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We get our best ideas for newsletter articles from clients and readers. A recent in-
quiry from a reader inspired this article: “How much does someone need for retire-
ment? It’s your business, so you must know.”  In other words, what is the golden 
number? 

Sorry. The number is different for different people, and we don’t know yours. We 
know a lot about how markets behave over time, and the impact of inflation, taxa-
tion, asset allocation and compounding returns, for example. The critical information 
that we lack is what only you can provide. Without that, our knowledge and experi-
ence is somewhat useless. You are the only credible reference concerning your per-
sonal situation, your plans and your preferences.  

You know, for example, how much you need to spend annually to make you happy. 
That’s tongue-in-cheek, by the way. Many people we talk to don’t have a clue. If 
that’s true for you, perhaps it’s time to start figuring that out. What do you spend 
currently? How is it allocated? Are there areas in which you’d like to spend more?  
Add it all up, then adjust for these retirement expectations: 

How might required expenses decline in retirement? (Don’t assume the standard 
20%.) 

• What can you save when the kids are grown and, hopefully, self-supporting? 

• What does your job cost you in commuting expense and professional wardrobe? 

• Have you considered selling the second home or downsizing the first? 

• What services that you currently purchase might be your hobby in retirement? 

• What costly memberships have you maintained mostly for business networking? 

Could expenses rise in retirement? (Of course they could!)  The biggest unknown, 
and potentially largest, threat is healthcare costs. What are your biggest healthcare 
liabilities?  Do you have long-term care insurance?     

• Grandchildren! Will you support their education and/or some pricey vacations? 

• What’s your vision of retirement? Is it a time to simplify and slow down, or are 
you eager to travel the world, buy a boat, or become an art collector? 

• Do you envision significant remodeling of your home to adjust for senior living? 

• Do you plan to donate significant amounts of volunteer time and money during 
retirement? 

• Is there any chance that you will become guardians of your grandchildren? 
 

What will you receive in fixed income? The Social 
Security Administration can give you expectations for 
their payments. Visit the website. Will you have pen-
sion benefits? How about income from an annuity? 
Might you earn money during retirement by turning a 
skill or hobby into a moneymaker? Are you likely to 
inherit? 

Depending upon one’s individual inclination, the 
amount needed for retirement is vastly different from 
one person (or couple) to the next. These questions 
probe hopes and dreams in addition to your current 
financial situation. However, there are realities for 

which we have limited control, “Acts of God,” so to speak. Our lifespan is one of  
those. Beyond our vulnerability to accidents and other surprises, we do have a basic 
fitness that can be very roughly measured.                  Continued page 2 
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The phrase “Acts of God” comes from insurance policies which define them with relative  precision.  Reviewing your 
insurance contracts and reevaluating your risks is another way to prepare for retirement.                         

You can find many articles offering ways to establish the “golden number” for  you.  Many of them assert that your  
expenses in retirement will drop to 80% of those of your earning years. Look out. Many other articles are written to 
debunk that assertion, pointing out that each situation is unique and will not fit most cases. Mutual fund company web-
sites generally offer tools by which you can calculate the amount you need to save. Complete their questionnaire, and 
the calculation will tell you what you need.  As good  as these  are, however, try comparing the  results of two or three 
just to get a handle on how precise they are. Also, notice what they didn’t  ask. Bottom line: they don’t know you, and 
you are exhibit 1.      

Final reminder: the golden number is not set in stone. Most of us will live in retirement for many years. in which the 
economic and financial context, and also our personal circumstances, will occasionally surprise us.  If our investment 
portfolio drops severely from a market decline early in retirement, we may have to adjust future spending plans. In a 
bad year, we cut back. With an unexpected windfall, we can relax a bit more. No golden number will remain static. 
 
 
 

Hunting and Gathering 
     
How many times in a month do you go grocery shopping? The average number of visits per household is roughly 5, 
more than once a week.  For some shoppers, this could include visits to several different stores including at least one 
major supermarket (Wegman’s?) a more specialized store (Trader Joe’s?) and a farm stand. Some people are orga-
nized, using a standard shopping day, grocery budget, shopping  list and coupons. Others waltz in, roam the aisles and 
buy what looks good to them. Despite these differences, the practice involves driving, and walking through several 
stores.  
 
Given recent changes in methods of food distribution, visiting stores is no longer necessary. We may enjoy the mean-
dering through the aisles to view all the product alternatives. However, a myriad of new food shopping opportunities 
exist, offering different features. Online order and delivery options such as Stop & Shop’s Peapod or Walmart Grocery 
mostly just replicate the instore shopping experience. They allow you to screen for product preferences and sales, and 
order your items for pickup or delivery. Ordering groceries through Amazon Grocery is just like ordering anything else 
from Amazon, including free delivery for Prime members. Instacart uses another model by which your shopping list 
can be fulfilled by a “personal shopper” (typically an independent contractor) who receives your order, purchases the 
items on your list from one of the stores with whom they contract, and delivers within a very short time, possibly less 
than 2 hours. Other options, such as Local Harvest, Fresh Direct and Walden Local Meat Co., market by prioritizing 
health and freshness, with organic, gluten-or GMO-free local produce and meats. Chewy offers a  wide range of prod-
ucts for your cats and dogs! 
 

Then there are opportunities that reduce how involved the buyer must be in cooking. Some companies 
emphasize time savings in addition to healthy options by furnishing a box of ingredients, perfectly sized 
to the recipe you’ve selected, and the number to be fed: “We prep, You eat,” says Terra’s Kitchen. They 
customize to vegan, paleo, etc. Blue Apron also sells ready to cook meals promoting health, ease and 
less food waste. The ultimate time-saver is ordering from a restaurant. This option has been around for a 
while, but just as Instacart gives you access to several food stores via a single shopper/deliverer, services 
like caviar.com allow you to order take-out meals from many restaurants through a single service. 
 
All of these options  can be available from your smart phone, and apps exist to integrate menu, nutrition 

and meal planning, and grocery lists, among other things. Check out Big Oven, for example.  
 
The trends are for less consumer effort, less time spent in travel and cooking, and greater customizing to consumer 
tastes.  Five years from now, how many of these options will be a part of  your lifestyle? 
 
“Amazon to Buy Whole Foods for 13.4 Billion,” www.newyorktimes.com, 6/16/17, B. Bryan, “Amazon Buying Whole Foods, www. usinessinsid-
er.com, 6/16/17, W. Boswell, “The Top 8 Sites for Online Grocery Shopping,” www.lifeware.com, 7/23/17, https:/trycaviar.com, 
www.BlueApron.com, www.Terra’sKitchen, www.BigOven, www: LocalHarvest,  www.Fresh Direct, www.Grocery.Walmart.com, www. Insta-
cart.com 
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The continued upward thrust of the stock market has been as welcome as it is sometimes hard to explain. Clearly equity perfor-
mance does not always reflect the mood of the country. In the midst of a nine year bull market and high valuations, Wall Street 

has seemed unflappable. Rising corporate profits and promised tax cuts may explain investor optimism. In the second quarter, 
the S&P 500 Index rose by +3.14% bringing the YTD gain to +8.24%. The small cap stock return, as measured by the Russell 

2000 index, was +2.12%. Large growth stocks outperformed other equity groups as they did in Quarter 1. Health Care and tech 
stocks were the winning sectors in the second quarter, while energy stocks continued to lag. On a YTD basis, US equities, 

growing by  +9.3%, lagged foreign issues (in US$). The EAFE Index of developed market stocks returned +14.2%, lower than 
the Emerging Markets Index at +18.6%.  Bonds have done well as the yield curve flattened. 

Although expected to raise the Federal Funds rate incrementally, and to reduce bond holdings during the year, the Federal Re-

serve kept a very steady hand on monetary policy. They remained accommodative, having offered only three 0.25% rate hikes 
(December, March, June) and boosting the target range slightly to 1.0%-1.25%. The economy continues to grow at a slow to 
moderate pace. The labor market has improved with a decrease in the  jobless rate and a 2.5% gain in wages over 12 months. 

Consumer confidence has maintained its level, now +1.6% greater than at the same time last year. There has been a modest 
increase in household spending although retail sales have weakened. Business fixed investment has improved. Housing sales 

have risen with stable price levels generally. The Purchasing Managers Index (PMI) which remains above 50%, shows manu-
facturing still expanding, although non-manufacturing PMI indicates weak orders in services. Net exports are weak. In sum, the 

economy appears to be slow-growing yet durable.  The Fed wants to unwind its balance sheet by reducing the $4.5 billion in 
bond holdings, thus putting upward pressure on interest rates. However, inflation has remained stubbornly below the minimum 

target of 2.0%, so they are moving with caution. From Federal Reserve Chair Janet Yellen’s report: “Possible changes in fiscal 
and other government policies here in the United States represent another source of uncertainty.”  Indeed. 

Economic and Financial Overview  

Immigration by EB5 

In 2017, we have become better acquainted with the complexity of getting into the U.S., and being able to stay. Illegal en-
trance has its difficulties, and certainly it wouldn’t be the path taken by anyone with $500,000+ to essentially buy admit-
tance. Strictly speaking, that may be a result but not the stated purpose, of the EB5, or Immigrant Investor Program, run by 
the USCIS (US Citizen Immigration Services). The program was created by Congress in 1990 to stimulate our economy and 
create jobs through capital investment, using the inducement of potential US citizenship.  

Foreign entrepreneurs apply to participate in the program, promising to invest in a new US commercial enterprise and there-
by creating, or  preserving, 10 permanent fulltime jobs for American workers. Upon acceptance, they receive a green card 
(an EB5 visa) which converts to permanent residence after two years if the terms of the contract are completed. Initially, 
contracts were made directly with US companies looking for capital for new projects. In 1992, the program included Re-
gional Centers, private,  for-profit third parties approved, but not administered by USCIS, which coordinate 95% of the EB5
-related foreign investment in US companies. They market the opportunities, pool investor capital and distribute it in the 
form of private placements. There are approximately 880 such Centers, which together reached the cap of 10,000  visas in 
2014. During the 2008 financial crisis, when funding was hard to come by, EB5 filled some of the funding gap, thus achiev-
ing recognition and growth. A great proportion of  these EB5 investments fund real estate projects. Funds available for in-
vestment are held in escrow by a US bank.  

For the US borrowers, EB5 money comes relatively cheap, because the foreign investors’ “return on investment”  includes, 
potentially, permanent residence in the US for the entrepreneur and his or her immediate family. These are excellent,  rela-
tively low rate loans for the US company, as allowing their children to attend an American university is the core goal of a 
majority of EB5 investor families. In short,  it’s a win-win, somewhat at the expense of the USA in that distribution of our 
visas makes it possible. Approximately 10,000 visas are grated annually, most to Chinese nationals. For these reasons, the 
program’s detractors describe it as “US citizenship for sale,” and were critical when Jared Kushner’s sister marketed a pro-
ject to potential investors in China. However, proponents argue that the economic and labor force benefits are worth it.  

The program has been subject to considerable scrutiny resulting in some legal cases for fraud and money laundering. It was 
renewed in May and will be reviewed along with all visa  programs in September. 

Www.USCIS.gov, J. Hernandez, C.L, www.voanews.com/eb5visas, 5/8/17, “EB5 visa,” Wikipedia, F. Shyong, “Visa program for Wealthy Investors,”  
www.LATimes, 8/30/14 
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I recall encountering my neighbor’s son, a mentally handicapped man in his 30’s, walking up our street shaking his head and 
laughing. In his unique manner of speaking,  he told me that down the hill, people were buying other peoples’ junk. He seemed 
to understand that the same merchandise would be offered in another yard sale later in the season. Despite his limitations, he 
saw the humor in that.  

Wouldn’t he be astonished to learn that the more that 165,000 American garage/yard sales weekly may account for more than 
$2 billion in revenue each year? He surely couldn’t imagine the Highway 127 Corridor Sale, in early August, a series of pri-
vate and professional sales extending simultaneously along 690 miles across 6 states. Yard sales have come a long way since  
the  “romage” sales in the late 18th–early 19th centuries. These occurred on the docks as damaged or unclaimed romage, or 
cargo stored in the ships’ holds, was sold. “Rummage” sales began late in the 19th century to raise fund for a  local church or  
civic organization. Yard sales as we know them began after WWII with suburbanization, greater affluence and the increase in 
consumer goods. Swapping junk fit the lifestyle of Americans with more leisure time, more money to spend and more storage 
space at home. Since the 1950s and 60s, the major changes have been the evolution of the private buying and selling of used 
items as semi–professional activities, as well as the expanding use of technology. 

Most of our readers may never have held a yard sale, but likely there are few among you who haven’t at least stopped at one, 
to amble about, enjoy the pleasant summer  day and survey the merchandise. What is your level of engagement in the whole 
yard sale phenomenon? Are you of the “Random” variety who just stops at an interesting looking sale without any pre-
planning? Maybe you’ll find a book or an old tea cup that attracts you. Are you a “Recreational” shopper who devotes a single 
Saturday morning to several stops with some idea of what you’d  like to find but without a real agenda? Or are you 
“Hardcore?” 

Hardcore yard sale enthusiasts tend to be on a mission and, as such, are very 
well organized. They may already have checked the Green Room University, a  
membership forum which offers weekly lists of BOLOs (be on the lookout) 
items currently in demand.  They set out with a well-researched plan including 
addresses of sales they’ve selected from announcements in the local paper, 
CraigsList, Garage Sales Finder, YardSaleSearch.com etc., they’ve prioritized 
sales by using keywords in their search (“multi-family,” “furniture,” for exam-
ple), set a schedule and created a map (check out YardSaleTreasureMap.com 
for an Android and iOS app for this purpose). They know what they’re seeking, 
and typically target certain categories of merchandise. They know why they 
want these things, perhaps for a collection, a home decorating project or to sell 
on eBay. They bring cords with which to test electronics, and a tape measure to 
ensure that the attractive side table will actually fit in the designated  spot. They 
may have disinfectant, gloves and comfy shoes. One of the most useful strate-
gies is to bring a friend along, to help carrying items to the car, prevent you from poor decisions, and to enhance the fun!  

Hardcore shoppers also have excellent techniques. They don’t drive an expensive car that might discourage the seller from 
generous pricing. They befriend the seller. They move quickly, first scanning the entire sale to target items of interest. Then 
they start to accumulate, knowing not to put anything down as it might disappear. They negotiate prices in a friendly manner, 
remembering that these items may have personal meaning.  “How much for the lot?” might work. When in doubt, they consult 
their smart phone to see how similar objects are priced on eBay, for example. If the seller balks at a price, they might even 
leave a business card, inviting the seller to call them if  the offered  price becomes more attractive with hindsight.  They might 
even inquire about desired items that aren’t laid out for sale. “Is there any chance that you have any Life magazines from the 
60s?” It’s worth a try. With these hardcore strategies in mind, pick a sunny Saturday and see how well you do!” 

“Yard Sale Shopping Tips,” yardsalequeen.com, What Every Garage Sale shopper Needs to Know,” DIY Home Staging Tips.blogspot.com, “9  Types of 
People You Meet at Yard Sales,”www.daveramsey.com, “Yard Sale Tips,”,www.drloriv.com, wE. Huffstetler, “The Longest Yard Sales in the US,” 1/20/17, 
“How to Make Bank Shopping at Garage Sales,” www.mashable.com, 05/09/2014, “How Much For the Lot?” blog.shipperoo.com, 05/2015, “The 13 Dos and 
Don’ts of Garage Sale Shopping,”www.pinterest.com, “History of Garage Sales,” garagesalecow.com, “Garage sale,” Wikipedia, “The Evolution of the Gar-
age Sale,”www.dailyinfographic.com, 7/22/2013, CC, “Ridiculously Smart Yard Sales Strategies the Every Shopper Should Know”, Yard Sale Tips,1/5/2017 
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