
Page

July 2019

Summar y and Commentar y

Rober t    Cucchiar o, CFP

Hal    POr t er , MBA

Par tner  

Par tner

2nd  quar t er  2019

"An asset allocation is l ike a wet 
bar of soap- the more frequently 
you touch it, the more rapidly it 
disappears.?  

                            Will iam Bernstein
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The terms bubble and crash 
get thrown around liberally 
these days. This makes sense 
since we can easily see two 
boom and bust cycles in the 
rearview mirror. Many 
investors spend 95%  of the 
time worrying about market 
extremes that occur only 5%  
or so of the time. 

As the second quarter of 2019 
unfolded, noisy headlines 
continued to raise concerning 
questions about the 
fundamental health of the 
economy and the investment 
markets. Border security, 
immigration and trade issues 
with Mexico, on -going tarif f  
wars with China, concerns over 
global economic slowing, 
energy prices, potential Iranian 
conflict and other possible 
geo-polit ical issues dominated 
the headlines.  

  

 

 

In spite of the noise during the 
second quarter, the markets 
and asset class investment 
performance continued the 
trend that prevailed in the f irst 
quarter.

Domestic, international and 
emerging market equities all 
posted positive returns and 
have produced double digit 
returns year to date. Interest 
rates declined in the quarter 
and bonds have experienced 
positive returns year to date. 

As we enter the third quarter 
of 2019, the current U.S. 
expansion is crossing an 
invisible line: At 121 months, 
it?s off icially the longest 
period of growth in U.S history. 
From here on out, we are in 
unchartered territory. 

As we begin the second half  of 
2019, the U.S Federal Reserve 
is expected to cut rates and 
global central banks will l ikely 
follow the Fed?s lead. While 
the prospect of lower interest 
rates clearly helped risk assets 
in Q2, we are concerned the 
issues that are driving them 
lower (slower global growth) 
could lead to increased 
investment volatil ity. This 
suggests a globally diversif ied, 
balanced portfolio that can 
optimize risk adjusted 
investment returns and more 
effectively and eff iciently 
assist you to meet your long 
term f inancial and investment 
goals.  

Should you have any questions 
about your portfolio allocation 
or the positioning of your 
investments, please contact us 
in the off ice and we will be 
glad to meet with you. 

In our last Summary and 
Commentary, we discussed 
creating a vision for your 
future. Many of these issues 
deal with the most important 
question of your f inancial 
l ifetime: ?How do I ensure I 
don?t run out of money??  

The sad truth is that despite 
most people having extensive 
planning experience at work 
and at home, many do not tend 
to retirement. And of those 
who plan, most focus solely on 
f inancial aspects. While doing 
so is crit ical, it is far from 
suff icient.  

Consider the following from 
the Center for Retirement at 
Boston College: 

- Retiring can be as stressful as 
getting married, losing your 
job or having a close family 
member become il l 

- The highest suicide rate in 
the United States is men over 
age 70 

- The segment of society with 
the fastest growing divorce 
rate is couples over age 55 

So, this quarter we are going to 
begin a discussion on how we 
answer the great unanswered 
question: 

 ?What am I going to be after I 
no longer do what I used to do 
for a living?? 
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The Great , Unanswered 
Ret irement Quest ion
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Personal character is 
frequently associated with 
work identity. When we 
introduce ourselves and 
explain who we are, we 
invariably offer up our job tit le 
or an explanation of what we 
do in our career. After years of 
being what do for a living, we 
anticipate our retirement date 
with no clue what our new 
purpose will be after 
separation from our work 
environment and related 
social circles. 

A retirement lifestyle defined 
only by what one does 
(replacing work 
responsibil it ies with leisure 
activit ies), without including a 
redefined sense of purpose, 
does not fully def ine the 
?what I will be, now that I?m 
not? question. 

As we approach or are actively 
in retirement, you need 
consider what you want to be, 
do and have in retirement. 

?I want to retire before age 
____; I want to do things like 
play golf  and f ish, spend time 
with friends and travel, and 
have enough money to remain 
f inancially independent for my 
retired lifetime?. While these 
are all great things to have 
happen, aside from the 
f inancial aspect of making the 
f inancial independence  goal a 
reality, this does not address 
what would be our new 
purpose in all areas of our 
l ives after our days of 
employment have ended.  

Most people are surprised to 
learn that there are at least 
seven life facets to consider in 
deriving thoughtful answers to 
the ?be, do and have ?lifestyle 
questions.

In next quarter?s Summary and 
Commentary, we will discuss 
these facets and create a 
model Life Facet Allocation pie 
chart for your use and 
planning consideration. 

While we remain  committed 
to assisting you in answering 
the ?hard? data f inancial 
questions in the lives of your 
and your families ( tax, 
investment, education, 
retirement and estate 
planning); we also feel it is 
equally important to start a 
discussion on some of the 
"soft" topics that can assist 
you in having a successful and 
fulf il l ing retirement. 

As we close the f irst half  of 
2019, we thank you for the 
opportunity to serve you and 
your family?s f inancial 
planning and wealth 
management needs and thank 
you for your continued trust 
and confidence. 

  

All our best! 

  

Hal, Rob, Ryan, Scott, Naumy, 
Jennifer, Geoff and Maryline 
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Sources 

Charles Schwab and Company 

Neuberger Berman Asset Management

Center for Retirement Research at Boston College 

Transamerica 

RBC Wealth Management 
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