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Managing Your Money 

STAN’S WORLD — MANAGING FEARS  

Everyone loves acronyms. When it comes to stock market invesƟng, for exam-
ple, FOMO is oŌen used to explain why investors suddenly jump in when the 
market rises at a breakneck pace. (FOMO = Fear of Missing Out.) When inves-
tors have FOMO, they’re desperate to get on board so they don’t get leŌ be-
hind as the market keeps going higher. (I think we know how that always ends 
for latecomers.) 

Along the lines of FOMO is TINA, which stands for There Is No AlternaƟve (to 
stocks). I guess people who have FOMO eventually come to realize they must 
invest in stocks because they develop TINA. Of course, if you think about some 
of these acronyms for too long, you’re apt to develop NAUSEA, which means 
exactly what it spells.  

For reƟrees, there’s a relaƟvely new acronym for those of us who won’t, or 
can’t, spend the assets we’ve accumulated over our lifeƟmes: FORO (Fear of 
Running Out). As a (mostly) reƟree, I understand that fear. (Since we’re acro-
nym-tossing, I guess the opposite of FORO is YOLO, or You Only Live Once. My 
guess is the YOLO crowd doesn’t care what happens tomorrow and throws dol-
lars around like confeƫ. Please, please don’t become one of them.)   

The point of a financial plan is to take as many significant factors as possible 
into consideraƟon when a person reƟres. How much will you spend? How will 
reƟrement be funded? Is the plan likely to endure future market downturns? 
What if you live longer than projected? What if you need care in your later 
years? A financial plan is designed to allow reƟrees to enjoy reƟrement, not en-
dure it.  

The fear in FORO (again, Fear of Running Out, for those keeping track) is that 
employment income has ended. The fear is that the stock market may go down 
and take too many years to recover. The fear is that a family member may need 
your financial assistance, and you will want to help. The fear is that you’ll live a 
long life and ulƟmately call upon your family to help you to finance your needs 
aŌer all your funds are exhausted.   
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STAN’S WORLD — MANAGING FEARS (CONT’D) 
SomeƟmes, our fear of exhausƟng our funds is self-inflicted. When I was client-facing and held 
one-to-one meeƟngs with reƟrees, I always feared hearing unexpected news, especially about 
health issues. On some occasions, there were what I can best refer to as ‘uh-oh’ moments, 
when I would worry whether the financial plan that we had so carefully craŌed would be put 
in jeopardy.  

Some examples of uh-oh moments:  

 “My grandchild needs money to pay for college tuiƟon.” Uh-oh. 

 “My adult son/daughter lost his/her job.” Uh-oh. 

 “My neighbor made a fortune from a rental property, so I was thinking about…” Uh-oh 

 “My brother-in-law was telling me about his vacaƟon home, so I was thinking about...” Uh-
oh 

 “My son-in-law just got a job with this great new start-up, and they’re looking for inves-
tors.” Uh-oh 

You get the point. The list of uh-oh moments can go on and on, and with each case, I worried 
that a plan that was on target was going to fall apart. SomeƟmes I was able to avert disaster 
with my persuasive personality and good-looking boyish looks. Other Ɵmes, the barn door had 
flown open, and the horse was gone.  

I oŌen envisioned the mental sequence that got us to uh-oh moments: the bills are being paid, 
we have money in the bank, life is good, let’s do something crazy.  

A financial plan is an aƩempt to peer into the future. AdmiƩedly, planning would be so much 
easier if we knew our date of death, or whether we will ever require assisted living or home 
care aides, or whether our health will dictate where, and how, we’ll live. But we don’t know 
those things, and we shouldn’t always assume the worst, because the worst may never occur.  

I always used to joke that aŌer compleƟng a financial plan, there were some clients I had to 
push towards the window ledge (e.g., “You can spend a liƩle more than you’re currently 
spending.”) while others had to be pulled back (e.g., “This is not going to work, so tell me how 
much your kids love you and whether they have a spare bedroom.”). If you’re in the FORO 
camp, and worried that you will outlive your assets, let me leave you with a thought for your 
consideraƟon.  

If you’re a reƟree with a financial plan, you likely know approximately how much you’re going 
to spend each year, and where those funds will come from. You also have a (hopefully) con-
servaƟve expectaƟon as to how your porƞolio will perform. 

 

August 15, 2026 



 

3 

 

STAN’S WORLD — MANAGING FEARS (CONT’D) 
When the year ends, look at your numbers. If you spent less than you thought you would 
spend, and/or your porƞolio went up more than you thought it might, collect those excess 
dollars and spend some of them. Buy something; go somewhere; give giŌs to your children 
and grandchildren; take your family on a vacaƟon; donate to charity. Use those ‘surplus’ dol-
lars now, while you’re able to use them; while you’re able to watch your family members en-
joy your largesse. Those ‘excess’ dollars represent ‘No Regrets.’   

As my mother aged, she was fond of saying: “We’re nearer than further.” She knew to spend 
each year’s ‘allocated’ dollars, because she had too many friends who didn’t get the chance to 
do so. Yes, the markets may drop next year, but we can’t live every year in constant fear that 
bad Ɵdings are coming. It’s not a healthy way to live. Let’s use the Ɵme we have doing what 
we enjoy, and let’s leave FORO in the dust.  
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FUN WITH CHARTS! 
The Upcoming Elec on 

With midterm elecƟons coming up this November, control of Congress may, or may not, 
change. If you’ve taken note of market gains over the past three-plus years, you may be won-
dering if a change in control of Congress would impact market performance. The chart below 
shows how one stock market proxy, the S&P 500, performed over the past 100 years under all 
combinaƟons of poliƟcal control. (All combinaƟons are defined as a DemocraƟc House and 
Senate; a Republican House and Senate; and each party controlling one chamber). 

As the chart shows, the market doesn’t perform beƩer with one party in control of Congress 
vs. the other, or when control is split. As we’ve oŌen noted, corporate profits ulƟmately deter-
mine stock prices. To quote the Dimensional chart, “Stocks tend to reward disciplined inves-
tors no maƩer who has the upper hand in the House and Senate.” 

 

August 15, 2026 



 

5 

FUN WITH CHARTS! (CONT’D) 
Infla on 

If your primary concern is inflaƟon and how an increase in inflaƟon may impact your porƞolio, 
well, we have a chart for that. Examining inflaƟon and market performance over the past 30 
years “…does not show any reliable connecƟon between periods of high (or low) inflaƟon and 
US stock returns.” Of note is the comment showing the S&P 500 “…posted an annualized re-
turn of 7.16% aŌer adjusƟng for inflaƟon.”  
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FUN WITH CHARTS! (CONT’D) 
The War With Iran 

Over the past 100 years, America has engaged in such noteworthy military conflicts as World 
Wars I and II, Korea, and Vietnam, along with assorted other shorter-duraƟon skirmishes. Will 
a conflict with Iran change market dynamics?  

We’ve preached, and will conƟnue to preach, that invesƟng is a long game. We never know 
when markets will soar towards the heavens or sink to the depths. What we do know, as evi-
denced by the chart below, is that over the past 100 years, investors who had the courage and 
commitment to remain invested in the equiƟes markets have benefited greatly. Yes, the road 
is oŌen bumpy, but the results have handsomely rewarded paƟent investors.  
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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. 

15 Alden Street, Suite 12 

Cranford, NJ 07016 

Fax: (908) 789-1115 

Stanley F. Ehrlich 

Phone: (908) 789-1100 

stan@sfehrlich.com 

John Zeltmann, CFP®, CFA 

Phone: (908) 789-1944 

jzeltmann@sfehrlich.com 

1 Dimensional Quick-Takes, “The Market and Control of U.S. Congress,” 2026.   

2 Dimensional Quick-Takes, “Will InflaƟon Hurt Stock Returns?  Not Necessarily.,” 2026.    

3 Dimensional Quick-Takes, “The Bumpy Road to the Market’s Long-Term Average,” 2026.    
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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. 

 

 


