
The U.S. popula�on was 328,239,523 in 2019, an increase of 0.5% over 2018. This was 
the fourth consecu�ve year of slowing popula�on growth due to fewer births, more 
deaths, and lower immigra�on from other countries. Forty states and the District of 
Columbia gained popula�on, while 10 states lost popula�on. Here are the winners 
and losers based on percentage increase or decrease in popula�on.  
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MATT CHAFFIN 
 

As the country is star�ng to re-open, 
and the market con�nues to recover, 
this would be a good �me to take a 
closer look at your goals.  While we 
all had goals at the beginning of the 
year, it may be �me to review those 
goals and determine if any 
adjustments need to be made.  Being 
halfway through the year, we have 
included an ar�cle to help you plan 
the rest of your year. We hope you 
enjoy! 
 

 

DIRECTIONS FOR LIFE 

In all your ways submit to him, and 
he will make your paths straight. 
 

Proverbs 3:6 
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The first part of 2020 was rocky, but there should be be�er 
days ahead. Taking a close look at your finances may give you 
the founda�on you need to begin moving forward. Mid-year is 
an ideal �me to do so, because the planning opportuni�es are 
poten�ally greater than if you waited un�l the end of the year.  
 

Renew Your Resolu�ons  
At the beginning of the year, you may have vowed to change 
your financial situa�on, perhaps by saving more, spending less, 
or reducing your debt. Are these resolu�ons s�ll important to 
you? If your income, expenses, and life circumstances have 
changed since then, you may need to rethink your priori�es.  
 

While it may be difficult to look at your finances during turbu-
lent �mes, review financial statements and account balances to 
determine whether you need to make any changes to keep 
your financial plan on track.  
 

Take Another Look at Your Taxes  
Comple�ng a mid-year es�mate of your tax liability may reveal 
planning opportuni�es. You can use last year's tax return as a 
basis, then factor in any an�cipated adjustments to your in-
come and deduc�ons for this year.  
 

Check your withholding, especially if you owed taxes or re-
ceived a large refund. Doing that now, rather than wai�ng un�l 
the end of the year, may help you avoid a big tax bill or having 
too much of your money �ed up with Uncle Sam.  
 

You can check your withholding by using the IRS Tax Withhold-
ing Es�mator at irs.gov. If necessary, adjust the amount of fed-
eral or state income tax withheld from your paycheck by filing a 
new Form W-4 with your employer.  

 

Review Your Investments  
Review your por�olio to make sure your asset alloca�on is s�ll 
in line with your financial goals, �me horizon, and tolerance for 
risk. Look at how your investments have performed against 
appropriate benchmarks, and in rela�onship to your expecta-
�ons and needs. Changes may be warranted, but be careful 
about making them while the market is vola�le.  
 

Asset alloca�on is a method used to help manage investment 
risk; it does not guarantee a profit or protect against invest-
ment loss. All inves�ng involves risk, including the possible loss 
of principal and there is no guarantee that any investment 
strategy will be successful.  
 

Check Your Re�rement Savings  
If you're s�ll saving for re�rement, look for ways to increase 
re�rement plan contribu�ons. For example, if you receive a pay 
increase this year, you could contribute a higher percentage of 
your salary to your employer-sponsored re�rement plan, such 
as a 401(k), 403(b), or 457(b) plan. If you're age 50 or older, 
consider making catch-up contribu�ons to your employer plan. 
For 2020, the contribu�on limit is $19,500, or $26,000 if you're 
eligible to make catch-up contribu�ons. If you are close to re-
�rement or already re�red, take another look at your re�re-
ment income needs and whether your current investment and 
distribu�on strategy will provide enough income.  
 

Read About Your Insurance Coverage  
What are the terms of your homeowners, renters, and auto 
insurance policies? How much disability or life insurance cover-
age do you have? Your insurance needs can change; make sure 
your coverage has kept pace with your income or family cir-
cumstances.   

Mid-Year Is a Good Time to Fine-Tune Your Finances 
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More to Consider 
Here are some other ques�ons you may want to ask as part of your mid-year financial review.  



The field of behavioral finance focuses on the emo�onal and 
cogni�ve aspects of inves�ng. In recent decades, well-known 
economists have advanced the theory that investors' decisions 
can be driven by human emo�ons such as greed and fear, 
which helps explain why asset prices some�mes fluctuate er-
ra�cally.1  
 

It can be difficult to act ra�onally when your financial future is 
at stake, especially when unexpected events upset the markets. 
But understanding certain aspects of human nature, and your 
own vulnerabili�es, might help you stay levelheaded in the 
heat of the moment.  
 

Every investment decision should take your financial goals, �me 
horizon, and risk tolerance into account. That's why it's im-
portant to slow down and try to consider all relevant factors 
and possible outcomes.  
 

Here are six behavioral biases, which could also be called men-
tal shortcuts or blind spots, that might lead you to make re-
gre�able por�olio decisions.  
 

1. Herd mentality. Many people can be convinced by their 
peers to follow trends, even if it's not in their own best inter-
ests. When investors chase returns and follow the herd into 
"hot" investments, it can drive up prices to unsustainable levels 
and create asset bubbles that eventually burst. Joining the 
crowd and fleeing the stock market a�er it falls, and/or wai�ng 
too long (un�l prices have already risen) to reinvest, could 
harm your long-term por�olio returns.  
 

2. Availability bias. People tend to base their judgments on 
informa�on that immediately comes to mind. This could cause 
you to miscalculate risks or expected returns. In the same way 
that watching a movie about sharks can make it seem more 
dangerous to swim in the ocean, a recent news ar�cle can 
shape how you perceive the quality of an investment oppor-
tunity.  
 

3. Confirma�on bias. People also have a tendency to search 
out and remember informa�on that confirms, rather than chal-
lenges, their current beliefs. If you have a good feeling about a 
certain investment, you may be more likely to ignore cri�cal 
facts and focus on data that supports your opinion.  
 

4. Overconfidence. Some individuals overes�mate their skills, 
knowledge, and ability to predict probable outcomes. When it 
comes to inves�ng, overconfidence may cause you to trade 
excessively and/or downplay poten�al risks.  
 

5. Loss aversion. Many investors dislike losses much more than 
they enjoy gains. Because it actually feels bad to experience a 
financial loss, you might avoid selling an investment that would 

 
 
 
 
 
 

realize a loss, even though it might be an appropriate course of 
ac�on. An intense fear of losing money may even be paralyzing. 
 

Market Moods  
Re�rees and higher-net-worth investors were more likely than 
other groups to say that their daily mood is sensi�ve to changes 
in their investment por�olios. The following chart illustrates 
the percentage of U.S. investors who say the performance of 
their investments affects their daily mood (a li�le or a lot). 

Source: Gallup, 2019  
 

6. Anchoring effect. When making decisions, people o�en de-
pend heavily on the first informa�on they receive, then adjust 
from that star�ng point based on new data. For investors, this 
translates into placing too much emphasis on an ini�al value (or 
purchase price) or on recent market performance. Investors 
who were "anchored" to the financial crisis may s�ll be fearful 
of the stock market, even a�er years of strong returns. Another 
investor who has only experienced years of gains might be in-
clined to take on too much risk. 
 

Even the most experienced investors can fall into these psycho-
logical traps. Having a long-term perspec�ve and a though�ully 
cra�ed inves�ng strategy may help you avoid expensive, emo-
�on-driven mistakes. It might also be wise to consult an objec-
�ve third party, such as a qualified financial professional, who 
can help you detect any biases that may be clouding your judg-
ment. 
 

All inves�ng involves risk, including the possible loss of princi-
pal, and there is no guarantee that any investment strategy will 
be successful. Although there is no assurance that working with 
a financial professional will improve investment results, a finan-
cial professional can provide educa�on, iden�fy strategies, and 
help you consider op�ons that could have a substan�al effect 
on your long-term financial prospects. 
 

1) "From Efficient Markets 
Theory to Behavioral Fi-
nance," Journal of Economic 
Perspec�ves , Winter 2003  

Investor Psychology: Behavioral Biases That Can Lead to Costly 
Mistakes 
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The ABCs of Finance: Teaching Kids About Money  

It's never too soon to start teaching children about 
money. Whether they're tagging along with you to 
the grocery store or watching you make purchases 
online, children quickly realize that we use money 
to buy the things we want. You can teach some 
simple lessons today that will give them a solid 
founda�on for making a life�me of sound financial 
decisions.  
 

Start with an Allowance. An allowance is o�en a 
child's first brush with financial independence and 
a good way to begin learning how to save money 
and budget for the things they want. How much 
you give your children will depend in part on what 
you expect them to buy and how much you want 
them to save. Make allowance day a rou�ne, like 
payday, by giving them a set amount on the same 
day each week or month.  
 

Help Them Set Financial Goals. Children might not 
always appreciate the value of pu�ng money 
away for the future. Help them set age-
appropriate short- and long-term financial goals 
that will serve as incen�ves for saving money. 
Write down each goal and the amount that must 
be saved each day, week, or month to reach it.  

Let Them Prac�ce. As children get older, they can 
become more responsible for paying other ex-
penses (e.g., clothing, entertainment). The possi-
bility of running out of money between allowance 
days might make them think more carefully about 
their spending habits and choices and encourage 
them to budget more effec�vely.  
 

Take It to the Bank. Piggy banks are a great way to 
start teaching young children to save money, but 
opening a bank savings account will reinforce les-
sons on basic inves�ng principles such as earning 
interest and the power of compounding. Encour-
age your children to deposit a por�on of any mon-
ey they receive from an allowance, gi�, or job into 
their accounts.  
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Past performance may not be indica�ve of 
future results.  Different types of invest-
ments involve varying degrees of risk, and 
there can be no assurance that future 
performance of any specific investment, 
investment strategy, or product or any 
non-investment related content made 
reference to directly or indirectly in this 
newsle�er (including investments and/or 
strategies recommended or undertaken by 
Smith Capital), will be profitable, equal any 
corresponding indicated historical perfor-
mance level(s), be suitable for your 
por�olio or individual situa�on, or prove 
successful.  Due to various factors, includ-
ing changing market condi�ons and/or 
applicable laws, the content may no 
longer be reflec�ve of current opinions or 
posi�ons.  You should not assume that any 
discussion or informa�on contained in this 
newsle�er serves as the receipt of, or as a 
subs�tute for, personalized investment 
advice from Smith Capital.  If a reader has 
any ques�ons regarding the applicability 
of any specific issue discussed above to 
his/her individual situa�on, he/she is 
encouraged to consult with a professional 
advisor of his/her choosing.  Smith Capital 
is neither a law firm nor a cer�fied public 
accoun�ng firm and no por�on of the 
newsle�er content should be construed as 
legal or accoun�ng advice.  If you are a 
Smith Capital client, please remember to 
contact Smith Capital, if there are any 
changes in your personal/financial situa-
�on or investment objec�ves. A copy of 
Smith Capital’s current wri�en disclosure 
statement is available upon request. Smith 
Capital is an Investment Advisory Firm 
registered with the SEC. Clients include 
pension and profit sharing plans, endow-
ments, trusts, and individuals. The mini-
mum por�olio size is $500,000. 
 
Address inquiries to: Smith Capital 100 
River Bluff Drive, Suite 410 Li�le Rock, AR 
72202 Phone: 501-228-0040 Toll Free 800-
866-2615 E-Mail: info@smithcap.com 
Website: www.smithcap.com 


