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Managing Your Money
STAN’S WORLD — STRONG CREDIT

If you have certain credit cards, you may occasionally receive credit 
alerts that tell you your credit score went up or down a few points. I 
get them regularly from my Capital One card, and I typically disregard 
them. In fact, if you’re also a senior, perhaps with no mortgage or car 
payments, and no interest in more credit cards, does your credit score 
even ma�er? Despite my flippant a�tude toward my credit score 
alerts, credit scores for seniors do ma�er.  

Most of us know about the benefits of having a good credit score when 
you’re young and looking to use credit. A good credit score gives you 
access to a wide range of credit cards. It also signals to banks that 
you’re a low risk for a mortgage to buy a house, to lease or buy a car, 
or to take out a loan to pay for your children's college. 

Less well known, but relevant, is that a good credit score also affects 
the interest rate you pay for those loans. Someone with a high credit 
score is viewed as a lower risk and less likely to default on a debt, so 
they earn a reduced interest rate. In fact, a good credit score makes 
them a target, which is why they receive so many unsolicited offers for 
new credit cards.  

While a senior may not worry about buying a first house or upgrading 
to a larger one, they may eventually want to downsize and move to an 
apartment or condo. If you’re ren�ng, a landlord or property manager 
may check your credit; if you’re financing a condo purchase, your 
lender certainly will.

And what if a grandparent wants to co-sign an educa�on loan for a 
grandchild (or six)? Once again, a poor credit score will likely result in 
either a loan denial or a higher interest rate if approved.



STAN’S WORLD — STRONG CREDIT (CONT'D)

And let’s not forget about auto and home insurance. Any idea how insurance 
companies set their rates? In many states, insurers may use credit informa�on or a 
credit-based insurance score as part of the equa�on.  

What if there’s a family emergency and you need to obtain a home equity line of credit 
to bail a family member out of trouble? Even if your home has no mortgage, banks 
don’t have to give you a home equity line of credit. Your credit score will be one of the 
factors the bank considers.  And let’s not minimize how embarrassing it would be if a 
grandchild asks you to co-sign a loan to buy their first car, rent their first apartment, or 
borrow money to a�end graduate school, and a low credit score prevents it. 

If you’re a senior with a good credit score, you may wonder how to maintain it when 
you no longer have a full-�me job. Fortunately, credit repor�ng agencies aren’t 
concerned with current income, so a senior on a fixed income will not necessarily have 
a lower credit score because his/her income dropped. 

Of course, many seniors try to pay off their mortgages, car payments, and credit cards, 
and those all impact credit scores. Fewer loans and payments:  

• Changes your credit mix: Credit-scoring models consider a variety of debt (e.g., 
mortgage, car, credit cards) that is consistently paid in a �mely manner.

• Reduces the number of ac�ve loans: Paying off loans reduces the number of open 
accounts on your credit report and can change your credit mix, although the 
posi�ve history of paid-off accounts may remain on your report for years. 

• Can change your credit u�liza�on ra�o: Your credit u�liza�on ra�o compares your 
outstanding credit card balances with your total available credit. Even if you no 
longer use a credit card, keeping the account open generally preserves its available 
credit and can help keep your u�liza�on ra�o lower. For example, if you have 
$10,000 in reported credit card balances and $100,000 of available credit, your 
credit u�liza�on is 10%. If you close a credit card with a $20,000 credit limit, your 
available credit would fall to $80,000 and your u�liza�on would increase to 12.5%. 
That may not be significant, but it could be enough to reduce your credit score. 
(TIP: If you have an old credit card with an annual fee, call the credit card company 
and ask them to switch you to a card with no annual fee.)
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STAN’S WORLD — STRONG CREDIT (CONT'D)

• May affect your length of credit history: While payment history for closed loans or 
credit cards may remain as part of your credit report for years, keeping an older 
no-fee credit card open can help preserve available credit and, depending on the 
scoring model and circumstances, may be beneficial to the overall credit profile.  A 
long, �mely payment history strongly contributes to a good credit score. 

If you’re a senior, a high credit score may no longer be a goal. In the event you may 
need more debt in the future, keep your credit accounts current and avoid allowing 
other obliga�ons, such as u�lity bills, to become delinquent and wind up in 
collec�ons.

FUN WITH CHARTS!

Stock peaks

Depending on how the stock market is doing on any given day, you may occasionally 
hear about the Dow or the S&P 500 hi�ng new market highs. In turn, you may wonder 
whether a market high means the market is nearing its peak and headed for a 
downturn.

Simply put, we never know, and those who try to �me the market o�en end up 
regre�ng it. If the market moves higher, they wish they held on to their equi�es for 
longer. (Of course, if the market does fall and they pat themselves on the back, they 
are likely to regret not buying stocks when the market was at its bo�om.)

Dimensional looked at the month-end closing price for the S&P 500 index over the 
period 1926-2025, or 100 years of data. Their findings: 31% of monthly market 
closings were all-�me highs. Further, “a�er those highs, the annualized returns ranged 
from almost 14% one year later to more than 10% over the next five years.” The 10% 
average is comparable to average market returns over the en�re 100-year period. 
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FUN WITH CHARTS! (CONT'D)

If you’re an investor who’s concerned about markets reaching highs that will be 
followed by lows, take solace in knowing “Stocks are priced to deliver a posi�ve 
expected return for investors, so reaching record highs regularly is the outcome one 
would expect.” (As an aside, don’t be concerned about your por�olio ge�ng too ‘stock 
heavy,’ because that’s the purpose of rebalancing.)
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FUN WITH CHARTS! (CONT'D)

Since most of us follow domes�c news more than foreign news, it’s not unusual to 
think it’s best to focus on buying American stocks. But when it comes to the equi�es 
markets, buying American means omi�ng a significant number of stocks that can 
enhance a por�olio. In fact, it’s not that unusual for interna�onal and emerging 
markets to have annual returns that beat the S&P 500. 

As Dimensional notes, “Stocks of the roughly 19,500 companies trading outside the US 
represent 38% of the world’s $113 trillion equity markets.” (See chart below for 
specific country informa�on.) And as we all know, diversifica�on is a big part of 
inves�ng, because concentrated risk (e.g., focusing on one stock, or one sector, or one 
country) can have significant repercussions. Yes, you could have made a fortune by 
pu�ng all your money into Berkshire Hathaway many years ago, but you would have 
had the exact opposite outcome if you had focused instead on Enron. knowing “Stocks 
are priced to deliver a posi�ve expected return for investors, so reaching record highs 
regularly is the outcome one would expect.” (As an aside, don’t be concerned about 
your por�olio ge�ng too ‘stock heavy,’ because that’s the purpose of rebalancing.)
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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 en�rely by
Stanley F. Ehrlich and

John Zeltmann.

Ques�ons 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 por�olios, it ’s also cri�cal to a business.

If you have a friend, co -worker, or rela�ve who ’s in need of fi-
nancial advice due to a pending or actual job loss, please give
them our contact informa�on. 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 situa�on or investment objec�ves,
b) you wish to impose, add or modify any reasonable restric�ons
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
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1 Dimensional Quick-Takes, “Why a stock peak isn't a cliff,” 2026.  
2 Dimensional Quick-Takes, “Global diversifica�on can make a world of difference,” 2026.   



IMPORTANT DISCLOSURES
S.F. Ehrlich Associates, Inc. (“SFE”) is a registered investment advisory firm in New Jersey that offers investment advisory, financial 
planning, and consul�ng services to its clients, who generally include individuals, high net worth individuals, and their affiliated 
trusts and estates. Addi�onal disclosures, including a descrip�on of our services, fees, and other helpful informa�on, 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 exis�ng client of SFE, it is your responsibility to immediately no�fy us if there is a change in your financial situa�on or 
investment objec�ves for the purpose of reviewing, evalua�ng or revising any of our previous recommenda�ons and/or services.
This newsle�er is for informa�onal purposes only and is not intended to be and does not cons�tute specific financial, investment, 
tax, or legal advice.  It does not consider the par�cular financial circumstances of any specific investor and should not be construed 
as a solicita�on 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.
Informa�on contained herein has been obtained from sources believed to be reliable. While we have no reason to doubt its 
accuracy, we make no representa�ons or guarantees as to its accuracy.  The opinions and analyses expressed herein cons�tute 
judgments as of the date of this newsle�er and are subject to change at any �me without no�ce.  Any decisions you make based 
upon any informa�on contained innewsle�er or otherwiseyour sole responsibility. 
No graph, chart, formula, or other device can, in and of itself, be used to determine which securi�es to buy or sell, or when to buy 
or sell such securi�es, or can assist persons in making those decisions.  
Any securi�es men�oned in this newsle�er are for illustra�ve purposes only and should not be construed as investment advice or 
a recommenda�on to buy or sell. There is no guarantee that a par�cular client's account will hold any or all of the securi�es 
men�oned in this newsle�er. Addi�onally, from �me to �me, SFE’s officers, directors, employees, agents, affiliates, or client 
accounts may hold posi�ons or other interests in the securi�es men�oned in this newsle�er. 
Any historical index performance provided herein is for illustra�ve 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 representa�ve of different segments of the stock market in 
general. Index performance does not represent actual account performance. One cannot invest directly in an index. A descrip�on 
of each index men�oned in this newsle�er is available upon request.
Any hypothe�cal performance shown or discussed herein is for illustra�ve purposes only.  Hypothe�cal performance results have 
inherent limita�ons, 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 concentra�on, lack of liquidity or market disrup�ons, 
trading costs, and other condi�ons, that might have impacted our decision-making when managing actual client accounts. Since 
trades have not actually been executed, hypothe�cal 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 presenta�on) will be successful or profitable or protect against loss. 
Any forward-looking statements or projec�ons herein are based on assump�ons. By their nature, forward-looking statements 
involve a number of risks, uncertain�es, and assump�ons that could cause actual results or events to differ materially from those 
expressed or implied by the forward-looking statements. You should not place undue reliance on forward-looking statements, 
which reflect our judgment only as of the date this newsle�er was published.


