
WELCOME… 

 Every month I receive 
solicitations from 
marketing companies 
trying to sell me ready 
made or “canned” 
newsletters.  The 
masthead would have my 
name on it…so you would 
know whom it’s from, but 
the rest of the newsletter 
would have articles 
chosen and written by 
professional marketers.   
 

Would it save me time 
and be a lot easier to go 
that route?  Absolutely, 
but then it wouldn’t be 
my newsletter.  It 
wouldn’t have my 
thoughts on its pages.  It 
wouldn’t let me 
personally communicate 
with my clients. 
 

So I take the time to 
choose the topics, do the 
research, and personally 
write each word of every 
article in my newsletter. 
 
It’s how I personally 
communicate with you. 

Bill Greenfield 

This newsletter was written during the 
week of August 23rd, 2010. 
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September / October 2008  

UPCOMING WORKSHOPS:   

Finding The Money For College… 

Helping Parents Navigate The Financial Aid Maze 
 

Tuesday, September 21    or    Thursday, September 23 

6:30 – 8:30 pm 

Cherry Hill West High School 

 

At this workshop parents will learn how it is possible to afford a private 

college for about the same out-of-pocket expenses of a state school and 

how to choose colleges that will provide the best financial aid packages.  

Attendees will also be given resources to research the financial aid 

process and material that will aid their student in choosing a career and 

making them better college students. 

 

You must call my office at 856-795-8134 to reserve your seat. 

 

Is There A “Holy Grail Of Investing”? 
 

I have read a number of recent financial articles that have talked about the 

“lost decade of investing.”  These articles all seem to have a common theme: 

The first decade of the 21
st
 Century was not a very good time to be in the 

stock market.  And with 20/20 hindsight, the authors of these articles 

articulate why. 

 

Of course, looking at the market from the vantage point of 2010 and seeing 

the extreme volatility and periods of recession, it is easy to say that the last 

ten years were not very good years for stocks.  And for those who were 

completely exposed to the stock market, they got hammered. 

 

But therein lies the first hint of the “Holy Grail of Investing.” 

                   Continueé.. 
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The last decade wasn‟t about the lost decade of investing but rather the lost message of 

diversification.  Take a look at the subjects of the following articles: 

 

 A major mutual fund company recently published a chart showing that in 2009 more 

money flowed into bond funds than into stock funds. (American Funds)   

 

 A recent article in a financial industry publication wrote about how advisors (who should 

know better) are making a mad dash into cash with their client‟s money. (Investment News, 

Advisors Make A Mad Dash For Cash, Jessica Toonkel, May 30
th

, 2010) 
 

Each article exhibits the tendency of being in one-or-the-other asset.  If stocks are losing money, 

go into bonds.  If bonds seem weak, run to cash.  Each time investors are looking for the Holy 

Grail and, in essence, are trying to time the market.  

 

The second article is truly galling since it shows advisors playing the same game that is usually a 

trait of unsophisticated do-it-yourself investors.  Now maybe it is just a phase of clients 

demanding their advisors to move their portfolios into cash positions…in which case the 

advisors may not be doing their clients any favors. 

 

But the article made the argument that these moves were advisor driven…in which case it shows, 

in my opinion, a true weakness within the profession.  If advisors have a plan and strategy in 

place agreed upon by their clients, there is no need to make a mad dash for cash…depending 

upon the client‟s tolerances.  

 

Advisors should have such a plan set up, based upon a client‟s tolerances, from the start, and 

then they wouldn‟t need to make drastic last-minute changes.  In my opinion, if what the markets 

went through recently really mattered to clients, and advisors felt the need to move to cash, then 

they have the wrong plan and strategy set up in the first place.   

 

There is no arguing that the last decade has been a difficult period for investors…and their 

advisors.  It obviously has caused many investors to seek, once again, that holy grail of 

investment. 

 

In actuality, though, the Holy Grail has never wavered.  It has always been, and in this advisor‟s 

mind, will always be diversification. 
 

 

Interesting Fact That Will Not Earn You Any Interest What So Ever: 
 

Did you know that Alexander Hamilton and Aaron Burr not only had a duel over presumed insults (and 
out-sized personalities) but each was a founder of banking institutions that still exist today:  Hamilton 
found the Bank of New York (BNY Mellon) and Burr found the Manhattan Company (Chase  
Manhattan…now JP Morgan Chase). 

 
 



Page 3 
 

An Unexpected Tax Increase –  

Balancing What’s Fair and The Government’s Need for Revenue. 

 
Did you know that a tax increase might be on the way in just a few months?   

 

The tax cuts that were instituted during the Bush administration…but which were cleverly 

devised to run out after he was out of office…expire on January 1, 2011.  As of this writing, it 

does not look like Congress will take action to prevent the expiration of these cuts.  Here‟s what 

that might mean for taxpayers:  

 

 Personal income taxes will increase:  From 10% to 15%, 25% to 28%, 28% to 31%, 33% 

to 36%, and the highest of 35% to 39.6%. 

 

 The estate tax returns with a 55% top tax rate on estates over $1 million.  (More on this 

tax later in the article.) 

 

 Savers and investors have a capital gains tax increase from 15% to 20%.  The dividends 

tax increases from 15% to 36.9%. 

 

 This revision will also affect child tax credits, the tax on withdrawals from Health 

Savings Accounts, educational tax credits and student loan deductibility, and many other 

taxes. 

 

From my viewpoint, I find it incredulous that Washington has not taken care of this issue 

already.   

 

The one tax that has gotten the most print is the estate tax… sometimes referred to as the “death 

tax”, depending upon your point of view.  This is a tax on a person‟s estate after he/she passes 

away.  It was always designed to be assessed on only the wealthiest individuals, but inflation and 

appreciated home values caused many to fall under the IRS definition of wealthy.  Before the 

Bush tax cuts this tax had a rate as high as 55%.  The tax cut put the tax on a sliding downward 

scale to a point this year when the estate tax is zero.  This has made the year 2010 a good year to 

die if you are wealthy. 

 

This hot-topic tax issue is getting even hotter because of some high profile deaths within the last 

six months: 

 

 George Steinbrenner, the principal owner of the New York Yankees, past away after a 

long illness with an estate worth about $1.5 billion.  According to TrustAdvisor.com, 

assuming Mr Steinbrenner had died last year, the estimated tax loss to the government is 

$600 million. 
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 Walter Shorestein, having made a fortune in commercial real estate, left an estate of $1.1 

billion.  Because of his timely death in 2010, the government is missing out on 

approximately $325 million in taxes. 

 

 And now for the big Ouch!  Dan Duncan, a Texas pipeline tycoon, died with an estate 

worth about $9 billion.  [An interesting side bar:  While most people believe that the way to riches is 

to strike oil or possibly to refine oil, Mr. Duncan figured out that the real money was in getting oil from its 

source in the ground to the refinery.  Owning the pipeline (imagine a toll road) was his road to riches.]  
Being such a “smart businessman” and dying in 2010 possibly saved his family $4 

billion. 

 

As you can see, there are billions of dollars at stake.  There are some congressmen who want to 

make a retroactive change in order to try to capture some of this revenue…especially during 

these times of governmental deficits.  With millions of people out of work, it doesn‟t look good 

to have billionaires pay no taxes on their estates and to pass them on tax-free to their 

beneficiaries.   

 

Others are saying that a retroactive change isn‟t fair…and, in fact, the estate tax itself isn‟t fair 

since it is a tax on money already taxed (as income or dividends or capital gains) and is really 

just a spite tax on people who have been financially successful.  And on top of all of this, the 

opponents insist, these wealthy individuals have the money for the best attorneys and advisors 

available and if there was an oppressive estate tax, they could – and would – position their 

estates to pay zero estate tax anyway. 

 

This is not just a tax issue about bringing in revenue for the government to use, but it is a burning 

political issue that will consume the time of our representatives and produce lots of opinions 

throughout the media.  Some cynics are saying that nothing will be done until after the 

November elections so that both political sides can receive donations from deep pocket 

individuals.  

 

Meanwhile, the higher tax rates of ten years ago are looming 
 
 

%%%%%%%%%%%%%  
 

Worth Quoting 
 
Speaking before the Senate about pension reform, Drexel University Law professor Norman Stein talked 
about ways to get more companies to offer sustainable pensions [e.g. Defined Benefit Plans] rather than 
leaving them to the mercy of the market [401(k) Plans] where small savers, according to Professsor Stein, 
need the following traits in order to succeed: 
 

ά{ǇŀǊǘŀƴ ŘƛǎŎƛǇƭƛƴŜΣ ŀ IŀǊǾŀǊŘ ƛƴǾŜǎǘƳŜƴǘ ŘŜƎǊŜŜΣ ŀƴŘ ŀ /ŀǎǎŀƴŘǊŀ-like ability to predict the direction of 
ŘƛŦŦŜǊŜƴǘ ƛƴǾŜǎǘƳŜƴǘ ƳŀǊƪŜǘǎ ώŀƴŘϐ ǘƘŜ ŘŀǘŜ ƻŦ ǘƘŜƛǊ ƻǿƴ ŘŜŀǘƘǎΦέ 
 
His point:  Nobody obviously has these abilities.  No wonder so many people have a tough time properly 
saving for their own retirement. 
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THE COLLEGE CORNER: 

What Does A Credit Card and Airline Miles Have In Common With Paying 

College Tuition. 
 

A great deal of emphasis is put on the need to look into financial aid when your child is getting 

close to attending college.  This is because, for most families, not enough has been saved nor is 

there enough present income to pay the full cost of sending their child to college.  The cost of 

going to college is just too great for most families not to need some assistance. 

 

Wouldn‟t it be great if we could put some emphasis on saving in the early childhood years 

instead of scrambling when our children are juniors and seniors in high school? 

 

Sure, there are 529 college savings plans which are very good products to save for college costs, 

but you still have to have the ongoing income to save in the first place.   

 

Yes, the government periodically produces a tax credit, such as the Hope Scholarship Credit, 

which helps the cause.  But these credits hardly make a dent in the huge costs of attending 

college. 

 

This is the conundrum that is faced by tuition-paying/saving-parents. 

 

James B. Johnston, Ed.D., the former Dean of Admissions at the Wharton School of the 

University of Pennsylvania, has come up with a unique solution on how to assist applicants with 

the high cost of attending college.  In fact, I can almost picture him having his credit card out of 

his wallet to pay a bill when the epiphany came to him. 

 

He must have asked himself a very simple question:  Why are airlines and credit card companies 

working together?  The answer apparently opened his eyes. 

 

The answer had to do with a common need.  Credit card companies obviously wanted their 

cardholders to use their particular credit card as often as possible.  Perhaps an enticement would 

cause this to happen. 

 

Meanwhile, the airlines wanted to lure air travelers to use their particular airline as often as 

possible.  Perhaps a discount would convince flyers to use a particular airline.   

 

The answer for both industries seems so obvious today.  A credit card company would “deposit” 

airline miles for a prescribed amount of dollars charged to a card.  The credit card got its 

enticement and the airline got its discount, Frequent Flyer Miles, to a very targeted group of 

consumers who it could market to. 
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Dr. Johnston, more than anybody must have realized that the business model most aligned with 

college admissions is the airlines industry.  Both industries have „X‟ number of seats they need 

to fill.  To fill all of the available seats, sometimes a discount must be given.  In college 

admissions terminology this is called financial aid…but not particularly need-based aid. 

 

The question now was what industries could colleges team with in order to offer a college 

discount to a very targeted market?  One of the answers – propitious on many levels – turned out 

to be the life insurance industry. 

 

While most people understand the need for life insurance, it wouldn‟t hurt the marketing of the 

product if there were some “living benefits” tied to its purchase.  Meanwhile, participating 

colleges could provide a discount – or Tuition Rewards – to the policyholders while also 

providing a targeted market to begin communicating and marketing to. 

 

So, in 1995 Dr. Johnston began SAGE (Savings And Growth for Education) Scholars.  Its 

purpose is to provide affordable higher education by “bringing together families, colleges and 

universities, and investment companies to create college funding solutions.” 

 

SAGE Scholar‟s Tuition Rewards is a unique private college savings program.  Tuition Rewards 

are discounts (in the form of scholarships) off tuition at participating private colleges and 

universities – just like “frequent flyer miles,” but for college tuition.  Tuition Rewards allow you 

to earn college scholarships just by meeting with a qualified life insurance agent and by 

purchasing a qualified life insurance policy. 

 

The advantage for the consumer to purchase a qualifying life insurance policy…in addition to the 

Tuition Rewards…is: 

 Tax-deferred accumulation and tax-free withdrawals. 

 No parental income limitations vs. other college funding plans. 

 Excluded from financial needs analysis formulas. 

 Withdrawals/loans may be used for any purpose, not just college expenses. 

 Maintain control and decide when withdrawals will be made…and to whom. 

 After college, policy may continue with death benefit protection and additional cash 

accumulation – possibly for retirement. 

 

There are over 250 colleges participating in this program (e.g.:  Drexel University, Widener University, 

Fairleigh Dickenson University, Duquesne University…to name just a few.)  And just by purchasing a policy 

you will immediately have 5500 Tuition Rewards (dollars) in your account with additional Tuition 

Rewards accruing every year the policy is in force and a premium paid.  Through Tuition 

Rewards, up to 25% of a school‟s tuition can be paid for…leaving the other 75% to a parent‟s 

savings or financial aid. 
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This is a unique and exciting program.  Does it make sense for all parents who are saving for 

their children‟s college costs?  Absolutely not.  First of all you should have a need for life 

insurance.  But under the right circumstances this can be a very good program to help pay those 

high costs – and getting higher – of college tuition. 

 

Call Bill at 856-795-8134 for much more information concerning this innovative program. 

 
 
 

Advisory services offered by William M. Greenfield through Wealth Bridge Advisory Services, LLC, 
an Investment Adviser registered with the State of New Jersey 


