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OUR RELATIONSHIP WITH YOU:   
 
 As I write this newsletter, I am now nearly 3 months into my “irregular” office cleanout that I 
mentioned in August!  And I am pretty sure that those who hardly read this newsletter may well 
suggest that I get back to cleaning. 
 I mentioned also in August about some issues that aging clients and our desires to simplify life’s 
decisions for both remaining spouses as well as for family/friend successor care givers were popping 
up.  As I am writing this, I just received an email from the CUNA Mutual Group having been involved 
in promoting National Retirement Security Week.   
 
  First established in 2006 by a Senate resolution and called “National Save for Retirement Week,” 
National Retirement Security Week offers an opportunity for advisors to amplify messages and 
increase public understanding of the importance of saving early and preparing in advance for 
retirement. With that in mind, here are five facts you can reflect on that offer insights into clients’ 
needs when it comes to saving and planning for retirement — and which you can use as conversation 
starters to help get clients thinking about saving, investing and planning for the retirement they 
envision.  

Fact: The average American 65 and older spent $50,220 in 2019. It can be difficult to plan for a 
reality that lies far in the future, and it can be even harder to save money for retirement without an idea 
of what will be needed to cover expenses. So, how much do retirees spend on the basics of living? 
According to the U.S. Bureau of Labor Statistics, the average American 65 and older saw an annual 
income of $49,445, and expenditures of $50,220. Their average spending on food, housing, healthcare, 
transportation, and utilities added up to $42,206 of that total. It may be valuable to use averages as a 
starting point for a conversation about retirement savings goals, and how your clients plan to pay for 
basic living expenses.  

Fact: The average monthly Social Security retirement benefit in December 2020 was $1,544.  
That adds up to just $18,528 per year, which doesn’t even come close to the average annual 
expenditures of Americans 65 and over. What’s more, that’s an average. If your clients don’t have a 
clear idea of their estimated monthly Social Security income, it’s tough to expect them to have a solid 
retirement savings goal. Fortunately, the Social Security Administration makes it quick and simple to 
calculate an estimate of future monthly payments to serve as a starting point for understanding when it 
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may be prudent to begin receiving benefits, and how much savings will be needed to bridge the gap 
between Social Security and living expenses. It’s important to keep in mind that the online tool is 
intended only as an estimate. You can encourage clients to log into their Social Security account for 
more accurate information about their retirement benefits. Even with more precise numbers, it should 
be easy to see the gap between the lifetime retirement income of Social Security benefits payments and 
your clients’ anticipated expenses of day-to-day living in retirement.  

Fact: Among workers saving for retirement, 67% regret not starting sooner. That sense of regret 
spikes as high as 79% among workers ages 51-55 — and considering that more than half of American 
workers have saved less than $50,000 for retirement, that regret may be for good reason. Because even 
when clients can only set aside a little each month, it may still be possible to meet retirement savings 
objectives if they begin saving earlier in their careers. Time can be an important factor in maximizing 
retirement savings by making the most of compounding and earning interest over the course of more 
decades, rather than fewer.  

Fact: Saving for retirement is a top financial priority for the next 12 months among 39% of 
Americans. The only priority that ranked higher was paying expenses and bills; other significant 
priorities include paying off debt, taking care of family and investing. These are all objectives that a 
financial advisor can help clients clarify, prioritize and achieve. A conversation about financial 
priorities can be especially helpful to establish a foundation of understanding your clients’ needs, as 
well as their values. Don’t be afraid to ask clients clarifying questions about what’s most important to 
them, today and in the future. Our behavioral finance tools can help you and clients go deeper to 
understand core values, as well as the ways emotions can affect financial decisions.  

Fact: In 2021, American adults listed financial advisors as their most trusted source of financial 
guidance.  
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As expounded upon last quarter, who do you want planning for YOUR future in 30-50 years?  

Yourself or centralized governments, local, state and federal? 
 
INCOME TAXES AND RISING INCOME TAX RATES POSSIBLE IN 2021 AND 

BEYOND:  This may well be the last year for which we can still do some planning for optimum 
IRA/401k/403b withdrawal/conversion strategies, self-employment tax strategies, inheritance impacts 
on property taxes as well as inheritance taxes themselves, etc.   

New planning strategies may show up (but I struggle to call them “likely”) in the areas of small 
business taxable income exclusion, being taxed on un-realized capital gains even inside of retirement 
accounts, possible further delays in the required minimum distribution deadlines for those over the age 
of 70½, …72,…76…with new life expectancy tables that dictate minimum withdrawal amounts, re-
classification of self-employed to “employee” status for a significant portion of currently working 
people, and several other areas if various state and federal government actions succeed.  Even if NO 
political actions are successful, the personal income tax rate cuts of 2017 are due to expire in 2025.  
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This presents some opportunities NOW to do some planning for the timing of adding income, deferring 
deductions, etc.   

If you are interested in seeing a projection of your taxes for 2021 and maybe even 2022, make 
sure I get a copy of your 2020 tax return so we have an accurate baseline to start with.  You TOO may 
make a more effective use of our tax bracket system…Call the Office! 

 
 DOES YOUR TRUST/WILL, HEALTH CARE DIRECTIVE, AND POWERS OF 
ATTORNEY NEED REVIEW?  I highlighted many of the key issues in this area of concern last 
quarter and as I concluded then, there are certain things EVERYONE needs to consider, whatever adult 
age they are.  Have you legally designated Guardians for yourself or minor children should that be 
necessary?  Have you provided for special needs family members financial security? Do you have 
beneficiaries correctly identified on employer benefit programs, retirement plans, IRAs, etc?  The 
caution we give regarding these “estate” issues are you cannot make it right later.  You and your 
family/heirs are “stuck” with how you left it at the point that state law steps in.  This is “planning” that 
if ignored by you, the state legal system will be the default “planner”! 
 
CURRENT INVESTMENT THOUGHTS:  

 
As done in the past in this bulletin, I updated the following chart to demonstrate the recent 

volatility and trend in the stock market as measured by the S&P100 index (^OEX) over the last 18 
months or so.   

The primary purpose of this graph is to show the degree of participation of stocks within the 
index and therefore the underlying strength of current market behavior.  (The main chart section shows 
the percentage of stocks in the index trading ABOVE their 200-day moving average at the close of 
business each day during the 18 months period shown).    

 
The chart on the left is the one I put in the August newsletter.  The one on the right is from close 

of business on Oct 28, 2021.  I don’t encourage you to try to read the various details.  My point in 
showing the comparison is the contrast in the main graph in the largest section of the respective charts.  
The chart on the left shows that the vast majority of all stocks in the S&P100 Index were consistently 
trading above their long-term trend (200 day moving average) in August of this year.  The very visible 
decline shown on the current graph is the “rolling over” I referred to in the August chart discussion.  In 
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a very general sense, this rolling over indicates that fewer stocks in the index are outperforming the 
index as a whole. 

    
  Last quarter I said was seeing “rising opportunity to buy stocks at lower risk levels than we 

have seen for a while” and that I expected we might be rebalancing our portfolios.  That has NOT 
happened.  We still do retain considerable cash in most accounts and continue to monitor the individual 
assets owned for their appropriateness during this period of volatility.  I do intend to simplify our 
portfolio “models” in the next few weeks and implement a dollar-cost-averaging strategy to grow our 
“growth oriented” investments over the next 8-10 months.  This will trigger a flow of “trade 
confirmation” reports coming from your Pershing accounts.  Those of you signed up for electronic 
access to your accounts will see emails advising you that trade information is available for your 
review.  Those who do NOT use electronic assess will see hardcopy “confirmations” show up in the 
mail.  These letters show the word “Confirmation” clearly at the top of the page.  

 
FROM THE GRANDCHILDREN: 

 
From the left:  Samantha, Morgan, Thomas, Brooke, and Allison! 
 
Thomas J. Wolf is no longer using Facebook and Twitter. 
To contact us via email, you can go directly to my website at www.iplan4u.com and click on the “Contact Us” tab. 
This newsletter is published by Thomas J. Wolf, an investment advisor affiliated with TCFG Investment Advisors, LLC, a federally Registered 
Investment Adviser, and is provided free of charge to his clients. Sources are identified for clarity and to give credit where it is in our opinion 
important to do so.  All other statements are to be considered the opinions of Thomas J. Wolf as derived from his various sources of information and 
his subsequent interpretation of that information.  Any stated or implied recommendations herein are of a general nature and clients should consult 
with Mr. Wolf for advice concerning their particular situation. The information contained in this newsletter should not be construed as tax, accounting 
or legal advice. 
Past performance is not indicative of future returns. 
 In general, the bond market is volatile, and fixed income securities carry interest rate risk.  Fixed income securities also carry inflation risk 
and credit and default risks.  Any fixed income security sold or redeemed prior to maturity may be subject to substantial gain or loss. 
Certain statements contained within are forward-looking statements including, but not limited to, statements that are predications of or indicate future 
events, trends, plans or objectives.  Undue reliance should not be placed on such statements because, by their nature, they are subject to known and 
unknown risk and uncertainties. 
 The views expressed within are of Thomas J. Wolf, not TCFG, and should not be construed as investment advice.  All information is believed 
to be from reliable sources; however, TCFG makes no representation as to its completeness or accuracy. 
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