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Foreword: 

Congratulations on taking the time to read 

this book.  Unlike most books about 

personal finance, this one doesn’t have a lot 

of numbers.  Those books have already been 

written. 

What hasn’t been written about enough 

about is the role common sense plays when 

it comes to money. 

As humans, we struggle with common 

sense.  We are naturally wired to avoid pain 

at all times.  This survival mechanism often 

makes doing the prudent thing somewhat 

difficult.   

In this book, you’ll learn how conventional 

wisdom is often wrong and what you’ve 

been led to believe is true often is not. 

I encourage you to keep an open mind.  

After each chapter we’ve provided 

additional reading on the topic. 



If at any time you wish to discuss the topics 

in greater detail, call me at (609) 364-2210 

or email Anthony@CardinalWG.com 

 

--Anthony M. Aulffo CFP® 

 

 

 

 

 

 

 

 

 

 

 

 

 



Introduction: 
 

What separates those who are the most 
successful in retirement from those who are 
not? Before I answer that, is it fair to say 
that today's retirement planning is a whole 
heck of a lot more complicated than it ever 
has been? I think most of us would say yes. 
 
For one, taxes are complicated. We have 
systems for estate tax, federal tax, state tax, 
Medicare tax and Social Security tax. Health 
care costs are going up while health 
coverage is covering less, pensions are a 
thing of the past and higher investment 
volatility swings feel similar to a 
rollercoaster ride at Six Flags Great 
Adventure. 
 
At the very least, the traditional retirement 
seems to be long gone where you worked at 
the same company most of your career, 
retired with a pension and had Social 
Security to help supplement your income. 
Essentially, minimal financial planning was 



required to continue living the same lifestyle 
you maintained while working. 
 
We're living longer while the government 
continues to water down our healthcare and 
the social security system we’ve been paying 
into all of our lives. These changes are 
raising the cost of retirement, particularly 
when combined with the fact most of us 
don't have a pension. Retirement is being 
thrown on the backs of individuals to figure 
it all out on their own. Complicating matters 
further, there isn’t a one-size-fits all 
approach to retirement.  
 
So where do you start?  
 
First, let’s get back to the question, "What 
separates those who are successful from 
those who are not in retirement?" 
 
Dr. David McClelland, a Harvard professor 
who studied entrepreneurs, found that the 
most successful were the ones with the 
most detailed business plan that featured 



systematic implementations. Why wouldn’t 
we have a similar process for our own 
money? This exists when an individual takes 
the time to create a financial plan.  
 
The second trait that separates those who 
are successful from those who are not is the 
act of writing important concepts down but 
also sharing them with another person. 
Psychology professor Dr. Gail Matthews, at 
the University of California, led a study on 
goal-setting and found that you are 42% 
more likely to achieve your goals if you write 
them down. By writing it down and telling 
someone you will deliver on a fundamental 
requirement: accountability. 
 
Planning and accountability converge when 
working with a financial planner (not that 
everyone needs a planner) This is the person 
who delivers on those needs for their 
clients. Much like a doctor, we want to 
provide you with the best remedies, and 
much like a trainer at the gym, we want to 
see you succeed. 



 
What you’ll find within the chapters of this 
book are some of the key elements to 
consider when thinking about your 
retirement plan. Do you have all of the 
issues handled? Have you even considered 
all of the issues being raised? Consider what 
lies within these covers a short primer that 
will assist you with recognizing what you are 
doing right and what may require some 
more attention, and for some, when some 
additional competent help may be needed.  
 



About Anthony Aulffo 
 

You might wonder, how did my journey 
bring me to where I am today? The 
explanation takes us back to a small town in 
South Jersey where I grew up. I'm the first of 
three kids, born to two loving parents and I 
possess most of the traditional first-child 
syndromes (see the TV show Everyone Loves 
Raymond). My father worked as a small 
business contractor and provided for an 
upper middle class (whatever that is) 
lifestyle. My mom stayed home and raised 
us and smothered us with love (think of the 
modern-day “helicopter” mom). 
 
I had my first exposure to finances and what 
can go wrong with them at the age of 12 
when my parents' money that was set aside 
for my college savings was lost by an 
unscrupulous advisor. He completely wiped 
out my college funds, which were invested 
in a private real estate transaction (think of 
the adage...if it sounds too good, it’s 
probably too good to be true). My hope is 
that we rid the profession of these advisors. 



Even though they are a small percentage, 
they make a bad name for the many of us 
who care and want to do a good job for our 
clients. 
 
While in high school, I enjoyed math 
because that was really was the only thing at 
which I excelled. I didn't find out until 
college why I struggled at time with other 
subjects. I learned that I was dyslexic. 
 
I majored in finance while attending 
Monmouth University. Since I liked math 
and enjoyed being around people, I saw 
financial planning as a career I was eager to 
jump in and learn all about. I took on 
multiple internships that really didn't pay 
any money, and I worked multiple jobs 
caddying and serving in a restaurant to pay 
my way through college and enable me to 
accept those internships. I put a premium 
on obtaining some experience to get myself 
started.  
 



One internship was with a Wall Street firm 
which was among the biggest investment 
advisory companies in New York. Yes, they 
were corporate and greedy, and I knew 
pretty quickly that it wasn’t a place at which 
I really wanted to work. From there, I 
started my career at Vanguard which I 
viewed as almost an anti-Wall Street type of 
place.  
 
While there, I obtained the credentials to 
become a Certified Financial Planner. I 
realized though that Vanguard doesn't 
handle personalized financial planning, and 
this became very evident when I was there 
during the 2008 market crash and I saw 
what happened to people nearing 
retirement who did not have a plan in place 
or their money positioned to protect against 
a major downturn in the market.  
 
While I liked working at Vanguard, they were 
mostly just focused on investment products 
and how those tools could play a role in 
people's investment portfolios. There was 



no real planning for clients, so I left to join a 
boutique planning firm that specializes in 
financial planning. I spent six years there 
working with clients on their financial 
planning needs. 
 
During that period, I saw how my skills and 
interests were firmly entrenched with those 
nearing or in retirement. I decided that I 
could serve them better if I had my own 
business so I could create a custom platform 
built around being hyper-focused and 
solving the issues and goals of people 
nearing or in retirement. I determined I 
needed to dedicate all my systems, 
technology, investment platform, and 
continuing education to these folks. I 
needed full autonomy. 
 
My company, Cardinal Wealth Group, is fully 
ingrained and knowledgeable about what 
retirees are going through and empathetic 
to the challenges in retirement, as it can be 
very confusing. There's not a one-size-fits all 
approach to it since everyone has different 



levels of assets, social security amounts, 
pensions (if they exist…or the new pension 
systems these days known as part-time 
work), tax and health situations, life 
expectancies, risk tolerance, time horizons, 
budgets, goals and concerns. Our goal is to 
bring clarity and help resolve issues that 
retirees are facing today. 
 
What is unique about me and my company, 
though, and what everyone can expect 
when they become a client is that, if hired, 
we have the ability to communicate complex 
information on a level that our clients can 
understand. They can feel confident that 
they're making the right decision which will 
lead to securing their future.  
 
I am often asked if I ever wanted to be a 
teacher or a professor because my approach 
is very similar to that of an instructor. I take 
the time to cater to each client’s needs and 
level of understanding. We are literally 
creating clients’ financial plans or concepts 



on a whiteboard, so we can share complex 
information in an easy to understand way.  
 
At one point, I actually did want to be a 
professor since I always enjoy taking the 
time to teach or help others. That is exactly 
the type of treatment all my clients can 
expect to receive.  
 
 

 

 



There is No Nostradamus 

“Uncertainty is the only certainty there is, and 
knowing how to live with insecurity is the only 
security.”  --John Allen Paulos 

Imagine a TV network dedicated to fortune 

telling.  Every day, it features highly 

educated people who strongly believe they 

can predict the future.  Like Isaiah, they 

offer their prophecy for free.  Unlike Isaiah, 

these seers are wrong about 80% of the 

time.   Yet, despite the failures, viewers 

continue to watch.  Even worse, many stake 

their entire personal fortunes on the advice. 

Would you watch such a network?  Millions 

do.  In fact, there isn’t just one such channel, 

but two:  Fox Business Channel and CNBC. 

Go ahead…turn them on, especially around 

noon on a weekday.  These channels bring 

on one market “expert” after another to 

give out stock tips or some insight as to 

where the market is headed. 



Here’s a little reality:  No one…and we mean 

no one…knows where investment markets 

are headed in the next week, month, or 

year.  If they did know, they certainly 

wouldn’t tell you for free.  In fact, they 

wouldn’t tell you at all because such 

information would be far too valuable to 

even sell.   

Remember the rule of transitive properties 

from Mrs. Cheeseman’s math class (more on 

her in a minute).  If A is greater than B…and 

B is greater than C, then A is also greater 

than C.   Or to put it another way, if Bill is 

taller than Mike, and Mike is taller than Jim, 

then Bill is also taller than Jim.  Got it? 

Okay…now pay very close attention.   

Markets react to news.  Do you agree?  Every 

time stocks drop in price, isn’t there always 

some news event attributed to it  (9/11, 

Microsoft anti-trust suit, the Fed raising 

interest rates, earnings reports  lower than 

expected)? 



News is unpredictable.  Do you agree?   Did 

you know any of the following events would 

happen before they actually occurred? 

1.  Hijacked airplanes crashing into the 

World Trade Center and the Pentagon. 

2.  The Kennedy Assassination. 

3.  The announcement of Toxic Asset 

Relief Program. 

4.  Arthur Anderson’s false accounting of 

Enron. 

5. Pearl Harbor (okay…this one isn’t fair.  

You probably weren’t alive). 

In response to each of these news events, 

equity markets dropped rapidly.  If you did 

know about these events a week before 

they actually occurred, you could have made 

billions of dollars.   

Two movies come to mind that demonstrate 

this reality. 

Casino Royale (2006):  James Bond seeks to 

defeat a card playing terrorist who makes 

huge rates of return by shorting stocks on 



companies and then staging acts of 

sabotage on those corporations because he 

knows it will drive down their stock price.  In 

other words, he knows the news before 

anyone else because he’s creating it. 

Wall Street (1987):  Gordon Gekko hires 

aspiring trader Bud Fox to “stop sending me 

information and start bringing me some.”  

So, Bud breaks into offices at night, spies on 

company executives, and relays insider 

information told to him by his father.  As a 

result, Gekko has “news” that no one else 

has, allowing him to trade ahead of the 

market. 

So, if news is unpredictable and market 

performance reacts to news, then market 

performance is unpredictable.   

Wait a minute.  Are you saying then that all 

those Wall Street experts like Jim Cramer and 

Charles Paine really have no idea what 

they’re talking about? 



Yes…and No.  They certainly know many 

things.  But so do millions of other traders.  

Everything they know is already factored 

into a stock’s price.  It’s what they don’t 

know, the future news, which will drive 

stock prices.  They are simply speculating as 

to what they think the news will be.   

Sometimes they get it right…most of the 

time they get it wrong.  Studies show that 

on average 80% of all professional portfolio 

managers fail to beat their benchmark 

index.  Of the 20% who do, there are very 

few repeaters. 

 

 

The Law of Large Numbers 

Imagine we fill the New Orleans Super Dome 

with 35,000 people.  On the PA system, we 

instruct them all to stand up and remove a 

quarter from their pocket.   



On our mark, they all flip the coin.  Those 

who flipped heads (about 17,500) remain 

standing.  Those who flipped tails sit down.  

We now repeat this exercise, again and 

again.  With 35,000 people flipping coins, we 

are willing to bet our houses that at least 

one person in the dome will flip heads ten 

straight times.  In fact, we wouldn’t be 

surprised if at least 20 people did it. 

 

The law of large numbers states that if you 

have enough people try to do something, 

someone will succeed regardless of skill 

level.  The individual who tossed heads 10 

straight times…is he an expert coin flipper?  

Does he somehow understand the 

gravitational properties between his 

quarter, his wrist, and the earth?  Or was he 

just lucky? 

Guess how many professional portfolio 

managers exist today?  Yup…about 35,000.  

Over 2,000 work for Fidelity alone.  

Someone is bound to speculate correctly on 



the market’s reaction to news that has yet 

to occur.   

The successful coin flipper is called lucky.   

The successful stock picker is called a guru 

and gets his face on magazines.   

Again, we’ll concede that these people are 

smart.  Most went to the very best business 

schools in the country where they were 

taught that markets and stock prices are not 

predictable.  But when they arrived on Wall 

Street, they were told how their firms really 

make money:  trades. 

Over 1 billion trades a month at $9 per trade 

on the New York Stock Exchange alone.    

You do the math.  It is in their best interest 

to trade…not yours.   

We do think that these very smart people 

honestly believe they have found a peek into 

the future.  If there were only a handful of 

them researching companies, then they 

might actually be onto something.  But there 

are thousands, all crunching the same data.  



Furthermore, their efforts to buy and sell 

ahead of the market incur costs that lower 

their rates of return. 

In 2013, Eugene Fama won the Nobel Prize 

in economics for stating in the 1960’s that 

something is worth only what someone is 

willing to pay for it.  Called The Efficient 

Market Hypothesis, Fama showed (with a 

bunch of math) that the current price of 

stock or bond is the correct price.  Nothing is 

overvalued or undervalued until someone 

offers or agrees to a different price. 

If you buy a house for $300,000, spend 

$50,000 for improvement, and put it up for 

sale, how much is it worth if the highest 

offer you receive is $290,000?   

Correct.  It’s worth $290,000. 

So if it’s true for real estate, why not stocks? 

The $6 watch 

Zach Norris is a young man with a passion 

for fine watches.  Understanding that often 



people don’t know the value of their old 

jewelry, he routinely visits thrift shops and 

garage sales looking for great deals.  If he 

sees a watch that he knows he can quickly 

resell for a profit, he will buy it for the asking 

price and then quickly find a new buyer.  In 

January of 2015, he bought a $6 watch at his 

local Goodwill store and then sold it for 

$35,000.   

Norris is to watches what Wall Street 

portfolio managers aspire to be to stocks.  

But unlike Mr. Norris, they deal in public 

information.  Had Goodwill known the 

watch was worth $35,000, would they have 

sold it for $6?  Or, would the prior owner 

have given away the watch to Goodwill in 

the first place?  Of course not.  Mr. Norris 

had insider knowledge.  In this case, he can 

legally act on it.  But in the world of security 

trading, such a move can land you in jail (see 

Martha Stewart and Bud Fox). 



Perhaps there was a time when news 

traveled slowly enough for someone to get a 

jump.  Those days are over. 

There is no Nostradamus.  News occurs 

randomly, and so too will stock and bond 

prices.  All we have going for us is that over 

the history of mankind, good news has 

outperformed bad.  Despite world wars, 

famines, epidemics, assassinations, national 

debt, and disco, capitalism finds a way to 

improve the quality of life.  The quality of 

your life today dwarfs that of every king and 

queen of the middle ages.  It dwarfs that of 

your great grandparents, and even your 

grandparents.  Is it not only logical to 

assume that in the future we will witness 

massive amounts of bad news but overall, 

we will prosper? 

We don’t need Nostradamus to conclude 

that optimistically is the realistic way to view 

the future.  Hence, actions like market 

timing and stock picking are far less likely to 



succeed than buying, holding, and 

rebalancing a broadly diversified portfolio. 

 

Don’t just take our word for it (books to 

read) 

The Investment Answer by Daniel Goldie 

and Gordon Murray 

Random Walk Down Wall Street by Burton 

Malkeil 

The Smartest Investment Book You’ll Ever 

Own by Dan Solin 

What Wall Street Doesn’t Want You to Know 

by Larry Swedroe 

Winning the Loser’s Game by Charles Ellis  

 

 

 

 



Your Math Teacher Was Right (but you 

always knew that). 

“Mathematics are well and good but nature 

keeps dragging us around by the nose. “ –

Albert Einstein 

You remember Mrs. Cheeseman…the 

matronly math teacher who has been 

teaching out of the same book for thirty 

years because “the math hasn’t changed.  As 

you looked at the inside cover of the book, 

you saw the names and years of the prior 

holders.  “Was it as boring for Fred 

Saddlemire in 1968 as it is for me now?” you 

asked yourself.  “Was Mrs. Cheeseman ever 

cool?” 

The one question that rose above all others 

was, “Will I ever need to know this stuff?” 

Mrs. Cheeseman assured us we would.  Now 

you’re about to see at she was right. 

Meet Hans & Franz.  When not pumping iron 

and injecting themselves with steroids, they 

are drawing income from their savings 



accumulated from years on late night TV.  

Aside from an occasional State Farm 

commercial, the two are pretty much 

retired.   

Convinced that no one should invest like a 

girlie man, Hans has invested heavily in 

equities under the belief that over time he 

stands to earn a higher rate of return.  

Chances are he’ll be right.  

Franz is no stranger to machismo, but opts 

for a portfolio that is likely to produce a 

lower, more consistent rate of return.  

Starting with one million each, they both 

desire to withdraw $50,000 per year to 

supplement their SNL royalty checks.   

Hans and Franz are about to learn what Mrs. 
Cheeseman taught us years ago.  
  

Average may not be as important as 
consistency of return. 



 

 

 

 

 

 

 

 

 

 

 

 

As you can see, although Hans indeed 

earned a higher average return (8% vs. 6%) 

at the end of ten years, he has considerably 

less money than his body-building brother.  

Why?   Every year, the two sell a part of 

their portfolios’ shares to generate cash.  

When shares rise in value, it requires fewer 

shares to generate $50,000.  When share 

prices fall, Hans must sell more.  Those extra 

shares, once sold, are gone.  It matters not 

Hans:  $1,000,000 

Year Withdrawal    Return       Y/E Value 

1      $50,000.00      -13             $826,500.00  

2      $50,000.00     -20%          $661,200.00  

3      $50,000.00       5%            $694,260.00  

4      $50,000.00       -7%           $599,161.80  

5     $50,000.00       20%           $658,994.16  

6     $50,000.00       25%           $761,242.70  

7     $50,000.00      -25%           $533,432.03  

8     $50,000.00       45%           $700,976.44  

9      $50,000.00       30%          $846,269.37  

10    $50,000.00      20%           $908,060.56 

Return Average:  8% 

Franz:  $1,000,000 

Year Withdrawal    Return    Y/E Value 

1      $50,000.00      6%          $1,007,000.00  

2      $50,000.00      8%          $1,087,560.00  

3       $50,000.00     7%          $1,163,689.20  

4       $50,000.00     11%        $1,236,195.01  

5      $50,000.00     -4%         $1,138,747.21  

6       $50,000.00      6%         $1,154,072.04  

7       $50,000.00      12%      $1,236,560.69  

8       $50,000.00      -2%       $1,162,829.48  

9       $50,000.00      10%      $1,224,112.42  

10     $50,000.00       6%       $1,244,559.17  

Return Average:  6% 



what his portfolio does in the future in 

relation to those shares.  He will never get 

them back 

By minimizing his potential downside, Franz 

has more money even though he averaged 

less over time.  Fewer negative years means 

he sells fewer shares. 

This phenomenon exists only because Hans 

and Franz need to sell shares for cash.  Had 

they never needed to sell shares, then Hans 

would have more much money than Franz, 

despite the volatility.  This is the Math of 

Retirement. 

Mrs. Cheeseman taught us that nothing in 

life performs consistently--not the weather, 

not your golf score, and certainly not an 

investment portfolio.  This lack of 

consistency can be measured.  It is called 

standard deviation.  The lower the standard 

deviation, the more likely you will earn the 

average return each and every year.  So, if 

you found a portfolio with a guaranteed 



return of 8% every year, then the standard 

deviation would be zero.  Good luck finding 

that.  Chances are, the best you’ll do in 

seeking your 8% is a portfolio with a 

standard deviation of ten.  So, what does 

that mean?   

If Average Return is 8% and Standard 

Deviation is ten, then: 

66% of the time:  You will have a one year 

return between -2% and 18%. 

95% of the time:  You will have a one year 

return between -12% and 28%. 

99% of the time:  You will have a one year 

return between -22% and 38%. 

 

If you are an investor, then your portfolio 

also has a long term average return and a 

standard deviation to go along with it.  The 

problem is that very few people know this, 



nor do they understand the “normal” 

volatility that comes with it.  If they did, we 

think they’d be much less likely to panic. 

For example, if a portfolio has the 

dimensions described in the chart above, 

should we be surprised (or even 

disappointed) if we earn a return of -6% in a 

given year? 

Of course not.  We already know going in 

that this is very likely.  We also know that 

over time, it’s more likely that we’ll have 

more positive results than negative results.  

Guaranteed?  No.  Likely?  Yes. 

Think of it like baking a cake.  You can put in 

the best ingredients, but you have soup 

unless you put the cake in the oven for the 

right amount of time. 

Results do not come in a linear fashion, no 

matter how badly we wish they did.  What in 



life does?  Do the giant redwoods of 

northern California grow the same number 

of feet every year?  Does it take you the 

same number of minutes to drive to work 

each day?  Do farmers dig up their corn 

seeds every few days to see if they are 

sprouting, or have they learned to trust the 

process? 

It is essential that you know the long term 

average return and standard deviation of 

your portfolio allocation.  Without knowing, 

you are simply winging it; and your survival 

mechanism stands a much better chance of 

over-riding your logic. 

Know your math.  Make Mrs. Cheeseman 

proud! 

 

 



Don’t just take our word for it (books to 

read): 

The Intelligent Asset Allocator by William 

Bernstein 

All About Asset Allocation by Richard Feri 

Asset Allocation by Roger Gibson 

   

 

 

 

 

 

 

 

 

 

 



 

The Boogeyman is Real 

“The only two things that scare me are God 

and the IRS” –Dr. Dre 

Assuming that you do not define patriotism 

by the amount you pay in tax, what follows 

should be useful. 

If you’re one of the 53% of Americans who 

pay federal income taxes, then it is likely you 

pay more than what is legally required.  If 

you own a small business, then it’s almost a 

sure thing that you are over paying.  

The Seven Most Expensive Words in the 

English Language:  My CPA takes care of my 

taxes. 

From our experience, most CPAs do a great 

job of filing taxes; but very few actually do 

any tax real planning.  When I ask people, 

when was the last time their CPA said he 

found a way to lower your taxes by $4,000, 



they usually give me a blank stare and then 

say, “Never.” 

Does your CPA/Tax Preparer ever: 

• Call you with proactive strategies to 
achieve a tax free retirement? 

 

• Demonstrate how to restructure your 
401k/403b/IRA accounts to avoid 
future taxation? 
 

• How to collect your social security 
benefits TAX FREE? 

 

• Show you how to structure your 
business to minimize employment 
taxes? 

 

• Show you how to write off your 
family's medical bills as a business 
expense? 

 

• Show you how you can hire children 
(or grandchildren) to shift income from 
yourself to them? 



 

• Help you choose the right retirement 
plan for your business? 

 

• Explain how each of your investments 
is taxed and make suggestions on how 
to reduce it? 

 

• Advise you on how to carefully 
consider which investments belong in 
taxable accounts and which 
investments belong in tax-advantaged 
accounts? 

 

• Develop a plan for maximizing the 
value of any long-term capital loss 
carryforwards? 

 

• Explain the rules governing “passive” 
income and losses and have a plan to 
avoid “suspended” losses? 

 

• Meet with you throughout the year to 
discuss your business--or does he just 
wait until taxes are due? 



 

• Give you a plan for minimizing taxes--
or does he/she just wing it every year? 

 

Aside from investing behavior, income taxes 

are the greatest obstacle to most investors.  

There is never an age at which you stop 

paying them.  You paid tax on your social 

security as you put money into the system, 

and you will likely pay tax on the money as it 

comes out.   

When you reach age 70.5, you must start 

paying tax on your retirement plans (401k, 

IRA, 403b).  When you die, your heirs must 

also pay tax on whatever is left.   

Your estate may be taxed again for simply 

being too big.   

 

The code is, by design, very complicated.   

Too often, people just go along with it, 

unaware of the steps that can legally reduce 



their federal and state income taxes.  This is 

especially important during retirement.  

 

You have a choice of paying taxes now…or 

later.  To many, procrastination seems 

logical when it comes paying the IRS.  For 

years people have socked away massive 

amounts of money in 401ks, 403bs, IRAs.  

The idea is you invest it now in a tax 

deductible account while you’re in a high tax 

bracket.  Then you withdraw it at a lower tax 

bracket when you retire.  Or so you hope. 

   

What if taxes rise in the future?  Our 

country, as of 2016, owes close to $20 

trillion.  Projections suggest this amount will 

continue to rise as more and more baby 

boomers retire.  Fewer people paying taxes 

and more requiring things like Medicare, 

Medicaid, and Social Security.   

 

 

Case Study 



 

Bill & Karen Tucker are both 65.  Retired, 

they each have a rollover IRA worth 

$600,000.  Bill collects $2,200 a month from 

social security. Karen receives $1,800. 

They need $7,000 a month to live 

comfortably, so they withdraw $3,000 a 

month from their retirement accounts.   

To determine how much of their social 

security check is subject to taxation, we add 

the IRA withdrawals ($36,000) to one-half of 

the social security payments ($24,000) 

This gives them a modified adjust gross 

income (MAGI) of $60,000.  Whenever the 

MAGI exceeds $44,000 for a married couple, 

then up to 85% of their check is subjected to 

taxation. 

 

Assuming they file jointly and use the 

standard deduction, Bill & Karen owe $4,300 

in Federal income taxes.  Now, what if they 

had decided a few years back to convert 

their rollover IRAs to a Roth IRA?  Doing so 



would have triggered at the time of 

conversion, but no tax would ever be owned 

on the accounts again.  Even if their 

accounts double in value, there is no tax 

associated with a Roth withdrawal.  Not only 

is there no tax on Roth IRA withdrawals, but 

now there would also be no tax owed on 

their Social Security benefits.  Furthermore, 

Bill & Karen could now withdraw an 

additional $16,400 from their taxable IRA 

and still pay $0 in tax since they still have 

their standard deduction and exemption to 

apply.  

 

Imagine if federal income tax rates double in 

the future.  By converting to a Roth, the 

Tucker’s have protected themselves. 

 

Another tax advantaged vehicle is 

permanent life insurance.  Money in the 

policy grows tax deferred and can be 

accessed tax free via a policy loan.  While I 

don’t usually recommend retirees buy life 



insurance, this feature is a great reason to 

keep your policy even after you’ve stopped 

working. 

 

Like a lot of people we meet, the Tuckers 

rely solely on their accountant for tax 

advice.  But from our experience, many 

accountants work as tax filers, not tax 

planners. 

   

Tax planning is one of the most ignored 

areas of financial planning, and failure to 

address IRS lien on savings is ruining people.  

It is not the job of the IRS to tell you how to 

lower your taxes.  It’s your job.  If you don’t 

know how, you need to find a professional 

who does.  You won’t find him inside a box 

of turbo tax software.   

 

The tax code is very complicated.  Too often 
people just go along with it, unaware of the 
steps that can legally reduce their federal 
and state income taxes.  Failure to address 



this issue can mean you’re not worth 
anywhere close to what you think.   
 
If you want to know more about real tax 
planning, call us at 904-414-2375. We’ll 
show you how we use our Tax Blueprint™ to 
rescue retirement plans for our clients. 
 

Don’t just take our word for it (books to 

read): 

How to Pay Zero Taxes 2016 by J.K. Lasser 

The Power of Zero by David McKnight 



It Will Probably End Badly 

 “It's paradoxical, that the idea of living a 

long life appeals to everyone, but the idea of 

getting old doesn't appeal to anyone.” – Andy 

Rooney 

 

The first chapter ended with a statement 

that the future is always likely to be better 

than the past.  For society as a whole, we 

truly believe that.  As for our individual lives, 

we know that life is finite.  The Grim Reaper 

is undefeated.  And while modern medicine 

has made huge strides in fighting heart 

disease, diabetes, and cancer, we all still die. 

The lucky ones will die suddenly, like Tim 

Russert.  Here today living life to the 

fullest…gone tomorrow.  Sad for our loved 

ones, but much better than dying a slow 

death where our health declines daily, 

limited to a wheelchair, incapable of 

recalling our children’s names, and needing 

assistance to visit the bathroom. 



Depressing…isn’t it?  That’s life.  

As a society, we are living longer.  That is a 

good thing, but that also means our money 

must last longer.  It means that eventually 

we will become weak and likely to need help 

with those things we only want to do for 

ourselves (custodial care). 

Some stats from the National Institute for 

Health: 

• If you reach age 65, there’s a 70% 

chance you’ll need custodial care. 

• The average nursing home stay is 

almost three years. 

• The average nursing home cost is 

$70,000 a year. 

• Nursing home costs rise at twice the 

average inflation rate. 

• Medicare doesn’t pay for Long Term 

Care. 

• Medicaid is available only after you’ve 

spent down your assets. 



• Most people in nursing homes are on 

Medicaid, but they didn’t start there. 

 

Basically, you have three options when it 

comes to long term care.   

 

• First, you can self-insure the 

exposure.  Perhaps you have 

enough money to do just that.  

Remember…it’s $70,000 a year 

now.  At 6% inflation, the price will 

double in twelve years.  If you’re 

married and you get sick, will that 

leave enough money for your 

healthy spouse? 

 

• Second, you can rely on Medicaid.  

Why not?  Most do, but, that’s 

available only after you’ve spent 

down your own money.  If you’re 

married, Medicaid kicks in when 

you have about $100,000 left.  You 

don’t have to sell your house, but 



the government may attach a lien 

to it after you die so that it can 

recoup the cost of your care. 

 

• Third, you can buy long term care 

insurance.  For many people, this is 

the right choice.  Often we hear 

people say they won’t buy it out of 

fear they’ll never use it, and thus 

waste their money.  We’re going to 

let you in on a little secret:  the 

people who go to nursing homes 

with long term care don’t win the 

game.  It’s those who have long 

term care insurance but die 

peacefully in their sleep, healthy 

today...dead tomorrow, who win 

the game.   

 

When your car isn’t stolen, do you 

regret owing auto insurance?  Never 

feel regret for being prudent. 

 



Long term care insurance can be expensive, 

but a few things can be done to reduce it: 

 

1.  Limit coverage to four years.  Odds 

are very high you won’t need the 

policy after four years.  By limiting 

coverage to four years, you reduce 

the cost dramatically over a lifetime 

benefit policy. 

 

2.  Self-insure a part of the cost.  If 

nursing homes in your area cost 

$200 per day, consider coverage for 

$150.  Be sure to study the long 

term impact of not being fully 

insured. 

 

3. Ask your children to pay for it.  They 

are the ones who stand to benefit 

from you not spending all of their 

inheritance on nursing home care. 

 



Whatever you do…have a plan!  It’s not a 

matter of if, but when! 

 

Don’t just take our word for it: 

Long Term Care:  Your Financial Planning 

Guide by Phyllis Shelton 

 

 

 

 

 

 

 

 

 

 

 

 



Your Brain is Messed Up 

 “We have seen the enemy, and he is us.”—

Pogo 

Perhaps the biggest obstacle (no, not 

perhaps…it really is the biggest) toward 

financial success is our own brain…our 

humanness…our emotions. 

God gave us many gifts; but if misused, they 

can be self-destructive. 

Consider weight loss.  Technically, losing 

weight is very easy.  We simply exercise 

more and eat less.  Yet, we are the fattest 

nation on earth; and weight loss is a multi-

billion dollar industry.  Why? 

Investing is also quite simple:  buy when 

prices are low.  Sell when they are high.  

According to the Dalbar study, we see that 

simple strategy ignored all the time.  People 

often do the complete opposite. 

Let’s take Marty McFly’s time traveling 

Delorean back a few years….to 10,000 BC. 



Meet your great, great, great, great, great, 

great, great, great, great (you get the idea) 

grandfather.  We’ll call him Fred.  He lives in 

a cave with his mate Wilma and their 

children Pebbles and Bam Bam (whom they 

adopted after a T-Rex ate Barney & Betty 

Rubble). 

Life is very simple for Fred and Wilma.  Fred 

wakes up, sharpens his spear, and kills 

whatever he can find.  He brings it back to 

the cave where Wilma cooks it. 

Fred is motivated to stop the pains of 

hunger, cold, and predators.  He seeks 

warmth and comfort where he can; but 

above all else, he tries to avoid pain for his 

family and himself. He doesn’t know it, but 

Fred has within his brain a survival 

mechanism that motivates him to behave 

this way.  It is his natural tendency to flee 

from danger.  In fact, all animals have it--

another gift from God.  Fred doesn’t worry 

about his cholesterol level, his A1C results, 

or his blood pressure.  He merely wants to 



stay fed, warm, and safe.  Fred was the 

original couch potato whenever the 

opportunity presented itself. 

Food, water, safety, and warmth…that’s all 

he thinks about.  Morality, personal 

fulfillment, spirituality….these don’t matter 

to him at all.  It’s a struggle just to meet the 

basics. 

Fast forward to present day.  We don’t have 

Fred’s worries.  Far from it.  Food?   In the 

US, a major health problem amongst our 

poor is obesity.  Water, warmth…readily 

available.  The survival mechanism that kept 

Fred alive until a sabretooth tiger ate him is 

still present in our brains.  We don’t use it 

often, but it’s there…lurking. 

Need to lose weight by eating less (painful) 

and exercising (even more painful).  Forget 

it.  Our brain tells us we’re crazy.  Stay in 

bed.  Rest.  Relax.  



Fred didn’t care if he lived past age 40, but 

you do.  Rather than helping you though, 

the survival mechanism is betraying you.   

When your stocks fall in value, you 

experience pain.  Your brain tells you that 

you must do something.  You must sell.   

When what you sold starts increasing in 

value, you feel worse!  You know logically 

that stocks are likely to rebound, but your 

brain convinces you that “this time is 

different.” 

While the survival mechanism is the worse 

feature of our psyche when it comes to 

investing, there are a few others that can be 

equally destructive: 

Herding:  When we were teenaged, we 

called it “peer pressure”.  Our mothers 

asked, “If Johnny told you to jump off a 

bridge, would you?” Hey, bridge jumping 

can be great fun.   

When Frank in accounting tells you that 

everyone is dumping the index fund in the 



company 401k and loading up heavily on 

company stock, you need to remind yourself 

of something.  Unless Frank is having secret 

meetings with the company chairman, he 

knows nothing more than the rest of the 

world.  All the information about your 

company is already factored into its stock.  

Frank is just speculating.  Sadly, there were 

several “Franks” working at Enron. 

Confirmation Bias:  We’d all like to believe 

that we are objective thinkers, weighing all 

facts before making a decision or 

establishing a belief.  Sorry…not true.  There 

are things we WANT to believe are true.  So 

much so, we’ll ignore any evidence to the 

contrary.  Take Nikki’s daughter, Georgie.  At 

age 8, she is committed to believing in Santa 

Clause.  She’s heard from classmates that St. 

Nick isn’t real, but every year she finds 

evidence to the contrary (thanks to her 

mom).  In her mind, the kids who don’t 

believe are simply the ones who misbehave 

and receive nothing on December 25th.    



For other people, we see confirmation bias 

in areas like climate change, the Kennedy 

assassination, or the future price of gold.   

In 2001, Dan met a GE engineer who said he 

had no intention of ever diversifying away 

from his company stock.  “I don’t want to 

hear it,” he said to us when we suggested a 

broader allocation.  He was 64, and the 

stock comprised 100% of his portfolio.  In 

the previous ten years, his net worth had 

tripled.  It seemed invincible.   

At that point, the stock was trading at $65 a 

share.  Seven years later, it was worth $8.   

When it comes to matters of finance, 

confirmation bias can be expensive. 

Gambler’s Fallacy:  The roulette wheel has 

come up red the last six times.  It must turn 

up black this time, right?  No wait…six times 

in a row?  It has to turn up red a seventh 

time.  It’s on a roll.   

Of course, both statements are false.  The 

Gambler believes that despite randomness, 



past events influence further events.  This is 

why casinos give free hotel rooms to high 

rollers.  Just don’t leave our casino.  We 

know eventually you will give the money 

back.  You’ll believe you have skill, but we 

know it is pure chance…and the odds of 

chance favor the house. 

We see it with stocks all the time.  The 

market is up, and “experts” call for a 

“correction”.  In order for there to be a 

correction, we must first have a mistake.  

The “correction assumption” is that stocks 

are mispriced.   Eventually the market will 

wake up this reality, causing prices to adjust. 

It’s hogwash.  News drives stock prices.  

Markets will move randomly because news 

occurs randomly. 

Anchoring:  Back to our GE engineer.  His 

wife saw the potential mistake of holding 

just one stock, but even she couldn’t be 

swayed toward logic because they knew 

diversification would trigger taxation.  So 



anchored was she in her belief that taxes are 

bad, she put herself in a position of 

eventually owing no tax because they lost 

most of their portfolio in 2008.  Oh, to have 

Marty’s Delorean. 

A successful investor understands that logic 

doesn’t come naturally.  He seeks out ways 

to ensure that when it comes to money, the 

left side of his brain stays in control. 

 

Don’t just take our word for it (books to 

read): 

Predictably Irrational by Dan Ariely 

The Behavior Gap by Carl Richards 

 

 

 

 

 



Timing is Everything 
 

“In our every deliberation, we must consider 

the impact of our decisions” – the Great Law 

of the Iroquois Confederacy 

Social Security the system, which began in 

the U.S. in 1937, then taxed 37 workers for 

every retiree a maximum total of $30 per 

year.  Today, it taxes three workers for every 

retiree 6.2% of their earnings (up to 

$118,550).  If you’re self-employed, you pay 

the tax twice.   

Money is taken from workers and is 

transferred to retirees.  The rate of return is 

not guaranteed.  Most people will average 

between two and four percent.  Many will 

lose money if they die before they receive 

benefits equal to their contributions. Unlike 

your savings, you cannot leave your social 

security benefits to your children.  At least 

Charles Ponzi gave some investors a high 

rate of return. 



Social Security today is not what it was 

intended to be when President Roosevelt 

signed the program into existence in 1935.  

Its original intent was to aid Americans who 

couldn’t take care of themselves, such as 

widows and orphans. It was never designed 

to be the sole means for retirement income, 

which it has become for many Americans 

today. 

In 1935, life expectancy was 58; while the 

earliest one could collect benefits back then 

was age 65. On average, you were more 

likely to die than receive benefits.  Ironically, 

the very first person to receive a check, Ida 

May Fuller, lived to be 100 years old.  These 

days about 58 million people receive 

benefits.  

 

Benefit Timing 

For many retirees, the question of when to 

take benefits can be a difficult one.  The 

longer you wait to start collecting, the larger 



your monthly check.  Full retirement age is 

between 66 and 67 depending on what year 

you were born. 

You can take benefits as early as 62, but 

receive 25% less per month than if you hold 

out until your full retirement age.  If you 

wait until age 70 to collect, then you get 

32% more.  In real dollars that means if your 

full retirement benefit is $2,000 but you 

elected to take it at 62, you will receive 

$1,500 each month.  Likewise, if you wait 

until age 70, you will receive $2,700 every 

month. 

Life expectancy plays a major role in 

determining the timing of your social 

security benefits.  The breakeven point for 

taking benefits at 62 vs. 70 is age 78.  

If you had that time machine and knew your 

expiration date – no problem.  Of course, if 

you delay taking your benefit, it may mean 

you have to spend more of your savings in 

the early years of retirement, however, you 



would benefit from a higher Social Security 

payment for the rest of your life.  

Many factors need to be taken into 

consideration when taking social security. 

Far too often individuals are making Social 

Security choices in a vacuum. It is wise to 

look at your Social Security options together 

with all other available retirement income 

sources to determine the best strategy.   

So what is the future of Social Security?  Is it 

sustainable?  What was once a 1% tax is 

now 6.2%.  As fewer people pay in and more 

are recipients, the percentage could always 

be increased.  The amount of income 

subject to the tax could be increased, and 

inflationary increases could be eliminated or 

decreased.  Lots of appealing options… 

Too many individuals are starting their Social 

Security too early because they are 

concerned it “won’t be there for me”. No 

political party wants to be responsible for 

making the changes needed to maintain its 



sustainability. However, changes will be 

made as it is to vital of an asset for the 

majority of Americans today. Therefore, you 

should make your Social Security election 

based on the system being in place. 

 

Don’t Just Take Our Word For It: 

Social Security: The Inside Story, 2018 by 

Andy Landis 

Get What's Yours: The Secrets to Maxing 

Out Your Social Security by Laurence J. 

Kotlikoff, Phillip Moeller and Paul Solman 

 



The Swiss Army Knife 

 

Our new Constitution is now established, and 
has an appearance that promises 
permanency; but in this world nothing can be 
said to be certain, except death and taxes. —
 Benjamin Franklin 

 

Many people don't want to hear about life 

insurance as an asset, especially when they 

are trying to cut unnecessary expenses to 

fine tune their retirement budget. People 

don’t want another bill. It may be because 

they heard from a friend or family member 

that life insurance is not needed in 

retirement or maybe they had a bad 

experience with a salesperson ramming 

insurance down their throat and felt like 

they were being sold more insurance than 

what they needed. For many, however, it 

can make a lot of sense.  

 



Whether you haven't saved enough, or 

you're the wealthiest family in town, there 

are reasons why it can play a role that no 

other type of planning, investment, or 

product could fill.  

 

Consider below some of the many 

circumstances where it could be considered 

your best problem-solving tool (hence, Swiss 

Army Knife). We will go into some of these 

topics in more detail, however, all are 

important topics of consideration:  

 

● Liquidity needs  

● Loss of an income source like a 

pension or Social Security  

● Increased RMD taxes, going from 

marrying and filing jointly to a single 

taxpayer status but having the same 

RMD amount each year  

● Estate liquidity  



● Wealth transfer taxes  

● Specific legacy goal amount that you 

want to leave behind & estate 

equalization 

● Alternative to a traditional long-term 

care policy 

● Pension maximization  

● Savings vehicle 

● Using the cash savings value as an 

income stream like a self-funded 

pension plan 

● Using the cash savings value when 

your retirement account is down 

(sequence of return risk - see Hans and 

Franz example) 

● Roth IRA-like savings plan (see tax 

chapter), tax deferred growth & tax-

free income 

 

Liquidity Needs: 

How many people have you heard say that 

you don't need life insurance in retirement 



because you’ll save up enough by then and 

won’t need it? The premature loss of a loved 

one, however, can be more than just an 

emotional loss, it can also be quite a 

financial loss. After the passing of a spouse, 

you could potentially be losing a Social 

Security income stream, a pension income 

stream, and, if still working, the 

earnings/savings capacity from a working 

spouse.  

 

To determine the potential financial loss of a 

spouse, you could stress test your financial 

plan for the passing of each spouse at 

different times in the future like tomorrow, 

at the beginning of retirement, and in the 

middle/late portion of retirement to see if 

your current assets allow you to continue 

that same lifestyle.  

 

Required Minimum Distributions & Tax 

Consequences: 



Not only is losing a spouse's income, like 

Social Security or his/her pension, a 

potential issue, but another element that we 

need to contend with is the fact that the tax 

rate for most will go from “married filing 

jointly” down to a single taxpayer rate. This 

could cause the tax rate to almost double 

for those folks in retirement taking their 

required minimum distributions (RMDs) and 

have large 401(k)/IRA accounts. Those 

people could be paying almost twice the 

amount of taxes when pivoting from 

married filing jointly to a single taxpayer. For 

many folks, this could hurt the chances of 

maintaining the same lifestyle. Having a cash 

injection from life insurance to help pay for 

the RMD taxes could be very beneficial.   

 

Legacy: 

People often have a legacy goal where they 

want to leave a certain amount to their kids, 

grandkids or charities. A way to feel less 



concerned about spending too much during 

retirement at the cost of leaving something 

behind is to maintain the life insurance on a 

permanent basis so that you know there is 

going to be a particular amount to pass on. 

This money will be tax-free which means 

beneficiaries will have one less thing to 

worry about. In fact, the tax-exempt status 

for life insurance could be the single biggest 

benefit in the tax code. 

 

Trust: 

For tax planning purposes, it may make 

sense for a life insurance policy to be owned 

by a trust, which could provide further 

estate tax benefits. Another reason why 

setting up a trust as the beneficiary is to 

maintain some control over the money from 

the grave. It sounds creepy, but some might 

believe their children are not mature 

enough to assume a large inheritance. The 

trust would offer the financial benefit while 



also protecting the money against the likes 

of creditors, divorces and being squandered 

by beneficiaries who are not ready to 

manage large amounts of money. 

 

Estate Equalization: 

Life insurance can also be a tool to help 

equalize an estate where you have one child 

who may inherit a business interest or some 

other large asset from your estate and you 

are trying to be fair to the other children. Or 

maybe you just became remarried and 

everything is currently set up to go to the 

new spouse or your kids and you want to 

figure out how to balance taking care of 

everyone without shifting assets around. 

Life insurance can play the equalizing role. 

 

Long Term Care: 

Many of the newer permanent life insurance 

policies today will allow you to use the 



proceeds for long-term care purposes while 

living. For those who are not exactly thrilled 

with traditional long-term care policies 

where, if you don't use it, you lose it, a life 

insurance policy could be the solution. Just 

keep in mind the life insurance benefit 

amount may not be quite as robust as a with 

a traditional long term care policy. However, 

the life insurance policy is giving you 

additional options that you otherwise 

cannot obtain with traditional long term 

care insurance. Lastly, sometimes obtaining 

traditional long term care is difficult for 

some due to their health history, and the life 

insurance could be the only ticket to 

coverage.  

 

 

There are many potential reasons why 

someone would consider life insurance. One 

key factor is to make sure you're working 

with a reputable financial advisor who truly 



understands how to design a financial plan 

so you can get the most bang for your buck. 

Also, guiding you through the underwriting 

process is a skill set all by itself. We 

recommend working with an advisor who is 

truly independent and does not have to 

meet an insurance sale minimum 

requirement or need to sell or represent 

one particular company most of the time. 

This person should be able to demonstrate 

his or her extensive knowledge and 

understanding of these different concepts. 

 

Remember that life insurance can be cast as 

an investment, not simply a cost. Also, 

rather than perceive it as something you 

might be too old to buy or as being too 

expensive, bear in mind that life insurance 

continues to get cheaper and cheaper 

because mortality tables continue to get 

pushed out further and further as people 

live longer. 

 



 

Don’t just take our word for it (books to 

read) 

How to Pay Zero Taxes, 2019 by Jeff 

Schnepper 

Ed Slott’s Retirement Decision Guide 2019 

by Ed Slott 

Money.Wealth.Life Insurance.: How the 

Wealth Use Life Insurance by Jake 

Thompson 

The Power of Zero by David McKnight 



Flat Abs, a low A1C, and Wealth:  To get 

these, you probably need help. 

 

“Everyone needs a coach. It doesn't matter 

whether you're a basketball player, a tennis 

player, a gymnast or a bridge player.” --Bill 

Gates 

At age 51, he finally got the news:  “Dan, 

you’re fat, your blood sugar is too high, and 

so is your blood pressure.  Other than that, 

you’re doing great…for a 70 year old.” 

He couldn’t argue with the doctor.  

Everything he said was true. 

“If you’re serious about this, I can coach you 

through it,” he said.  "Every three months, 

going forward, you’ll come in for new blood 

work and a review of your eating habits for 

the past three months.  In addition, you’ll 

spend time with my nutritionist.   Lastly, you 

will hire a personal trainer who will give you 

a full body workout three times a week.” 



Three months later, Dan lost 15 pounds, and 

my blood sugar level (A1C) dropped from 

7.1 to 5.7 (you want it below 6.5).  

Could he have done it without the 

nutritionist and trainer?  Technically, yes.  

Realistically, not a chance.  When the alarm 

goes off at 5:30 a.m., he now jumps out of 

bed because the trainer awaits him at the 

gym.  If it were up to Dan to work out alone, 

that alarm would never be set.  He admits 

he would just procrastinate.  When he did 

get around to exercising, it would be with 

half the intensity his trainer demands.  Why?   

Because exercise is painful.  Sleep is 

pleasurable.  Steel cut oatmeal doesn’t taste 

nearly as good as a Dunkin’ Donut.   

On our own, we rarely perform at our 

optimal level.  A good coach will not only 

help achieve excellence, he’ll assist in 

keeping us there.  A good coach sees things 

we can’t (or don’t want to see).  He forces 

us to leave our comfort zone and to apply 



logic when emotion is in overdrive.  He holds 

us accountable to ourselves.   

One of the biggest failings in the financial 

services industry is the failure to understand 

this.  The industry is dominated not by 

coaches (or even advisors) but by 

commission salesmen.  They push product 

as the answer and then go looking for the 

question.  Objectivity is lost, and the client 

pays the price. 

A good wealth coach services his client with 

a holistic approach and commits himself to 

putting the needs of the client first.   

Over 20 years, we’ve refined our process to 

offer such a service.   It’s a four step process 

called The Wealth Coaching Program. 

Step One:  The Consultation-- We begin 

every first meeting with a simple question:   

“What will make this a great meeting for you 

today?” We want the client to set the 

agenda.  More importantly, we want to 

know what keeps them up at night.   



If on a scale of one to ten (ten means you 

sleep like Bill Gates, and one means you 

don’t sleep at all), how do you rate your 

financial situation?  If you are a nine or a 

ten, you’re done.  Give this book to a friend, 

and go live your life.  No need for any 

coaching.  You are Tiger Woods in 2000.   

But if you are more like a seven (or lower), 

then what has to occur for you to be a ten, 

aside from winning the lottery?  We find 

that it’s rarely about the amount of money 

one has.  The most anxious people we’ve 

ever met had significant wealth.  Despite 

that, they were fearful, frustrated, and even 

angry.  In some cases, they were victimized 

by other advisors.  To get most people to a 

ten, it takes a strategy that they have a hand 

in designing.  They require a plan that details 

fully the pros and cons, and is simple 

enough that they can explain it to a friend. 

Do you need to be a financial expert to be a 

ten?  No.  Just like we don’t need to know 

how a hybrid engine works to drive a car.  



We do need to know how to start the car 

(which if you haven’t bought a car lately, 

isn’t as easy as it used to be).  We need to 

know how to put the car in gear, and how to 

turn the wheel.  We need to know when gas 

is needed, when to rotate the tires, and 

when to change the oil.  Simple stuff, but it 

is required. 

A well designed financial strategy answers 

questions like: 

1. How much can I spend during retirement 

without a strong chance of going broke? 

2. What rate of return do I really need on my 

money, and how can I get it with the least 

amount of volatility? 

3. How can I protect myself from 

speculation (stock picking, market timing)? 

4. How will I deal with catastrophe, such as 

failing health? 

5. How can I legally pay the IRS less? 



6. How can I most efficiently transfer my 

assets at death? 

Step Two:  The Creation-- Then questions to 

step one are answered by making you part 

of the plan’s design.  A good coach listens to 

what you want to accomplish (I want $X a 

month for life, after tax, indexed for 

inflation) and then offers the pros and cons 

of achieving that goal.  And trust me…there 

are always cons.  Lots of them.  You need to 

know them. 

Together we draw up the plan.  How much 

of your income do you want guaranteed?  

Before you say “all of it,” know that 

guaranteed usually comes with two costs:  

low return and less for your heirs.   

If you choose to have some or all of your 

money in a non-guaranteed portfolio, do 

you fully understand the likely range of 

returns?  What is your worst year likely to 

be (statistically)?   And when it happens (and 

it will), what will you do? 



How much (if any) would you like to leave 

your children? 

How do you wish to handle the cost of 

custodial care should you need it (and you 

probably will)? 

If you choose to make no changes, what are 

your chances for success?  Are you okay 

with that?   

Step Three:  The Consideration--Only after 

the design is fully complete can the plan be 

written.  Back when Dan’s blood results 

showed he had too much sugar in his blood, 

he and his doctor together discussed the 

ups and downs of the strategy:  costs, time, 

denial of certain foods, etc.  Once that was 

outlined, then they actually created a 

written plan. 

Medications can be used to fight illness.  The 

doctor doesn’t care where you fill the 

prescription.  He simply wants you to fully 

take the meds.   



In personal finance, products are the 

medication.  While a coach can assist you in 

acquiring them, it should not be a 

requirement for being coached.   Sadly, we 

too often see financial advisors offer “free” 

planning.  There is no such thing as free.  

You will pay for it, one way or another.   

Typically, the “plan” is nothing more than a 

sales proposal to buy product.  “We’ll give 

you a free plan that will recommend you buy 

a commission-based product from us.”   

In addition delivering the written plan, we 

provide the client with a list of 

recommendations on a single page.  With 

each recommendation, we ask a few simple 

questions:  

 

1. Do you fully understand this 

recommendation?  Do you know the pros 

and cons? 

2. Are you going to implement it (yes or 

no…never a “let me think about it”)? 



3. How are you going to implement it?  Are 

you going work with someone (insurance 

agent, investment advisor)? 

No loose ends.   

 

Step Four:  The Coaching & Education Stage-- 

Our firm educates our clients in groups, but 

coaches them one on one.  Some of the 

education classes many times reiterate 

important concepts that are helpful in 

understanding the long term issues facing 

retirement.  Other classes delve deeper into 

the client’s emotions.  Almost all of our 

decisions are emotion based.  We need to 

accept and understand that.  By being in 

tune with our values, we are much more 

likely to reach a purpose for our money that 

reflects these values.   

 

 

 



Closing Thoughts 

 

Thank you for taking time to read this book.  

Hopefully it showed you a new way to view 

the numerous issues surrounding personal 

finance. 

If you would like to take the next step to 

overcome many of the trappings discussed 

here, do so by calling 904-414-2375 or email 

Anthony@CardinalWG.com 

Mention this book and you’ll receive 20% off 

our financial planning fee. 

 

Best regards, 

 

Anthony Aulffo CFP® 

www.CardinalWG.com 




