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On Our Minds

The S&P 500 has climbed over 20 percent in 2019, yet last quarter 
we saw more than $60 billion flow out of stocks and nearly four 
times that amount, $225 billion, flow into money market funds. 
Exuberance, which is clearly not present in 2019, has also been 
absent for the entire duration of this bull market, the longest-
running bull market in history.  Over the past several years crises, 
including the European sovereign debt crisis (2011), the bond 
market’s “taper tantrums” (2013), the plunge in the price of 
commodities (2015/2016), and trade tensions with China (2019), 
prompted investors to sell.  Yet for those of us who ignored the 
media noise and focused on the fundamentals there have been 
ample rewards—the S&P 500 has returned over 300 percent 
since March 9, 2009. Make no mistake, this bull market will end. 
At LBA, our practice is to ignore the media noise and focus on the 
fundamentals, analyzing each risk that arises including the most 
recent cause of volatility: uncertainty surrounding US/China trade. 

Tariffs have been an ongoing concern since early 2018 when steel 
tariffs were first put in place. Businesses responded by either 
stockpiling inventory or delaying contracts while waiting for a 
political resolution. But in May 2019, when tariffs increased from 
10 percent to 25 percent on $525 billion of goods, it became clear 
that the trade war would continue indefinitely. In early August 2019, 
the US announced yet another 10 percent tariff on an additional 
$300 billion of Chinese goods. In October, a preliminary agreement 
with China was reached: China would buy $40-$50 billion of 
agricultural goods and strengthen protections for US intellectual 
property (IP) in exchange for a US commitment to refrain from 
imposing further tariffs, at a rate of 30 percent, on $250 billion 
worth of Chinese goods.  We do not know if the de-escalation in 
the trade war will work, but we do know all the political uncertainty 
is damaging to businesses.  The US is leveraging tariffs to aid in 
negotiations concerning fair business practices and IP protections.  
Yet tariffs, unfortunately, have both short- and long-term 
consequences for companies, consumers, and investors. 

In an uncertain trade environment, it is difficult for businesses 
to accurately forecast costs or plan and negotiate long-term 
contracts. If uncertainty causes businesses and consumers to 
control spending, trade will slow and a recession could follow. 
We have seen evidence of trade deceleration: the US Institute for 
Supply Management Index (ISM), an agency that tracks business 
spending, recently reported its lowest figures in several years.  At 
the same time, manufacturing has become a smaller part of the US 
economy. Twenty years ago manufacturing represented 16 percent 

of US GDP, but today it comprises less than 12 percent. During the 
same twenty-year period, however, the service sector—including 
consulting, financial, and technology services— grew from 72 
percent to over 77 percent of US GDP.  While the service sector 
does not generate growth rates as high as those produced by 
manufacturing at the top of a business cycle, the sector is more 
stable, more resilient, and—unlike manufacturing—more immune 
to cyclicality. It’s important to note that in 2016 trade slowed to 
similar ISM levels due to a sharp decline in commodity prices, but 
we escaped a recession due largely to the strength of the service 
sector.

Another consequence of the uncertainty surrounding the trade war 
is the demand for perceived safety and yield, which is pushing 
“safe haven” assets (e.g., the Swiss franc, the US dollar, gold, 
bonds) to overvalued and unsafe levels. Consider the yield of 10-
year US Treasury notes, which fell from 2 percent at the beginning 
of August to below 1.5 percent in just two weeks.  While yields 
have improved since August, this massive shift into “safe” assets 
affirms investor exuberance is not present.  We discuss our view on 
fixed income risk on page 9 of this newsletter.

We cannot predict the outcome of highly political trade 
negotiations. We can, however, focus on the companies we own 
and monitor their business performance.  Cash flow is important, 
but quality cash flow, in our minds, is the most important metric in 
the current low-rate environment.  

On page 6, we explain what we mean by quality cash flow.  In 
addition, we highlight some overlooked technological innovations 
found in “boring” places—sneakers, vending, medicine bottles, 
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1. An Aging Population
The fastest-growing age groups in the United States over the next five years will be those aged 61 to 80, and those aged 80 to 100. These 
two groups will grow three to four times more rapidly than the overall population’s growth rate of 0.8 percent. In fact, if we exclude the “61 to 
100” subgroup, the US population will grow at an annualized rate of just 0.2 percent between now and 2024.

Three Demographic Trends in the US
Aging and demographic trends are important to LBA’s investment strategy; specifically, the growth rates of a population and its subsets help 
to predict current and future consumer spending.  At LBA, we find that identifying shifts in a demographic dataset can be a useful investment 
screening tool. In this analysis, we study three key demographic themes in the United States and consider how demographic data could 
inform our investment strategy.
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to meet quarterly performance benchmarks.  We now know that 
Boeing’s decision to cut costs in the name of efficiency carried life 
and death consequences.  

By (1) focusing on the long-term prospects of quality companies 
and by (2) positioning portfolios to an appropriate allocation we will 
successfully navigate client portfolios through the inevitable cycle 
of bull and bear markets.  To quote Barron’s from October 9, 2012, 
“Is this Bull Market Long in the Tooth?”  Yes.  But, according to 
Barron’s and many others, it was long in the tooth seven years ago.  
It has been a harrowing but rewarding ride for those of us invested 
in quality companies with strong cash flow, recession-resistant 
products and services, and solid balance sheets.

Diana B. Malcom 
President

and diapers. While not reported by mainstream media, these 
advances excite us.

Often, high-level drivers of economic growth help to shape our 
investment strategy and we share some of these thoughts with 
you on page 2.  For example, by studying longer-term demographic 
trends we recognize that growth no longer lies solely with baby 
boomers.  (Did you know that there are more millennials than 
baby boomers?)  A separate article focuses on retail’s ongoing 
transformation and considers the underlying reasons for today’s 
distinct shopping trends and consumer tastes (page 8). 

Purchasing “good” companies—those with quality management, 
predictable revenue streams, and reasonable valuations—is just as 
important as avoiding “bad” ones.  On page 7, we offer an analysis 
of what happens when a company’s management—in this case 
Boeing—loses its vision and innovation, and resorts to cost-cutting 

On Our Minds (cont.)
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2. Differing Growth Rates in the 60+ Cohort
As we dig deeper into the annual growth rate figures for the next five years, an interesting pattern emerges. The “61 to 80” cohort’s rate of 
growth notably decelerates from 2021 through 2024, from 3 percent annually to just under 2 percent. And by 2034, this same cohort will 
experience a decline for the first time in decades. At the same time (and predictably so), the “81 to 100” cohort sharply accelerates from 2 
percent growth to just under 5 percent. These changes may not sound significant, but they are critical to investment decision-making. Stock 
prices have implicit assumptions about growth rates in key customer cohorts; therefore, investors should focus on growth rates’ rate of 
change over time.

It’s clear that over the next five years, the elderly will be the fastest-growing segment of the US population. However, distinguishing the rates 
of change in growth between the “61 to 80” and the “81 to 100” cohorts will lead us to make very different conclusions about what will make 
a good investment. While health care is an obvious area of focus, understanding the primary age groups for medical ailments and diseases 
is crucial; this analysis suggests we should focus on companies that treat people between the ages of 81 and 100.  Heart valve diseases and 
visual impairments become significant issues for those older than 80, and more than 50 percent of senior-housing residents are over the age 
of 85. With these ideas in mind, companies such as Edwards Lifesciences (EW), Alcon (ALC), and Ventas (VTR) will likely benefit from upcoming 
demographic trends.  

(1.0%)

0.0%

1.0%

2.0%

3.0%

4.0%

5.0%

(1.0%)

0.0%

1.0%

2.0%

3.0%

4.0%

5.0%

2020 2021 2022 2023 2024

Estimated Annual US Cohort Growth

0-20 21-40 41-60 61-80 81-100

Three Demographic Trends in the US (cont.)

3. The “Millennials” Are Taking Over
If we search for the largest age cohorts in the United States and study a time series of how those groups have trended over time, we see that 
ages 26, 27, 28, 29, and 30 are currently the largest age groups in the United States.  Each of these groups has between 4.7 million and 4.9 
million people, and is roughly 47 percent larger than the average age-group size (3.2 million).
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Three Demographic Trends in the US (cont.)

This data has interesting implications for future consumer purchasing patterns. When people are in their twenties and thirties they often 
marry, have children, and purchase their first home.  If today’s “26 to 30” cohort is at an all-time high, it is logical to assume that, as this 
group ages, there will be an improvement in first-time home sales, discretionary purchases (such as wedding gifts and home décor), and 
consumables (such as diapers and infant formula). Companies who stand to benefit from this trend include home builders (TOL, DHI, etc.), 
home improvement and décor companies (HD, RH, etc.), and companies that sell products or services for children (PG, BFAM, etc.).

Not only are these five age groups the largest in the United States right now, but, according to our limited dataset, the aggregate 26-30 group 
size—amounting to 23.9 million people— is the  largest it’s ever been. It is 10 percent larger than it was in 1990 and 26 percent larger than it 
was in 2004.
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3. The “Millennials” Are Taking Over (cont.)
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Developing Technologies from LBA Companies

Nike: The company patented a sneaker with 
data transmission capabilities.

AptarGroup:  Engineers designed a              
tamper-evident closing gap to ensure product 
integrity.

Pepsi:  Technology advances enabled a sin-
gle system to dispense both hot and cold         
beverages.

Procter & Gamble: The company designed 
a more absorbent diaper core for improved 
comfort and mobility.
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The Importance of Predictability in Cash Flows
Identifying good investment opportunities can be challenging, 
but most desirable businesses share certain characteristics that 
distinguish them from the crowd. The first of these is growth; often, 
demand for the product or service is high, which means the firm 
can raise prices without consequence. A second characteristic 
is competitive advantage—most appealing firms boast multiple 
advantages, such as economies of scale, patented technologies, or 
high switching costs.  While these factors help us identify a good 
business, a suitable investment must also meet our criteria for 
valuation, capital intensity, management quality, and predictability. 

Predictability is important for investors because it minimizes the 
margin for error in estimating potential outcomes. A business with 
a steady, consistent growth rate—one that is virtually unaffected 
by economic cycles—often commands a much higher multiple 

than a fast-growing cyclical company. Why is this the case?  
Simply put, investors are willing to pay for predictability.  They need 
a higher margin of safety (in the form of a lower valuation multiple) 
for a firm whose financial results may vary greatly. 

Unpredictable growth often results in negative business 
consequences.  For example, company managers may struggle 
to accurately forecast working capital or labor requirements, 
which creates a strain on cash flow and depresses profit margins. 
Consumer packaged goods firms and others with recurring 
purchases by customers, on the other hand, do not have this 
problem. As a result, these companies, some of which exhibit GDP-
like growth, frequently trade at valuations comparable to those of 
rapidly-growing technology firms.

At LBA, while we do invest in companies with less predictable results (assuming the valuation is appropriate), 
we cherish firms with predictable, recurring cash flows. Some of our favorites include:

•   Procter & Gamble: Laundry detergent, paper towels, and toothpaste are everyday items for anyone that    
     doesn’t live in a cave. Because P&G sells disposable necessities for daily use on a global scale, there is    
     considerable accuracy in the company’s demand forecasts.

•   Alcon: Alcon sells contact lenses, solution, machinery, and surgical equipment. It goes without saying                 
     that  being able to see well is a priority for all humans; steady, widespread global demand creates   
     predictable product sales. Alcon also sells maintenance services and consumables for its machinery to   
     temper fluctuations in machine sales. 

•   Constellation Software: With a consortium of software businesses, most of Constellation’s sales and   
     operating profits come from software maintenance and subscription contracts. The company’s mission-  
     critical software is essential to a wide range of industries; as a result, its revenue stream is highly   
     predictable.

A man walks into a bait shop and sees very expensive, very 
fancy lures.  He goes up to the owner of the store and asks, 

“Do the fish really like these fancy lures?” 
The man replies, “I don't sell to fish.”
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Prior to 2018, Boeing, at a high level, symbolized the quintessential 
American dream.  Innovation and hard work resulted in the B-17 
Flying Fortress, an aerial bomber used in WWII and beyond; the 
revolutionary 707, a streamlined passenger jet; and the wide-
bodied 747 which set the standard for plane design.  The company 
was known as “an engineer’s engineering firm” where, if you could 
dream it, you could make it fly.  In short, Boeing’s engineers were 
in charge.  

 In 1997, Boeing—enticed by the Pentagon’s offer to pay for 
merger and acquisition costs (this fact is fodder for a much longer 
article at a later date)—merged with McDonnell Douglas (Douglas).  
The two companies appeared complementary, with Boeing 
focused on commercial and military crafts and Douglas focused on 
aerospace.  Yet culturally, the two companies differed.  Boeing was 
led by engineers while Douglas was run by bean counters.  When 
there are two cultures in a merger, only one will survive; for Boeing, 
predictably, the culture of cost-cutting and money management 
trumped creativity.  The c-suite engineering executives from Boeing 
relinquished management control to the fiscal tightfists from the 
Douglas executive team. 

In 2000, Douglas blended the civilian and military aircraft divisions, 
citing “synergies” and other nonsensical ideas.  The engineers and 
technicians, however, understood the vast differences between 
civilian and military contract requirements.  They knew that 
management’s projected design efficiencies would not be achieved 
by combining divisions.

In fact, Boeing’s restructuring politicized production for parts and 
technology.  To secure support and contract favor from politicians, 
the company promised to manufacture parts in their respective 
states and countries—even if it meant sourcing parts and 
technology from inexperienced vendors.  They thought, “Who cares 
if no one in Wyoming can manufacture a military airplane part?  Or 
if Indian vendors have never supplied parts for a consumer airline? 
If we promise to manufacture in those locations, we will win 
lucrative new contracts.”  In this way the company prioritized cost 
savings and revenue over smart, safe design.

In 2005 Boeing hired James McNerney, the first Boeing CEO to lack 

a background in engineering.  McNerney’s experience included 
brand management and nearly twenty years at GE, working under 
Jack Welch.  Soon after being named Boeing CEO, McNerney 
launched the 737 MAX in an attempt to create a fuel-efficient plane 
for today’s longer journeys.  Creating a new plane is expensive, 
however, so Boeing strove to cut costs.  

The company achieved cost savings by adding new engines to the 
old body design, and by leveraging software to compensate for the 
engines’ extra weight.   When stress tested, safety issues flared, 
but the cost-minded Boeing leaders decided that software was 
the primary source of the problem.  They designated outsourced 
coders in India responsible for software corrections.  

Why didn’t the Federal Aviation Administration (FAA) intervene 
to ground the 737 MAX prior to its rollout?  It may seem hard to 
believe, but the FAA relied on Boeing’s self-reported safety data 
(one of many benefits Boeing reaped as a leader in a monopoly 
market).  

Boeing’s current CEO, Dennis Muilenburg, has experience in 
crisis management and policy negotiations (often failed) related 
to military contracts.  Muilenburg appears to believe that to fix a 
military contracting issue you don’t simply fix the issue, rather, 
you hand the problem to those with higher ranks and employ 
political back channels and public relations to mitigate fallout.  This 
approach has resulted in hundreds of deaths and billions of wasted 
dollars—but hey, the stock is up year-to-date!  

Why are we talking about Boeing’s history and culture now?  It’s 
helpful to remember Boeing’s disastrous approach as we monitor 
the looming Raytheon and United Technologies merger. If the 
financiers end up in control, we can likely expect the long and slow 
destruction of two more once-great companies.   

We never invested in Boeing as they did not meet our basic 
investment criteria: if a company is good to their product, their 
employees, and their customers, their stock will do well.  Boeing’s 
story is sad but all too familiar, particularly when there is a new 
CEO or a merger.  Unlike our fellow analysts on Wall Street, we look 
beyond the numbers to identify the true sources of equity gain.  
Quality always matters.  

Boeing:  The Consequences of Cost-Cutting

Flying is man’s second 
greatest achievement. 

Landing is the first.
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Much ink has been spilled over the “retail apocalypse”; major news outlets plaster gloomy footage of Middle America’s deserted malls on 
screens of all sizes, while financial publications cover the latest bankruptcies and keep a running tally of defaulted retail loans. Through the 
first nine months of 2019, there have been approximately 10,000 retail store closures and some notable retail bankruptcies, including Payless 
ShoeSource, Gymboree, and Dressbarn. 

These dismal images and discussions hide the surprising fact that US retail sales have been robust over the past several years. After the last 
recession, which ended in 2009, US retail sales rebounded strongly (2010 and 2011) and then decelerated for several years, troughing in 
2015. Since then, retail sales have grown healthily at a 3 percent compound annual rate, excluding e-commerce sales, which now comprise 
roughly 10 percent of total US retail sales.
.

The Death of US Retail?

(10.0%)

(8.0%)

(6.0%)

(4.0%)

(2.0%)

0.0%

2.0%

4.0%

6.0%

8.0%

(10.0%)

(8.0%)

(6.0%)

(4.0%)

(2.0%)

0.0%

2.0%

4.0%

6.0%

8.0%

2009 2010 2011 2012 2013 2014 2015 2016 2017 2018

Retail Sales Growth (excl. E-Commerce)

We attribute some of the US retail sector’s strength to two factors: (1) pockets of retail that don’t lend themselves to online shopping (jewelry, 
home improvement, etc.) and, more importantly, (2) an underlying shift in consumer shopping habits. Shoppers are increasingly eschewing 
multi-brand retail outlets (think department stores) for brands that are opening their own retail locations, which we will refer to as single-
brand retail. For example, rather than shopping at a Foot Locker, which carries Nike and Adidas sneakers, many consumers instead choose to 
shop at a company-owned and -branded Nike or Adidas store.

The brick-and-mortar, single-brand retail experience is proving to be tremendously successful for branded consumer companies. Their 
success stems from consumers’ perception that, by purchasing directly from the source, they are buying a higher-quality product.  
Additionally, the efficiency gained from a small, curated selection of products is desirable to shoppers short on time—the abundance of 
options found in large, multi-brand retailers like department stores can be overwhelming.

To support this theory, we looked at nine publicly traded companies that offer a single-brand retail experience and compared their sales 
figures to those of fifteen traditional multi-brand retailers. Clearly, single-brand retail is outpacing multi-brand retail significantly. A large 
acceleration in single-brand retail sales after 2015 coincides with the acceleration in overall retail sales (see above).
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Sources:
https://twitter.com/mitchnolen
https://www.bloomberg.com/news/articles/2019-08-06/barneys-files-for-bankruptcy-felled-by-rivals-and-rising-rent
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The Death of US Retail? (cont.)

A Funny Thing Happened on the Way to the Fixed 
Income Shoppe 

Recently, in perusing the issuance of the bond market, we found 
that yields are low (not shocking) and credit quality is down (also 
not shocking).  After all, what better time for a “reckless” company 
to borrow than when borrowing costs are extremely low?   On the 
other side, investor demand for anything with a yield, regardless of 
quality, is high. These conditions are fueling a fixed income bubble.  
Further investigation reveals there is additional cause for concern 
because current bond covenants either lack substance or don’t 
exist.  Typically, bond covenants—which are created to protect 
buyers— include protective language that limits cash flow-to-debt 
ratios and debt-to-equity ratios.  

What is the source of today’s lax approach to bond issuance?  It 
appears to be a simple case of supply and demand.  The market 
isn’t asking for covenants, so debt issuers aren’t providing them.   
Should we hold exchange-traded funds (ETFs) and exchange-
traded notes (ETNs) accountable?  While these vehicles are 
certainly exacerbating the problem by buying issues blindly to 
satisfy market exposure mandates, we can’t wholly blame ETFs 
and ETNs.  The responsibility, we believe, lies with average 
investors, advisors, and brokers who fail to execute meaningful due 
diligence.  They simply think, “Hey, this bond yields more than that 
bond in the same year of maturity, let’s buy it.”  

This data indicates undoubtably that retail is not dead—it is simply transforming. Branded consumer companies should embrace the single-
brand retail trend, while incumbents (e.g., Macy’s, JCPenney) should adapt quickly to avoid joining dozens of their former peers in bankruptcy.
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and BBB credit issuance:  
As the first chart above illustrates, we have record flows into one 
of the most illiquid markets in times of stress—and what happens 
in the bond markets during times of stress is highly unpredictable.  
Because automated computer systems control bid/ask spreads, 
we can reasonably expect that a sharp spike in sell orders would 

widen the spread to very extreme numbers and force investors’ 
losses.  In other words, liquidity-providing ETFs suddenly become 
liquidity-seeking ETFs and, as a result, upend the fixed income 
market.  What catalyst could potentially cause such turbulence in 
the markets?  Why, a record amount of barely-investment-grade 
bonds in the fixed income marketplace!  See the second chart 

A Funny Thing Happened on the Way to the Fixed 
Income Shoppe (cont.)

Good research stems from hard work, critical thinking, deep 
analysis, and time.   At LBA, we uncover, read, and thoroughly 
analyze a company’s source documents.  We don’t just rely upon 

the five-page summary provided by the investment banking firm 
that underwrote the deal.  

Following are two charts that illustrate staggering bond ETF inflows 

US Bond ETFs Top Inflows Record
June Inflows Surpass Previous Monthly Record by 45 Per Cent ($bn)

Source: Bloomberg Statestreet Global Advisors

United States: BBB Share of Investment Grade Bonds

Source: Bloomberg Gluskin Sheff
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Today we not only have a record amount of BBB (the lowest-quality 
investment grade) bonds, but also (1) unprecedented levels of 
ETF investment dollars chasing those bonds, and (2) frighteningly 
absent investor protections.  These factors concern us. 

Investment policy statements prevent many pensions, 
endowments, and foundations from owning fixed income that is not 
investment grade.  With weaker companies’ record debt issuances, 
just one bankruptcy, one downgrade by a credit agency, or one 
failed business model will destabilize the markets and cause 

forced selling.  Consider this aside: GE’s debt, totaling $97 billion, 
is rated BBB—should anything go wrong at GE (and really, what 
has ever gone wrong at GE?) we can expect massive, destructive 
movements in the fixed income market.

Fear not.  LBA’s clients own individual bonds.  While they may 
temporarily decline during a fixed income selloff, they will not be 
permanently impaired.  In fact, a selloff may provide us with the 
perfect opportunity to shop for higher-yielding bonds offered by 
quality companies. 

A Funny Thing Happened on the Way to the Fixed 
Income Shoppe (cont.)

Status Symbols: Old vs. New

Brand new Mercedes 

Rolex 

McMansion 

Corner office 

Retiring at 65

Having two kids

Old Status Symbols:

Apple watch

Vacation time 

Perfect health 

Less sitting 

Lots of sleep 

Access to nature 

Flexible workspace

No sitting in traffic 

Deep relationships 

Creative fulfillment 

Retiring when you want 

Having no kids, or having four kids 

New Status Symbols:
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IMPORTANT DISCLOSURES 
This presentation is not an offer or a solicitation to buy or sell securities. The 
information contained in this presentation has been compiled from third party sources 
and is believed to be reliable; however, its accuracy is not guaranteed and should 
not be relied upon in any way, whatsoever. This presentation may not be construed 
as investment advice and does not give investment recommendations. Any opinion 
included in this report constitutes the judgment of Lowell Blake & Associates, Inc. 
(Lowell Blake) as of the date of this report, and is subject to change without notice.

Security Recommendations 
The investments presented are examples of the securities held, bought and/or sold 
in Lowell Blake strategies during the last 12 months. These investments may not be 
representative of the current or future investments of those strategies. You should not 
assume that investments in the securities identified in this presentation were or will 
be profitable. We will furnish, upon your request, a list of all securities purchased, sold 
or held in the strategies during the 12 months preceding the date of this presentation. 
It should not be assumed that recommendations made in the future will be profitable 
or will equal the performance of securities identified in this presentation. Lowell Blake, 
or one or more of its officers or employees, may have a position in the securities 
presented, and may purchase or sell such securities from time to time. 

General Disclosures 
Additional information, including management fees and expenses, is provided on 
Lowell Blake’s Form ADV Part 2, available upon request or at the SEC’s Investment 
Advisor Public Disclosure site https://www.adviserinfo.sec.gov/Firm/105127. As with 
any investment strategy, there is potential for profit as well as the possibility of loss. 
Lowell Blake does not guarantee any minimum level of investment performance or 
the success of any portfolio or investment strategy. All investments involve risk (the 
amount of which may vary significantly) and investment recommendations will not 
always be profitable. The investment return and principal value of an investment will 
fluctuate so that an investor’s portfolio may be worth more or less than its original cost 
at any given time. The underlying holdings of any presented portfolio are not federally 
or FDIC-insured and are not deposits or obligations of, or guaranteed by, any financial 
institution. Past performance is not a guarantee of future results. Copyright © 2019, by 
Lowell Blake & Associates, Inc.

Lowell, Blake & Associates provides personalized financial services and support for individuals, families, nonprofits, and businesses. 
Reflections & Observations is our biannual newsletter to keep our clients and contacts “in the know” on new trends and valuable insights. 

We love to hear from you—we invite you to share with us your ideas and feedback at lba@lowell-blake.com.

Year-End Checklist for LBA Clients:

•    Review your insurance coverages (e.g., umbrella, liability, other) and call us with any   
      questions

•    If you are working, max out your 401(k) plan

•    Review your Social Security options

•    Review your estate plan and confirm the beneficiaries on your retirement accounts

•    Take your required minimum distribution (note you may also donate this to charity)

•    Reduce income taxes by harvesting tax losses

•    Make charitable donations from your low-cost stock

•    Check in with your tax advisor—and us—if you’ve made a big purchase or encountered a   
      substantial life event

•    Fund a 529 Plan for your children and/or grandchildren


