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FALL
WELCOME
Dear Clients and Friends,
It’s hard to believe the fall season is already here! As you know, we had a busy summer
with a lot of changes occurring at the office. I’m happy to report our office expansion
and remodel project is nearly complete. We, like so many others, are waiting on a few
items delayed in shipping but much of the office is back in operation. We’ll be sure to
share final photos as soon as we’re all moved back in.
I guess I can thank the pandemic for teaching us we can work remotely and still deliver
top quality client service. That model proved helpful over the past two months as
our staff, once again, worked from home to accommodate the construction project.
During this time, we reflected on our individual roles and how we can work together
to best serve our clients. On page 8, we reintroduce you to our team and provide a
brief description of each person’s important role.
I’ve written about a few topics I’ve been thinking a lot about lately. On page 3, I reflect
on the idea that the way we feel about money in adulthood, often derives from what
we learned as a child. I also discuss the always fun topic of taxes (page 12). Also in this
issue, Andy draws parallels between investing and golf (page 4). And Matt follows up
on an article he wrote about the SECURE Act last winter (page 6). Matt also introduces
a new feature to our newsletter – “What’s Cool with our Clients” on page 15.
Don’t miss the important information about our client party on page 14. We’re
returning to Kellerman’s Event Center on November 11th for this annual celebration.
In addition to being a great way to reconnect (and get pies!), we’re excited to support
our 2021 charitable partner, Global Seed Planters, at the event this year.
Enjoy the beauty of the season!
All my best,

Lee Stoerzinger,
President
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The Stories We
Tell Ourselves
Writ ten by L ee Sto er zinger, CFP®

oney. It’s a part of life, right? It’s not only used
to purchase goods and services so we can live,
but it’s also used to define success, status and
accomplishment. Some people have lots of money, and others
barely any. Whether by choice, opportunity, gift or legacy,
there are many reasons why we are in the exact positions we
are as it relates to money. We often tend to think of it in the
linear fashion, but one’s thoughts on money can be multidimensional too, containing emotion, logic, spirituality, etc.
One thing I have always found interesting is the stories people
learned about money along the way, especially early in their
lives, and how those stories made significant impressions on
behavior and decisions, often many years later.
For example, you may have grown up in a family where you
heard “we can’t afford that” many times from an early age. Or
how about, “it’s not appropriate to talk about money,” (along
with politics and religion). Or “if you are a good person, you
will be rewarded with money.” Or “we deserve it.” And on and
on. But what does it all mean and is there anything we can
learn from all of this?
If we were able to think about the scripts we learned along the
way, we would realize just how much of an imprint they have
made. We may even determine that some of them resulted in
positive outcomes and opportunities, while others may have
put limiting beliefs in our minds. I can’t tell you how many

people I have met with over the years that have built certain
money beliefs or spending habits, only to realize they go back
to “life on the farm” or “going without” or growing up in a
family where charity to others was important. We carry these
things with us and they shape who we are. It often helps explain
how so many people can have strong fears of running out of
money even though they have more than most will ever have,
or how limiting beliefs prevent us from earning more because
we don’t feel we are worthy. Or even why money comes easy
to some people, and is extremely hard for others. Sometimes
what we think or feel isn’t always aligned with the reality.
Step back and take a look at your personal history and the
ways you think about money. What stories were you told and
how do they influence you in the current moment? Do you
think they have helped you become successful or have they
created limits on your life? Regardless of your situation, know
this—any of these beliefs can be changed, especially the ones
which present challenges. Just as they were learned, so too
can new roads be paved. It takes some practice, but the first
step is framing what they are and how your behavior has been
shaped. This is extremely powerful stuff and can flow into
many other parts of your life. Most importantly, when you
think about why you are here in this world, give some thought
to where money truly ranks compared to all the other things
you say you value in your life. Does it match the stories you
tell yourself?

CFP®
Investing involves risk. No investment strategy can guarantee positive results. Loss, including loss of principal, may occur.
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Working
on the
Long Game
Writ ten by A ndrew Roth, Financial Advisor

’m not a good golfer. I’m not saying this to be
modest…I’m really lousy.
My struggle with golf has had its evolutions. My
parents enrolled me in golf camp as a child. There
were phases at the driving range in my teens and
good faith attempts by colleagues to get me into
the sport. With every attempt I lost patience,
got frustrated, or didn’t see the quick progress I
anticipated. A descent handicap seemed like a faroff dream. I had a long way to go until I could hang
with my friends, some of whom had grown up on
the course.
I’m currently attempting to get into the sport again.
Maybe my 30s will be the decade I embrace the
greatest game.
A thought recently crossed my mind in the middle
of a driving range session... as I realized I was
death-gripping the club, blisters were developing
on my fingers, I was hitting balls off into the trees
and feeling like I didn’t have a whole lot to show for
it. The harder I swung, the more elusive that little
ball became…
“Maybe this is how some people feel about
investing?”
Lifelong investing is a lot like the sport of golf. It
seems to come easier for some than others. It can
be deeply emotional and psychological. Sometimes
it takes years to see appreciable results. Sometimes
the harder you try—whether it be with timing the
markets, taking undue risk in search of return, or
overthinking your options—the more you get in
your own way. Frustration can be your biggest
enemy. Sometimes the harder you swing, the more
unpredictable the ball.
If there’s one thing I’ve realized about golf through
my starts and stops—the more relaxed you are, the
better you’ll play. This is also true about investing.
We’ve all met people who have stories about
homerun investments or get-rich-quick schemes,
but for most of us, returns are realized in the
long term. There are also a lot of ups and downs
along the way. Just like fixing a golf swing, there
usually isn’t one easy solution. Success is realized
by consistency, patience, and persistence. Lifelong
wealth takes a lifetime to achieve.

4 I 2 0 2 1 FA L L N E W S L E T T E R

Some days on the golf course are easier than others—
some days are windy, some are rainy, some are
oppressively hot. You may just lose a ball or two, or
six. Some holes have sand traps, some have water
hazards, and in certain climates you might even find
some alligators! Each round involves many variables
that could affect the score. In the world of investing
there are a myriad of different factors that might
affect short-term results. Just like the weather—
most of these are out of our control. Taking a lesson
from golfers, they’re usually not too picky about the
weather. Most lifelong golfers also don’t throw their
clubs in the lake because they get a double bogey
or two. As investors we shouldn’t let the short-term
outlook or performance affect our long-term plans
either.
I often hear from golf advocates that it’s a game you
can play your entire life. It’s something friends can
do together well into retirement. One of the greatest
things about golf is that it’s a facilitator. For some, golf
is the vehicle that allows them to build relationships
and connect with friends and family. The benefits
extend well beyond the tiny pencils and score cards.
As financial planners, our responsibility exists beyond
the portfolios you entrust us to manage and extends
to the more complex human element. Just like golf,
the objective isn’t simply the achievement of a certain
score, but instead the integration of a lifetime’s work
into the fulfillment of deeply personal goals. What’s
the long-term plan? How can we work on the “longgame?”
Everyone has different experiences with golf, just like
we’ve all had different experiences with investing.
Quick wins come easy for some. For others it feels like
a grind. The important thing is that we continue to
try. Don’t “force it” to your own detriment. Swinging
harder isn’t necessarily better. Few of us will play
on the PGA tour and few of us need 10% returns to
achieve our goals. Warren Buffett and Jack Nicklaus
are icons, but neither are benchmarks by which to
measure our own success.
If it ever feels overwhelming, just remind yourself to
relax, maybe loosen your grip, and take a deep breath.
Look around and enjoy your surroundings. Finally,
remember this shot will be one of thousands—so
don’t get discouraged.
Have fun and swing away.
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Writ ten by Mat t B enson, CFP®
n the 2021 Winter Envisionary, I wrote about the
significant change to the “stretch IRA” provision because
of the passage of the SECURE Act. Planners have used
this concept for decades to help preserve the assets of IRA
owners and their beneficiaries. In thinking about recent
client meetings, this rule change has given pause to how
accounts are currently titled and what impact that may have
to clients’ future planning.
My initial article took a detailed angle at what was changing
and why. Where I thought we could dive deeper was on
the strategies or conversations we should be having now
that the rules are clear. I feel my dad saying, “well you’ve
identified the problem, what are you going to do about it?”
So, the challenge is that a non-spouse beneficiary of an IRA
now must take the inherited portion of an IRA and distribute
it entirely (and pay taxes at their rate) in 10 years after the
IRA owner’s death. Let’s talk about some options for both
the IRA owner and the beneficiaries to think proactively
about this.
Let’s assume a husband and a wife, age 65, with 500K in
each of their IRAs. Assume also they have two children in
their 30s. In the post-SECURE Act world, these IRA owners
have a goal to maximize the amount that gets to their heirs
and minimize the tax burden placed on them. The parents
in this situation could take the approach of annual Roth IRA
conversions of their IRAs. They are not required to draw on
their IRAs via mandatory required distributions until age 72,
and presuming they are retired, they could very well have
a low-income tax bracket. In the seven years leading up to
RMD age, they could move a significant amount of their IRAs
from tax-deferred IRAs to tax-free Roth IRAs.
Another strategy that could be employed is to change
the beneficiary designation of the IRAs. If the spouse is
made 50% and each of the two children are made 25%
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primary beneficiaries (as opposed to naming the children
as “contingent”) this will create two separate 10-year
distribution windows for the children as heirs. What we see
most often is the spouse is the 100% primary beneficiary.
That creates a situation where all the IRA assets are in the
surviving spouse’s IRA resulting in one 10-year distribution
window for the heirs.
Looking at this rule and its impact on the beneficiaries also
presents planning opportunities. The rule states that the
account must be liquidated entirely at the end of 10 years
after the IRA owner’s death. That means there is technically
an 11-year window to spread the distributions over. If the
goal is to spread the income evenly over the allowable
period, taking a partial distribution in the year of death, is
a strategy that works. If a beneficiary inherits an IRA at age
55 in their peak earning years, it may make sense to defer
any distributions to allow the inherited IRA to continue to
grow tax deferred. If retirement at 62 is the plan, the rule
allows for bigger distributions in those lower-income tax
years. If the beneficiary has fluctuating income, coordinating
the distributions from the inherited IRA in a “lump” fashion
makes sense to maximize tax efficiency. We also have
charitable strategies to offset large income tax consequences
of distributions.
Every one of our clients’ situations is unique, with differing
goals and objectives. As you can see from the list above,
there are countless ways to plan proactively for this
change in legislation. While this article describes very
specific scenarios, it is really a retirement income planning
discussion. We have written many articles on our industry
and its lack of focus on thoughtful distribution planning.
It is much easier to not put a plan in place because of the
vast amount of information out there. If you’re feeling
overwhelmed by all of this, never fear. We have a wealth of
experience in this area and are always ready to help out.
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ur office isn’t the only thing that’s been refreshed recently. We’ve also refined our
roles to ensure the consistent delivery of world-class service. Get to know our team
and the specific ways each one of us can personally help you achieve your goals.

Lee Stoerzinger, CFP®
FOUNDER AND PRESIDENT

As company founder and President, Lee focuses on the long-term vision and strategy
of our business. He is our lead advisor, overseeing investment research and money
management solutions. Lee plays an important role developing and nurturing client
relationships and is passionate about community and charitable involvement.

Nicole Ford

BUSINESS SERVICES MANAGER

Nicole utilizes her talents and experience to support the strategic objectives of our
organization. In her diverse role, she is responsible for contributing to the overall needs
of our business including firm financials, operations, marketing and human resources.
Nicole shares her passion for helping others by taking an active role in our company’s
community outreach efforts.

Matt Benson, CFP®

Christy Frost

Exceptionally skilled in providing financial advice and planning recommendations,
Matt is a primary point of contact for our clients. He takes the lead role in client
meetings, manages portfolios and is the liaison to our institutional partners.
Matt is always available to provide guidance on a wide variety of topics
and concerns.   

Christy develops marketing strategies that support business objectives and align with
our values. She manages our communications, advertising and events and takes great
pride in recognizing the special moments in our clients’ lives. Christy oversees our
brand, helping to ensure Lee Stoerzinger Wealth Management is a thoughtful and
contributing part of the community.

FINANCIAL ADVISOR

MARKETING STRATEGIST

Andrew Roth

Angie Fitzgerald

As a financial advisor, Andy is a trusted advocate and point of contact for our clients.
He plays an important role in planning, investment discussions and providing advice.
Andy is active in client meetings and also works behind the scenes coordinating with
our institutional partners, researching trends and monitoring markets for the benefit
of our clients.

An essential member of our team, Angie provides support to our advisors and clients so
everyone is set up for success. She is the first point of contact when calling or visiting
our office and is always willing to help with any task. Angie is available to schedule
meetings, process requests and execute transactions with a focus on finding positive
solutions for all.

FINANCIAL ADVISOR
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CLIENT SERVICES AND OFFICE COORDINATOR
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Writ ten by Lee Stoer zinger, CFP®

“I read The Envisionary…

Writ ten by L ee Sto er zinger, CFP®
ust after I started my business in 1993, I began publishing my newsletter, now
known as The Envisionary. In the mid-1990s, I introduced the Trivium question, a
feature I was hoping would be a fun way for me to engage with my reading audience
a bit more. I don’t remember what my first Trivium question was, but I do remember
who answered it first – my uncle Jerry Stoerzinger.
Jerry’s quick and correct answers to all Trivium questions became a certainty. He was
always the first one to respond. In addition to providing the correct answer, he usually
also added
a witty
comment
more Maybe it’s hundreds,
et’s say you leave your house this morning
and have
a nice
pocket or
fulleven
of money.
about
matter.
or even thousands, but more than you wouldknowledge
usually carry.
Youthe
getsubject
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
was selected
as the winner
of the
to you. It will change how you think about theHeworld.
Your encounter
will stop
you in your tracks and cause
you to literally take out that wallet full of money
and donate
of it,that
righteventually
on the spot.
drawing
so manyall
times,
we mutually agreed to take his name out
of the hat. But even though he knew he
There are so many things we encounter in ourwasn’t
lives that
touch
ourfor
hearts
and provide
in the
running
the “prize,”
he the opportunity
He wasto selected as
give. Maybe it’s a homeless veteran outside in
the
cold,
an
organization
that
fights
for
something
we believe
still played the game just for the fun of it.
the
winner of the
in, or meeting someone with physical challenges
couldn’t
imagine
for question
even one day. Whatever your story,
Jerryyou
answered
every
Trivium
drawing
soa many
these life events are what shape us into who we are and provide meaning to all we live for. They
often cause
correctly from my first question in the
re-set and get us back to what’s important.
times, that eventually
1990s through our Spring 2021 edition.

So, what happens? What does the rest of that day look like?

we mutually agreed
out

Here’s your call to action. First, please send us your story. What would cause you to empty your
to take his name
Sadly, weoflost
mylife?
uncle
on August
4,
pockets on the spot, and change the entire direction
your
HasJerry
it already
happened
to you?
2021.
In
honor
of
Jerry,
our
greatest-ever
of the hat.
Secondly, go out and live that story in vivid detail. I Triple Dog Dare You.
Trivium player, we dedicate this edition’s
Trivium question to him.

TRIVIUM

Definition: Studies intended to provide
general knowledge and intellectual skills.

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

Who was Jerry Stoerzinger’s last employer before
he retired?
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 Greg R., who was chosen as our Trivium winner from last quarter. Greg correctly answered ‘Devils Tower in
Wyoming’ to the question: “What was the first national monument in the United States?” Cheryl H. and Patricia T. also answered
the question correctly.

A Little
Reminder
Writ ten by L ee Sto er zinger, CFP®

ecently, I was reflecting on the fact that it has been almost a decade
since I was in the country of Haiti. This means my children are now
pretty much adults. The time spent in Haiti personally changed
the trajectory of my life. The things I saw and experienced there not only
broadened my world but instilled a deep appreciation and thankfulness for all
...in the Isun
of my anewly
sofas!”
haveoninour
my back
life. Inporch.”
fact, it moved…on
me one
to publish
book,designed
for gosh sakes.
With
Chuck that
and said,
Terri,it’s
retirees
living
Kim,we
owner
of Kim
in we
amazing
how, over time,
can fall
backSalmela
into the Atelier
comforts
the
good
in forget
Mesa, those
AZ things which truly make us who
Los Angeles,
have
andlife
often
we are. CA
What’s also interesting is how many new stories and opportunities there have
been along the way which seem to build exactly on my life purpose, even
though I could never have seen them at the time. As of late, I thought it might
be interesting to share some of those stories which were so impactful, and let
you seek out your own personal meaning in their messages. Here’s one such
story…

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.

Shine on like
a diamond,
let your spirit
take lead.
And make
your life story
a wonder
to read.

’’

(excerpttaken
taken from
from
(excerpt
Lee’sbook,
book,On
OnThe
The
Lee’s
BackBurner)
Burner)
Back

Check
Check out
out Lee’s
Lee’s book…
book…

On
OnThe
The Back
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.

It was the fourth day in Haiti, the first time I was ever down there. It was early
in the morning and they brought Geraldine out to see us. She looked beautiful.
There was some confusion and the workers thought she was going home
with us that day - and so did Geraldine. Alas, it was a different child and a
different family, and as it turned out, we would still have to wait another year.
Geraldine’s hair was done very traditional and she had a hand-made dress
on as her little blinking eyes looked up at us. She carried a “Bob the Builder”
backpack which held two dresses, a pair of sandals, and the hair items we had
given her. It was all she owned in the world, yet she didn’t even really own
it. And
what
emotions could go through
the mind Beach,
of a seven-year-old
….atany
theofSuper
Bowl
game!”
...on Miramar
Florida.”
childTim,
whoneighbor
thinks they
are
finally
leaving
to
a
far-off
place
with
strangers
to the
Patti and Gail, best friends on acalled
manman (“mother”
in
Creole)
and
papa,
only to be told shegirls
must
again wait?
Stoerzingers
weekend

What are your stories?

Congrats to Kim — her name was drawn as the winner of the
$50 gift card. Thanks to all who sent in their photos.
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here are not too many things
in this world that stir the pot
more than a good discussion
on taxes. “Property taxes are too
high!” — “Those people don’t pay their
fair share.” — “We pay too much!” —
“Why do they tax Social Security?” The
topics are endless and each person is
affected differently due to their unique
circumstances. So, can there ever really
be any real agreement? Should there
be? Are there any rules or boundaries
we can all try to live by and agree with?
Let us explore, shall we?

Writ ten by L ee Sto er zinger, CFP®

First, theory on tax is something that
goes way back. “Render to Caesar,”
anyone? If we look around the world
and throughout history, we find
many different attempts to support
our societal structures. Even within
our union there are vastly different
strategies. Some states have no
income taxes. Some have high sales
tax. Graduated income tax is common
and estate taxes vary. How can this
all be? Well, different regions have
specific situations and certain systems
make more sense. For example, areas
with high hospitality have sales taxes,
where areas with sparse populations
may find heavier real estate taxes more
beneficial. In addition, taxes are not
only used to fund “the common good”
anymore, but have also become ways to
shape social behavior and give priority
to certain groups to justify the means.
This is done from every side.
In order to take this further, there is
some structure we need to create. First,
we believe that taxes are necessary to
provide for our existence as a nation.
Second, we understand there are many
opinions. Third, there will never be a
perfect tax system as there are too
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many variables in our advanced societal
make-up.
Call me old fashioned, but on the
personal side, I believe taxes should
make sense, those spending them
should use fiduciary care, and there
should be accountability measures in
place for outcomes. Well, “that’s nice,
Lee, but what’s your point?” I believe
that government action and the sheer
amount of money currently being spent
is going to greatly test all previous
thoughts relating to taxes and may even
remove some of our conversational
options. The economic situation over
recent times has placed all points on
display. I used to concern myself with
how two people could look at the
same economic system and have two
completely different opinions. Or how
do we take care of the least among
us while balancing the demotivating
factors high taxes tend to cause. Now
I wonder if destiny is tapping us on
the shoulder and we need to shift our
motivations toward not what we can do,
but how exactly we will manage what is
in front of us going forward.

“...I believe
taxes
should
make
sense...”

We are the most successful country
in the history of civilization and we
contribute greatly to income, goods,
and services around the world. This
debate could go on for a long time.
I get it. I want all of us to continue to
be able to sit around the dinner table
and shape this world. It’s what makes
us who we are. It just seems like the
further we get from shore, getting
back will become quite a task. We
need to decide what we want as a
country, or those decisions are going
to be made for us and nothing
I mentioned above will even matter.
Straight Up!
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CLIENT
APPRECIATION
PARTY!
Thursday, November 11, 2021
4:00 – 8:00 p.m.

Kellerman’s Event Center • White Bear Lake

Food will be catered by

Writ ten by Mat t B enson, CFP®

ou’ve probably heard us say a few times that we have the coolest clients. Well, we do. And now we’ve finally decided to
share some of these amazing people with you.
Craig M., a client of ours for 17 years, is a woodworker and
knife maker. His love for working with his hands started early
while watching his grandfather do woodwork in his small
garage shop. Craig now has his own shop and can almost
always be found working there, building items out of wood
and metal.
A while back, I had expressed my interest in the creative
things Craig was doing in his time away from work. He was
gracious enough to offer up his space and his time to allow
me the opportunity to build my own knife from scratch!
I’ve always been intrigued by the knife making process and I
completely underestimated the skill and patience required.
Lucky for me, Craig had a lot of experience to share and is a
fantastic teacher.

Pies by

RSVP requested by Monday, October 25 to advice@leestoerzinger.com.
Please indicate your choice of pie (PUMPKIN, APPLE or PECAN) when replying.

Craig M., client since 2004, is a skilled woodworker.
Top and right, Matt Benson learns
the knife-making process.

In support of our
2021 charitable partner:
Global Seed Planters

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

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

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.

