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			For my late sister Deidre:

			Your challenges inspired me to help those 
who struggle to help themselves. 
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			Foreword

			by Jack Canfield

			When I was searching for industry leaders to contribute their secrets for my new book, Mastering the Art of Success, one of my Canfield coaches recommended Chris Jarvis. 

			Chris submitted a brilliant chapter, titled “Increasing Sales Without Ever Selling.” It was not only excellent information for everyone who needs to connect with clients, but it was also very well written. Unsurprisingly, Chris received the Editor’s Choice Award from Celebrity Press for his outstanding contribution to the bestselling book. 

			Later in the year I interviewed Chris for Hollywood Live. While in the studio and on air, I was impressed with his ability to simplify and effectively communicate very complicated ideas. During a much longer conversation at dinner that night, we got to know each other better and a genuine connection developed. While we talked, I developed an even deeper respect for his brilliant intellect, his wonderful sense of humor, his no-BS approach to business and life, and his strong commitment to make a difference in the lives of others.

			As the co-author of the bestselling Chicken Soup for the Soul ® series, I have had the opportunity to author or co-author more than 170 books (62 of which are New York Times bestsellers). That success has afforded me the opportunity to work with hundreds of thousands of people all over the world, and among all those people, Chris stands out. Unlike many of the people in the financial world, he does not measure his success just by dollars earned. Chris is first and foremost a teacher who wants to help people enjoy their success by eliminating the unnecessary stress and aggravation that often accompany financial success. His motives are pure, and his advice is unbiased. 

			Chris is an applied mathematician with more than 25 years in financial services. He has worked as an actuary, created over 40 insurance companies, written 15 books, received numerous sales awards, and taught hundreds of seminars to professionals and entrepreneurs. Chris helps entrepreneurs, family offices, law firms, and nonprofit organizations solve their most complicated financial problems. 

			He is a true industry insider who can teach you the tricks of his most successful clients and can show you how to beat the system by getting firms to work for you, instead of against you. 

			In this remarkable book, Chris shares the economic data nobody wants you to see. You’ll be shocked at how much more money you can make when you figure out how to make your money work better for you. He’ll help you see that there is a “crystal ceiling” that keeps those in the top 1% from seeing, let alone experiencing, the higher levels of success that are possible.

			Chris shares the two key philosophies that the most successful people in this country always adopt. He’ll show you that as soon as you stop trying to fit in, you will have a much better chance of breaking through that crystal ceiling. And once you fully realize that “what got you here won’t get you there,” you will accept the fact that leverage is the only way to achieve great success. And he offers many practical applications for your consideration. 

			Chris will show you how his most successful clients set up safety nets so they cannot fail. And with the safety nets, those clients can make riskier bets and enjoy greater rewards. And he’ll show you how you too can protect your current success and aim even higher!

			As an industry insider, Chris explains how you can transform the costs of insurance and banking into revenue for you, your business, and your family. 

			Lastly, Chris explains why traditional retirement plans and compensation structures are inadequate for your most valuable people, unappreciated by the rank and file, and detrimental to most companies’ balance sheets. He offers valuable insights into the retirement plan of the future. He offers structures that maximize incentives for employees, executives, and advisors while significantly improving the equity of the firm or the long-term endowments of the nonprofit organization or university. 

			Chris also points out that there are too many people who are rich in spirit but poor in resources, who could help so many more people if they were more financially successful. 

			Chris also offers a unique perspective on the demographics of the United States, on the financial services industry, and on the biggest influencers of enterprise value. If you know who you are and what you want to do, 6 Secrets to Leveraging Success will definitely help you elevate your perspective and see a better path to your financial success. And with that financial success, you can choose to become a positive influence in the lives of even more people. 

			I wish you well on your path to continued and expanded success. 

			 

			Jack Canfield

			Bestselling author of the Chicken Soup for the Soul ® series 
and The Success Principles™

		

	
		
			 

			 

			Introduction

			The secret was right under my nose, but I was too busy to notice.

			For more than 20 years, I have helped thousands of successful Americans resolve their complicated financial concerns. Making money was not their problem. These were physicians earning millions of dollars, business owners worth tens of millions of dollars, and family offices managing hundreds of millions of dollars.

			My challenge was to help them solve the other problems that were keeping them up at night. What kinds of other problems did I unravel? The subjects included lawsuit protection, tax management, retirement, investing, risk management, business succession, and estate planning. I used to say, “You did the hard part. You figured out how to make a lot of money. My job is to help you restructure it so that you get the most enjoyment, and the least aggravation, out of having it.” Over time, I saw a pattern of concerns forming. It was my job to find successful people a better path. 

			Helping successful people mitigate their risks while eliminating unnecessary costs turned out to be a great business model. People are more than willing to spend money to worry less, save money, and enjoy their lives. More valuable than the money is the “shiny new toy” effect. Happy clients really like showing off their creative advisors to their most successful friends. As a result, I got to work with hundreds of businesses and their trusted advisors. 

			While working alongside some of the best attorneys and accountants, I made two very important discoveries. First, I was exposed to strategies and structures that are usually reserved for the largest companies and wealthiest families. These are the tools that help super-charge wealth accumulation and fortify its preservation. Interestingly, the vast majority of financial services professionals are either unaware or choose not to use these amazing strategies. With this set of super tools in my bag, I have been able to build more effective solutions. 

			Second, and more important, I learned that most work for the wealthiest families is done in silos. The professional firms are so focused on their own expertise, and possibly fearful of the malpractice risk, that they ignore the value of financial or insurance products and strategies in their planning. As a result, the financial plans created solely by tax and legal professionals are also limited. These plans for the very wealthy are typically very costly and unnecessarily less effective than they could be with a minor tweak or two.

			Of course, not every advisor is myopic in his or her approach. I am thankful to a number of creative and open-minded professionals who were willing to collaborate with me on some strategies. We created new programs for businesses to create their own insurance companies, for accounting and law firms to eliminate unfunded defined benefit plan liabilities, for nonprofits to eliminate unreasonable compensation, for universities to build their endowments, for private equity firms to boost earnings of portfolio companies, and for family offices to reduce insurance costs for all of their businesses. Though I had found clear paths to success for these clients, something even grander was still eluding me. 

			Then things started to change. In 2015, my business partner asked me to buy him out of his share of our captive management company, Jade Risk. I was prepared to take on minority partners to help fund this buyout, but things did not go according to plan. The potential acquirers not only asked for controlling interest, but also offered to buy me out completely. I agreed to sell so that I could pay off my investor and put away a sizeable amount of money for myself. 

			One of the first things I did after the sale was contribute an award-winning segment to Jack Canfield’s bestselling book, Mastering the Art of Success. Jack, as mentioned in the foreword, is the creator of the Chicken Soup for the Soul series. It was in my preliminary research for my contribution to that book that I started looking at my own success. As I looked back on my journey and found myself embarking on a new path, I found what had been eluding me. 

			Like most entrepreneurs, I had worked very hard to get to that moment. During tough times, I put my head down and pushed through the difficulties. I met deadlines, put out fires, and managed very demanding clients and employees. I was so busy doing what needed to be done that I didn’t have time to consider why I was doing it in the first place. For the first time in years, I had a chance to reflect on my work, my colleagues, and what I hoped to accomplish with the second half of my life. 

			As I took a deeper look at the role I had played with my clients, I started to categorize them by size, type of business, and the length of our working relationship. I dug a little deeper and started looking at how much their personal wealth, or the size of their companies, had grown in the years that I had known them. I even took note of their personal philosophies, their views on wealth, and how they structured their advisory teams.

			There it was—the unbelievable pattern with my clients that had completely escaped me—until that moment. As an applied mathematician, I couldn’t just accept qualitative evidence. I needed to know if the national data were consistent with that of my smaller sample size. I researched and dissected economic reports. I reviewed income tax reports from the Treasury Department. I reviewed the slew of data on income inequality that was released leading up to the presidential election. I looked at the differences among average Americans (the 50th percentile, or 50%), the top 5%, top 1%, top 0.1%, and even the top 0.01%. I learned: 

			 

			What people did to become successful was not as important as what they did after they became successful.

			 

			As with any complex mathematical equation, there are numerous variables that contribute to the outcome. These variables explain why so many people don’t reach their desired levels of success and so few do. In 6 Secrets to Leveraging Success, you will find answers to the following questions:

			 

			1.	What is the “crystal ceiling” and why is it so important?

			2.	What institutional, economic, and psychological factors are hindering your success? 

			3.	What “valuable lesson” must you unlearn to be more successful? 

			4.	What are the two most important philosophies of the most successful Americans?

			5.	How can you eliminate your reliance on the two biggest industries in the world?

			6.	How do you get employees to act like owners without giving them equity?

			7.	How do make advisors work for you instead of against you?

			8.	How do you ensure that your success will help, and not hurt, your family after you are gone?

			 

			If you are already successful but just can’t seem to get to the next level, 6 Secrets is for you. If you have followed the advice of your friends and advisors and still haven’t reached your goals, 6 Secrets is for you. If you believe the most successful people in this country are playing by different rules and have an unfair advantage over you, you’re right! And 6 Secrets is going to be both interesting and useful for you. 

			Please take your time in the early lessons. They will help you understand the competitive landscape. Only one in 500 people earns over $1 million in any given year. Don’t think that the other 499 aren’t trying! If you don’t know what obstacles you are going to face, you are unlikely to be adequately prepared to face them. 

			After you understand the external challenges you’re facing in this economic environment, you will learn what internal challenges successful people face. You will learn how popular philosophies in sociology and psychology explain why it is so difficult to achieve and sustain success. When you can see the external threats all around you and you understand the ones brewing inside of you, you will be better prepared to weather the approaching storm as you set out to take the next steps to reaching higher levels of success. 

			Once you understand the difficulties of the challenge ahead and you prepare yourself to deal with them by eliminating all those false beliefs and detrimental habits, you will be given the practical tools you need to be successful. I will share both philosophical and practical secrets to building wealth, mitigating risk, eliminating unnecessary costs, and turning enemies into allies. With this elevated perspective, you will see a better path to success—and you won’t get in your own way any longer. 

			In the JarvisTower offices, you will see subtle giraffe prints in the upholstery and not-so-subtle giraffe sculptures. The giraffe’s elevated perspective and long neck allow it to see and reach things others cannot. This is the same perspective you will have when you finish this book. Please enjoy 6 Secrets to Leveraging Success, and always remember to elevate your perspective, see a better path, and most important… 

			Be the giraffe!
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			P.S. Don’t hesitate to reach out to me. I appreciate hearing from readers. I look forward to helping those who want to help themselves. You may email me at chris@jarvistower.com or follow me on Twitter @jarvischris.

		

	
		
			CHAPTER 1

			What Kind of Success Are We Trying to Leverage? 

			Given the title of this book, 6 Secrets to Leveraging Success, it makes sense that we answer the obvious question: what is success? For the purposes of this book, I will do nothing to dispel the myth that every MBA must categorize everything into a 2×2 matrix. There will be two levels of success and two measures of financial success. The levels are very easy to explain—size matters. The categories help us determine what we are measuring. In one category, we measure income or profitability. In the other category, we measure net worth or enterprise value. 
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			Let’s consider the four boxes and what their differences are. 

			 

			Successful Earners—the 1%

			Let’s define the successful earners as individuals who earn more than $400,000 per year. According to Internal Revenue Service reports, earning $400,000 per year represents an income level that fewer than 1% of Americans achieved in 2015. The strategies and philosophies offered in this book have come from people who make much more, often $2 million to $20 million per year. I refer to those with this higher level of income as the most successful. Most is not the ultimate superlative for our purposes, because there are obviously Americans earning in excess of $20 million per year. I want to make the point that there is a group of people who have achieved an even higher level of success than those in the successful category, so we can look at their qualities as we all try to reach greater levels ourselves.

			When I looked at the ideals, characteristics, and strategies of my most successful clients, I found that many of their secrets could be adopted or adapted to fit the needs of entrepreneurs and professionals who earn much less. Looking up to people who have already done what you hope to do is a great strategy in any area of life. In financial planning, it is paramount. If you aren’t yet convinced, consider your own life for a moment. 

			As you reached new levels of income or accumulated greater wealth, did your life become more or less complicated? Greater success brings about financial challenges that require more specialized attention. Your business may take on investors. You may pay more in estimated quarterly tax payments than you earned in your first three years of working—combined! You will have a detailed chart that accompanies your personal financial statement. Somehow, this combination of boxes, arrows, and tiny footnotes is supposed to save you time—and it doesn’t. Your children’s marriages will cause you to question, if not obsess over, how you can protect any inheritance you may leave. 

			The most successful regularly face these problems. In some cases, families have had multiple generations to sort out the best ways to manage them. The important lesson is that you must accept the fact that you will have problems, challenges, and setbacks (see the third secret for powerful philosophies and practical strategies). The secret to long-term and sustained success is to implement strategies before the problems arise. Before we move on to those valuable ideas, let’s consider the other category of success.

			 

			Successful Accumulators—Millionaires

			For this book, a successful accumulator is a person or family with a current or projected net worth in excess of $1 million. This is a simple calculation of net worth as the sum of total assets less the total of liabilities and debts. Even in 2017, if you are a millionaire, we can safely call you successful. Because of the unique family dynamic and the challenges it may cause to successful accumulators, I use the term successful families interchangeably with successful accumulators throughout the book. 

			Though you would be impressed by the average net worth of my current clientele, it would be highly misleading (when you read chapter 2, you will learn why). Most of my experiences in the past ten years have been with families that have a net worth between $10 million to $100 million. This has taught me a great deal about the mental, financial, and emotional challenges of successful accumulators. This book is the product of my eye-opening client experiences. I have had the pleasure of working with multiple families worth hundreds of millions of dollars, and with two billionaires and their dedicated family offices. I have seen a significant difference in how the wealthier families manage wealth. For that reason, we will define the most successful among the accumulators as families that have a net worth in excess of $50 million. 

			Successful accumulators have many of the same challenges that successful earners have. The big difference is that successful families are most concerned with transferring wealth to future generations, making tax-efficient charitable contributions, and building an organizational legacy. The most successful of these families have these same concerns, but the amounts are obviously much more significant. As a result, they generally make a much more concerted effort to address legacy building in their planning. Many of the most powerful strategies are covered in the sixth secret. Before you learn the best ways to leave your mark on the planet after you are gone, you may want to work through the first five secrets to see how you can get the most out of your success during your lifetime. 

			 

			You Can Be Both

			Many people obviously fall into both categories. If you are a successful earner and you don’t spend all your money on bad investments, overpriced entertainment, or your children, you will become a successful accumulator just by grinding it out long enough. Conversely, even if you became a successful accumulator the old-fashioned way—you inherited it—you have to do something with your money. If you were not the unmotivated child and you learned something about leverage from someone along the way, you likely are a successful earner as well. 

			Keep in mind that being both a successful earner and a successful accumulator is not a given. Let’s take my friend Bret Williams as an example. 

			 

			
				 

				[image: 7950.png] 	CASE STUDY

				Be Neither. Be One. Be Both. Be One Again

				Bret Williams was the CEO of The Vermont Hard Cider Company. He helped build the Woodchuck Cider brand into a market leader. While building the company, he put much of his income back into the company to build the brand. For years, he worked hard but was not highly successful based on the definitions in this chapter. When the company became profitable, Bret started to make some money. He didn’t have a lot of cash, but his wealth was tied up in a company that might have been worth $25 million. He had investors and other executives who owned the company with him, but there was no real opportunity to sell the company. 

				As gluten-free products started to become popular in America, the Woodchuck brand exploded. (Unlike beer, cider is naturally gluten-free.) In 2012, the C&C Group of Ireland purchased the company for $305 million. Instantly, Bret was in the category of most successful accumulators mentioned earlier. He stayed on with C&C after the merger to help with the integration—making him a successful earner, too. After 18 months of working with the new company, Bret did what many executives do: he stepped down. At that point, he was technically unemployed. He was most successful in terms of his acquisition of wealth, but he had no income. This is just one case of someone who saw his status (based on our simplified metrics) change four times in three years. 

				 

			

			 

			 

			For a less extreme and more likely scenario, consider a surgeon or an attorney who has finally become a partner at a medical practice or law firm. The physician might see a significant bump in income, but might defer much of those funds to buy into the very profitable surgery center or hospital. Student loans might still need to be paid too. Though the gross income might be $1 million or more, the physician might have a negative net worth. It would seem inaccurate to categorize him or her as unsuccessful when that hospital or surgery center investment and medical practice income may throw off $25 million in earnings over the next 20 to 30 years. 

			Similarly, an attorney may be out celebrating the promotion to partner at an Am Law 200 firm, and a salary (plus projected partner bonus) that went from $450,000 to $1 million per year. Though that income is very high, the attorney is now a partner who is on the hook for the firm’s unfunded defined-benefit plan for its soon-to-be-retiring Baby Boomer partners. The firm also may owe hundreds of millions of dollars to its senior partners. Is it possible that becoming partner just caused the attorney’s net worth to drop? Consider the following data. 

			According to JarvisTower’s contacts at two of the largest banks in America—who work with most of the large law firms—the equity partners of law firms could be considered “liability partners.” This is because many firms are sitting on substantial liabilities that will eventually be paid out to the older partners. Using traditional financial valuation models, many of the most prestigious firms may have a negative value on the balance sheet. This is certainly the case if you exclude the value of their intangible goodwill. (These firms are my clients, so you will have to insert your own paradoxical joke about goodwill and lawyers here.) The unique challenges facing physicians, accountants, and attorneys are outside the scope of this book, but they are covered slightly in the fifth secret. For a more detailed explanation of the problems and more creative solutions, readers of 6 Secrets can download a special report, “Partnership Pitfalls: Creative Solutions for Accountants, Attorneys and Physicians,” at JarvisTower.com/resources. 

			 

			Why Big Earners Fail to Accumulate 

			Though it is true that successful earners often become successful accumulators, this does not apply at higher levels of success. The most successful accumulators did not generally get there by becoming most successful earners. When you fall into the trap of “working harder” to get to the higher level of success, you are severely stunting your financial growth. There are only so many hours in the day. If you did four deals, saw 4,000 patients, or drafted 50 sets of legal documents last year and made $1 million, you had a great year. However, you could fall into the trap of believing that you could kill yourself and do eight deals, see 8,000 patients, or draft 100 sets of documents and double your income. You are half right. You would kill yourself trying, but you just won’t get there. Doing it yourself and “working harder” are not smart ways to become one of the most successful. This lesson will be demonstrated throughout the rest of the book. 

			 

			Review the Matrix

			Throughout the book, you will see countless references to the successful and the most successful. The following grid specifies the monetary characteristics of each group. 

			 

			
				
					
					
					
				
				
					
							
							 

						
							
							Successful

						
							
							Most Successful

						
					

					
							
							Income/Profitability

						
							
							>$400,000/year

						
							
							$2 million–$20 million/year

						
					

					
							
							Net Worth/Enterprise Value

						
							
							>$1 million

						
							
							>$10 million

						
					

				
			

			

			 

			In most cases, the successful are the people reading this book who are hoping to achieve a higher level of success. The most successful will often be referred to as the people who have already cleared the path to success. Unlike otherwise noted, the lessons throughout the book came from my most successful clients.

			 

			See Your Better Path

			You are more than likely successful in your own right. But you just aren’t where you want to be. It’s easy to comprehend that success can be measured by your W-2 or 1099 or personal financial statement. When you see people sitting courtside at the NBA finals, see someone driving a new $300,000 Bentley SUV, or hear about someone’s $100 million charitable gift, you know that these are not average people. These occurrences should make it obvious that there is a much higher level of wealth achieved by some people in our country. Until now, there has not been a book that shares the different philosophies and offers practical strategies to help you, the successful, change your current situation and see what you can do differently to achieve those higher levels of success. 

			Before I tell you the secrets of the most successful, it is imperative to understand what external challenges exist for you. Once you understand why so few people achieve those levels of success you desire, we can proceed to the single most important concept regarding success: leverage. When you understand why it is hard to succeed, and you decide to set big goals anyway, you have taken the first step. When you understand and embrace the fundamental concept of leverage, you then have the right mindset to reach your goals. Then, you will be ready to review the practical strategies that will help you get there.

		

	
		
			CHAPTER 2

			The Chicken, the Egg, and Your Future 

			Which came first, the chicken or the egg? This is the classic causality dilemma: either answer could be correct. Did something other than a chicken lay an egg that developed into a chicken? Did a chicken lay the first egg as a different form of reproduction? Questions like this one take researchers, the curious, and the argumentative down a path of causality. Did the chicken cause the creation of eggs or did an egg cause the creation of chickens?

			You don’t have to be a Beatle to be an egg man (or to be a walrus). Some scientists contend that the egg must have come first. There were apparently direct ancestors of the modern chicken that did indeed produce eggs. Perhaps enough genetic mutations created the first modern chicken from two non-chicken parents. 

			On the other hand, the sky won’t necessarily fall if you have a different opinion. My little chicken is my nine-year-old daughter, Chloe. She overheard me discussing the idea for this chapter. She quickly jumped in and said, “There’s no dilemma. God created all the animals, including the chickens. The chicken came first.” Apparently, there are adults who also believe in the concept of creationism. 

			In the third camp, there are the pain-in-the-ass folks who think that this is merely a question of semantics. They say that since the chicken is mentioned before the egg, the answer is simply that the chicken came before the egg. 

			You may be wondering what caused me to include a chicken-and-egg piece in a book about the secrets to success. You might be asking yourself if this chapter is the effect of an exhausted or hallucinating author’s attempt to get the book to his publisher on time. Rest assured, those concerns need not be mutually exclusive. If you indulge me, I will make a connection between the chicken-and-egg question and a very popular theory about money. Since money is the unit of measurement for income and wealth, it is often a proxy for success.

			 

			What Comes First, Having Money or Making Money? 

			As with the chicken and the egg, the “having” versus “making” money question is another causality dilemma. Most people can appreciate that either could come first. Let’s look at some direct and indirect ways that each of these two paths can be correct before I offer suggestions for leveraging your own situation. 

			Let’s start with the oldest recorded way to “have” money—through an inheritance. Monarchies would hand down wealth and power to the next generation. Having a crown, a treasure chest, and an army seems like one hell of a head start. Contrast a royal upbringing to that of a peasant. Royals contemplate how to take over new lands or how to open valuable trade routes. Members of the working class must get up early and work their farms from dawn to dusk just to be able to feed the family and pay the tariffs. They are so busy that they have precious little time for planning. The only opportunity for leverage is perhaps having oxen to help with the heavy workload.
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