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By Thomas Shultz 

Over the past several months, I've 
had the same conversation over and 
over again with retirees and pre-
retirees. 

"Thomas, my account has recovered." 

"Thomas, the market seems to be  
doing great." 

"Thomas, why do I still feel               
uncomfortable?" 

And honestly, I think that may be one 
of the most important retirement   
planning questions someone can ask. 

Because the reality is that most       
retirees aren't worried about making 
money. 

They're worried about losing it. 

That is a very different mindset. 

When you're 35 years old, a market 
correction is usually viewed as an  
opportunity. You still have decades to 
work, save, invest, and recover. In 
many cases, a declining market     

actually helps younger investors     
because they're buying shares at   
lower prices. 

Retirement changes the equation. 

Once you stop working, your portfolio 
is no longer just a growth tool. 

It becomes your paycheck. 

And when your paycheck is            

dependent upon the stock market, 

volatility suddenly feels very different. 

What makes today's environment  

particularly interesting is that many 

investors are looking at account     

balances that are near all-time highs 

while simultaneously feeling more  

uneasy than they have in years.  

Why? 

Because deep down, most people 

understand that the last several years 

have been anything but normal. 

 
Cont. next page 
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We've experienced record inflation.  Rapid interest rate 
increases.  Bank failures.  Wars and geopolitical       
instability.  Historic government deficits.  And yet the 
market continues to climb. 

That sounds like good news.  And in many ways it is. 

But it also creates a question that many retirees fail to 
ask: 

ñHow much risk do I really need to take?ò 

Notice I didn't ask:  "How much risk can I take?" 

I asked:"How much risk do I need to take?" 

Those are two very different questions. 

One of the biggest concerns I have today is that     
market performance has become increasingly        
concentrated among a relatively small group of      
companies. 

Many of these businesses are excellent companies. 
They are leaders in artificial intelligence, technology, 
cloud computing, and innovation. 

But concentration still creates risk. 

If a large portion of your retirement success depends 
on a handful of companies continuing to perform      
perfectly, you may be taking more risk than you        
realize. 

That doesn't mean the market is about to crash. 

Nobody knows that. 

What it does mean is that retirees should be asking 
whether every dollar they have saved needs to remain 
exposed to market risk. 

In my opinion, the answer is often no. 

This is where fixed indexed annuities can become an 
important part of the conversation. 

Now before you roll your eyes and think, "Here comes 
the annuity pitch," hear me out. 

I've never believed annuities belong everywhere.  I've 
never believed they are appropriate for every investor.  
And I've never believed someone should move all of 
their money into one. 

But I do believe fixed indexed annuities solve several 
problems that retirees commonly face. 

First, they provide principal protection. 

If the market experiences a significant decline, your 
account value is not reduced because of market     
losses. 

Second, they allow for participation in market gains. 

You are not directly invested in the market, but many 
contracts allow you to earn interest based on the    
performance of a market index. 

Third, many fixed indexed annuities can be structured 
to provide future lifetime income. 

That means a portion of your retirement assets can be 
converted into a predictable stream of income that you 
cannot outlive. 

For many retirees, that's incredibly valuable. 

Especially when Social Security alone is not enough. 

Finally, fixed indexed annuities can play an important 
role in Required Minimum Distribution planning. 

Many retirees are surprised to learn how quickly RMDs 
can increase taxable income once they reach the    
required distribution age. 

Creating additional sources of retirement income    
outside of traditional investment accounts can often 
provide greater flexibility as part of an overall           
retirement plan. 

At the end of the day, retirement planning is not about 
chasing the highest return possible. 

It's about creating confidence. 

Confidence that your income will be there. 

Cont. next page 
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Confidence that market volatility won't derail your 
plans. 

Confidence that a major correction won't force you to 
change your lifestyle. 

And confidence that the money you've spent decades 
accumulating will continue working for you. 

The irony is that most people think about protection 
after a market decline. 

Historically, that's usually when it's too late. 

The best time to evaluate risk is when things are going 
well. 

When accounts have recovered. 

When balances are near highs. 

When you still have options. 

 

If you've been wondering whether you're taking more 
market risk than necessary, or if you've never           
reviewed whether a fixed indexed annuity belongs as 
part of your retirement plan, now may be a good time 
to have that conversation. 

Because sometimes the smartest financial decision 
isn't trying to make more money. 

Sometimes it's protecting the money you've already 

worked a lifetime to build. 

 

If you're wondering whether you're taking 
more market risk than necessary, getting 
close to retirement, or simply want a      
second opinion on your current strategy, 
give our office a call. We'd be happy to    
review your situation and help determine 
whether your current plan is positioned to 
provide the income, protection, and peace 
of mind you're looking for in retirement.  
 

   Thomas Shultz  

 

CURRENT  MULTIYEAR   
ANNUITY  

RATES 

June 2026 

4.05% 
1 Year Fixed Annuity 

5.30% 
2 Year Fixed Annuity 

6.34% 
3 Year Fixed Annuity 

6.43% 
5 Year Fixed Annuity 

 

CALL US TO FIND OUT  

MORE 

(480) 626-0296  

(615) 413-0245 

Or email info@lyfebeast.com  
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I can't believe we are already heading into the 

second half of the year. It seems like just yesterday 

we were putting together our goals for 2026, and 

now here we are talking about summer vacations, 

retirement plans, Medicare enrollments, and 

preparing for another busy season. 

 

From a business standpoint, things have been 

moving at a rapid pace. We continue to see more 

and more families reaching out for help with both 

retirement planning and Medicare, which is 

incredibly exciting. One thing I've learned over the 

years is that no two clients are ever exactly alike. 

Some people are focused on retirement income, 

some are concerned about healthcare costs, some 

want help reducing taxes, and others simply want 

peace of mind knowing they have a plan in place.  

The good news is that our team has been incredibly 

busy helping people navigate all of those 

challenges. 

 

One of the biggest projects we have been working 

on behind the scenes is transitioning our investment 

platform from Axos to Pershing. Many of our clients 

have already heard us mention this change, and the 

response has been overwhelmingly positive. 

Pershing is one of the largest custodians in the 

country and provides a tremendous amount of 

technology, reporting, and planning resources that 

we believe will benefit our clients for years to come. 

 

While transitions like this require a lot of work 

behind the scenes, we are excited about the long-

term advantages it will create and appreciate 

everyone's patience as we continue working through 

the process. 

On the home front, life seems to be moving even 

faster than the business. 

 

Jackson officially finished his first year of high 

school and somehow is now only a 

few months away from getting his 

driver's license. I honestly don't 

know how that happened. 

 

It feels like just yesterday he was 

learning how to ride a bike and now 

we're talking about him driving a 

car. If I'm being completely honest, 

I'm not sure whether I'm excited or 

terrified. Maybe a little bit of both. 

 

I know many of you reading this 

have children or grandchildren and 

have probably experienced the same thing. 

Everyone always tells you how fast the years go, but 

you never truly understand it until you're living it 

yourself. 

As always, thank you for allowing us to be part of 
your lives. One of the things I enjoy most about this 
business is the relationships we build along the way. 
We truly appreciate the 
trust you place in our 
team and never take 
that responsibility 
lightly. 

I hope everyone has a 
wonderful rest of the 
summer! 

 

Coralyn Shultz  

CORALYN½S CORNER 
Every issue, my corner is to keep you updated on changes in our world, 
AZMedicare101.org, TNMedicare101.org, LyfeAdvisors and our family.    
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One of the things I enjoy most 

about spending time in Tennessee 

is discovering restaurants that 

combine great food, friendly 

service, and a fun atmosphere. 

Recently, we stopped by Chuy's in 

Franklin, Tennessee, and it turned 

out to be one of those places. 

 

If you've never been to Chuy's, it's a Tex-Mex 

restaurant known for its colorful d®cor, oversized 

portions, and lively atmosphere. From the moment you 

walk through the door, it's obvious this isn't a place 

that takes itself too seriously. The restaurant has a fun, 

energetic vibe that makes it a great spot for families, 

date nights, or simply getting together with friends. 

 

Of course, the most important question is always: 

How's the food? 

 

The answer is simple...very good. 

 

Like most people, we started with the complimentary 

chips and salsa. The chips were fresh, warm, and 

perfectly salted. The salsa had great flavor with just 

enough kick to keep things interesting. Before we 

knew it, the basket was empty and we were asking for 

more. 

 

For dinner, we sampled 

several different menu items. 

The enchiladas were 

excellent and loaded with 

flavor. The fajitas arrived at 

the table sizzling and 

smelled every bit as good as they looked. The tacos 

were generously portioned and filled with fresh 

ingredients. 

One thing I appreciated was that Chuy's doesn't try to 

reinvent Mexican food. Instead, they focus on serving 

quality Tex-Mex favorites consistently and doing it 

well. 

 

As for value, the portions were large and nobody left 

hungry. In fact, several of us had enough food left over 

for lunch the next day. With restaurant prices 

continuing to rise almost everywhere, it was refreshing 

to feel like we received good value for what we spent. 

 

Now, was everything perfect? 

 

Not quite. 

 

The restaurant was busy, which created a little extra 

noise and a slightly longer wait for food than we would 

have preferred. Neither issue was enough to 

negatively impact the overall experience, but they 

were noticeable. 

 

Would we go back? 

 

Absolutely. 

If you're in the Franklin area and looking for a casual 

place with great Tex-Mex food and plenty of 

personality, Chuy's is definitely worth a visit. 

 

RITA'S RATING: 

     

4.6 out of 5 Stars 

 

Never underestimate the power of great chips and 

salsa! 

 

   Rita Henderson  

RITA½S REVIEWS 
Every month, my family and I enjoy trying out places to eat.  This month 
we decided to try my favorite food, Mexican, and chose ñChuyôs Tex-Mexò 
in Franklin, Tennesseeé 
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One of the most common questions I get from 

Medicare clients is: 

 

"Thomas, should I buy a cancer policy?" 

 

My answer is always the same: 

 

Maybe. 

 

But first, let's figure out what problem we're trying to 

solve. 

 

Many people assume a cancer policy is designed to 

pay large medical bills. The reality is that if you have a 

strong Medicare plan, many of your major medical 

expenses may already be covered. 

 

For example, someone with Original Medicare and a 

Medicare Supplement Plan G generally has very little 

exposure to Medicare-approved medical expenses 

after satisfying the annual Part B deductible.  

 

Likewise, Medicare Advantage plans have annual 

maximum out-of-pocket limits designed to help protect 

against catastrophic costs. 

 

So where can a cancer policy provide value? 

 

Often it's not the medical bills. 

 

It's everything else.  Travel expenses, hotels, meals, 

transportation, caregiver costs, lost income for a 

spouse, home assistance, the list goes on and on. 

 

These are the expenses that often catch families by 

surprise. 

Most cancer policies pay cash benefits directly to you, 

allowing you to use the money however you see fit. 

That flexibility is one of the biggest advantages of the 

coverage. 

 

However, before purchasing a policy, it's important to 

look at the cost. 

 

A policy costing $75 per month may not seem 

expensive, but that's $900 per year. Over 10 years, 

that's $9,000. Over 20 years, that's $18,000. 

 

At some point, we have to ask whether the premium 

being paid justifies the potential benefit. 

 

For some people, the answer is absolutely yes. 

For others, especially those with strong retirement 

income, emergency savings, and comprehensive 

Medicare coverage, self-insuring that risk may be a 

reasonable option. 

 

That's why I don't believe there is a one-size-fits-all 

answer. 

 

Some clients genuinely benefit from cancer coverage.  

Others are paying for a policy that may not 

meaningfully improve their financial situation if a 

diagnosis occurs. 

 

 

Medicare Hack #68 
 

Should You Buy A Cancer Policy? 

Cont. next page 
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THE THOMAS TAKE 
 

Would I recommend a cancer 

policy to some clients? 

 

Absolutely. 

 

Would I recommend one to every 

client? 

 

Absolutely not. 

 

Insurance should solve a specific 

problem. If you can't clearly 

identify the problem being solved, 

you probably shouldn't be buying 

the policy. 

 

If you're currently paying for a 

cancer policyðor considering 

purchasing oneðand aren't sure 

whether it makes sense, bring it 

in. We'll review it together and 

determine whether it's providing 

real value or simply creating 

another monthly bill. 

 

Sometimes the best insurance 

decision is buying a policy. 

 

Sometimes the best insurance 

decision is keeping the money in 

your pocket. 

 

Thomas Shultz  

 

 

We Have ʱ Oʢces 
To Serve You 

ʷʳʯ Crescent Centre Dr,  
Suite ʴʲʯ 

Franklin, TN  ʲʶʯʵʶ 

(615) 413-0245 

ʱʲʱʴ E Camelback Road,  
Suite ʳʯʯ, Ofc ʳʵʱ 
Phoenix, AZ  ʷʴʯʰʵ 

(480) 626-0296 
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Ask Thomasé. 

 
Question 1: Should I pay off my 

mortgage before retirement? 

 

Answer:  Maybe, but it all depends 

on your income needs, interest rate, 

taxes, and overall retirement plan. I 

always tell clients that sometimes 

good debt is smart debt.  Paying off a 

mortgage might feel good (make you 

feel warm and fuzzy) but isnôt       

necessarily always the smartest    

financial move.  Mathematically 

keeping a 3% mortgage while     

earning more elsewhere makes 

sense.  My job isnôt to tell you which 

answer is right...itôs to help you      

understand the trade-offs and make 

the decision that fits your overall   

retirement plan. 

 

Question 2: What is the biggest  

mistake you see retirees make? 

 

Answer: Most people spend 30 to 40 

years accumulating money.  Then 

one day they retire and suddenly 

have to figure out how to turn that 

pile of money into a paycheck. 

 

Retirement isnôt about how much 

money youôve accumulated.  Itôs 

about how much income that money 

can produce and whether that        

income can last the rest of your life.   

The clients that have the most      

confidence in retirement arenôt     

necessarily the ones with the most 

money, theyôre the ones who know 

where their next paycheck is coming 

from. 

 


