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850,000 Zambians by 2020.
The deal is another ex-

ample of the growing in-
vestor interest in off-grid 
solar power in Africa, with 
Fenix’s London-based ri-
val Nova Lumos recently 

rolling out similar tech-
nology. Phone carriers like 
MTN benefit from such 
partnerships as consumers 
get comfortable with using 
mobile-money apps for pur-
chases. Fenix’s other inves-
tors include French phone 
company Orange SA.

Fenix is already work-
ing with MTN in Uganda 
and expects its business in 

that country to turn profit-
able by the end of the year, 
Handler said. The com-
pany plans to expand into 
as many as 10 African coun-
tries in the next four years 
and to be profitable as a 
whole within the same pe-
riod, she said.

The company is also 
working with Equity Group 
Holdings Ltd., which is 

a bank expanding in the 
telecommunications in-
dustry in Kenya. That part-
nership will use a similar 
model as the Zambian one, 
with consumers paying for
solar power with a mobile-
phone app. Fenix is looking
to enter Ivory Coast and 
Senegal within the next 
two to three years, Han-
dler said.

Solar
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2016), that became an as-
set. And we got the calls 
from the automotive guys. 
They wanted to talk to us 
about how they could de-
sign our new products into 
their platforms. If you pro-
vide quality, they feel like 
they have no reason not to 
use Cypress (technology), 
nor to maximize it. We can 
bundle and optimize what 
they need.

Q  Automotive is obvi-
ously a big deal, but 

what about the consumer 
market?

A  Our strategy is broad, 
by definition. So, 

these are new markets 
coming in, and we have 
to be able to capitalize on 
them. And our strategy 
is to dominate the capa-
bility there. IoT (internet 
of things) is a capability. 

A connected car doesn’t 
move the car from the au-
tomotive bucket, it puts it 

in the IoT bucket. The IoT 
capability in the consumer 
market is what we’re going 
after. Once you have the 
main event, then every-
thing else you get, you can 
dominate.

Q  When you came in as 
CEO, were you feel-

ing like Cypress had been 
missing out on things, or 
there were areas you could 
have had?

A  Not really. My role be-
fore I became CEO 

was running the connec-
tivity division. Within 
that, is where automotive 
was. With the IoT busi-
ness, we were not miss-
ing out. But, with focus, 
we thought about how we 
could do more and capi-
talize on the opportunities 
we had. Yes. And that was 
the reason we did the re-
structuring in September. 
It’s not that we were blind 
to it; we saw that we could 
do more and do it better.

Q  What’s the reaction 
been like in the com-

pany?

A  From where I sit, it’s 
been very positive. 

Employees have no prob-
lem sending me an email 
telling me, “This sucked.” 
Which they did when I 
first deployed the new 
brand. We had “problems” 
in the banner. And we 
learn in business school 
not to use “problems” in a 
brand. I got a lot of feed-
back asking if we could 
change that. I said, “No. 
Everybody comes here to 
solve problems. Custom-
ers call us when they have 
a problem. This is what we 
do.” We went with it. And 
after we deployed it, and 
they saw it in a context, 
they said, “Slam dunk! 
This is what we are about.” 
The atmosphere of collab-
oration is alive, and that 
makes it refreshing for me.

Contact Rex Crum at 408-
278-3415.
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FIVE FACTS ABOUT 
HASSANE EL-KHOURY

1 His hometown is Beirut, 
Lebanon.

2 Before joining Cy-
press, he worked for 

Continental Automotive 
Systems, a supplier of 
electronics and other 
systems for major auto-
makers.

3 He considers his 
father as his early 

inspiration for his interest 
in electronics.

4 As a boy, he once 
took apart a remote-

controlled car he got for 
Christmas and turned it 
into a flashlight.

5 He sees his profes-
sional mission as 

working on “projects that 
really matter and shape 
the way people connect 
with each other and the 
world around them.”

GARY REYES — STAFF PHOTOGRAPHER

Hassane El-Khoury, president and CEO of Cypress Semiconductor, has led a transformation of Cypress called “Cypress 
3.0,” in which the company is focusing on high-growth areas such as its automotive business and consumer products. 

By Liz Weston
NerdWallet

If anyone tells you a 
401(k) loan is a cheap way 
to borrow, they are both
right and very, very wrong.

401(k) loan interest rates
are low. But the way many 
Americans repay them
spells disaster.

If you stop your 401(k)
contributions to re-
pay the loan, borrowing 
$10,000 today could cost
you $190,000, or $1,000 a
month in lost future retire-
ment income, if you’re in
your 30s. If you’re in your
20s, the loss could double
to $380,000, or $2,000 less 
a month for retirement.

That’s assuming you re-
pay the loan. If you lose 
your job, chances are high 
that you won’t, triggering 
taxes and penalties plus the 
loss of future retirement in-
come.

Many borrowers like the 
idea that they’re “paying 
themselves back” because 
the interest they pay goes 
into their 401(k) rather 
than to a lender. Interest 
rates on 401(k) loans are 
typically the prime rate, 
currently 4.75 percent, or 
the prime rate plus one 
percentage point. But that 
return is likely lower than 
what the money would 
earn if it remained in-
vested, and that difference 
is magnified over the years 
thanks to compounding.

You can minimize the 
damage if you don’t re-
duce your 401(k) contribu-
tions during repayment. 
Let’s say Ashley and Jes-
sica, both 25, take out five-
year, $10,000 loans with a 
5.75 percent rate. Before 
the loans, both contributed 
6 percent of their $60,000 
salaries and got a 50 per-
cent employer match.

Ashley continues con-
tributing $300 each month
in addition to her loan pay-
ments; Jessica stops her
contributions and resumes
them after she pays off her 
loan. About 15 percent of 
borrowers stop saving af-
ter taking out a 401(k) loan, 
according to Fidelity In-
vestments.

After 40 years:
• Ashley’s nest egg is

about $5,700 smaller than
it would have been with-
out the loan, according to
the National Center for Pol-
icy Analysis’ 401(k) loan cost 
calculator , assuming 7 per-
cent average annual returns.
That reduces her monthly
income in retirement by
about $31 if she buys a 30-
year fixed annuity with a 5 
percent rate of return.

• Jessica has $381,572 
less than if she hadn’t bor-
rowed, or $2,048 less each 
month in retirement in-
come, if she buys a similar 
annuity.

In real life, the damage 
is likely to be somewhere 
between these extremes.

Most borrowers con-
tinue to contribute while 
repaying loans, although
often at a lower rate, ac-
cording to a study by hu-
man resources consultant 
Aon Hewitt. The average 
contribution rate of people 
with loans is 6.2 percent,
compared with 8.1 percent
for those without.

Also, 401(k) borrowers 
tend to be older. Loan ac-
tivity peaks among bor-
rowers in their 40s, accord-
ing to a study for the Na-
tional Bureau of Economic 
Research. The toll for paus-
ing or reducing contribu-
tions 20 years before retire-
ment is about one-quarter 
of what it would be if you 
cut back when you have  
40 years to go.

Regardless of age, bor-
rowers are vulnerable to 
default. Another study for 
the National Bureau of Eco-
nomic Research found that 
86 percent of people who 
left their jobs didn’t pay 
back their balances within 
the 60 to 90 days usually 
required to avoid default. 
The loan then becomes 
an early withdrawal, with 
taxes and penalties typi-
cally equaling 25 percent or 
more of the loan balance.

The bigger cost is 
the lost future tax-de-
ferred returns. Assuming  
7 percent annual returns, 
each $1,000 withdrawal 
means $16,000 less after 
40 years.

Those are huge tolls. Be-
fore you borrow from your 
401(k), consider:

•Are you using this loan 
to live beyond your means? 
The answer is probably 
“yes” if this isn’t your first 
loan, if you’re consolidating 
credit card debt or if you’re 
buying something you oth-
erwise couldn’t afford. Fix 
the spending problem be-
fore you create a retire-
ment problem.

• Do you have a plan to 
avoid default? Ideally, you 
would have resources such 
as savings or home eq-
uity you could use to repay 
the loan quickly if you left 
your job. If you have such 
resources, the next ques-
tion is: Why aren’t you us-
ing those instead?

• Can you keep up retire-
ment contributions? If you 
cut back while repaying the 
loan, be prepared to step 
up your contributions once 
you’ve paid off the loan. A 
good rule of thumb is to
add the loan repayment
amount to the amount you 
contributed before the loan 
and continue contributing 
that much until you retire.

A reckless 401(k) loan 
could turn out to be the 
most expensive money 
you’ll ever borrow.

PERSONAL FINANCE

The astonishingly high 
risk of a 401(k) loan

By Jonathan Lansner
jlansner@scng.com 
@jonlan on Twitter

You’ll likely be cremated 
after you pass away, and 
that choice for your final 
act on Earth is yet another 
societal trend that’s created 
a big gap between the West 
and the rest of the nation.

A new forecast from Na-
tional Funeral Directors 
Association says crema-
tion will be the preferred 
funeral arrangement na-
tionwide by 2018.

The association’s statis-
tics reveal another case of 
a major bicoastal cultural 
split within the nation.

Of the 15 states where 

cremation is preferred only 
four — Maine, New Hamp-
shire, Vermont and Flor-
ida — are east of the Rocky 
Mountains. Conversely, 
the 15 states with the low-
est share of cremations in-
clude just one that bor-
ders an ocean — Virginia 
— while the other 14, curi-
ously, all went for Donald 
Trump in the presidential 
election.

Growth in cremation 
can be tied to several fac-
tors: For starters, they’re 
cheaper and this is an era 
of thriftiness.

Also, the nation’s grow-
ing cultural melting pot 
means more of us hail 
from places where crema-

tion is commonplace. For 
example, the U.S. is essen-
tially 50-50 on cremation 
vs. burial while more than  
90 percent of populations 
in Japan, Taiwan and Hong 
Kong choose cremation.

Plus, Americans are be-
coming a less traditional in 
their religion, and it shows 
up in these stats. Accord-
ing to an association sur-
vey, 39.5 percent of those 
polled nationwide this year 
felt a funeral’s religious 
component for a loved one 
was very important vs.  
49.5 percent five years ago.

Let’s peek the numbers …
National trend: Crema-

tion is projected in 2018 to 
be the most-popular alter-

native to burials, used after 
53.3 percent of U.S. deaths. 
In 2015, the latest figures 
available, 47.9 percent of 
2015 funerals were crema-
tions vs. 40.4 percent in 
2010. By 2030? 71.3 percent.

California trend: The fu-
neral group’s stats show 
63.4 percent of 2015 funer-
als in California were cre-
mations vs. 58.5 percent in 
2010. In 2018, cremation’s 
share of funerals is esti-
mated to grow to 66.7 per-
cent and 79.8 percent by 
2030.

Cremation tops: Progres-
sive California’s cremation 
pace, however, is relatively 
modest, ranking 14th high-
est. Just look elsewhere in

the West, where cremation 
is most popular nation-
wide in Washington with
76.4 percent of 2015 funer-
als being cremations vs.
70.9 percent in 2010. Then 
comes Nevada (75.6 per-
cent in 2015) and Oregon 
 (74.3 percent).

Cremation lows: Where 
do burials remain the pre-
ferred funeral? Mississippi
had the lowest share of cre-
mations in 2015 at 20.9 per-
cent, followed by Alabama, 
25.7 percent; Kentucky  
27.3 percent; Louisiana 
29.7 percent. By 2030, pro-
jections show only Missis-
sippi and Alabama will not 
top a 50 percent preference 
for cremations.

Cremation’s growth cre-
ates a tough business cli-
mate for funeral directors. 
Lower consumer costs put 
the typical funeral homes 
in a bit of a financial bind 
because the industry claims 
cremation is almost as la-
bor-intensive as traditional 
burials. But the funeral di-
rectors’ trade group, as its 
usual from any industry as-
sociation, found a silver lin-
ing.

For funeral home own-
ers, that is.

“However, increasing 
death rates and the aging 
population will keep de-
mand steady and the in-
dustry stable,” the report 
stated.

TRENDS

Cremation becoming American way, with West still leading
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