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Why We Diversify
(Again)

summer
welcome

LeTTer

Dear Clients and Friends,

Summertime brings forth many things to be grateful for. It’s 
a time of barbecues, bonfires, picnics in the park, and many 
other festivities that we enjoy. The best part of it all is simply 
being together with the ones we love. At a time where we 
celebrate our country’s independence, we are also reminded 
of how dependent we are on the circle of connections in our 
lives. Whether it be family, friends, or neighbors, we are all 
linked to this thing called life. 

This issue is all about connections. “Milestone Anniversaries” 
(pages 8-9) is about longstanding relationships. We also asked 
some clients about summer hobbies and “Loving Summer” 
(pages 4-5) was the response. “(Not) Home Alone” (pages 12-
13) and “Elder Care Discussions” (pages 14-15) cover the scope 
from adult children moving back home to taking care of aging 
parents. Both are important and timely topics. 

For our clients, we are excited to celebrate you and our 25 
years of business (page 7)! Mark your calendars, shine off your 
dance shoes, and get ready to party.

Happy Summer!

Lee Stoerzinger, CFP®
President

The past several years have been pretty good for 
individual investors. Since March of 2009, U.S. stock 
markets had been going straight up with little to 
moderate interruption. 2017 was a stellar year with 
everything running on all cylinders, even in a highly 
political backdrop. It all seemed easy again. Then, in early 
February of this year things took a turn very quickly, and 
the markets entered “correction” territory. As we sit right 
now, we have worked our way back a bit, and are in kind 
of a grinding sideways period. There is much information 
to take in right now, and markets are showing it. While 
rising rates, trade tariffs and debt hit the headlines, the 
economic cycle is also showing its age. 

Who doesn’t love it when the markets are going up? 
We sure do. However, we also understand that they 
are designed to go up AND down, and this is perfectly 
healthy and normal. What often happens when we have 
extended runs of positive returns, especially in one sector, 
is that our recency bias kicks in and we forget critical laws 
of investing. The result is that we tend to drift toward 
investments which may not be appropriate for our true 
risk tolerance and reduce our diversification. We have 
heard all kinds of commentary. “Let’s strike while the iron 
is hot,” or “Why can’t we just move all of our money into 
U.S. Stocks?” This works great until it doesn’t.

At Lee Stoerzinger Inc., we have spent decades 
understanding how markets work, how portfolios are 
built, and the various tools that exist to manage risk. 
We firmly believe that actively managed diversification 
is the best solution for long-term wealth management, 
and we work closely with firms who greatly understand 
this. There will always be a sector which is outperforming 
others. That’s investing. Recently, this has been the 
U.S. stock markets. Someday, probably soon, it will 
be something else. Getting the highest rate of return 
with the least amount of risk is a real investment goal. 
However, this should be based on using different levels 
of diversification, not giving it up by chasing recent 
performance. 

One other thing as it relates to diversification. When we 
build a wealth management plan for our clients, one of 
the key things we use is a required rate of return. This is 
the average rate of return they need to reach their goals. 
We know it’s easy to listen to the noise and forget about 
it sometimes. However, in our planning it simply comes 
down to deciding whether we want to seek the return we 
require, or again, follow current trends. It flows into how 
we manage money, and ultimately, risk. Remember this: 
we diversify not because of what we foresee in the future, 
but for those things we cannot predict. 

Writ ten by Lee Stoerzinger,  CFP®

Investing involves risk. No investment strategy can guarantee positive results. Loss, including loss of principal, may occur.
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Loving Summer

‘We spend many hours enjoying Cajun 
music and the Cajun 2-step dance. Now 

that we are retired we have been able 
to travel often to Lafayette, Louisiana, 

where Cajun music originated, to enjoy 
the music, dancing, and Cajun/Creole 

cooking. Without having to wake to an 
alarm clock, we can stay out later now 

at the local dances!’
Dick and Meg, Retired in St. Paul, MN 

‘We love traveling with the Miata Club 
of Minnesota.’

Jeff, Regional VP Underwriting, United Healthcare 
Donna, RN  

‘I live on a golf course and play five to six 
days a week. I have made a lot of good 
friends and have been fortunate to be living 
the dream after my early retirement.’
Rich, Retired in Mesa, AZ

‘When we’re not home entertaining friends 
at our pool, we enjoy traveling as a family. 
Whether it be a road trip, on our ATV, 
or out on our Harley, we love our time 
together in the summer.’
Craig, Owner of Yardmasters Landscapes, Inc. 
Stephanie, Hairstylist 

‘The pontoon is 
my happy place!’
Nancy, Retired on 
Trade Lake, WI

Wr i t ten  by  C l ient s  o f  L ee  Sto er z in ger,  Inc .

We recently asked some clients what they love to do in the summer. Go ahead and grab yourself a cold beverage (Lee’s favorite 
thing to do!) and read what they had to say…
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Upcoming Events

Thursday, November 8, 2018 
5:00 to 9:00 p.m.

JX Event Center, Stillwater 
(note new location)

Client Appreciation Party
…and 25 YEArS in Business Celebration!

Bring your APPEtitE and dAnCE ShoES! 

Music put on by the 
fantastic Beatles cover band, 

A Hard Day’s Night

Food will be catered by 

651-578-1600
www.leestoerzinger.com
advice@leestoerzinger.com

Today’s Economy
Please join us for this year’s economic forum 

July 24th 
at Oakdale’s Discovery Center to hear our featured speaker, 
Brian Briggs, share his thoughts on the current economic and 
investment environment as well as answer questions.

Guests will enjoy appetizers starting at 5pm followed by 
Brian sharing his insight to today’s market starting at 6pm. 
The Oakdale Discovery Center is located at 4444 Hadley 
Avenue N, Oakdale, MN 55128.Brian Briggs 

Senior investment Analyst at SEi

You’rE invitEd to thiS 
YEAr’S EConomiC Forum

Mark your calendars now, invitations to 
follow!
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25 years
Steve and Molly R., Leesburg, FL

Gayle F., Bayport, MN

Lynn R., Forest Lake, MN 

AnniversAries

ThANk yOU 
to the following clients 
who have been with us 

for a milestone year.

We appreciate your 
business and relationship.

15 years
Julie E. and John Y., Minneapolis, MN 

Jeff and Laura H., Stllwater, MN 

Morry R. and Debbie L., Grant, MN

Rod and Jill M., Woodbury, MN 

Joseph S., Plymouth, MN 

Ramiro and Brenda S., Mendota Heights, MN 

Kelly and Chris U., North St. Paul, MN

20 years

‘Over the years, the Lee Stoerzinger 
team has helped us during our 
working years, into retirement, and 
now on to satisfying volunteer roles. 
We still feel as important and valued 
by them, as we did 15 years ago.’
Morry R. and Debbie L., Grant, MN 
Clients since 2003

‘I remember that first 
meeting with Lee in our 
living room along with 
our three cats and dogs and 
lots of scattered financial 
statements! He didn’t seem 
to mind all the chaos and 
helped us get financially 
organized. Now 20 years 
later, Lee and his team 
have continued to deliver 
personal attention. Best of 
all, I’m happily retired in 
Florida and appreciate the 
ongoing help.’
Betsy M., Destin, FL 
Clients since 1998

‘Some business relationships 
evolve into friendships, very 

few blossom into family status. 
Thank you for choosing to 

recognize important family 
milestones and participating in 

our celebrations of life.’
Brad and Paula T., Stillwater, MN 

Clients since 1998

‘Many years have 
passed with Lee 
at our side. He 
has provided 
great passion, 
love of family, 
trust, and always 
thoughtful 
insight.’
Lynn R. and late 
husband Mike, 
Forest Lake, MN 
Client since 1993

Milestone

Dan and Katie H., North St. Paul 

Ted and Lynne L., Rochester, MN 

Betsy M., Destin, FL

Michele S., Eugene, OR 

Tyler and Kari S., Little Canada, MN 

Lee and Dawn S., Centerville, MN 

Brad and Paula T., Stillwater, MN



2018 S P R I N G  N E W S L E T T E R  | 7 

Check out Lee’s book…
On The Back Burner
It’s a timely read uncovering the things 
we say are most important, but have put 
on the back burner of our lives.

Clear away all the 
things that distract 
you, and let the 
things that are 
meaningful to you 
slowly move into 
your life. You have a 
spiritual, emotional, 
physical, and a 
financial meaning 
in this world, so 
don’t for one minute 
minimize the 
importance of 
your presence.

(excerpt taken from 
Lee’s book, On The 
Back Burner)

‘‘

’’

In the last issue, we asked where you read our newsletter. Here 
are some of the submissions!

“I read The Envisionary…

…on one of my newly designed sofas!”
Kim, owner of Kim Salmela Atelier in 

Los Angeles, CA

...in the sun on our back porch.”
Chuck and Terri, retirees living 

the good life in Mesa, AZ

...on Miramar Beach, Florida.”
Patti and Gail, best friends on a 

girls weekend

….at the Super Bowl game!”
Tim, neighbor to the 

Stoerzingers 

Congrats to Kim — her name was drawn as the winner of the 
$50 gift card. Thanks to all who sent in their photos. 

et’s say you leave your house this morning and have a nice pocket full of money. Maybe it’s hundreds, 
or even thousands, but more than you would usually carry. You get some work done, stop for lunch, meet 
some friends, and do a few errands. However, this afternoon will be unlike anything that has ever happened 
to you. It will change how you think about the world. Your encounter will stop you in your tracks and cause 
you to literally take out that wallet full of money and donate all of it, right on the spot. 

So, what happens? What does the rest of that day look like?
There are so many things we encounter in our lives that touch our hearts and provide the opportunity to 
give. Maybe it’s a homeless veteran outside in the cold, an organization that fights for something we believe 
in, or meeting someone with physical challenges you couldn’t imagine for even one day. Whatever your story, 
these life events are what shape us into who we are and provide meaning to all we live for. They often cause a 
re-set and get us back to what’s important.

Here’s your call to action. First, please send us your story. What would cause you to empty your 
pockets on the spot, and change the entire direction of your life? Has it already happened to you? 
Secondly, go out and live that story in vivid detail. I Triple Dog Dare You.

Writ ten by Lee Stoerzinger,  CFP®

Count your 
blessings and 
be prepared. 
Your legacy 
is not just 
what you 
want to be, 
but also 
what you 
already are.

(excerpt taken from 
Lee’s book, On The 
Back Burner)

Check out Lee’s book…
On The Back Burner
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The Story
of the Boots

Our Process

We have a friend who recently moved to Minnesota from the 
east coast. We knew she didn’t have much money as her job 
doesn’t pay much and she was getting settled in. One day late 
last Spring, she and my wife Maggie were having a discussion 
and she happened to mention that she didn’t have any winter 
boots. A few weeks later when Maggie was out shopping, she 
thought of our friend and picked up a nice pair of warm boots 
for her; just a friendly gesture. When she presented them to 
her, our friend was extremely grateful and looked forward to 
using them.

A few weeks later, on a cold and snowy afternoon, our friend was 
out and about and happened to see a homeless woman on the 
corner asking for food. When she looked down she noticed that 
the woman had very worn shoes with holes and was standing 
in the snow. Just then, she remembered that she had the boots 
in her trunk and had not even put them on yet. She grabbed 
them and went over to the woman and offered them to her. The 
woman, with tears in her eyes, said “For me? Really?” She took 
them, put them on, and they fit perfect. Our friend went away 
knowing exactly how this story was to play out. 

And that, my friends, is the story of the boots.

 

Writ ten by Lee Stoerzinger,  CFP®

At Lee Stoerzinger, Inc., we deliver a four-part methodology which includes behavioral finance, 
comprehensive financial planning, money management and technology. We understand that the needs 
of today’s investors are increasingly complex, and a clear process is essential.

1. values-based life planning
 The first step in each relationship consists of 

learning how our clients think about money, 
the ways it works in their life, and their 
history. We have an integrated toolbox which 
allows us to learn, in our client’s words, about 
life transitions, risk, engaging change, goal 
planning, etc. This provides the much-needed 
and often emotional information upon which 
the plan will be built.

2. Comprehensive financial services
 Once we gain a solid review and 

understanding of the “why” in our clients 
lives, we can then apply it to the financial 
side. We build a comprehensive plan based 
on their specific needs. This could include 
retirement planning, tax efficiency, risk 
management, employee benefits review, 
etc. As our lives are consistently evolving, we 
initiate periodic reviews to ensure the plans 
are on track and make any needed changes.  

3. investment management
 Independent since the day we opened our 

doors in 1993, we represent our clients to the 
marketplace and believe objective advice is 
a primary assumption. We understand there 
are key ingredients which work together 
to help provide investment success, such 
as asset allocation, cost, risk management, 
tax efficiency, style, etc. Working with 
institutional firms providing global reach 
and decades of investment experience, we 
combine these elements on behalf of our 
clients. Using the details we receive from our 
values based analysis and financial plan, we 
can then apply an investment strategy which 
fits the unique situations of our clients.    

4. technology 
 While much of our client interaction is 

in person, we provide our clients with a 
comprehensive technology overlay relating 
to their financial life. They have 24-hour 
access to their financial plan, additional 
scenario workshops, net worth, budgeting 
and banking, investments, document storage, 
etc. While it offers significant value and 
convenience, we believe there are even 
greater benefits. We can keep expectations 
aligned at a greater level, clients have full 
transparency, particularly as it relates to their 
investments, and there is an opportunity to 
be much more engaged. 
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Recent years have seen more adult children moving back to their parents’ homes 
than ever before after completing college. The high cost of living, combined with a 
slow-moving economy, may have something to do with the increase of these so-called 
“boomerang children.” 

While no one knows how long this might last, it seems reasonable to assume that it will 
continue as long as the prices of starter homes and condos are out of reach for those 
just starting their working years. These “returning birds” need special guidance to deal 
with the costs of getting back out of the nest (and on their own) and in developing 
successful savings patterns.

Parents who have often spent tens of thousands of dollars sending their children 
to college, paying for cars, vacations and other “necessities,” as well as the normal 
costs of raising a child, are understandably concerned about the present sociological 
situation. Their children, on the other hand, after years of living well with their parents, 
find it difficult to set out on their own (or do not wish to do so); they are not financially 
able to make it on their own, generally because of the job and housing markets, but 
also because they have been taught, or learned, to spend rather than save.

Parents who wish to see their children living on their own should set new ground rules. 
Rule number one should be that the child has to contribute money and/or services (in 
place of rent) to the family household. Rule number two should be that the child has to 
save a significant percentage of his/her earnings for ultimate use as a down payment 
fund to furnish an apartment, purchase a home, or start a business.

Saving, for a bird who has returned to the nest, is an exercise similar to that of saving 
for college, except that the time frame is shorter. The emphasis should be on safe, 
relatively short-term investments. Parents should help set financial goals for their adult 
children and monitor their progress. Many parents who want to continue helping their 
children can do so by establishing an incentive plan. For instance, for each $1 saved 
by the child the parents might contribute a certain matching percentage. Parents 
can jointly give up to $20,000 per year to each child without federal gist or estate tax 
consequences.

To the extent that parents may be too personally and emotionally involved to teach 
adult children to save, an objective outside party knowledgeable in financial matters 
should be sought to counsel children on how to achieve financial independence. There 
are a number of strategies which may prove useful to help your “birds” fly under 
power of their own wings!

Copyright © 2018 Liberty Publishing, Inc. All rights reserved. Distributed by Financial Media Exchange.

(Not) home Alone
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“…an objective 
outside party 

knowledgeable 
in financial 

matters should be 
sought to counsel 

children on how to 
achieve financial 

independence.”
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Emotions involved with caring for the elderly can seem almost 
as overwhelming as the finances. As your loved ones age, 
what topics must you be ready to discuss? Beyond money, you 
need to talk about independence and basic preferences for 
the way individuals want to live or die.

First, realize that you’re far from alone. According to the 
Genworth 2014 Cost of Care Survey, at least 70% of people 
older than 65 will eventually need some degree of long-
term care (national median daily cost for a private room in a 
nursing home: $240).

Some ideas to get the conversation going:

Start with the most 
important priorities
Maybe this first conversation isn’t just about finding such 
documents as your loved ones’ will or health-care power 
of attorney (in case they become unable to make medical 
decisions), though you must eventually get to those. This 
conversation often begins with how you suddenly notice that 
your parent or other loved one moves slower, forgets more or 
clearly looks worse.

Jumping into money issues first is usually a mistake. Instead, 
consider dealing initially with immediate health and lifestyle 
issues.

Prepare questions in advance
You need some basic information: the location of important 
papers, how household expenses are paid, contact 
information on doctors and specialists, details of medicines 
and whether your loved ones have a will, an advanced medical 
directive (similar to a health-care power of attorney), and a 
written funeral plan.

The latter specifies such details as desired types of services, 
viewing, the funeral itself and any memorials after burial. 
Also, does the funeral plan mention what money or burial 
insurance exists to pay for it?

Your family’s personal circumstances may necessitate dozens 
more questions. When creating this list, ask yourself well 

Article written by Eric Hutchinson. AdviceIQ has an agreement to republish this author’s content.  
Copyright © 2018 AdviceIQ. All rights reserved. Distributed by Financial Media Exchange.

D i s c u s s i o n s
ELDEr  CArE

beforehand about everything you need to know if your loved 
one suddenly becomes sick or dies.

Be patient
In some families, a successful financial discussion comes 
only after several attempts and some frustration. Try to not 
become angry. Just keep starting the conversation until it 
catches on.

Plan a caregiving strategy together
Discuss your loved one’s preferences and trigger points for 
the various stages of care.

recognize everyone’s limits
Most people almost always want to stay for as long as 
possible at home, but you must candidly address exactly how 
much you can manage at home as a caregiver and whether 

you might all need various services (such as a home aide, 
geriatric-care manager or an assisted living residence) during 
the different stages of aging still to come.

Writing down that information also saves terrible doubt and 
bitterness later.

make sure everyone knows the plan
Once you settle on a strategy, make sure all family and friends 
understand both the plan and their assignments in it.

These conversations can take – as well as save – a lot of time, 
energy and love.

But having them while your loved ones are still healthy usually 
eases the burden for everyone if and when the moment 
comes for long-term care. 
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Heading into your retirement years brings a slew of new 
topics to grapple with, and one of the most maddening may 
be Medicare. Figuring out when to enroll, what to enroll in 
and what coverage will be best for you can be daunting. To 
help you wade easily into the waters, here are ten essential 
things you need to know about Medicare.

MEdicarE coMES 
wiTh a coST
Medicare is divided into parts. Part A, which pays for hospital 
services, is free if either you or your spouse paid Medicare 
payroll taxes for at least ten years. (People who aren’t eligible 
for free Part A can pay a monthly premium of several hundred 
dollars.) Part B covers doctor visits and outpatient services, 
and it comes with a monthly price tag -- for most people in 
2017, that monthly cost is about $109. New enrollees pay 
$134 per month. Part D, which covers prescription drug costs, 
also has a monthly charge that varies depending on which 
plan you choose; the average Part D premium is $34 a month. 
In addition to premium costs, you’ll also be subject to co-
payments, deductibles and other out-of-pocket costs.

You can FiLL ThE Gap
Beneficiaries of traditional Medicare will likely want to sign 
up for a Medigap supplemental insurance plan offered by 
private insurance companies to help cover deductibles, co-
payments and other gaps. You can switch Medigap plans at 
any time, but you could be charged more or denied coverage 
based on your health if you choose or change plans more 
than six months after you first signed up for Part B. Medigap 
policies are identified by letters A through N. Each policy that 
goes by the same letter must offer the same basic benefits, 
and usually the only difference between same-letter policies 
is the cost. Plan F is the most popular policy because of its 
comprehensive coverage. A 65-year-old man could pay from 
$1,067 to $6,772 in 2017 for Plan F depending on the insurer, 
according to Weiss Ratings.

ThErE iS an 
aLL-in-onE opTion
You can choose to sign up for traditional Medicare -- Parts A, 
B and D, and a supplemental Medigap policy. Or you can go 
an alternative route by signing up for Medicare Advantage, 
which provides medical and prescription drug coverage 
through private insurance companies. Also called Part C, 
Medicare Advantage has a monthly cost, in addition to the 
Part B premium, that varies depending on which plan you 
choose. With Medicare Advantage, you don’t need to sign up 
for Part D or buy a Medigap policy. Like traditional Medicare, 
you’ll also be subject to co-payments, deductibles and other 
out-of-pocket costs, although the total costs tend to be lower 
than for traditional Medicare. In many cases, Advantage 
policies charge lower premiums but have higher cost-sharing. 
Your choice of providers may be more limited with Medicare 
Advantage than with traditional Medicare.

hiGh incoMErS 
paY MorE
If you choose traditional Medicare and your income is above a 
certain threshold, you’ll pay more for Parts B and D. Premiums 
for both parts can come with a surcharge when your adjusted 
gross income (plus tax-exempt interest) is more than $85,000 
if you are single or $170,000 if married filing jointly. In 2017, 
high earners pay $187.50 to $428.60 per month for Part B, 
depending on their income level, and they also pay extra for 
Part D coverage, from $13.30 to $76.20 on top of their regular 
premiums.

whEn To SiGn up
You are eligible for Medicare when you turn 65.

If you are already taking Social Security benefits, you will be 
automatically enrolled in Parts A and B. You can choose to 
turn down Part B, since it has a monthly cost; if you keep it, 
the cost will be deducted from Social Security if you already 
claimed benefits.

For those who have not started Social Security, you will have 
to sign yourself up for Parts A and B. The seven-month initial 
enrollment period begins three months before the month you 
turn 65 and ends three months after your birthday month. To 
ensure coverage starts by the time you turn 65, sign up in the 
first three months.
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Copyright © 2018 The Kiplinger Washington Editors. All rights reserved. Distributed by Financial Media Exchange.

If you are still working and have health insurance through 
your employer (or if you’re covered by your working spouse’s 
employer coverage) you may be able to delay signing up for 
Medicare. But you will need to follow the rules, and must 
sign up for Medicare within eight months of losing your 
employer’s coverage, to avoid significant penalties when you 
do eventually enroll.

a QuarTET oF 
EnroLLMEnT pEriodS
There are several enrollment periods, in addition to the 
seven-month initial enrollment period. If you missed signing 
up for Part B during that initial enrollment period and you 
aren’t working (or aren’t covered by your spouse’s employer 
coverage), you can sign up for Part B during the general 
enrollment period that runs from January 1 to March 31 
and coverage will begin on July 1. But you will have to pay a 
10% penalty for life for each 12-month period you delay in 
signing up for Part B. Those who are covered by a current 
employer’s plan, though, can sign up later without penalty 
during a special enrollment period, which lasts for eight 
months after you lose that employer coverage (regardless of 
whether you have retiree health benefits or COBRA). If you 
miss your special enrollment period, you will need to wait to 
the general enrollment period to sign up. Open enrollment, 
which runs from October 15 to December 7 every year, allows 
you to change Part D plans or Medicare Advantage plans for 
the following year, if you choose to do so. (People can now 

change Medicare Advantage plans outside of open enrollment 
if they switch into a plan given a five-star quality rating by the 
government.)

coSTS in ThE 
douGhnuT hoLE 
ShrinkinG
One cost for Medicare is decreasing -- the dreaded Part D 
“doughnut hole.” That is the period during which you must 
pay out of pocket for your drugs. For 2017, the coverage gap 
begins when a beneficiary’s total drug costs reach $3,700. 
While in the doughnut hole, you’ll receive a 60% discount 
on brand-name drugs and a 49% federal subsidy for generic 
drugs in 2017. Catastrophic coverage, with the government 
picking up most costs, begins when a patient’s out-of-pocket 
costs reach $4,950.

You GET MorE FrEE 
prEvEnTivE SErvicES
Medicare beneficiaries can receive a number of free 
preventive services. You get an annual free “wellness” 
visit to develop or update a personalized prevention plan. 
Beneficiaries also get a free cardiovascular screening every 
five years, annual mammograms, annual flu shots, and 
screenings for cervical, prostate and colorectal cancers.

Enjoy the abundance of summer berries! Here are just a few of your nutritious and 
delicious options, loaded with these health benefits:

Blackberries
Packed with vitamin C, high in fiber, a great source of vitamin K, and high in 
manganese, blackberries helps boost brain health.

Blueberries
With fiber, potassium, folate, vitamin C, vitamin B6, and phytonutrient content, 
blueberries support heart health.

Currants
High in fiber, copper-rich, and a great source of manganese, currents may help 
prevent digestive disorders, lower your chances of developing osteoporosis and 
osteoarthritis, along with helping support your nervous system.

Elderberries
Vitamins A, B & C, plus amino acids, potassium, calcium, phosphorus and anti-
oxidants, elderberries boost immune health and reduce inflammation.

Gooseberries
Vitamins A & C, plus manganese and fiber, gooseberries are effective against cancer, 
aging, inflammation, and neurological diseases.

Loganberries
High in vitamin content, loganberries are a force of nature, with nutrients that can 
help your cardiovascular, neural and digestive health.

raspberries
Vitamin C, quercetin and gallic acid fight against cancer, heart and circulatory disease, 
and age-related decline. High in ellagic acid, raspberries have been shown to have 
anti-inflammatory properties as well.

Strawberries
Packed with vitamins, fiber, and particularly high levels of antioxidants known 
as polyphenols, strawberries are a great source of manganese and potassium. 
Strawberries support brain, heart, and eye health.

Source: J. M. Mann Media, 2018 
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