are going. It’s just that the trail might look slightly different 
going forward.
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WHAT WE WANT 
FROM YOU 

he world of financial planning 
is an interesting place. The 
foundation it is built upon, 

at least from a marketing and media 
perspective, is heavily based on how to 
invest, where to invest, and so forth. 
It seems reasonable in some ways. 
However, the “real” world of true wealth 
management extends well beyond the 
day-to-day markets and the latest news. 
It’s about building a roadmap which 
can encompass tax planning, legacy 
and planned giving, government and 
corporate benefits, distribution planning, 
risk management, etc. The money is just 
what gets you there. 

I can’t count how many articles or 
interviews I have seen about “how 
to engage a financial professional” or 
“risks to avoid when finding a financial 
planner.” I guess they could be valuable, 
especially since partnering with someone 
to assist you with your wealth is a big 
decision. There is such an education gap 
between what people perceive we do 
and what we actually do and, to be blunt, 
a very broad range of actual knowledge 
coming from our industry. However, one 
item I have never seen anywhere is “what 
your financial professional expects from 
you.” Go ahead, try to look it up. 

We have spent almost 30 years building 
something different; something which 
not only checks the boxes and gets you 
where you are going but also something 
that adds more. Much more. We engage 
in a relationship which helps you think 
about what money means in your life, 
why you are here in this world, and what 
message you want to share when you are 
gone. What we offer takes a team of high 
energy, thoughtful people to effectively 
provide the experience we seek. This also 
means the relationships we nurture need 
to have a healthy regard for the process 
and collaboration from both sides of 
the table in order to maximize success. I 
thought it might be helpful to share what 
we believe makes for a truly valuable 
relationship. In other words, what we 
want from you. 

USE OUR RESOURCES 
Over time, we have built a team with expertise in “all things financial.” 
This is offered through client meetings, print and digital communication, 
comprehensive technology and in person events. Each of these channels 
provide unique value and you should use them to the fullest extent to see 
the most benefit.

Writ ten by Lee Stoerzinger,  CFP®

OUR GOAL is not to be some things to all people, but all 
things to some people. If you are a client, we are thankful and we so look 
forward to a bright future together.

EMBRACE OUR VALUE 
PROPOSITION 
While much of our industry is spending time asking people “how” they 
would like to invest, we want to know “why” they want to invest. “How” 
is the easy part. Without knowing the “why,” it is kind of like packing 
for a vacation without knowing where you are going. Our values-based 
approach helps you understand how money works in your life and what 
it all means. Embracing this provides an avenue for truly meaningful 
outcomes. You have this opportunity. 

HAVE A LONG-TERM VISION 
This world is very good at taking things which should be measured over 
the long-term and using short-term information to take us off track. We 
challenge you to keep your true goals in mind, do the hard things when 
appropriate, and trust in our abilities to lead you through all of what this 
life brings. It’s what we do, and we go to work each day knowing to never 
take this for granted. 
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F

hat was supposed to 
be a quick, eight- to 
ten-week remodel, 

turned into a little bit longer of a 
project for us. Truth be told, we’re 
still waiting on some of the furniture 
items and décor to arrive. But our 
individual offices are completed, our 
conference room is ready, and our 
team is back together again at the 
office. We are looking forward to 
showing you all our new space.

Lee’s new upper-level office 
(at left)

The new upper-level conference 
room provides additional 
meeting space and acts as a 
casual gathering space 
(bottom left)

The upper-level kitchenette 
has a fun and colorful look 
(bottom right)

Relax in our warm and 
inviting reception area 
(at left)

Our updated lower-level 
conference room offers 
flexibility with two 
seating areas (above)
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ohnny has been sick since he was nine months old. He is now seven, and 
has been through many surgeries. His mom is home with him full time. It 
has been stressful on the whole family, including his other two siblings. 

It’s an interesting thing about Johnny: While he is the one who has to suffer, 
he never seems affected by his misfortune. For example, when the family 
is stuck in traffic and others are complaining, Johnny enjoys looking at all 
the cool cars. When there is “nothing to eat” in the house, he encourages 
everyone to sit down at the table together and have peanut butter 
sandwiches. And when the rain disrupts the family’s plans, he talks about the 
grass and how happy the farmers must be.

Some people look at Johnny and feel sorry for what he’s been through. He’s 
used to it. In fact, he is often confused by their concern for him. Actually, 
Johnny has been given special gifts. While he has endured trials few could 
handle, they contain hidden blessings. You see, this world and its distractions 
have never separated him from time. He lives in the moment because he 
doesn’t know anything different.

Oh, there are tough days, physically. On those days Johnny retreats upstairs 
to his room where his favorite saying hangs crookedly on the door, “When life 
becomes too much to stand...kneel.”

If you owed someone one trillion dollars, with an 
agreement to pay back one dollar every second, how 
long would it take you to pay back the money?

TRIVIUM
Definition: Studies intended to provide 

general knowledge and intellectual skills.

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 $25 gift certificate. 

Congratulations to Cami Z., who was chosen as our Trivium winner from last quarter. Cami correctly answered ‘Boston Scientific‘ 
to the question: “Who was Jerry Stoerzinger’s last employer before he retired?” Shawn K., Jim K., John R., and Meg S. also 
answered the question correctly.
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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®

One day 
unexpected, 
the sun will 
appear.  Your 
heart will be 
lighter and 
your head 
will be clear.

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

Check out Lee’s book…
On The Back Burner
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For Living
Writ ten by Lee Stoerzinger,  CFP®
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What’s Your Resolution?
Most Americans make at least one New Year’s resolution each year, usually hoping to spark a positive change in their life. Here 
are the top 5 most common resolutions (we’re happy to see personal finance made the list!). 

© Psychology Today

Stay fit & 
healthy

Lose weight

Live life to 
the fullest

Spend less, save more

Spend more time with family 
& friends
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e are so grateful for the 
opportunity to acknowledge 
and celebrate our valued 

clients. Thank you to those who were 
able to join us at Kellerman’s Event 
Center in November. Through your 
generosity, we raised nearly $10,000 
for our charitable partner, Global Seed 
Planters, to assist in their efforts to 
develop an agricultural demonstration 
farm in a northern Uganda village. It 
was truly a night to remember!

Top: Friends Patti P. (client since 2005), 
Gail W. (client since 2010), Polly and 
Tim W. (clients since 2018), and Wally 
W. (client since 2010) enjoying quality 
time with Nicole

Middle: Cindy (client since 2017) and 
Vince C., Matt Benson, Mel and Chris F. 
(clients since 2015) reconnecting with 
great conversation

Directly Below: Aksel and Soren 
Benson having just as much fun as the 
adults!

A  W O N D E R F U L

Above: Lee and 
long-time client 

(since 2005) 
Mark S.

Above right: 
Katy B. (client 

since 2021) and 
Terry and Kim 

K. (clients since 
2002) spending 

time with Lee

Right: Paul B. 
(client since 

2019), Jeff and 
Patti P. (clients 

since 2019), 
Denise and 

John P. and Jim 
K. (client since 
2002) enjoying 

a delicious meal 
together

Our team – Grateful for the opportunity to celebrate our clients.
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EMPLOYER PLAN 
UPDATES
Those of you with employer plans like 401(k), 403(b), or 457 
plans now can defer up to $20,500, which is an increase of 
$1,000 from last year. The catch up for those over age 50 
remains the same at $6,500 but it may not be a bad idea to 
adjust deferrals into your plan if you can do the full $27,000 
in 2022. Those of you in Simple and SEP IRAs also got a bump. 
The Simple limit moved up $500 to $14,000 and the SEP limit is 
now $61,000 up from $58,000 in 2021. If you are covered by a 
high deductible plan and are eligible to contribute to an HSA, 
those limits went up a bit too. The new limits are $3,650 for an 
individual and $7,300 for family. HSAs have been a great way 
to lower taxable income and get money set aside for medical 
expenses. They have increased in popularity as the investment 
options have expanded and these accounts do not have any 
income limitations.

RMD ADJUSTMENTS
You will also see changes to Required Minimum Distributions 
(RMDs) for IRAs in 2022. In November of 2020 the IRS revised 
the Uniform Life Table used to calculate an IRA owner’s RMD, 
which hadn’t been done since 2002. As a refresher, when an 
IRA owner reaches the age of 72, they are required to take a 
minimum distribution out of their IRA. That minimum amount 
is calculated by taking their end of year balance of the previous 
year and dividing by the appropriate age factor on the Uniform 
Life Table. The changes effectively reduce the amount that 
needs to be withdrawn on a percentage basis. We track all this 
for our clients and will have updated numbers by the time you 
get around to reading this article.

GIFTING CHANGES
While the lifetime gift exemption amount moved up to $12.06 
million per individual in 2022, something a little closer to 
home is that the annual exclusion amount went up to $16,000. 
That means an individual can give $16,000 to anyone, remove 
money from their estate, have it not counted toward the 
lifetime limit, and satisfy a potential legacy goal. A husband 
and wife can do $16,000 each to the same person all without 
taxation or reporting requirements.

As we get 2022 under way, please let us know if you have 
questions related to these topics or anything else for that 
matter. We greatly appreciate the opportunity to work with 
each and every one of you.

hen we recently received a lovely note on a hand 
painted greeting card created by one of our clients, we 

knew instantly we needed to share this amazing talent with 
our community. John H., a client since 2009, has been creating 
beautiful works of art his entire life.

John’s earliest memories of drawing pictures go back to his 
grandpa’s auto dealership and garage. He would visit the shop 
on weekends and draw pictures while sitting at grandpa’s big 
desk. John’s passion for art carried into adulthood and led 
him to many wonderful job opportunities. He worked as a 
freelance artist, a product designer for a toy company, and 
as a director of product development before starting his own 
business in the art and importing field. 

When John retired from his career in 2008, he was able to 
devote even more time to his passion. He and his wife, Phyllis, 
built Journey’s Gallery of Art and Framing, a studio for John 
to work. Among his favorite things to paint are portraits, 
cartoons and places he and Phyllis have traveled. He also 
loves to create greeting cards. “It’s hard to describe the 
joy I get using my own cards and handwriting a note to 
people I love.”

Thank you John, for sharing your passion and talent with our 
team and our community. You are a beautiful example of how 
to live your dreams.

If you’d like to share your cool talent, hobby, or interest with our community, email us at advice@leestoerzinger.com.

Greeting card art 
– blue bird

John and Phyllis, clients since 2009 Always learning — John at a drawing/painting workshop

2021 Christmas card featuring a watercolor painting

Crooked Lake, 
north of Duluth

WHAT’S NEW
in

Writ ten by Mat t  Benson,  CFP®

e find it helpful to highlight 
changes early in the year 
to give us ample room 

to plan. Whether the changes are 
something simple like contribution 
limit increases, or more nuanced, like 
a legislative change, we want to make 
sure there are no surprises. In previous 
years we shared that information in 
a table format, and I thought I would 
take a different approach this year. I 
will highlight a few specific changes, as 
well as provide some context to help 
those we work with better understand 
what lies ahead. Whether you are still 
working, retired, or thinking about 
gifting (or some combination of those), 
there should be some information here 
that is useful to you.

Whether the changes 
are something simple… 
or more nuanced… 
we want to make 
sure there are 
no surprises. 
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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.

Lee Stoerzinger, CFP®
President

Andy Roth
Financial Advisor

Matt Benson, CFP®
Financial Advisor

Christy Frost
Marketing Strategist

Angie Fitzgerald
Client Services & Office Coordinator 

Nicole Ford
Business Services Manager


