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Managing Your Money 

STAN’S WORLD — THE PROOF IS IN THE PUDDING 

To some degree, the stock market almost always experiences volaƟlity. While 
there have been periods that have been calmer than others, there’s usually 
some economic, poliƟcal, or world event that influences its performance.  

Extreme volaƟlity (i.e., a large drop in the stock market) can lead to investor 
anxiety. Prolonged periods of volaƟlity may make investors wary and oŌen lead 
to discussions regarding safety. Nobody wants to lose money; when markets 
fall, investors want to preserve what they have. AŌer all, who among us 
doesn’t remember how high their porƞolio was at its highest point? That’s the 
number we want to preserve (unƟl, of course, it goes even higher).  

Occasionally, a client will read an arƟcle and raise the issue of annuiƟes, espe-
cially if they read that they’re safer than the stock market. Or have guaranteed 
returns. The subject of annuiƟes, however, is somewhat complex, so I’ll try to 
keep it simple while answering the real quesƟon: Should you consider one?  

It’s probably a good bet that most fee-only financial advisors view annuiƟes as 
a “four-leƩer word,” and not the good kind of four-leƩer word. While we’ve 
never ruled out the potenƟal role an annuity might play in a porƞolio, rarely 
have we ever told a client he/she should go out and buy one. (Full disclosure: 
we don’t sell annuiƟes or any other insurance products.)  

There are primarily two types of annuiƟes: fixed and variable. As noted by their 
Ɵtles, a fixed annuity pays the account holder the same rate of return every 
year, while a variable annuity has a fluctuaƟng account value, oŌen based on 
the performance of the stock market. As these are insurance contracts, access 
to the funds you invest is limited, and someƟmes the enƟre amount invested 
cannot be withdrawn. It’s not the type of product that you can just buy and 
sell.   

The sales pitch for fixed annuiƟes, as oŌen presented by an interested sales-
person, may start with: “You won’t lose money.” While not as aƩracƟve as “You 
had me at hello,” not losing money certainly has a certain cachet to it. But if 
you’re not going to lose money, what are you giving up? What’s the catch? 
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STAN’S WORLD — THE PROOF IS IN THE PUDDING (CONT’D) 
At their core, annuiƟes funcƟon as investor insurance, designed to protect against the emo-
Ɵonal and financial pain that can accompany market downturns.  
While fixed annuiƟes may offer a fixed rate of return for the life of the policy (or the annui-
tant's life), they generally do not adjust in response to inflaƟonary pressures. The amount you 
receive each year remains the same. 

Historically, annuiƟes have been guilty of heŌy fees (some we’ve reviewed range from 2% or 
more), and limited upside (via a performance cap). While the term ‘heŌy fees’ doesn’t require 
further explanaƟon, limited upside means annual returns are oŌen capped, even if it’s a varia-
ble annuity. (The value of a variable annuity depends upon the underlying investments in its 
porƞolio.) 

For argument's sake, let’s assume the annuity includes a cap of 6%. If the underlying assets in 
the annuity are invested in the S&P 500 Index, for example, and that index goes up 12% in a 
year, a 6% cap means the annuity holder will see a return of 6%. The insurance company re-
tains the excess gain…for themselves. On the other hand, when markets fall, the annuity will 
lose 0%, thus retaining its value from the preceding year. And therein lies the safety aspect; 
you don’t lose money. Lest we forget, however, markets go up more years than they go down 
(an average of 11% per year for the S&P 500 since 1990).  

Some annuiƟes are pitched as having no fee, but one must look under the hood to see that 
there may be some sleight of hand at work. AŌer all, who is paying the salesperson? And what 
about the back office that underwrites the policies? Even if a fee is not readily apparent, it’s 
tucked in there somewhere. For example, a management fee may be deducted from the un-
derlying investments. AlternaƟvely, it may be classified as an administraƟve expense rather 
than a fee.  

The “proof is in the pudding” is an old proverb that essenƟally means the ulƟmate test lies in 
the results. Whether or not someone should put their hard-earned money into an annuity is 
parƟally, if not mostly, dictated by where they can achieve the best results. For purposes of 
this discussion, John ran a model comparing a $100,000 porƞolio managed by an investment 
advisor (with fees deducted) vs an annuity with a 6% cap. (The assumpƟon is 100% of all funds 
are invested in the S&P 500 Index.) Pay aƩenƟon to the ending value for both columns.  
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STAN’S WORLD — THE PROOF IS IN THE PUDDING (CONT’D) 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

While protecƟon against loss certainly sounds appealing, the inability to profit from outsize 
gains above a certain cap can be deflaƟng. Using this hypotheƟcal example, anyone who pur-
chased the annuity 20 years ago with a 6% cap, had a liƩle over 46% of the amount they 
would have had by invesƟng in the S&P 500 Index outside of the annuity. That’s a high price 
for peace of mind. (Taxes are not considered in this hypotheƟcal, and neither are any ancillary 
fees charged by the annuity company; the ending values for the annuity are gross numbers.)  

 

If you’re willing to forego upside to gain protecƟon on the downside, then an annuity becomes 
a consideraƟon. For those willing to deal with market risk and volaƟlity, join me in the “proof 
is in the pudding” crowd.  
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LAID OFF—IN CHARTS 
Over the years, many clients have shared the challenges they’ve faced aŌer being laid off later 
in life. One by one, they came to realize that it’s a lot tougher to land a job in their 50s than it 
was when they were younger.   

The Wall Street Journal1 recently reported on data collected by the Center for ReƟrement Re-
search at Boston College, and the numbers on geƫng laid off later in life are sobering. “People 
in their 50s and 60s take longer to find new jobs, while others reƟre earlier than planned.”  

Five charts tell a compelling story for anyone who is laid off later in their career, which, unfor-
tunately, is not uncommon. Among people aged 50 to 65, 14% had been laid off once, while 
4% had been laid off more than once. Among those laid off at least once, 24% were unable to 
find a new job.  
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LAID OFF—IN CHARTS (CONT’D) 
“The average weeks of unemployment for persons 55-64 who were laid off was 26 weeks, and 
32 weeks for those 65 and older.  “Older career workers who find new jobs take an 11% wage 
cut, on average…The pay cut was 15% for men and 7% for women.” 
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LAID OFF—IN CHARTS (CONT’D) 
Since 1991, the average reƟrement age has increased by about three years, due to a substan-
Ɵal increase in the average reƟrement age for women.  
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LAID OFF—IN CHARTS (CONT’D) 
“Many Americans have a job at some point in their 50s and early 60s without 401(k) and 
health insurance benefits, according to Boston College’s Center for ReƟrement Research….The 
loss of benefits could be a sign of declining job quality for older job switchers….Those who fre-
quently work without benefits in their 50s and 60s end up with about 25% less reƟrement in-
come than workers with such benefits.” 

 

 

 

 

 

 

August 15, 2025 



 

8 

 

LAID OFF—IN CHARTS (CONT’D) 
“Workers need to understand that the reƟrement decision will not always be their choice.” 

Workers believe, for example, they’ll be able to slowly transiƟon into reƟrement, but the reali-
ty shows otherwise.  
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SCAMMERS ARE SCAMMING: BE AFRAID 
Raise your hand if you remember the “Is it live, or is it Memorex?” commercial? Change a few 
words, and that’s how you should consider emails you receive that ask you to enter personal 
informaƟon: Is it real, or is it a scam?  

Of the countless emails we receive, scam and otherwise, we have selected two to illustrate 
what we examine when assessing the validity of an email and how to verify its authenƟcity. 
Although we’re not experts, it’s essenƟal to follow at least a few simple steps before acƟng on 
any emails you may receive.   

Dashlane: 

Below, please find an email we received from Dashlane, which is a password manager that al-
lows you to maintain all your passwords in a single, secure locaƟon. As we’re both fans and us-
ers, imagine our concern when we received the alert below:  
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SCAMMERS ARE SCAMMING: BE AFRAID (CONT’D) 
Read the email. Do you see anything suspicious? 

Let’s start with the email address of the sender, the first place you should look when you re-
ceive any official-looking email. Looking at the “From” address, was the email sent by some-
one at Dashlane.com?  

In this instance, the return address shows “shopviu.com”. That alone should alert you that the 
email is a fraud, and the email should be deleted. If you’re sƟll in doubt, Google “shopviu”; 
you’ll find it’s allegedly an eyewear company. This is an email from a scammer. Not only should 
it be deleted, but it’s even quesƟonable whether you should buy your glasses from 
shopviu.com. 

PNC Bank: 

Email #2 allegedly came from our friends at PNC Bank, or did it?  It’s too long to include in our 
newsleƩer, but here are the key points:    

 AŌer 30 years, PNC was reaching out to confirm perƟnent informaƟon about our business, 
including EIN number, related Social Security number(s), and our online PIN.  They were al-
so asking us to confirm account numbers and mailing addresses. 

 We were to click the link in the email, which would take us to a website where we would 
enter the required informaƟon. 

 The email even included a consequence if we didn’t respond – potenƟal account closure. 

Our iniƟal response was to declare fraud. AŌer 30 years, PNC Bank picked that week to con-
firm our business informaƟon? InformaƟon they wanted us to re-enter on ‘their’ website? Re-
ally? 

On the other hand, what if we really are required to complete a certain form lest PNC Bank 
puts a hold on our account? What if this is legiƟmate?  

As we did with Dashlane, the first thing we did was check the sender’s email address, which 
did, in fact, include “@pnc.com”. That may feel compelling, but it’s not conclusive, because 
you can falsify a sender’s email address.    

The email also includes a website we’re instructed to visit to complete this allegedly required 
form. The website included the leƩers “pnc.com” within the address, but, at least to us, its va-
lidity was sƟll inconclusive. 
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SCAMMERS ARE SCAMMING: BE AFRAID (CONT’D) 
A phone number is included in the email, which can be called for assistance. To confirm the 
authenƟcity of that number, we went to the official PNC website. When the phone number in 
the email did not appear on the website, our level of suspicion rose even further. (NOTE: Nev-
er click on a website link included in a suspicious email, and never call a phone number includ-
ed in the body of the email. Instead, Google the company name and go directly to its official 
website.) 

Finally, we called a PNC phone number listed on the official PNC website, where we eventually 
spoke to a representaƟve in the business banking department.  Lo and behold, this email was 
legiƟmate, and a PNC representaƟve verified the phone number included in the email. She al-
so said they’ve received quite a few phone calls from their business customers. Like us, those 
customers were all correct to call to seek verificaƟon from a trusted number. Kudos to them, 
and to us.  

Did this process take a few minutes? Absolutely, but it’s the only way to be sure you’re re-
sponding to a legiƟmate website if/when you’re requested to enter personal, or, as in our 
case, business informaƟon.  

When it comes to emails and unsolicited phone calls, we should all follow the advice used by 
good carpenters: measure twice and cut once. Think twice (or more) before providing person-
al informaƟon on a phone call or opening unsolicited links either in an email or a pop-up on 
your computer. (And don’t forget you can always call or email us with any quesƟons.) The po-
tenƟal cost of making a mistake can be far worse than the extra few minutes it takes to con-
firm the integrity of the sender (or caller).  
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S.F. Ehrlich Associates, Inc. 

has been providing finan-

cial advice on a fee-only,  

independent basis for over 

25 years.  

Managing Your Money is 

compiled enƟrely by  

Stanley F. Ehrlich and  

John Zeltmann. 

QuesƟons or comments 

are always welcome (and  

encouraged!). 

Did we men on?  If you have a friend or family member who you 

think might benefit from a discussion with us about financial 

planning and asset management, please pass along our phone 

number and email address.  Long-term growth is not only crucial 

to porƞolios, it’s also criƟcal to a business. 

If you have a friend, co-worker, or relaƟve who’s in need of fi-

nancial advice due to a pending or actual job loss, please give 

them our contact informaƟon.  We’re always glad to speak pro 

bono with people who need a hand. 

CLIENTS: Please remember to contact S.F. Ehrlich if: a) there are 

any changes in your financial situaƟon or investment objecƟves, 

b) you wish to impose, add or modify any reasonable restricƟons 

to our investment management services, or c) you’ve changed 

your permanent residence.

S.F. Ehrlich Associates, Inc. 

-1100 

stan@sfehrlich.com 

 

Stanley F. Ehrlich 

Phone: (908) 789-1100 

stan@sfehrlich.com 

John Zeltmann, CFP®, CFA 

Phone: (908) 789-1944 

jzeltmann@sfehrlich.com 

1 “Tergesen, Anne, and Veronica Dagher. “Here’s What a Late-Career Layoff Looks Like in America, in 5 Charts.” The Wall Street Journal, 
19 July 2025.  
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IMPORTANT DISCLOSURES 
S.F. Ehrlich Associates, Inc. (“SFE”) is a registered investment advisory firm in New Jersey that offers investment adviso-
ry, financial planning, and consulƟng services to its clients, who generally include individuals, high net worth individuals, 
and their affiliated trusts and estates. AddiƟonal disclosures, including a descripƟon of our services, fees, and other 
helpful informaƟon, can be found in our Form ADV Part 2, which is available upon request or on the SEC's website at 
www.adviserinfo.sec.gov/firm/summary/121356. 

If you are an exisƟng client of SFE, it is your responsibility to immediately noƟfy us if there is a change in your financial 
situaƟon or investment objecƟves for the purpose of reviewing, evaluaƟng or revising any of our previous recommen-
daƟons and/or services. 

This newsleƩer is for informaƟonal purposes only and is not intended to be and does not consƟtute specific financial, 
investment, tax, or legal advice.  It does not consider the parƟcular financial circumstances of any specific investor and 
should not be construed as a solicitaƟon or offer to buy or sell any investment or related financial products.  We urge 
you to consult with a qualified advisor before making financial, investment, tax, or legal decisions. 

InformaƟon contained herein has been obtained from sources believed to be reliable. While we have no reason to 
doubt its accuracy, we make no representaƟons or guarantees as to its accuracy.  The opinions and analyses expressed 
herein consƟtute judgments as of the date of this newsleƩer and are subject to change at any Ɵme without noƟce.  Any 
decisions you make based upon any informaƟon contained in this newsleƩer or otherwise are your sole responsibility.  

No graph, chart, formula, or other device can, in and of itself, be used to determine which securiƟes to buy or sell, or 
when to buy or sell such securiƟes, or can assist persons in making those decisions.   

Any securiƟes menƟoned in this newsleƩer are for illustraƟve purposes only and should not be construed as investment 
advice or a recommendaƟon to buy or sell. There is no guarantee that a parƟcular client's account will hold any or all of 
the securiƟes menƟoned in this newsleƩer. AddiƟonally, from Ɵme to Ɵme, SFE’s officers, directors, employees, agents, 
affiliates, or client accounts may hold posiƟons or other interests in the securiƟes menƟoned in this newsleƩer.  

Any historical index performance provided herein is for illustraƟve purposes and includes the reinvestment of dividends 
and income, but does not reflect advisory fees, brokerage commissions, and other expenses associated with managing 
an actual client account. An index is an unmanaged group of stocks considered to be representaƟve of different seg-
ments of the stock market in general. Index performance does not represent actual account performance. One cannot 
invest directly in an index. A descripƟon of each index menƟoned in this newsleƩer is available upon request. 

Any hypotheƟcal performance shown or discussed herein is for illustraƟve purposes only.  HypotheƟcal performance 
results have inherent limitaƟons, including: they are generally prepared with the benefit of hindsight; do not involve 
financial risk or reflect actual trading; and do not reflect the economic and market factors, such as concentraƟon, lack of 
liquidity or market disrupƟons, trading costs, and other condiƟons, that might have impacted our decision-making when 
managing actual client accounts. Since trades have not actually been executed, hypotheƟcal performance results may 
have under- or overcompensated for the impact, if any, of certain market factors.  

 It should not be assumed that future performance of any specific investment, investment strategy, or index (including 
any discussed in this presentaƟon) will be successful or profitable or protect against loss.  

Any forward-looking statements or projecƟons herein are based on assumpƟons. By their nature, forward-looking state-
ments involve a number of risks, uncertainƟes, and assumpƟons that could cause actual results or events to differ mate-
rially from those expressed or implied by the forward-looking statements. You should not place undue reliance on for-
ward-looking statements, which reflect our judgment only as of the date this newsleƩer was published. 
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