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The principle of saving money is one that is ingrained from the time that we are very, very 
young. You probably had a parent or grandparent that gave you your first dollar and then 
recommended that you open a savings account at the local bank, put your dollar in and then 
leave it there ‘til the end of time. Now if you were like me, you were probably thinking “Bank 
account?

Yeah, right. I wonder how many candy bars I can get for a buck?” But I am sure that some of 
you opened that account and dutifully dropped that dollar in and it is still there today.

But that was a long time ago, right? By this time, I am sure that you have probably met with a 
financial planner and at some point during that process the subject of having to save money 
came up again. It probably came up when the planner began to suggest where the money 
will come from to fund the financial products he was recommending—and getting paid 
commissions on.

Am I suggesting that saving money is a bad thing? Absolutely not. The issue is not whether 
or 

not to save money, but rather, what will you do with the money you save?
Let me give you an example: Which would you rather have: $3 million or $5 million? 
Obviously $5 million, that’s an easy one. How about a $3M piece of real estate v. a $5 million 
bank account? I know what you are thinking: the $5 million, because you can still go buy the 
$3 million in real estate and have $2 million left over. What if there were more to the story: 
You can choose between inheriting one of two trusts that don’t allow you to sell anything in 
the trust. You can choose between a $5 million portfolio of 30 year bonds paying 2% interest 
($100,000) a year, or a $3 million property with $150,000 of positive cash flow each year. Now 
you are much more likely to be thinking “I would rather have $150,000 than $100,000”.  This 
is the case for most people – the income we can create from assets becomes much more 
important than the price-tag of the asset.

I do want to take a full-stop and let you know that I am not a “real estate no-money-down” 
guy. I am not trying to get you to buy my books or tapes. I am a financial advisor who 
founded Sound Financial Group. We help our clients formulate strategies to accumulate 
assets and maximize wealth. But we formulate these strategies within the framework of 
understanding what the real tangible value of money is. And, as I think we’ve discovered, it’s 
cash flow- pure and simple. 

So, save a lot of money, save a little- that’s not the real issue. The real issue is how you can 
position those assets as they grow, and what they can produce for you in terms of cash flow.

MISTAKE #1:  
BELIEVING YOU JUST HAVE TO 
SAVE MORE MONEY



I am sure that most of you right now are putting money into a qualified plan like an IRA or 
401(k), which may be a beneficial strategy for some. The money that goes into these plans 
comes out before taxes and can have a tax benefit to you now. As you probably know, this 
money will remain in this account, where you cannot touch it (without substantial taxes and 
penalties), until you are age 59 1/2 .  And for those of you that are doing this, how many times 
have you been told to simply do it, like you’d be crazy to even ask why that is the best path 
for you.

Why do we do this, anyway? Well, generally, because we have been told and have come 
to believe that saving money in a supposedly “tax free” environment may give us the best 
chance to realize growth. And more growth means more money at retirement, right?

Let’s come back to that question shortly. First let’s agree on a couple of things: 
1. Inflation will continue which means that it will take more money in the future than it does 
today to maintain your current lifestyle once you retire. 

2. We will all eventually pay taxes on the money that we have saved in our 401(k)s and IRAs.  

What could these two assertions lead us to conclude? Due to taxes and inflation your money 
will most likely be worth less in the future when you pull it out. Which means you will need 
to draw out relatively more of it to maintain the lifestyle you had when you were working. 
However pulling it out in larger amounts may elevate you into a higher tax bracket than you 
are now and the tax you pay then may easily equal or exceed the tax savings you enjoyed 
when you put the money into the plan in the first place. 

Your situation at 59 &1/2 could very easily be that the money you pull out of your IRA or 
401(k) is worth less than when it went in and you have to give more of it to Uncle Sam than 
you would have if you had just paid the tax on it when you first got it in your paycheck. Using 
a qualified plan like most of America does may actually leave you with less buying power and 
paying higher taxes in your retirement. 

This is not meant to have every single person reading this paper immediately stop putting 
any money into an IRA or 401(k). My point is that, as with all wealth maximization strategies, 
it is vitally important to maintain a global perspective when making decisions on the direction 
to send your hard earned dollars. The best way to use an IRA or 401(k) is to have an exit 
strategy. Has your current planner talked to you about your exit strategy? I’m willing to bet 
they haven’t.

MISTAKE #2:  
THINKING YOU HAVE TO GIVE UP  
CONTROL OF YOUR MONEY



It’s sort of like looking at retirement as the finish line in a race you are running or the summit 
of a tall mountain you are climbing. However, our average client is 45 years old. People 
generally retire around 65 and many may very easily live into their nineties. Maybe for your 
parents or grandparents retirement meant the end was nearing. Whatever game you are 
playing now, retirement is nowhere near the end; it’s really only half time. But traditional 
planning is still coaching you with the same strategies your ancestors were taught. 
Traditionally, you have been told to save money, save money, save money. And put that 
money out of your control for years then, at the magical age of 65 you retire and—poof—all 
of your savings somehow jump up and pay for your living expenses. But remember, these 
savings may need to pay your expenses for as much as 30 years or more. Plus, layer on the 
distinct possibility that this money is worth less than when it first went into your qualified plan 
AND you may be taxed at a higher rate as you pull it out.

To continue my sports analogy, the word, retirement, makes you think of the buzzer going off 
to signal the end of the game. When, in truth, retirement is not the end of the game it’s jus 
MORE GAME! Our goal, in the financial strategies we help our clients create, is to achieve 
financial independence. We actually call it Definite Financial Independence: DFI for short. The 
reason we use the concept of DFI is that we don’t ever want to assume that you couldn’t hit 
DFI long before you are 65. And if you did, would you stop working? Probably not, you would 
just do the exact work you want to do, when and how you want to do it. The word retirement 
is too confining. It locks us into too many preconceived notions, financially speaking. 

Now you might be thinking, “wait a minute, everything you are describing as deadly mistakes 
are what most people are doing when it comes to their financial planning.” Yes, you are 
correct. And many of those people, statistically speaking, are unable to maintain the lifestyle 
they had during their working years when they retire. They require and depend on some form 
of government assistance to afford even the basic necessities of life.

If you were just thinking “that is not how I am planning for life to go”, then I couldn’t agree 
more.

MISTAKE #3:  
BELIEVING RETIREMENT IS THE END 
OF FINANCIAL PLANNING



1. SET UP A WEALTH COORDINATION ACCOUNT
Setting up a wealth coordination account is foundational to your process of creating more 
wealth. Your “WCA” is an account into which you put money for the sole purpose of buying 
assets. An asset is anything that puts money in your pocket now or has the ability to do 
so in the future without changing your lifestyle. It can be anything: real estate, interest in a 
business, stocks, bonds, mutual funds etc. All the profits that these assets throw off should 
be put back into the WCA. When the profits flowing back into your WCA on a monthly basis 
equal your monthly living expenses - YOU CAN “RETIRE”! Or as we have already re-reframed 
for you: You have reached Definite Financial Independence that funds your Work Optional 
Lifestyle!

I’ll bet you didn’t think retiring could be that easy? Well, believe me, it can be.

2. CREATE MAXIMUM EFFICIENCY IN YOUR PROTECTION
There are many ways to make your present insurances more efficient. When I use the word 
“efficient” I mean that you want to have greater protection without spending additional 
money. I will give you an easy example: Generally, people start with the lowest deductible 
possible on their car insurance. But the reality is, most people don’t report incidents to their 
insurance companies where the cost to fix the damage is under $1,000. Why not? Because 
if you do your premiums may go up. Even though we know this to be the case we still pay 
higher premiums for lower deductibles on our car insurance. So, what this means is, most 
people over-pay their insurance companies every month. That’s a good deal for the insurance 
company and a bad deal for you.

What we generally recommend to clients is to raise car insurance deductibles, to lower 
monthly premiums. This simple action recaptures money that you were needlessly giving to 
your insurance company and puts it back in your pocket. 

With this recaptured money you can do one of two things. First you could send it directly 
to your Wealth Coordination Account to be put to work in an investment. Or you could use 
this extra money to put an umbrella insurance policy in place. The combination of your car 
insurance and an umbrella policy may give you better protection than you had before AND 
you didn’t spend any additional money on a monthly basis to achieve this extra protection.

3. MAKE SURE YOUR RETIREMENT STRATEGY INCLUDES CONTINGENCIES
This principle is so incredibly important. No financial plan is complete without taking into 
account and addressing the possibility that major events could occur in your life that may 
seriously derail the financial strategies that we put in place. 

For most financial plans to work, they require the consistent and ongoing investment of 
money. But, if something occurred that cut off the money supply, then the financial plan 
stops. One of the most common things to occur that stops the flow of money is for the 
breadwinner to become sick or injured. However, if a financial program is well constructed, a 
contingency has been put in place to address this situation should it ever arise. 

The problem is that “insurance” is a dirty word to most people, yet life and disability 
insurance are very, very important to protecting any financial program that you are currently 
executing. With our clients, we examine their total financial picture and endeavor to keep 
proper protection in place without spending any more money on a monthly basis.

6 POWER PRINCIPLES  
THAT WILL ENHANCE YOUR ABILITY  
TO BUILD & RETAIN WEALTH



4. SOLIDIFY EXIT-STRATEGIES FOR YOUR QUALIFIED PLANS  
(IRAS, 401(K)S, ETC...)
Traditional financial planning is very good at “putting you in.” You know what I mean: putting 
you into a mutual fund, putting you into an annuity, a real estate deal limited partnership 
or putting you into some hot stock. And because this “putting you in” mindset permeates 
traditional planning, it becomes what people primarily focus on. But what about “getting you 
out!” 

Let’s say you do everything right over your lifetime, the markets are strong, and you retire 
with $10,000,000 sitting in a qualified plan. That is going to feel amazing. But then the time 
comes that you need to use that money to live. What do you do? Traditional planners are 
generally going to tell you to pull the money out a bit at a time over the next twenty years and 
just pay your taxes as you go. Is that good advice? 

Let’s look at it:
You have your starting $10 million in your 401(k), and you begin taking out $500,000 per year 
to fund your life. For the purposes of this discussion, let’s assume that you don’t have to 
pay any state or local income taxes. And let’s assume that your federal tax rate will be 35%. 
That means, each year, you will pay $175,000 to the federal government and keep $325,000 
for yourself. Let’s say that you do this for the next 20 years. Over that time you will pay $3.5 
million to the federal government.

After 20 years you die and have directed that this money be dispersed to your heirs. For the 
purposes of this discussion, let’s ignore estate taxes and simply focus on federal income tax. 
Let’s also assume that your heirs have to take the money in one lump sum and will be taxed 
at the same rate of 35%. That means your heirs will have to pay another $3.5 million to the 
IRS. If you take the $3.5 million in taxes that you just finished paying over the last 20 years 
and add it to the$3.5 million that your heirs paid at your death, that is a whopping $7 million 
dollars in taxes that the $10 million generated. 

Or here’s another way to look at it: you got to enjoy $6.5 million of the money but you and 
your heirs paid the government $7 million in taxes. Does that sound fair? Who seems to be 
the primary beneficiary of this strategy? The federal government!
The kind of exit strategy I might recommend for a client in this situation could look something 
like this: You take the $10 million out in one lump sum. You feel the burn as you write the IRS 
a check for $3.5 million. You take the remaining $6.5 million and put it into municipal bonds 
that are returning 5% a year. This would give you $325,000 per year tax-free. Plus when you 
die you could simply pass this portfolio of municipal bonds to your heirs and they would 
not have to pay any additional income tax to the IRS. Using this strategy, you kept the same 
amount of money and you maintained more control of all the money, but you paid the IRS half 
as much.

The old cliché is about making a grand-entrance, and this is what I call a “grand exit”!



5. TAKE LESS RISK WHEN YOU HAVE LESS MONEY AND MORE RISK WHEN 
YOU HAVE MORE MONEY.
This is where I philosophically disagree with most traditional financial advice. I believe that 
when you are younger and have less money to work with, what you have is precious and 
should be handled conservatively. As you mature, you gain life and business experience 
and (theoretically) you have more money to work with, therefore you have a greater financial 
margin to be more bullish with your investing.

6. USE ASSETS TO PURCHASE LIABILITIES.
This principle is extremely powerful. First, a reminder of the difference between a liability and 
an asset: An asset is anything that puts money in your pocket now or has the ability to do so 
in the future without changing your present lifestyle. An asset can be anything: real estate, 
interest in a business, stocks, bonds, mutual funds etc. A liability is something that costs you 
money. So, for example, the home you live in is a liability, even if the mortgage is paid off, 
because every month you have property taxes, utilities and up-keep expenses to pay. 

If there is something you want to buy that will cost you money now and into the future (a 
liability), don’t draw from the cash piled up in your savings. First look at the amount of cash 
flow coming back into your Wealth Coordination Account each month. If the cash flow is not 
enough to cover the cost of your new purchase, don’t buy it. Instead, you can use your cash 
on hand to buy additional assets that will throw off the required cash flow to purchase this 
item you desire. 

For example, you want a new car. The payment will be $350 a month. You take money out of 
your Wealth Coordination Account and buy a 3 bed 2 bath rental unit that throws off $350 in 
net cash flow a month. You then go buy your liability, the new car. But your asset, the rental, 
covers your car payment every month. And best of all, your car will eventually be paid off and 
the net cash flow from your rental can go right back into your Wealth coordination Account. 

When everyone else would pay $350 a month and just have a car in 5 years, you now have a 
car that you own free and clear AND an income producing asset.



You might be thinking that you’ve read about a lot of problems, and even a few potential 
solutions, but you are still sitting with questions about how to put it all together, maybe even 
more than when you started reading. While our way is certainly not the only way, I’d like to 
share with you how we use our Wealth Design/Build Process to help our clients with exactly 
those kinds of questions. 

First, we begin at the beginning. Both your family and our firm need to know that we have an 
interest in working together. Because money is so personal and sensitive, we have designed 
our first conversation together in a way to increase your safety and confidence.

In our first session together, we will ask you about your philosophy of money and share with 
you how we look at the world. If you have followed our weekly show or read our articles 
in Forbes, Fortune or Entrepreneur Magazine you may already know quite a bit about our 
philosophy. During this conversation we will impart to you enough of our philosophy that you 
can make changes and improve your financial life, even if we do not work together.

If you choose to, at the end of that Philosophy Conversation, you can apply to become a 
client. Because we charge an up-front Design Fee, we have a strong commitment to our 
Ethical Pricing Model. We want to be sure that the money you would pay us as a part of 
our Wealth Design/Build Process has the potential to be the best place you deploy those 
dollars in the next 12 months. To assess this, we have you fill out an online application that 
takes most applicants about 20 minutes to complete (if it takes you more than 20 minutes to 
complete it is MORE important that we meet, not less important) 

We then have a separate meeting with your advisor and a member of our Client Selection 
Team to review your application and learn more about what fruits you would like to see from 
an advisor relationship. In that meeting we will make you an offer to engage, review the cost 
and the potential positive outcomes you will gain from our work together. 

If we move forward into an engagement, we will have to analyze quite a bit of information. We 
review all of your present insurance policies, bank accounts, securities portfolios, tax returns, 
mortgages on properties, social security statements, wills and trusts and tax advantaged 
accounts like IRAs, 401(k)’s and the like.

It seems like a lot, doesn’t it? It might even seem odd to you that we would want so much 
information before we say one word about putting together a program to create more wealth. 
We think it is more odd that traditional financial planners and Big Box Financial Retailers 
generally don’t ask for this much information.

It’s like going to the doctor because you have just discovered a mole on your shoulder and 
the doctor takes one look at it and says, “we must start aggressive chemotherapy right 
away.” That would be absurd, right? What you would expect is that the doctor would do a 
battery of tests before he said anything. And from these tests, the doctor would gather data 
and then would analyze the data and from that, we would assume, that they could make an 
informed judgment on how to handle this mole on your shoulder.

Why should the process of developing strategies to maximize wealth be any different? 

STRATEGY OVERVIEW  
PUTTING IT ALL TOGETHER



The answer is, it shouldn’t. And typically, traditional financial professionals only want 
information in areas where they can directly control. In traditional planning, the advisor 
is really a highly professional product salesperson, and in that model they are only 
incentivized to want information in areas where they can either sell you additional financial 
products or about assets that they can take under management.

This is simply not the way we work. The strategies that we help our clients engineer revolve 
around what their goals are and nothing else. Once we have had a chance to review all of 
your information, you and your advisor make a “wish list.” We do this because we want to 
know what it is that you expect out of your money’s performance. We want you to describe 
to how you want your DFI – Definite Financial Independence -- scenario to look. We want to 
know when you think you want to reach your Work Optional Lifestyle. We want to see if you 
have any ambitions or dreams that will require available cash to launch and realize. 

It is during this time we get to know each other and learn how the other communicates. It is 
very important to me that I develop a clear understanding of how you think about life, and 
I want you to feel comfortable with our team so you can speak frankly about what it is you 
want to achieve. 

Once we nail down all of the financial goals on your wish list and have established a clear 
way of communicating, we begin to strategize on how to best achieve your goals. We do 
this in a dynamic, interactive atmosphere designed around the “what if.” Basically this 
means we work together in an online virtual environment and load possible scenarios into 
our proprietary financial analysis software. Then we start analyzing possibilities. Lots of 
possibilities. Lots and lots and lots of possibilities. We carefully and methodically examine 
the various scenarios that could fulfill the goals on your wish list. During this process you and 
your advisor both ask many “what if” questions.

 •  What if inflation comes in above the projected average?
 •  What if your mutual fund performs above its historical average?
 •  What if your mutual fund performs below its historical average?
 •  What if the whole market completely tanks?
 •  What if your kids both go to grad school after college?
 •  What if your spouse quits their job and we lose that revenue stream?
 •  What if you stop working 5 years early?
 •  What if you move my money out of bonds and put them into stocks?
 •  What if you convert some of my term insurance to whole life?
 •  What if, what if, what if, what if…..

We’ll compare and contrast various scenarios in real time, side by side, until you start to feel 
confident and inspired by a particular scenario. And I’m serious when I say we want you to 
feel inspired. How many times have you felt apprehensive after you’ve made a decision with 
a financial professional to deploy a certain financial strategy? 



Our whole process is designed so that you have a firm grasp of those options, we have 
verified at length the possible outcomes, and you have chosen the direction that better suits 
you. At the end of the day, who is best suited to make financial decisions for you and your 
family then you? I think that answer is obvious. 

Once you choose the direction you want to head, we then carefully lay the groundwork to 
re-align the existing components of your financial picture and gather any additional financial 
products required to achieve your desired outcome. And, of course, we do all of this together 
in our relaxed, online, location independent, no-pressure environment. 

Finally, once we have put all the pieces of your financial strategy together, we present you 
with what your Success Strategy Workbook. I believe that it is absolutely critical that our 
clients have a full understanding of the process they have gone through and the plan that 
we created. That is why, at the end of the strategy process, every client receives a Success 
Strategy Workbook. This workbook, in clear graphic illustrations outlines the following:

 •  Where you were with your financial program when we began.
 •  Where you are now after we have gone through the process.
 •  Why you implemented these new strategies.
 •  And what (if anything) is left to do to complete the plan.

Your Success Strategy Work Book explains in one page what traditional financial 
professionals sometimes take dozens of pages to explain. And it becomes an ongoing guide 
for you to refer back to when you have additional questions concerning your plan.

And that’s it.

I want to acknowledge you for taking the time to review this report. I hope that you have 
found the information contained here useful and informative. And I hope that you are 
intrigued by my firm’s methods of Designing financial strategies for our clients. 

I want to invite you to take the next step. Let’s take your current financial program and run it 
through our process. Whether you’ve got a highly detailed program or just bits and pieces - 
it doesn’t matter. The process I have just described will benefit everyone. I invite you to call 
our office to set up a meeting. Our team will help you schedule a Philosophy Conversation. 
When we connect for that first online meeting, we’ll discuss your financial philosophy, share 
ours with you, then you can make the choice to never meet again, our engage our application 
process. I want to stress that meeting with my team or me and going through our application 
process is absolutely free. 

Our office number is 425-332-6568 and my direct extension is ext. 702 

Feel free to call anytime. I look forward to speaking with you and I wish you every success.


