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How Much Money Do You 
Need for the Next Phase?

IT DEPENDS ON THE KIND OF RETIREMENT YOU ENVISIONED.
These days, “What’s my number?” is a question millions of baby boomers 
are asking themselves, as in, “How much money do I need to stop worrying
about retirement?” Figuring out that magic number has never been more
challenging—or more important. 

You have to figure out how to fulfill your retirement goals without sacrificing
a comfortable life. Your money has to last, but you don’t know how long
your retirement will last (today, the average American can expect to live near-
ly 78 years). And longevity isn’t the most remarkable aspect of baby boomers
heading toward retirement—it’s what they plan to do with those years. Golf
and grandchildren still have their place, but people retiring today are just as
likely to be balancing tee times and family visits with a second career, entre-
preneurship, world travel or pursuing an advanced degree. How can a person
possibly fit it all in—and afford it?

Talking is a good start. You may be surprised to learn that your retirement
expectations differ from your spouse’s. Perhaps you want to stay put in your
suburban house, while your spouse envisions a move to the city. As you work
out compromises, each decision will help you assess how much money you
will need to finance your retirement. 

Identifying your shared goals is vital to successful planning; but crunching
the numbers definitely plays a role since the amount of income you’ll need 
in order to live comfortably once you retire may be higher than you think.
So, doing the math and finding your number sooner rather than later are
definitely key steps.

Your number is as unique as your set of aspirations and needs. Together, we
can work to clarify your priorities and calculate your number—and then
help convert this number from a daunting prospect to the retirement you
always wanted. n
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We know how hard you worked to accumulate your wealth, and
that key concerns go beyond investing in stocks and bonds. We
make wealth work by helping you determine what's important to
you, then developing actionable strategies to help you realize
your goals and guard against the things that might undo them.
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Invest regularly. It may not seem intuitive,
but investing regularly—even during
market downturns—can help to reduce
your overall costs. Dollar cost averaging is
one of the best ways to invest regularly,
since you’re investing a fixed amount on
a fixed schedule, regardless of how the
markets perform. Investing regularly can
also have intrinsic benefits: It encourages
discipline and may also ease the anxiety of
daily market fluctuations.

Diversify. If you’ve ever heard the saying,
“Don’t put all your eggs in one basket,” then
you already have a basic understanding of
diversification. Diversifying your portfolio
can reduce risk and volatility if the assets
have little or no correlation to each other.

Investing in mutual funds is one way to
achieve portfolio diversification, since
mutual funds are typically a diversified
investment. There are also several other
ways to diversify and potentially reduce
portfolio volatility:

» Within an asset category, such as pur-
chasing different types of mutual funds;

» Among asset categories, such as
purchasing stocks and bonds; and

» Outside the United States, since some
markets move opposite to the U.S.
stock market.

Put volatility to work for you. Do you
think of the glass as half empty or half
full? Your perspective can affect the invest-
ment decisions you make during market

downturns. Investors who view market
volatility negatively can make irrational
decisions. A down market can be an
opportunity for you to build your portfo-
lio and take advantage of lower unit costs.

Stay invested. You are probably anxious
during times when the value of your
investments has decreased. As a result, you
may be tempted to move out of the mar-
ket, sit on the sidelines and wait for the
market to rebound. However, since no
one knows how the markets will move,
how do you know you’re leaving at the
right time? Also, how will you know when
it is the right time to get off the sidelines
and start investing again?

If you have worked with a Financial
Advisor, your investment strategy was
developed to help you meet your long-
term goals. Timing the market could
potentially jeopardize your financial
plan—and your future goals.

Be patient. There will always be uncer-
tainty in the markets; market volatility is
a natural part of the investment cycle.
Although it may take some time, markets
do rebound.

In the meantime, call us to help you
develop an action plan for market volatility
and continue to focus on your long-term
investment goals rather than short-term
market moves. n

The markets don’t always behave the
way we’d like them to: Geopolitical

turmoil, natural disasters, interest rates
and world events can have a profound
effect on market movements. If recent
market volatility has you concerned about
the economy, you are not alone; this is a
confusing time for many investors. Some
have decided to stay the course, while 
others are sitting on the sidelines waiting
for the market to rebound. However, since
no one can predict how the markets will
perform, it’s important to develop an
investment strategy that can help you stay
on the right track to meeting your long-
term financial goals. Here are some strate-
gies that you can implement that may
help to manage risk during these uncertain
times.

Work with a Financial Advisor. There are
a lot of do-it-yourself investment resources
available to investors today. However,
none of those resources can replace the
experienced, personal service we can
provide. We can offer an understanding of
your complete financial picture, not just
your investments. Additionally, in periods
of market volatility when you need the
most support, we can provide:

» Access to important decision-making
research and information;

» Ongoing monitoring of your invest-
ment portfolio, while anticipating your
changing needs; and

» A comprehensive market-volatility plan.

Have a plan. Developing a financial plan
is one of the best ways to meet your long-
term goals. Your plan should also include
an action plan to address market volatility,
which should be developed well in
advance of a turbulent market. Having a
market-volatility plan will help you to set
realistic goals and appropriately manage
your return expectations.

Seven Strategies for Investing
During Volatile Markets

Asset allocation and diversification strategies do not guarantee a profit or protect against loss.

A periodic investment plan such as dollar cost averaging does not assure a profit or protect against a loss.

International stocks are subject to certain risks of overseas investing including currency fluctuations and
changes in political and economic conditions, which could result in significant market fluctuations. These risks
are magnified in emerging markets.

Mutual fund investments are subject to market risk, including the possible loss of principal. They are
sold by prospectus only. The prospectus contains the investment objectives, risks, fees, charges and
expenses, and other information regarding the mutual fund and variable annuity contract and its
underlying investments, which should be carefully considered before investing. Prospectuses are avail-
able through your Financial Advisor or at www.smithbarney.com. Read the prospectus carefully before
you invest or send money.
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One interpretation is that he’s
reminding us that financial planning

is about more than just listing our
assets—it’s about articulating who we are,
what we stand for and how we want to be
perceived by our children and future
generations, as well as our community.

Some people begin the planning process
by focusing on tax considerations, but it’s
worth remembering that your values
inform your goals, which in turn inform
your long-term investment plan. So, your
family values and goals should be consid-
ered before any plans for tax minimiza-
tion. Here are some questions to consider:

» What makes your family special? 

» As a family, what do you value most? 

» What is your family’s role in the com-
munity today? 

» How do you want to be remembered
by others? 

» What do you want for your children,
grandchildren and future descendants? 

You may want to do this exercise not only
with your spouse or partner, but also with
your children and other key members of
your family. Some families take this one
step further and actually organize a series

of formal family meetings to discuss these
questions. They make it a family event. 

Having an open dialogue about your
values and goals, however, can be difficult
and sensitive—and, in some families,
emotionally charged as well. Many
families find it helpful to have a third
party, perhaps a Financial Advisor,
facilitate the dialogue and help keep
things on track. While it isn’t a panacea, it
can go a long way toward helping your
family understand why you’ve decided to
take a certain course of action. 

Another helpful framework that families
can use to articulate their vision is a
family mission statement—which is really
no different from a company mission
statement. It is a document that outlines
the family’s values, goals and vision of
who they are and what role they seek to
fulfill in the community. The family

mission statement can be as short as a few
sentences or somewhat lengthier—and
some may recount the history of the
family, calling attention to the founding
members and milestone events or defining
qualities. Some family mission statements
even may contain descriptions of major
traditions or even favorite recipes handed
down from generation to generation. 

So, think about your family’s values and
the legacy you envision—and then speak
with your Financial Advisor about the
expertise and tools available to help you
begin with the end in mind. n
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The family mission state-
ment outlines the family’s
values, goals and vision
of who they are and what
role they seek to fulfill in
the community.

Creating a Family
Mission Statement
In his book The Seven Habits of Highly Effective Families, author
Stephen Covey encourages readers to “begin with the end in mind.”
What does he mean by this? 
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A good grasp of the fundamentals is
key to avoiding mistakes while

investing for your future. Take a look at
some essential thoughts that might help
prevent some classic errors. 

1. Live within your means.

2. Designate funds for short-term and
long-term use.  Don’t invest money
you may need to keep liquid, other-
wise you may be forced to sell assets at
an inopportune time.

3. Determine your risk tolerance. Once
you identify how comfortable you are
with taking risks, you can make
informed investment decisions. 

4. Set reasonable expectations for
return on your investments.

5. Diversify your holdings. Different
assets, markets and industries do not
rise and fall in tandem. Keep your
portfolio balanced among several types
of investments.

6. Invest in quality securities. Solid
companies that have stood the test of
time tend to do well during periods
of market strength, and to recover
more quickly after periods of market
weakness.

7. Never let a low share price be your
only reason to buy a particular
stock. The one or two low-priced
stocks that soar in a given year are the
overwhelming exceptions.

8. Enroll in dividend reinvestment
programs. The returns you earn
from stock dividends could add up
over the years.

9. Learn all you can about the
companies in which you invest.
Read the annual reports and go to the
websites. We can also send current
research to you.

10. Develop a good source of invest-
ment information and service. Be
sure that your investment firm pro-
vides a comprehensive range of
services and that your Financial
Advisor is familiar with your indi-
vidual situation. n

Past performance is not a guarantee of future results.
Diversification does not ensure against loss.

Ten Tips for Smart Investors
Avoiding Classic Errors


