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Managing Your Money 

STAN’S WORLD — MATTERING   

I’ve enjoyed a luxury that’s not available to most reƟrees: the chance to ease 
into my reƟrement. I’ve been able to work a liƩle, ‘reƟre’ a liƩle, and so on and 
so forth.   

As I conƟnue to cross a very wide threshold into full-Ɵme reƟrement, I’ve come 
to realize it’s up to each of us to figure out how we’re going to reƟre. I haven’t 
mastered, for example, how to leisurely sit on my porch and read a book. I sus-
pect my blood pressure probably goes up when I do so, because, at least sub-
consciously, my brain is trying to figure out what else I should be doing. I can 
enjoy leisure reading while away on vacaƟon, but that’s because the operaƟve 
word is away. While I’m away, I don’t have the ability to walk into my garage, 
go down to the basement, or sit at my desk and figure out what’s next.  

That’s my problem; I know many people who are not only content to read a 
book during the day, but also ecstaƟc. They worked for a lifeƟme, and now it is 
their Ɵme to collect dividends on that investment.  

The Wall Street Journal recently had an arƟcle about ‘The ReƟrement Crisis No 
One Warns You About: MaƩering.’1 The arƟcle states that: “Many of us plan for 
our future wealth and health. Few prepare for an equally essenƟal aspect of 
reƟrement: how to contribute to feel seen and valued.” To which I reply: not so 
fast.  

I’ve learned a lot about myself over the past few years as it relates to this re-
Ɵrement gig, and what I’ve learned is that it’s up to each of us to figure it out. 
I’m sure I menƟoned earlier that when Pearl reƟred, I asked her the same 
quesƟon I always asked pre-reƟrement clients: “I know what you’re not going 
to do, but what are you going to do?” She told me not to treat her like a client 
and that she would figure it out. (Note to self: She did.) 
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STAN’S WORLD — MATTERING (CONT’D) 
Some seniors find fulfillment in their hobbies, such as siƫng on a porch to read a book or gar-
dening. Others act as caretakers for a family member. Then there are those who enjoy volun-
teering, such as in a food pantry or soup kitchen. Some work part-Ɵme jobs or babysit for a 
grandchild. What it comes to maƩering, it’s an individual decision and a personal choice. 
MaƩering is only a crisis if we want to maƩer but can’t figure out how.  

What I would reaffirm to my fellow reƟrees is the importance of socializing. The literature is 
filled with arƟcles and studies on the benefits of being with others.  

As for me, I’m sƟll figuring things out, and that’s okay. ReƟrement is a process, not a one-Ɵme 
event.  

When it comes to my latest aƩempt at maƩering, let me share with you a story about some-
thing called Swedish death cleaning.  You may recall reading my last Stan’s World column, the 
one where I commiƩed to cleaning out my basement of ‘stuff.’ Well, it wasn’t just some fluff 
piece to fill space. I’m on it. (By the way, Swedish death cleaning is a real thing. According to 
Wikipedia: “Swedish death cleaning (döstädning) is an intenƟonal decluƩering process aimed 
at simplifying your life and sparing loved ones the burden of sorƟng through your belongings 
aŌer you pass away. It is a thoughƞul, life-affirming pracƟce of leƫng go, rather than a morbid 
or sad task.”) 

In the previous column, I talked about a four-drawer file cabinet in the basement that was 
filled with much of the detritus I had accumulated over a lifeƟme. (Some of us are beƩer than 
others when it comes to weeding out extraneous files, papers, and things. As evidenced by 
what I’ve uncovered over the past month or so, I’m not one of the beƩer ones.) On the plus 
side, the cabinet is filled no more. In fact, I think it’s down to one full drawer, and that’s the 
next one to get aƩacked.  

So where did all my ‘stuff’ go? My collecƟon of tax returns and related documentaƟon was all 
scanned. Should I get audited, I have everything I previously kept in folders digiƟzed now.   

In addiƟon, each of my daughters is geƫng a stack, and I mean a stack, of their ‘stuff.’ (They 
don’t know yet it’s their stuff.) What did I keep for each of them? What didn’t I keep? I noƟced 
lots of grade school report cards (because they’re important 40 years later), leƩers to the 
tooth fairy (equally important), and all sorts of drawings, leƩers, transcripts, and more.  

Separately, and going to my daughters, are boxes of their photo albums, accumulated during 
high school, college, or summer vacaƟons. If they want to dispose of any or all of it, they’re 
welcome to do so, but it’s leaving this house.  

Not only is the file cabinet about to take a journey to the conservaƟon center (aka scrap met-
al), a five-shelf storage unit that held boxes is also about to get rehoused to make room for…
nothing! Open space in the basement! 
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STAN’S WORLD — MATTERING (CONT’D) 
There are sƟll a few toys that are now too young for even our youngest grandchild to enjoy. To 
wit, a combinaƟon toy stove/sink found its way to the end of the driveway the other day, and 
Pearl said soon thereaŌer a mother, grandmother, and daughter gave it (and all that was in-
side it) a new home. Enjoy!  

Suffice it to say, the difference in the garage and in the basement is visible. I’m not alleging the 
work is over, but I can state the process is psychologically freeing. Every day I look for more to 
jeƫson. (I even got to the Obama-era eye drops in the bathroom vanity.)   

The photos I’ve uncovered evoke many memories, joy, and laughs. And there are many ques-
Ɵons. (“Who’s that??”) It’s amazing what we relegate to boxes, folders, and envelopes. Yes, 
pictures should be preserved, but they also should be displayed and enjoyed. And once we fig-
ure out who some of these people are, it will be Ɵme for some new wall displays.   

 

FUN WITH CHARTS! 
There are many old adages when it comes to invesƟng. One that we like to cite is that a per-
son’s success in the market depends on their Ɵme in the market, as opposed to Ɵming the 
market. As we’ve pointed out on numerous occasions, trying to Ɵme the market – buy and sell 
when you believe the market will go up or down – is oŌen a fool’s errand. Rather, the Ɵme 
that one stays invested in the market, through market highs and lows, will ulƟmately dictate 
success.  

While we can control how long we’ll keep our funds invested in the market, we don’t get to 
control when markets will go up or down. In other words, there is an investment risk that re-
volves around the sequence of returns.  

AŌer saving for a lifeƟme, will the market do well the year you start reƟrement? And what 
happens if it doesn’t? Are some reƟrees more fortunate than others when it comes to the se-
quence of returns? The answer is yes.  

While the sequence of returns is real and can significantly impact the quality of one’s reƟre-
ment by impacƟng the quanƟty of one’s porƞolio, there’s liƩle you can do about it. While you 
can work longer to save more money (and delay withdrawals), you can’t predict the next great 
10 years of market returns.  
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FUN WITH CHARTS! (CONT’D) 

As the chart below2 shows, outsized investment returns (i.e., higher-than-average) when a 
person begins reƟrement can pay off handsomely.  

The purple line, (the Great Start/Bad End scenario) starts with an iniƟal investment of 
$1,000,000. AŌer 30 years, to include 4% annual withdrawals adjusted for inflaƟon, the bal-
ance is $1,592,000.  

In contrast, note the green line (Bad Start/Great End scenario). Not only does the market drop 
during the early years, but the market drop, coupled with annual 4% withdrawal rates 
(adjusted for inflaƟon), results in the porƞolio running out of money less than 25 years aŌer 
spending and withdrawals begin.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

What doesn’t work when it comes to sequence of returns, is to run away and hide when mar-
kets turn south. Selling and moving to the sidelines is not a viable opƟon. SomeƟmes, the cost 
of doing so can be significant.  
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FUN WITH CHARTS! (CONT’D) 

First, there is the cost of missed opportuniƟes, such as missing the days when markets have 
extraordinary returns. Second, there is oŌen also a cost to selling exisƟng investments, espe-
cially in a taxable brokerage account.  

If you sell appreciated equiƟes in a taxable account to convert your porƞolio to ‘safe’ cash, you 
are likely to incur taxes on capital gains. When investments gain but are not sold, they’re not 
taxed because the gains are not realized. As soon as an investor sells appreciated investments 
in a taxable account, however, those gains are realized and taxed. (When investments are sold 
in a tax-deferred account, such as an IRA or 401k, those gains or losses are not reported on a 
tax return. Only withdrawals from tax-deferred accounts are taxable, not trading within those 
accounts.) 

As shown below3, being out of the stock market and missing the market’s best-performing 
days can prove very costly. Over the period 2006-2025, if an investor stayed fully invested in 
the market - through the good Ɵmes and bad - his/her porƞolio would have achieved an annu-
alized return of 11.0%. If that investor was out of the market during its 10 best days over that 
20-year period, the annualized return would have dropped to 6.6%. That’s an extraordinary 
difference.  

 

 

 

 

 

 

 

 

 

 

 

 

 

Also worth noƟng: “Six of the 10 best days occurred within two weeks of the 10 worst days,” 
demonstraƟng, once again, Ɵme in, is more important than Ɵming. 
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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 Breheny Wallace, Jennifer. “The ReƟrement Crisis No One Warns You About: MaƩering.” The Wall Street Journal, 16 Jan. 2026.   

2 “Sequence of return risk – ReƟrement spending,” Slide 27, Guide to ReƟrement, J.P. Morgan.  December 31, 2025.  

3 “Impact of being out of the market,” Slide 41, Guide to ReƟrement, J.P. Morgan.  December 31, 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. 

 

 


