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The New Year is off  and running, 
and most likely, so are you.  Most 
of us have made some form of 
New Year’s goal that we’d like to 
achieve.  But did you know that 
over 80% of people who make New 
Year’s resoluƟ ons have broken or 
completely forgoƩ en about them 
within six weeks?  We’re here to give 
you some Ɵ ps on seƫ  ng goals you’ll 
actually achieve, largely because 
they’re SMART. 

No, we don’t mean you need a PhD 
to set achievable goals.  SMART 
is an acronym that you can use 
to guide your goal seƫ  ng.  Its 
criteria are generally aƩ ributed to 
Peter Drucker’s Management by 
ObjecƟ ves concept.  To make sure 
your goals are clear and reachable, 
each one should sƟ ck to the 
following principles.  Let’s take a 
look!

SPECIFIC

Your goal should be specifi c and 
clear, otherwise, you might not 
fi nd the moƟ vaƟ on to achieve it.  
When you’re looking at seƫ  ng the 
goal, ask yourself these fi ve “W” 
quesƟ ons:

1. What do I want to achieve?

2. Why is this important to me?

3. Who else needs to be involved 
to achieve it?

4. Where is the goal located?

5. Which resources or limits are 
involved?

Example:  If you have a goal of 
running a half marathon this year, 
a specifi c goal could be, “I want 
to train and gain the strength and 
stamina necessary to complete my 
fi rst half marathon in November of 
this year.”

MEASURABLE

It’s important to pick a goal that 
allows you to measure your 
progress.  Assessing how far 
along you are can help you stay 

focused, meet deadlines and feel 
the excitement as you get closer to 
achieving your goal!  Measurable 
goals should answer these “How” 
quesƟ ons:

1. How much?

2. How many?

3. How will I know when it is 
accomplished?

Example:  You might measure your 
goal of running your half marathon 
by how far you would like to be 
able to run by the 3, 6 and 9 month 
marks of the year.

ATTAINABLE

Your goal needs to be realisƟ c in 
order to be successful.  It should 
stretch your abiliƟ es, but sƟ ll remain 
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Financial Reason

R E T I R E M E N T
    Do I have enough saved for my reƟ rement?
Would it be a good idea to reƟ re in a diff erent   
         state?
Will I need to supplement my Social Security     
         income in reƟ rement?
What should I do with my employer reƟ rement  
         plan?
Should I have long-term care insurance?

M A J O R  L I F E  C H A N G E S
How should my spouse and I manage our money  
         aŌ er we get married?
If I change jobs, what happens to my 401(k)?
What opƟ ons do I have if I am laid off ?
If I were to get divorced, what would happen to  
         my assets?
What should I do if a loved one recently passed  
         away?

E S T A T E  P L A N N I N G
Is our will current?
What is important to know about estate 
         planning?
Are our benefi ciaries up-to-date?
What informaƟ on will my survivors need?
Do we have enough life insurance?
How can I keep my estate from being taxed?

P E R S O N A L  F I N A N C E S
How can I be budgeƟ ng beƩ er?
Can I reduce my debt?
Do we have enough in emergency funds? 

H E L P I N G  M Y  C H I L D R E N
When should I start & how much should I be   
         saving for college?
How should I teach my kids about money & 
         savings?
How do I help a young adult establish a savings  
         plan or budget?

C A R I N G  F O R  M Y  P A R E N T S  & 
L O V E D  O N E S
How does Medicare work?
How do I decide on a nursing home?
What should I do if I end up caring for my 
         parents?
How do I deal with  
         Alzheimer’s disease?

possible.  An aƩ ainable goal will 
usually answer these quesƟ ons:

1. How can I accomplish this 
goal?

2. How realisƟ c is the goal, 
based on other constraints, 
such as fi nancial or physical 
factors?

Example:  Make sure your half 
marathon goals happen by seƫ  ng 
up a training schedule of when 
you’ll work in your runs and 
any other physical condiƟ oning.  
Consider any physical or Ɵ me 
limitaƟ ons you might have that 
could prevent that training.

RELEVANT

This step is about ensuring your 
goals maƩ er to you, and also 
align with other relevant goals in 
your life.   A relevant goal should 
be able to answer “yes” to these 
quesƟ ons:

1. Does this seem worthwhile?

2. Is this the right Ɵ me to 
work on this goal?

3. Does this match our eff orts/
needs?

4. Am I the right person to 
reach this goal?

Example: As you consider your 
half marathon goal, determine 

if this is the right year for you 
to undertake this parƟ cular 
achievement.  Is this something 
that your spouse/family can 
support you in, and does it line 
up with any other goals they 
might be working toward?

TIME BASED

Every goal needs a deadline to 
focus on and something to work 
toward.  This part of the goal 
criteria helps prevent everyday 
tasks from taking priority over 
your longer-term goals.  A Ɵ me-
bound goal will usually answer 
these quesƟ ons:

1. When will I complete this 
goal?

2. How much can I achieve in 
six months?

3. How much can I achieve in 
six weeks?

4. What can I do today to 
work toward the deadline 
date?

Example:  Choosing a parƟ cular 
race that you are working toward 
gives you a solid Ɵ me frame of 
how long you have to train, and 
allows you to set smaller mini-
goals you’d like to achieve in the 
shorter Ɵ me frames before then.  

Seƫ  ng SMART goals helps 
give you the clarity, focus 
and moƟ vaƟ on you need to 
succeed.  It also improves 
your ability to reach them 
by encouraging you to 
clearly defi ne your objecƟ ves 
and giving you a defi niƟ ve 
compleƟ on date you are 
working toward.  As you 
set your goals for 2018, run 
them through these steps to 
make sure you are set up for 
success!
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CONTINUEDCONTINUED As a new year begins, it’s natural 

to think about your upcoming 
birthday, parƟ cularly if it’s a 
milestone one.  Most people 
consider decades as the major 
markers, but in the world of 
fi nance and reƟ rement, there are 
other birthdays (or half birthdays) 
that can have signifi cant meaning 
for your fi nancial life as well.

50: The half-century mark!  Once 
you reach this age, you are 
now eligible to make addiƟ onal 
catch-up contribuƟ ons to your 
reƟ rement accounts, increasing 
your maximum annual limits.  
For 401(k)s, 403(b)s and 457 
plans, the catch-up amount is 
$6,000, making the maximum 
contribuƟ on $24,000 per year.  
For Simple IRAs, the catch-up 
amount is $3,000, making the 
maximum contribuƟ on $15,500. 
For IRAs, both TradiƟ onal and 
Roth, the catch-up amount is 
$1,000, making the maximum 
contribuƟ on $6,500.

55: If you are looking to reƟ re 
soon and you separate from 
service with your employer when 
you are 55 or older, you can take 
withdrawals from your employer-
sponsored reƟ rement plan, such 
as a 401(k) or 403(b), to help 
meet your needs without the 
early withdrawal penalty.  

59½: Just before you reach the 
decade milestone of 60, age 59½ 
is an important point in your 
fi nancial life, as this is the age at 
which you can withdraw money 
from your tax-qualifi ed accounts 
– 401(k) 403(b), or IRA – without 
an early withdrawal penalty.  

62: This may seem like an odd 
year, but it is the fi rst year that 
you could be eligible for Social 
Security reƟ rement benefi ts.  

When to begin taking benefi ts 
is sƟ ll a conversaƟ on we should 
have in the context of your 
specifi c situaƟ on, but as age 62 
approaches, it’s always a good 
Ɵ me to discuss your opƟ ons.

65: Many of you are aware that 
once you reach age 65, you 
are eligible for Medicare.  This 
is just the beginning of the 
conversaƟ on.  If this age is rapidly 
approaching, we can help you 
make some sense of the alphabet 
soup that is Medicare. 

70½: The year in which you 
turn 70½ is the year for which 
Required Minimum DistribuƟ ons 
(RMDs) must begin.  If you have 
qualifi ed accounts, whether 
sƟ ll with a former employer 
or have IRAs, you must start 
taking distribuƟ ons when you 
reach 70½.  The fi rst year, you 
actually have unƟ l April 1st of 
the following year to take your 
distribuƟ on, but then all future 
RMDs must be taken by 12/31 of 
the applicable year.  It’s important 
to note that Roth IRAs do not 
have an RMD requirement, so we 
can discuss ways to reduce the 
RMD need as you approach this 
milestone age, as appropriate. 

Have quesƟ ons about your 
situaƟ on?  Contact my offi  ce 
today!
Content in this material is for 
general informaƟ on only and not 
intended to provide specifi c advice or 
recommendaƟ ons for any individual.

The New Year oŌ en can bring with it a desire to fi nally undertake some project or task that’s been put off  in the past, or to make some change to 
your behavior in order improve your life.  Obviously personal fi nances and reƟ rement are the primary areas I assist my clients with, but there’s 
always a chance that something has changed in the last year OR that you may have family or friends that can use the help of a fi nancial planning 
professional like me.   

Please take a look at the topics and related quesƟ ons listed below, and check off  any changes that may have occurred during the year that may 
aff ect what we have in place for you. Hopefully these are quesƟ ons we’ve answered for you OR that we have at least discussed before.   
If not, let’s talk!

FAMILY  MATTERS :  Pas s  i t  on !FAMILY  MATTERS :  Pas s  i t  on !AGE :  More  Than a AGE :  More  Than a 
NumberNumber
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Perhaps a family member, relaƟ ve, or friend would benefi t from a conversaƟ on with me?  It’s very likely that I have informaƟ on 
or experience that can help them address the issues that are worrying them.  Please feel free to pass this page or this issue to 

someone that might benefi t from a consultaƟ on with me… I’m always happy to help the friends and family of my clients!


