
Pictured at right are two imaginary first-
class postage stamps. They’re imagi-
nary, that is, in every respect but their 
prices, which are all too real. In 1980, a 
first-class postage stamp cost fifteen 
cents. This year, it costs forty-four 
cents, and the Post Office is asking for 
permission to raise it to forty-six cents 
next year. 

Thirty years may seem like a long 
time—and it is. But it’s just about the 
average joint life expectancy of today’s 
average retiring couple: a 62-year-old 
man and woman who don’t smoke. 
(Those two nice people were born in 
1948, but we’ll get to that in a minute.) 
In plain English, that means that one of 
those two people will need to be draw-
ing an income from her investments thir-
ty years from now…after thirty years of 
living the reality that every year, just 
about everything you need to buy 
will cost more.  

Another look at our two imaginary 
stamps will tell you what the problem is. 
It’s that, although erosion of purchasing 
power may be both slow and mild over 
any year, or even any few years, over 
decades its compound effects may be 
very significant. That’s why your finan-
cial advisor may be telling you that the 
central problem in modern retirement 
income planning is the creation of an 
income that rises through the years at 
something like the rate your cost of liv-

ing is rising, so that increased living 
costs may be largely offset, 
over time, by rising income. 

This is a very important 
point—indeed, there are 
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those of us who think it’s the one critical 
question—but it begs a couple of more 
important questions. Namely: what do 
you think money is, and how do you 
feel about money? 

These may appear to be two ways of 
asking the same question, but they’re 
not. How we define money and how we 
feel about it are two different issues. But 
they do have one very important thing in 
common, and that’s that for most of us, 
the answers are unconscious. They 
were laid down so long ago, and it’s 
been so long since we re-examined 
them, that they form the basis for our 
essential money attitudes. But what if, 
through no fault of our own, those old 
answers have become wrong, or were 
never right in the first place? 

Let’s start with our definition of money. 
For most of us, our money is the num-
ber of units of the currency we own. Our 
idea of money, therefore, is that it is 
fixed and unchanging. A dollar is a dol-
lar is a dollar. Many or most people are 
quite capable of maintaining this atti-
tude, without a flicker of anxiety, even 
as they look at the two stamps. 

But if you drag your definition of money 
out into the light, while looking intently 
at the two stamps, you may suddenly 
not be so sure. Indeed, you may say, "A 
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Hello Everyone, 

We want to introduce our 
newest addition to the Argus 
team, Lisa Wilkie.  She has 
been hired on as a Client Ser-
vices Associate.  Lisa is origi-
nally from Marysville and is a 
2008 graduate of Aquinas 
College with a degree in busi-
ness administration.  We look 
forward to having Lisa help 
us to continue to enhance the 
Argus Financial Consultants 
client experience. 

We also want to remind our 
clients and friends to make 
sure to contact us if you have 
a life changing event and 
need to update your financial 
plan.  These can include the 
birth of a child, marriage, 
home purchase, loss of a 
loved one, divorce or separa-
tion, or a change in jobs.  A 
member of our team is al-
ways here to assist you and 
would be happy to help. 

Enjoy the beautiful colors 
during this fall season! 

If you are inspired to read 
more financial information, 
visit our Learning Center at 
www.EyeOnArgus.com. 

Please feel free to suggest 
topics by sending your sug-
gestion to Joy at 
joy@eyeonargus.com. 

Continued on the next page. 

http://www.EyeOnArgus.com


dollar is a dollar is a dollar until a year from now, at 
which point (historically) it’s down to about 97 cents. 
And the next year it’s down to about 94 cents. And 
so on…" 

Once you have this epiphany, you are a pickle, and 
you can never go back to being a cucumber again. 
Because what you have intuitively stumbled upon is 
the realization that, in the long run, "money" is better 
defined in terms of purchasing power rather than 
in terms of how many units of the currency you 
have. In other words, "money"  turns out, over 
time, to be not a number of green pieces of paper, 
but what they will buy…or not buy.  

Where, then, did we get the idea that money and 
currency were interchangeable concepts? For that 
answer, return with me now to those thrilling days of 
yesteryear: 1948, the year our now-retiring baby 
boom couple was born. And ask yourself: to whom 
were they born? 

The answer is that they were in all probability the 
first or second children of a young couple, still just 
starting out in life after he returned from the war, who 
were born between, let’s say, 1920 and 1925. And 
what do we know about those young people? We 
know that, being between the ages of about five and 
ten, they were terribly and painfully aware as the De-
pression enveloped them and their families. It hung 
on all through their adolescence, and didn’t really 
loosen its grip until war came. 

These were people who knew the value of a dollar. 
(Indeed, between 1930 and 1932, the value of a dol-
lar would actually rise, in the only three consecutive 
years of deflation in the twentieth century.) When, in 
time, their children came along, they were taught the 
lessons of the Depression: you don’t borrow, you 
don’t buy stocks, and above all you keep your mon-
ey "safe" in guaranteed places like FDIC-insured 
savings accounts, because—just as it did last time—
the Depression could come back without warning. 

That is, today’s retiring couple was acculturated, 
from earliest life, to two ideas: (1) a dollar 

is a dollar is a dollar: money as currency, 
fixed, immutable and of constant val-
ue; and (b) fear—nay, stark, nameless 

terror—where money was concerned.  

Those answers, like all our essentially 
unconscious fundamental ideas received in child-
hood, may still be there. If they are, and we leave 
them unexamined, modern retirement may turn into 

a world of hurt. 

That’s because, given the definition of 
money as currency and the terrible fear 
of loss of principal as we grow older, we 
will instinctively tie up most or all of our 
retirement capital in the "safest," most credibly 
guaranteed fixed-income investments. We will make 
sure, in 2010, that we will always have enough in-
come to buy a forty-four cent postage stamp—and 
everything else we need to buy, at 2010 prices. 

Then, next year, if the Post Office has its way, 
stamps will cost forty-six cents. And we may very 
well find that the prices of most everything we need 
to buy will have gone up 
as well. Then, in 2012, 
this will most likely hap-
pen again. And then 
again. And so on, as we 
try to cope with rising liv-
ing costs on a fixed in-
come.  

Trying to fight off thirty 
years of rising living costs with an essentially fixed 
income isn’t rational. Indeed, that’s the whole point 
of this little essay. Given the earliest acculturation of 
today’s retiring baby boomers—equating money with 
currency, and seeking to protect not our purchasing 
power but the number of currency units we have 
(and the essentially fixed income therefrom)—we 
may set ourselves on a financial downward spiral. 
And that downward spiral may go on not for years 
but for decades. 

Had our parents not lived through (and indeed been 
formed by) that most searing episode of deflation, 
and if they’d had even an inkling that we might need 
retirement income for anything like three decades, 
they surely would have advised us differently. But 
they couldn’t, because they didn’t. That’s why it’s 
critically important that today’s retiring boomers re-
visit these two issues. 

That’s what your financial advisor is there for: not to 
guess which way the market will zig or zag next, but 
to empathetically (and even therapeutically, if you 
will) help you reframe these two critically important 
questions: how are you defining money, and how do 
you feel about it? 

© 2010 Nick Murray. All rights reserved. Reprinted 

by permission. 

Page 2 Excellence is Defined by the Success of Our Clients 

Continued from previous page. 

Thirty years may seem 

like a long time— 

and it is.  But it’s just 

about the average joint 

life expectancy of today’s 

average retiring couple. 



 Does the policy pay benefits in 
addition to Social Security or 
Worker’s Compensation? 

 Does your benefit go up with inflation over time? 

Once you answer these questions, you may deter-
mine that you need to purchase additional individual 
disability income insurance.  You should look for pol-
icies that best fit your needs from quality insurance 
companies.  Policies that are guaranteed to be re-
newable and non-cancellable have the benefit of a 
level premium that cannot be increased.  Also, you 
can only be canceled if you fail to pay the premium. 

Look at the definition of disability.  Does it cover you 
in your specific occupation or do you have to be un-
able to do any occupation for the benefits to be pay-
able.  What happens if you are able to work part 
time?  Partial or Residual provisions in policies 
would provide a partial benefit if you could work part 
time while your recover. 

Make sure you know how long your benefits last.  In 
general, consider a policy that pays benefits to age 
65 or longer.  If you have a good savings, you can 
choose a longer waiting period such as 90 or 180 
days.  This is a great way to protect you from a long 
term financial disaster while saving money on the 
premiums.  You are going to want to get back to 
work so a policy with a rehabilitation clause will pro-
vide coverage for services that get you back on the 
job. 

It sounds overwhelming.  This is why your first step 
should be to discuss it with your financial profession-
al.  They will help you evaluate insurance provisions 
and fit them into your overall plan.  In addition, they 
will compare the insurance companies for your 
needs and cost. 

Remember, your most valuable asset is your ability 
to work and earn a living.  Your family’s financial fu-
ture depends on it.  Planning for disability may be 
the most important part of your financial plan.  Make 
sure you review this with your financial professional. 

A. Christopher Engle, LUTCF, CFP®, ChFC® is a partner 
with Argus Financial Consultants. 

You’ve heard over and over that about half of all 
family bankruptcies are due to medical expenses.  It 
must be true. A Harvard study said so.  It was re-
peated by politicians on what seems like every TV 
station and every newspaper.  Now that Health Care 
Reform has passed and will become law, medical 
bankruptcies should be wiped out like polio.  Right?  
Well, not quite.   

While Health Care Reform may help you with your 
medical bills, it does nothing to help you replace 
your lost income when you are sick or recovering 
from an accident.  In the same Harvard study, it was 
determined that loss of income was the primary 
cause in 21% of the bankruptcy cases. 

How long would your savings last if you could not go 
to work?  What would happen to your retirement 
plans and college savings?  What if you had to live 
on your credit cards?  What would be the impact on 
your Financial Plan?  How many weeks of lost in-
come are you from personal bankruptcy? 

According to the National Association of Insurance 
Commissioners Individual Disability Table, your 
chances of becoming disabled for at least 90 days 
are greater than one in three.   Health insurance will 
pay the doctors and hospitals, but who will pay the 
mortgage, car payment, and put food on the table? 

So how do you protect 
your financial future from 
disability?   

The first step is to review 
your situation with a quali-
fied financial professional.  
One who will help you 

evaluate this risk as it fits in with your overall plan.  
Here are some important considerations: 

 Does your employer provide disability benefits?  

 Are the after-tax benefits adequate to cover your 
expenses and other needs?  

 How long do you have to wait for benefits after 
you become sick or hurt? 

 Do you have enough emergency savings to cov-
er the waiting period? 

 Once you are sick or hurt, how long do the bene-
fits last? 

 Does the policy cover both accident and illness? 
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“In the confronta-

tion between the 

stream and the 

rock, the stream 

always wins—not by 

strength but by  

perseverance." 

-H. Jackson Brown 

New House   $54,749 

Average Income  $16,975 

New Car   $5,405 

Gallon of Vitamin D Milk $1.72 

Gallon of Gasoline  63¢ 

Pound of Ground Coffee $2.25 

Postage Stamp  15¢ 

President   Jimmy Carter 

Vice President   Walter Mondale 
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