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Control diversification: 
We prefer to spread across 
many asset and sub-asset 
classes as opposed to con-
centrating on a handful of 
stocks or a narrow class of 
stocks.  
 
Control rebalancing: We 
believe in rebalancing portfo-
lios on an annual basis, sim-
ply to ensure that our alloca-
tion percentage goals remain 
intact. Rebalancing involves 
“buying” what has gone 
“low”, and “selling” what is 
“higher”. A simple example 
will suffice:  
 
Assume your plan calls for 
60% allocation to stocks and 
40% to bonds. After a year, 
your allocation has migrated 
to 55-45. Rebalancing would 
“sell” 5% of bonds and “buy” 
5% of stocks, to return to 
the desired 60-40 mix. 
 

Once again we seem to be 
peering over a precipice in 
relation to the financial 
markets. There is uncer-
tainty as the recent 
“Bailout Plan”, that it 
might work quickly enough 
to unfreeze global credit 
markets.  
 
The real question of the 
day is, “What should cli-
ents of Henry Wealth 
Management do”? Please 
afford me a few minutes of 
your time to review what 
we can control, differences 
in investment style and 
some perspective.  
 
What is Controllable 
 
Let’s first talk about what is 
easy to do, that is...to 
JUMP! Seeking safer havens 
also results in temporary 
paper losses being con-
verted into permanent real 
losses. Yet at least those 
who JUMP from the preci-
pice then have the right to 
commiserate with other 

naysayers, stating as a fact 
that “stocks killed me”! Yet 
was it stocks as the perpe-
trator, or was the behavior 
of the stockholder that in-
flicted the damage? 
 
What is harder to do, yet far 
more logical is to back off 
from the edge, turn off (or 
at least mute) MSNBC, 
CNBC and CNN, take a few 
deep breaths, and attempt to 
become unemotional. While 
you and I cannot control the 
financial markets, here’s 
what we can control: 
 
Control allocations:  
We can control the percent-
age that we invest in equities 
verses fixed income instru-
ments. This allocation needs 
to be part of a strategic 
long-term plan, not a short-
term tactical reaction to 
make money or to cut losses 
short. It can be reviewed 
and altered, preferably based 
on goal changes, not based 
on events. 
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Use of Dollar-Cost-Averaging:  
Also know as systematic investing, 
dollar–cost-averaging invests a 
fixed dollar amount at regular in-
tervals. Assume you are ready to 
invest $500,000 of excess cash 
into a diversified portfolio. A lump 
sum investment plan would invest 
all funds at once, while a dollar-
cost-averaging plan may invest 
$50,000 per month for 10 months. 
If the prices of stocks and bonds 
go even lower, guess what…on 
each successive month, you would 
be purchasing more shares with 
your $50,000 investment. If you 
are in a 401k plan and investing a 
portion of your paycheck each 
month, you are already dollar-
cost-averaging. 
 
Control Endurance: Meteorolo-
gists are trained to tell us what the 
weather will be. They have greater 

accuracy with short-term fore-
casts than with longer ones. When 
we look at the financial markets, 
the reverse is true. It is much eas-
ier to gauge long-term expecta-
tions, using historical measure-
ments, than to predict short term 
performance. Of course, no one 
can guarantee performance going 
forward. I am merely stating that 
over any historical period, volatil-
ity over the short-term (normally 
driven by events) seemed to settle 
down when measuring a long-term 
period. If you are a long-term in-
vestor with long-term goals and a 
plan to follow, then you should 
patiently endure downturns, even 
when they seem more like hurri-
canes than normal downpours. I 
am not suggesting that this is easy, 
especially when the financial news 
media is grabbing your attention 
with factual, yet sensationalized 

headlines! Alternatively, if you are a 
short-term trader or employ the 
services of a broker who espouses 
trading (oftentimes on a commission 
basis) then have at it and good luck. 
 
Control Distributions 
Many of our clients need systematic 
distributions for necessary living ex-
penses while others are forced to 
take withdrawals from retirement 
accounts to meet required minimum 
distributions. For those who can 
reduce or eliminate portfolio 
withdrawals during poor market 
periods, this is highly advisable.  
 
These “controllables” can and 
should be considered. They require 
planning, diligence and reassurance. I 
hope that you feel, at Henry Wealth 
Management, we are providing these 
ingredients.  
 



Stay in or get out? 
 
So now that we have defined 
some critical “controllables”, you 
still seem nervous, and I under-
stand. Please do carefully review 
the below illustration, prepared by 
John Hancock Mutual Funds, enti-

tled, “Getting out may mean 
missing out”.  
Look at actual results of a 
$100,000 invested in the S & P 500 
Index as of 12-31-72. How would 
you feel as of 9-30-74, one and ¾ 
years later, with your account only 
worth $57,357? 

 
Would your choice then have 
been to state “get me out” and 
seek a “safer haven”, represented 
as a hypothetical 5% return, or 
would you “stay invested”? See 
the next page for the dramatic 
results.  
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Finally 
 
We hope to be visiting with many 
of you in the 4th quarter to review 
your individual plans and portfo-
lios. We also wish to thank you 
for the numerous calls of support 
and encouragement that many of 

you have placed during this period. 
The fact that our business rela-
tionship with many of you has ex-
tended into a personal friendship 
is deeply gratifying. 
 
May God bless you, your families, 
and if I might add, our economy! 

 
Securities and Investment Advisory Services offered 
through NFP Securities, Inc., a Broker/Dealer, Mem-

ber FINRA/SIPC, and a Federally 
Registered Investment Advisor. NFP Securities, Inc. 
is not affiliated with Henry Wealth Management, 

LLC. 
 
 
 
 

Asset allocation and diversification do not protect against loss of principal. Rebalancing assets can have tax consequences.  If you sell assets in a taxable account you 
may have to pay tax on any gain resulting from the sale.  Please consult your tax advisor. Dollar cost averaging does not assure a profit and does not protect against 
a loss in declining markets.  This strategy involves continuous investing; you should consider your financial ability to continue purchases no matter how prices fluctuate. 
The opinions expressed in this commentary are those of the author and may not necessarily reflect those held by NFP Securities, Inc. The material is for informational 
purposes only. It represents an assessment of the market environment at a specific point in time and is not intended to be a forecast of future events, or a guarantee 
of future results. It is not guaranteed by NFP Securities, Inc. for accuracy, does not purport to be complete and is not intended to be used as a primary basis for 
investment decisions. It should also not be construed as advice meeting the particular investment needs of any investor. Neither the information presented nor any 
opinion expressed constitutes a solicitation for the purchase or sale of any security. 
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Spotlight On... 

In an ongoing effort to pro-
vide prompt and superior 
client service, we have im-
plemented the HWM Ser-
vice Center on our web-
site, to serve as a communi-
cation portal between you 
and us.  
  
While many clients prefer to 
speak with us for service-
related issues, we know that 
a growing majority would 
prefer to quickly send re-
quests to us for various 
items.  
  
Presently, the HWM Ser-
vice Center includes re-
quests for account contribu-
tions, distribution, and con-
tact changes and miscellane-
ous requests. 
  
Please don't hesitate to call 
us for any service-related 
reason, but also feel free to 
visit 
www.HenryWealth.com 
and click on to the HWM 
Service Center as a 
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