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Hello Everyone, 

Congratulations to Ryan 

Smith!  He has earned the 

certification marks CFP® in 

accordance with CFP Board 

certification and renewal re-

quirements. 

We hope you are enjoying the 

beautiful fall colors.  If you 

find yourselves indoors more 

as the weather turns cooler, 

take a few minutes to read 

the autumn edition of our 

newsletter. 

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 

suggestion to Joy at 

joy@EyeOnArgus.com. 

Continued on the next page 

In just that sense, fear is the true friend of the 

long-term investor. And the corollary of that 

insight is that episodes when you are feeling 

the most fear—and everyone around you is 

reflecting that same heightened sense of 

fear—have historically been the worst possi-

ble times to give in to, and to act upon, 

that fear. 

No one is suggesting that you not feel fear, 

because it’s a response that’s hard-wired into 

all of us. When some no-name catastrophist 

is suddenly all over the airwaves, predicting 

that the debt ceiling crisis is insoluble, and 

that it must and will lead to a new Great De-

pression—and especially when our friends 

and neighbors begin taking up this refrain, 

amid falling stock prices—we would simply 

not be human if we didn’t feel some fear. 

The trick is, at the very 

least, not to act on the fear, 

which in this context means: 

don’t panic out of the quality 

equity investments that 

you’ve accumulated for long

-term goals such as education and 

(especially) retirement. And at best, of 

course, the optimum response to fear has 

been to recognize it as a breeder of en-

hanced opportunity—indeed, the greater the 

fear, the greater the opportunity has always 

been—and to continue accumulating shares 

in your quality portfolios at distressed prices. 

The latter is precisely what Buffett was doing 

in October 2008: he was recognizing that 

fear was his friend. 

The issue here isn’t just impulse control ("I 

may be feeling a lot of fear, but that doesn’t 

mean I have to act on it"). It’s the hard-

headed business judgment—shared, I assure 

you, by all successful long-term investors—

that the current market prices of the great 

companies are inversely related to their long-

"The financial world is a mess, both in the 

United States and abroad. Its problems, 

moreover, have been leaking into the general 

economy and the leaks are turning into a 

gusher. In the near term, unemployment will 

rise, business activity will falter and headlines 

will continue to be scary. 

"I’ve been buying stocks." 

So wrote one Warren E. Buffett—the world’s 

most admired yet least imitated investor—in a 

New York Times op-ed piece published on 

October 18, 2008, about a month into the 

post-Lehman Great Panic then engulfing the 

world. 

(For the record, October 18 was a Saturday; 

the S&P 500 had closed the night before at 

940.55, on its way to 677 five months later. 

And every day in between, somebody or 

other blogged that the old man had finally lost 

his touch. As I write, the S&P is trading at 

1285, and the Buffett-bashers are nowhere to 

be found. But I digress.) 

The point Buffett was trying to make—and 

the point of the little meditation you are read-

ing now—is that periods of well-

publicized economic and 

financial distress have 

historically turned out to 

be periods of above-

average opportunity in 

equities. And why? Be-

cause such distress 

usually engenders 

widespread fear, which 

in turn leads to waves of 

panic selling, which in turn 

drives the prices of the great 

companies in America and the 

world down to very attractive 

valuations. 

Fear Is Your Friend 

Autumn 2011 

Come find us on Facebook 
and LinkedIn. 

Fear is your 

friend… if 

you’ll let it 

be. 
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Continued from previous page I’d be willing to bet that the price of 

your home, measured from its 

bubble top half a dozen years ago, 

is down about 30%. You haven’t 

sold—you still need a place to 

live—and you’re generally philosophical: the price proba-

bly went up too much back then, and it’s probably down 

too much now. Long-term, a home’s price will probably 

track its replacement cost, which tends to rise gradually 

over time with inflation in land, labor and material costs. 

So be it. 

But let your equity portfolio go down 30%—which the S&P 

500 has done, on average, one year in five since the end 

of WWII—and you’re ready to jump out a window, if only 

to get away from doom-and-gloom-shrieking commenta-

tors, howling "It’s different this time." 

You have a choice. You always have a choice. Believe the 

doomsayers, give in to the fear…and wonder, a year or 

two later, what you could possibly have been thinking. Or 

choose to see fear as the driver of lower prices and there-

fore of increased values—a 30%-off sale on the great 

companies—and prosper in the long run. Fear is your 

friend…if you’ll let it be. 

© 2011 Nick Murray. All rights reserved. Reprinted by permis-

sion. 

term value as operating businesses. Lower stock prices—

the concomitant of widespread fear—have always meant 

greater long-term enterprise value. Investment success is 

as rare as it is because this common-sense realization is 

so terribly uncommon. 

This leads us to the realization that if there’s one su-

premely reliable way of conquering fear in the context 

we’re discussing, it’s to think of our equity holdings not as 

"stocks" but as companies—as rational, profit-seeking 

businesses operating in an increasingly global economy. 

There were fewer than 300 million middle class people in 

Asia in 1980, according to studies by the United Nations 

and the World Bank. Today there are over two billion, and 

by 2025 there may be as many as 3.6 billion. Global 

spending by the middle class, according to the OECD, 

was recently just over US$21 trillion. It may be US$35 

trillion by 2020, and US$55 trillion by 2030, with as much 

as 80% of the projected growth expected to come from 

Asia alone. 

What must the long-term implications of these megatrends 

be for great businesses? How much more must their long-

term enterprise values be driven by this unprecedented 

global surge in the quality of everyday life, as opposed to 

the volatility—the sheer day-to-day irrationality—of "the 

stock market"? 

The training starts when we are very young.  There is no 

class, no teacher, and no textbook.  There is no exam, but 

we all get an “A”.   We practice and practice until we are 

experts.  What is it, you say?  It’s spending money. 

From the time that you are first placed in the grocery cart 

seat, you begin to realize that there is a seemingly infinite 

supply of wonderful goodies to consume.  At first, the only 

cost is a little begging and whining to get some of these 

delights.  As you get older, you make the connection be-

tween those metal coins and green pieces of paper and 

your desired treats and toys.  Money has no value other 

than the pleasure that it brings through what we can pur-

chase.  The training has only just begun. 

Every day of your life, you will be exposed to an 

estimated 3,000 advertising messages that com-

municate how great you will feel if only you would 

exchange some of your money for their product 

or service.  There is no place to escape this 

phase of the training.  It follows you to the 

gas pump, the movie theater, the computer, 

and even the washroom stall.  Your brain 

has been trained. 

Retrain Your Brain for  

The benefits of spending money are tangible and immedi-

ate.  We immediately experience flavors, fun, and the 

envy of our neighbors.  Big spenders are a lot of fun to be 

with.  No wonder one-half of American households have 

accumulated less than $1,000 in net financial savings.  

We are trained to spend, not to save.   

Imagine a world where you come home from the used car 

dealership.  You just paid cash for a sensible, low priced 

used vehicle filled with the sweet sounds of AM radio.  All 

of your friends pat you on the back and say things like 

“What’s the cost per mile on this baby?”, and “Did you get 

a Roth IRA with the money you saved?”, or “How did you 

find a great car without costly options?”  Everyone is envi-

ous of the person with the most cost-efficient mode of 

transportation.  They know that you must be packing a 

huge investment account.  Sorry, this is not going to hap-

pen.  You must retrain your brain. 

First, surround yourself with messages about the benefits 

of saving.  Place phrases and pictures in places where 

you will see them throughout the day.  Some phrases, 

such as “Pay yourself first”, “Stop making everyone else 

Financial Success 

Continued on next page 
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wealthy”, or “A penny saved is a penny earned” will help 

remind you of your new commitment to savings and bal-

ance out those spending messages.  Also, make your re-

tirement tangible by writing a detailed description of what 

life will be like for you in retirement.  Dream big and in-

clude your ideal retirement activities.  Find pictures of retir-

ees enjoying these activities and place them around the 

house and at work.  Spend a few minutes each day think-

ing about your ideal retirement and how it will feel to enjoy 

it. 

Second, develop your savings goals.  You should have 

both short term and long term goals.  From there, you can 

put together a strategy on how to reach those goals.  

Don’t stop there.  You want to know how much you must 

save per month, week, and day in order to get there.  By 

knowing your daily and weekly savings needs, you can 

make good spending decisions though out the day with 

your goals in mind.  Place a reminder in your wallet or 

purse so that your saving needs become part of every 

spending decision. 

Once you have decided to “retrain your brain” and get se-

rious about saving, consider working with a financial pro-

fessional.  They will help you develop the savings goals 

and a strategy.  Also, an experienced professional will 

share ideas on what has helped other clients successfully 

implement a savings plan.  Meet regularly so that you stay 

on track. 
 

FPA member A. Christopher Engle, LUTCF, CFP®, ChFC®, 

AEP® is a partner with Argus Financial Consultants in Grand 

Rapids, MI. 

The opinions voiced in this material are for information only 

and are not intended to provide specific advice or recommen-

dations for any individual.  To determine which investment(s) 

may be appropriate for you, consult your financial advisor prior 

to investing. 
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Ah, ‘tis then I love to wander, 

Wander idly and alone, 

Listening to the solemn music 

Of nature’s undertone; 

Wrapt in thoughts I cannot utter, 

Dreams my tongue cannot ex-

press, 

Dreams that match the autumn’s 

sadness 

In their longing tenderness. 

 

- Mortimer Crane Brown 

Autumn Dreams 

 

I know the year is dying, 

Soon the summer will be dead. 

I can trace it in the flying 

Of the black crows overhead; 

I can hear it in the rustle 

Of the dead leaves as I pass, 

And the south wind’s plaintive 

sighing 

Through the dry and withered 

grass. 


