
APRIL 6, 2018 – By JEFF MEISSNER

Is The Party Over?
As January came to a close, the S&P 500 
had strung together 15 consecutive positive 
months. Something that had never been done 
before. On top of that, January was the very 
best of any of those 15 months. How great was 
that? The markets just seemed to go higher and 
higher even though we were at or near all time 
highs almost every day and despite all of the 
turmoil surrounding us. Then the band stopped 
playing. During the first three months of 2018 
we have already experienced more than twice 
as many swings in the S&P of greater than 1% 
than what occurred in the entire year of 2017. 
So volatility is back. In February and March 
we have had the S&P fall more than 10% once 
and more than 5% two separate times. Ouch! 
Is the party over?

Client & Guest Night
On Tuesday, April 24th we will be presenting 
our 52nd Client & Guest Night. You and your 
guests are all invited. The night starts at 6:30 
with some good food and it is followed up by 
two experienced speakers that are frequent 
guests on TV and Radio business stations like 
CNBC and FOX Business among others. The 
event will be at the Spitzer Conference Center 
on the campus of Lorain County Community 
College. We have always found that this is a 
great, low key way to introduce your friends, 
relatives and co-workers to us. It’s always a full 
house with about 160 attendees. Please RSVP 
by calling our office at 440-925-3040. We look 
forward to seeing you there. 

Actively Moving Safer
Because of the increased volatility of the stock 
market, we have decreased the risk in each 
of our “Active Strategies” on three separate 

occasions over the past two months. Using the 
Active Strategy as an example, in early Febru-
ary we sold 15% of our most aggressive stock 
positions and moved the proceeds to money 
market investments. In early March we moved 
another 15% to money market and then in 
late March we transferred 10% from stocks to 
money market. We made very similar adjust-
ments to both Conservative Active and Active 
Plus. Why has the stock market been so neg-
ative lately? At the beginning of February we 
had very good reports on lower unemployment 
and wage increases. Which brought up the 
fear of inflation. Since then the Fed has raised 
interest rates slightly and at about the same 
time the new trade tariffs went into effect. This 
caused affected nations to put counter tariffs 
into place. For all of these reasons, investors 
became concerned about the uncertain future 
and the markets reacted negatively.
 Our investment team has no idea if these 
new tariffs are the start of a multi-year trade 
war, or if it will be over next month. What we 
do know is the markets have been much more 
volatile and that our stated goal is to protect 
your money from big losses. We have always 
said, if we are going to make a mistake in 
judgment, we would rather be too conserva-
tive than too aggressive during conditions like 
these. Below, you can see how conservative 
each of the strategies have become. We now 
have between 30-40% cash or money market 
in each of the three Active Strategy models. 
Now we sit back and wait for the opportuni-
ties that present themselves. It may take days, 
weeks or months but we will be watching 
closely for you when the next trend develops.

If I go first – A message from Jan
I’m an artist and not particularly analytical. 
But I’ve been married to Jeff for 40 years so 
he’s rubbed off on me. I can even solve this 

+
+++

+++++ Balanced asset ManageMent

– page 1 –

1 S&P 500 

CONSERVATIVE MODERATE AGGRESSIVE

STOCK MARKET1 
Current Risk Levels ACTIVE STRATEGY

ACTIVE PLUS STRATEGYCONSERVATIVE ACTIVE STRATEGY



story problem. Jeff is 7 years older than me. 
The life expectancy for females is currently 
4.8 years longer than males. (Sorry boys.) 
Statistically, I will likely spend about a dozen 
years without my left-brained, right-hand man. 
I can’t imagine 12 years of pouring my own 
wine. But it’s simple math.
 Besides being good with numbers, left-
brained analytical people like to plan. True 
story here. We were both deep into our careers, 
and I started thinking, hey, having a kid would 
be a swell idea. Jeff wasn’t so sure. So he took 
a client poll which backed his theory that kids 
take up a LOT of time. He said, kids get sick. 
The notion of canceling an appointment with 
one of you guys was not an option. He worked 
most evenings seeing all of you. Who would 
care for our kid while we worked? When we 
traveled? How could he run his practice, study 
for the CFP exam and raise a kid all at the same 
time? Where would he go to school? College? 
How would we feed and water him? Our clos-
est family was 6 hours away. No parents to help 
us. No grandparents to help us. How would we 
PLAN for that? I suggested we wing it. 
 So with help from all of you, we managed 
to find child care, got suggestions on colic, and 
learned about soccer. You advised we look into 
Avon schools. So we moved there. And my 
Certified Financial Planner finished funding 
Brad’s college tuition before he was ten. You 
guys were a great network of advisors for us. 
You still are. All of you, your family stories 
and experiences, show us what is possible and 
what to plan for.
 Recently, some of you have lost your 
spouses. It’s hard to think of you as individuals 
and not as couples. I’m trying to imagine how 
you’re coping without your better half. And 
that got me doing the math, because Jeff’s my 
better half. (Maybe my better quarter, but we’ll 
round up.) And he’s not only my spouse, he’s 
my financial advisor. What if he goes before 

me? How do I plan for that? He also happens 
to be your financial advisor. What if he goes 
before YOU? Of course, my left-brained ana-
lytical financial planner, has planned for that. 
 But, what if I go first? Statistically it 
shouldn’t go that way. Nate Silver can put odds 
on it, but I don’t care how slim they are. If I go 
first, I need a plan. And you’re it. I’m counting 
on every single one of you to advise and guide 
my better half just as you have all these years. 
I’m going to pour a glass of wine now. Here’s to 
long, healthy lives that beat the odds. See you 
on Client Night, April 24th. Cheers. - Jan

New Team Member
About two months ago, Amy and I welcomed 
Don Qualters to our team. Don has been in the 
financial services industry for the past 18 years 
and I have known him for 13 years. He is 46 
years old, been married to Lynn for 20 years 
and has three children. As I mentioned in the 
previous newsletter, with our growth we were 
in need of some reinforcements to help us con-
tinue to provide the level of service that you’ve 
come to expect. Don has been taking part in 
all of our review meetings so if you haven’t 
already met him, you will soon. You’ll have 
the opportunity to get to know him. So far, 
my only reservation is that most of our clients 
seem to like him more than they do me. But 
you can’t get rid of me that easily. Don and 
I have signed a ten year agreement where we 
will be working side by side. You are all stuck 
with me for the foreseeable future. During our 
review meetings, Don has been introducing 
all of our clients to his Estate Planning Binder, 
a concept he brings from his previous experi-
ences. He has been customizing this binder 
for each household so they can easily become 
more organized in this important area. In 
your next review Don will introduce you to 
this complimentary organizer for all of your 
important life papers. 
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Registered Representative, Securities offered 
through Cambridge Investment Research, Inc., 
a Broker/Dealer, member FINRA/SIPC. 
Investment Advisor Representative, 
Cambridge Investment Research Advisors, 
Inc., a Registered Investment Advisor. 
Cambridge and Balanced Asset Management 
are not affiliated.

Asset allocation and diversification strategies cannot assure profit or protect against loss in a generally declining market. Past perfor-
mance is not a guarantee of future results. Investment decisions should not be based solely on the data contained herein. Although 
data is gathered from Morningstar and other reliable sources the completeness or accuracy of the data cannot be guaranteed. 
Investment decisions should always be made based on the client’s specific financial needs and objectives, goals, time horizon, and 
risk tolerance. Asset classes described in this report may not be suitable for all investors. Investors should carefully consider the 
investment objectives, risks, fees and expenses before investing. For this and other important information please obtain the invest-
ment company fund prospectus and disclosure documents from your Rep/Advisor. Read this information carefully before investing. 
Balanced Asset Management, 1991 Crocker Rd., Suite 400 Westlake, OH 44145


