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PRAISE FOR 
MORE LIFE THAN MONEY


For more than three decades, I have spoken thousands of times to churches across the country about biblical financial stewardship principles. I have also counseled tens of thousands, if not hundreds of thousands, of individuals across the country about how to be good stewards of the resources that they have been given. As a result, I have come to learn that most people don’t know much about money, especially when it comes to how to invest properly for retirement.


As Anthony clearly delineates, there is a significant difference as to how you should be invested in the accumulation phase of life compared to the distribution phase of life once you retire. You only get one shot at retirement, and it is the most expensive purchase that you will ever make so you cannot afford to make a mistake. If you want to do it right the first time, you must have a plan.


In the pages that follow, Anthony shares what you need to know to successfully develop that plan and sidestep the many potholes that lay ahead of you in retirement. Among other things, you will learn how to invest properly for the phase of life that you’re in, when to file for Social Security, how to protect your loved ones in case of a long-term illness, and how to invest for the income you need in retirement without having to “spend down” your principal.


If you are in or near retirement, I recommend that you read this book.


James Rickard


Former Chairman of the Board for The Master’s University (www.masters.edu) and founder of Stewardship Services Foundation in Newhall, California (www.ssfoundation.net)


As a three-time Emmy Award winner, I knew how to make money; I just didn’t know what to do with it afterwards. In his book, Anthony emphasizes that what you don’t know about retirement can hurt you. When I met Anthony and the Providence Financial team, I knew absolutely nothing about retirement.


Anthony has the heart of a teacher. By reading his book, you will learn what you need to know to be able to retire successfully. It’s not what you do know that will hurt you; it’s what you don’t know. I would encourage you to read this book and get the knowledge you need to have peace of mind in retirement like I do.


Linda Henrikson


Three-time Emmy Award winner for costume design


We joined the Providence Financial team in 2006 because we were on the brink of retirement and couldn’t afford to make any mistakes as my wife was going through a tough battle with cancer (which thankfully she won). Over the years, Anthony has taught us the same principles that he outlines in his book. Because we have followed these principles, we are able to enjoy retirement knowing that the income we are getting from our investments will last as long as we do. If you are about to retire, you need to read this book to ensure that you don’t make any critical mistakes.


Michael Aviles


Businessman


As a Los Angeles City firefighter, I underwent rigorous training because making one mistake may cause someone to lose their life. As I approached the end of my career, I realized that I had no training when it came to retirement planning. I also knew that a mistake may cost us our financial lives.


Over the last decade, Anthony has discussed many of the topics in his book with us. As I read it, it dawned on me that this book is a training manual for retirement. You will learn what you need to know to retire with confidence so that you can sleep well at night.


Stephen Norris


Retired Los Angeles City Firefighter


Anthony has always believed that a financial plan is not complete without an estate plan. We signed up for our Living Trust with Anthony over a decade ago while attending a seminar that his firm was giving and it was through this that we became clients. In his book, Anthony dedicates an entire chapter to the discussion of estate planning. You will learn what you need to know to make sure that the assets you’ve worked hard for go to those whom you love instead of those whom the court chooses.


Bill and Charline Capps
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FOREWORD


IN MY THIRTY-PLUS YEARS as a financial advisor, business owner, mentor, and coach, I’ve seen all sides of the financial services industry. However, I’m proud to say that Anthony Saccaro represents a lot of what’s good in the industry.


In 2006, I founded Advisors’ Academy with a vision to recruit other successful and like-minded advisors and teach them how to achieve even higher levels of success—while always keeping the interests of their clients first. Anthony has been an important part of Advisors’ Academy, as a board member and member of the Advisors’ Academy Founders Club. What started as mutual business respect for each other has evolved into a deep and abiding friendship. Anthony is the founder and president of Providence Financial & Insurance Services Inc. in Woodland Hills, California. One of the things I admire about Anthony is that when he decides to do something, he makes sure it’s done the right way. Since estate planning is an essential component of a sound financial plan, Anthony wanted to make sure that he was able to offer this to his clients. In some states, a financial advisor is allowed to provide some estate planning services without being a licensed attorney, but not in California, where Anthony’s practice is located. So Anthony took it upon himself to study to become an attorney in order to provide these services for his clients because of how important they are.


Anthony’s focus on financial education is a great benefit to his clients. Like it says on the Providence Financial & Insurance Services website, “Smart and informed decisions can mean the difference between enjoying your golden years or struggling to make ends meet.” I couldn’t agree more.


It’s true what Anthony writes as the title of chapter 1: “What You Don’t Know Can Wreck Your Retirement.” But it’s also a big understatement. During my thirty-plus years in the retirement industry, I’ve noticed that it’s what people are unaware of that ends up causing financial problems. That’s why I’m so happy and proud that Anthony has taken the time to write this book. Anthony has been named to Forbes magazine’s list of California’s Financial Leaders, and his firm has also been on Forbes’ list of Top Financial Planning Firms in California multiple times. He’s written articles that have been featured in the Wall Street Journal, USA Today, Barron’s, the Los Angeles Daily News, and many other publications. He’s also been a guest on national financial news networks and shows such as Fox Business, CNBC, Yahoo Finance, and my national TV show, The Income Generation.


I can think of no one who is better qualified to educate and inform you about the risks and oversights that could derail your plans for retirement. I’m confident that by reading this book, you’ll learn what you don’t know so that you can make better-informed decisions about your financial future—so you can enjoy the retirement you’ve always envisioned.


David J. Scranton, CLU, ChFC, CFP®, CFA, MSFS


Founder of Advisors’ Academy, Sound Income Strategies LLC, and the Retirement Income Store® 
Host of the national TV show The Income Generation 
Amazon best-selling author of The Retirement Income Stor-E! The Story behind the Launch of The Retirement Income Store (2019); and Return on Principle: 7 Core Values to Help Protect Your Money in Good Times and Bad (2016)




 


CHAPTER ONE


What You Don’t Know Can Wreck Your Retirement


THE WHOLE GIST of this book is that there are things that you don’t know about your retirement. And those things can really wreck your golden years. If you have listened to my radio show, heard me speak on TV or at a financial seminar, or watched the videos on my YouTube channel, you know I spend a lot of time talking about the fact that what you don’t know can hurt you. I’ve been in practice for over two decades and have counseled thousands of retirees or folks who are close to retirement. I know a lot of stuff about money and how it works. Whatever your financial questions are, I’m pretty sure that I can help you answer them.


But here’s the problem … I don’t know what you don’t know. That is often a real and very serious problem. One of the first things I do when I meet someone is ask a lot of questions. I have discovered over the years that a lot of people don’t know what they don’t know about financial matters. Others think that if they don’t know something, it isn’t a problem; if you don’t know that you have cancer, it will still kill you. Just because you don’t know something is a problem doesn’t mean that it is not a problem. My goal is to help you identify the potential problems and give you the knowledge you need to come up with a solution.


There are some things that you can’t know. Those things make financial planning very difficult. For instance, you can’t know how long you’re going to live. Everyone’s birth certificate has an expiration date on it. The problem is that barring a planned suicide or a scheduled execution for a crime, we have no way of determining what your expiration date is. If somehow you could tell me what date you are going to die, I would be able to figure out how much money you would need to pay your bills, cover your living expenses, and even have enough to do some travel or play golf every week. I could tell you how much you needed to set aside and invest so that when you finally expired, you would go with your accounts current and one thin dime in your pocket. In the financial planning world, we jokingly call that good timing.


As I’ve said, people don’t know what they don’t know. And I don’t know what they don’t know either. All I know is that they feel like there’s a pain, and it’s in their retirement plan … or lack thereof. It’s not a physical pain—at least not yet. It is a small nagging feeling of uneasiness about their future. And this concern is growing larger every day that passes. Oftentimes, this uneasiness comes from a lack of a plan or strategy about the future. Not knowing can in and of itself cause a lot of stress. They know they need to do something, but they aren’t sure what that is. And in their perception, this vague lurking monster is instilling a level of fear in their minds.


When people are in this situation, it’s usually because they feel like they don’t have enough information, or they simply don’t understand the information they do have. In some cases, they may not trust the information someone else has given them. Do they have to change their investments? Do they need to leave their current advisor? Should they change their strategies? There are lots of questions whirling around inside their heads, and the answers seem unattainable. And, unfortunately, not knowing can leave some of us paralyzed, which often leads to inaction, only enhancing the problem over time.


In my practice, my goal is to determine the facts and identify the cause of the pain. Is it even real? How bad is it? Once I do this, I can offer a solution; but first I must find out what it is that my clients know and do not know about how retirement works. Only then can I help them define their true financial goals. Once we establish that, we sometimes discover that they are in a good situation, and I send them on their way. I’m not going to take advantage of a client’s lack of knowledge and make up a problem when one isn’t there. The Lord has blessed me with plenty of clients. I don’t need to make up problems they don’t have or poach them from other advisors. My favorite thing in the world is to pat someone on the back and tell them how great of a job they’ve done.


The Reason


I have written this book to help educate you about the things that can wreck your retirement. This way, you can avoid the potholes I have often seen retirees fall into. I truly believe if more people understood what they need to know in order to have a successful retirement, we would all benefit. The present reality is that there are too many people who are not fully prepared for their retirement years, and they don’t know what they need to be prepared. They just know something is wrong.


We all know someone who has gone to the doctor because they weren’t feeling well. They think all they have is a cold or, at worst, that they’re coming down with the flu. The doctor begins by asking them some questions and then does a preliminary examination. Because of their years of education and experience, the doctor realizes that there may indeed be something more serious behind their symptoms. If you were the patient, would you want your doctor to ignore his or her suspicions and just treat you for the flu because that’s what you thought was wrong? Of course not. You would want the doctor to run some tests and zero in on what is really going on.


That’s what I do when someone comes into my office with a vague feeling of financial distress. If my investigative process reveals that there is a bigger, more serious issue going on with your financial or retirement plan, then that’s what we’re going to talk about. You may have diversification issues with your portfolio. You may have an imbalance in your investment allocations. Your financial goals may have changed. You may be on your way to running out of money before you run out of life. Whatever it is, we are going to flesh it out so you can leave my office knowing that you have a plan. And you should expect no less from any advisor you choose to work with.


It is unfortunate that in today’s world of poorly planned financial reality, we often see the too-little-too-late scenario where the person did not plan wisely and outlived his or her money. I had a new client come into my office years ago. Martha was a very healthy and alert woman of ninety-four, but she was sobbing as she sat across from me. Back at her eightieth birthday, she had sat down with her former financial guy. “I’m never going to make it to ninety years old,” Martha had told him. “I’m still in good health, but I’ve outlived my parents by a long time. All my siblings are gone. I don’t have any children. No one is left for whom I need to provide. I want to start drawing on my retirement and enjoying myself. Maybe do a little traveling. See the pyramids, visit Fiji. How much can I spend every year to make sure that I’m out of money by the time I’m ninety? I don’t want to die with anything left but some great memories and a smile on my face.”


Her financial advisor told her what I think most advisors would say. “Let’s err on the side of caution, Martha. Let’s plan your distributions out to age ninety-five.”


She agreed that this sounded reasonable, so that’s what they did.


Now, here she was at age ninety-four, sitting in my office in despair. Her financial plan had performed perfectly except for one thing: she didn’t die. Martha had a well-stamped passport, a ton of photos, and great memories, but only one year’s worth of money left in her account. She was still in great health, and the end was not even on the horizon.


It has been my experience that longevity is the number one killer of financial security. Some things you simply can’t know. When you are going to die is one of them, and that makes planning somewhat difficult. You can’t know when you’re going to die or what your health is going to be when you finally reach the age when you want to slow down and take it easy, but you have to prepare for it. My philosophy is to always plan for the worst-case scenario. If you can live with the worst-case scenario, then you can live without worry. Ironically, the best-case scenario for you, health-wise—a long healthy life—is the worst-case scenario for you financially. We’re rapidly approaching the point where people are living in retirement longer than they worked. And you must plan for this if you don’t want to run out of money before you run out of life.


Thanks to advances in modern medicine, technology, and generally healthier lifestyles, centenarians are the fastest-growing age group by percentage.1 Many people today who think they’re not going to make it to one hundred are, in fact, going to make it there.


From my experience, most people tend to underestimate how long they’re going to live. They also fail to take into account what effect their failing health is going to have on their retirement years. They are not prepared for many of the financial land mines that can blow up in their golden years.


I find that most people are good chess players; they’re not great chess players, and they’re certainly not master chess players. If you know anything about chess, a good chess player will think a couple of moves ahead. A great chess player generally thinks five, six moves ahead, but chess masters think seven or eight moves ahead. They anticipate what their opponent is going to do and how they are going to respond over the next seven or eight moves.


Most people are only good at planning their retirement, but they’re not great, and they are certainly not masters. When they’re sixty, they can think out to eighty-five years. When they’re seventy, they can think out to eighty-five or ninety, but what about ninety to one hundred? If you’ve planned out to ninety but wind up living to one hundred, you may be in trouble. I have an aunt who died recently at 101 years old. I have a client whose mother recently passed away at the age of 106. My client was eighty.


We are seeing people live longer lives after retirement. You have to prepare for that. You have to plan as if you’re going to live a long life. What will happen if you outlive your money? A lot of people will deflect the serious nature of that question because it is a very frightening prospect.


“I’ll just shoot myself,” they will say jokingly.


The problem is they don’t allow guns in nursing homes. It’s just an unrealistic thing. We all want to die in our sleep, but there is no guarantee that it will be in our bed in our own home. Many people die in a bed in a nursing facility—not the ending they envisioned for their lives. Go visit the ten nearest nursing homes around your community. Ask any resident in there one question. “Do you want to be here?”


No one wants to be there. Many of these facilities are understaffed, underbudgeted, and doing all they can to meet the bare minimums of compassionate care. At best, it is like going to jail because you committed the crime of getting old. At worst, it is like being warehoused with all the other criminals.


I have a friend named Allen whose mother had a cerebral aneurysm but did not die. His father tried to take care of his wife the best he could in their small retirement home in Florida. He did so for several years as their savings slowly dwindled. Then Allen’s father fell gravely ill and died. Allen had no choice but to put his own mother in a government-funded critical care facility.


He would go and visit her every Saturday, wheeling her down to the dayroom and talking to her, even though he knew she had no idea who he was or what he was saying. He noticed an elderly gentleman sitting alone at the same table every Saturday, holding a jigsaw puzzle piece in his hand as he stared down at the 999 other pieces on the table. One Saturday, Allen approached the man and discovered his name was George. He asked George if he could help him with the puzzle.


“I appreciate the offer, young man,” said George. “But I think it’s impossible. Somebody threw away the box that the puzzle came in. I don’t know what the picture is supposed to look like.”


Your life is like a puzzle, and every little piece has to fit in its place for you to have a clear picture of retirement. Most people have never thought about what their retirement picture is supposed to look like, much less how the individual pieces fit in. When people ask me when they should take their Social Security or if they should pay off their mortgage, I say I don’t know. Those are individual pieces. I need to have a feel for what they want their retirement picture to look like. I need to know when they are planning to retire and whether they are planning to work after they retire from their current career. I need to know their health issues, their fears, and their concerns. Do they have a mortgage? Are they taking Social Security? What are their other sources of income? How much debt do they have? How much income do they have?


Will their income adjust for inflation?


I need to have all those puzzle pieces in front of me so I can then take the piece that they’re asking about and put it in the right place. I can take your mortgage piece and put it in one section, and I can slide your Social Security piece into another section. Every piece has to fit where it belongs. Otherwise, the picture isn’t clear. I ask a lot of questions to verify that I’m not missing anything, because if I’m missing even one piece of the puzzle, then the entire puzzle is off. It may not be devastating, but it also may not be the best way.


You can’t know how long you’re going to live, and you can’t know how your health is going to be in your final years. So you must plan for a worst-case scenario.


The good news is that the rest of the book is dedicated to the things that you can know and what you should know, and how every piece fits into your retirement puzzle. By being better educated, you can prepare yourself for a worry-free retirement.


They say knowledge is power, but only applied knowledge is power. This book is not going to tell you what the secret herbs and spices are to have a successful financial plan. This book’s not going to tell you that if you do this and this and don’t do that, you’ll never have to worry about running out of money. Why? Because I can’t tell you that. Every person’s situation is different. Every person is unique. Sometimes the difference between my recommendation to client A and client B is the result of how each one feels about a particular issue.


Proper financial planning is never a one-size-fits-all proposition. Two people may share the same tastes and philosophies, be in the same general socioeconomic classification, have the same education, and have traveled much the same road through life but can arrive at my doorstep with completely different circumstances.


You would be amazed at how many times someone will call to tell me about a crisis that has suddenly popped up because a family member or friend needs some financial help. For example, there was this couple who had done everything right. They had worked hard, built a business, made some smart moves along the way, and managed to do very well for themselves. They had put together a good, solid financial plan that was going to give them a comfortable retirement. They were just a few months from selling their business and heading off on a tour of Europe.


Everything was going according to what they had planned for this stage of their lives. Life, however, has this not-so-funny way of throwing you a fast one, high and tight, when you’re expecting a slider hanging out over the plate. If you’re not a baseball fan and don’t understand the metaphor … it means you are about to get hit in the head by the pitch.


The wife’s sister called her in desperation, begging for help. The brother-in-law had lost his job, there was very little money in their savings account, and they couldn’t make the house or car payment and still have enough money for groceries. They just needed a loan to get them by until the brother-in-law could find another job. While it was tragic and desperate for the sister, the request would require the couple to dip into their retirement nest egg.


When my clients call me with a troubling situation like this, they do not need someone to jump on the emotional bandwagon with them. They need an objective advisor who is going to act upon his or her fiduciary obligation and give them objective advice.


Fiduciary refers to the legal obligation of someone entrusted with the care of someone’s money or property to act in the best interest of that party. And as both an investment advisor and attorney, I have a fiduciary duty to act in my client’s best interest. Additionally, you should also know that I am a born-again Christian who has given my life to my Lord and Savior, Jesus Christ, and I adhere to biblical principles in both my personal and professional life. I believe in charity and tithing and giving to the poor. I also believe in living a responsible and upstanding life.


This couple had a serious dilemma. They wanted to help the wife’s sister, but it meant taking from their retirement. Had they been my clients, I would have started, as I always do, by asking them questions. Why did the brother-in-law lose his job? He had a good job and was making good money, so why don’t they have any savings? Just as I don’t know what you don’t know when you come to me as a new client, I remind my clients to adopt the same practice to gather the facts so they can properly assess the situation. Be vigilant.


This was what this couple did. They investigated and asked questions. When all the facts came to light, it turned out that the brother-in-law had lost his job because he was at the horse track instead of at work. He had a very serious gambling addiction and had burned through the family’s savings. Now his family was suffering because he refused to recognize that he had a problem. He was looking for someone to bail him out so he wouldn’t have to accept responsibility.


I heard a saying once about personal responsibility that fits this example. “You are where you are, at any given point in your life, because of a series of choices that you have made. If you don’t like where you are, make better choices.”


There are bigger issues at work here than a temporary financial setback. Choosing to ignore the warning signs of destructive behavior has consequences. Choosing to make irresponsible financial choices in your life is your responsibility, not someone else’s.


If they had been my clients, I would have advised them to buy the family some groceries. I might even have suggested they take in the sister and her children for a while so the brother-in-law could get the help he needed; but in no way would I have advised them to dip into their retirement savings to bail the brother-in-law out of his mess. You must rescue shipwreck survivors, but you cannot allow a sinking ship to suck you down too. Some of you are probably thinking that sounds very cold and greedy; however, it’s reasonable and responsible. I was raised to be responsible and to make good choices in life, and that is how I raise my own children. It has been my observation that most successful people can say the same. Our world is reeling today from too many people growing up thinking they do not need to take personal responsibility for their actions. There comes a time when you are an adult and you have made a mess that you have to clean up. You do not show that you love someone by allowing them to avoid the consequences of their actions. That is not love; that is enabling. At some point, people must take responsibility for their lives.


Your child may want you to pay for college so he doesn’t have to apply for student loans. That is a very common temptation that many parents face today. Unless you are wealthy enough to give them the money and not have it affect your retirement, I would advise against this. Your child can finance college, and he will have his entire life to pay off student loans; you, on the other hand, cannot finance retirement. Nothing exists financially in a vacuum. Actions have consequences. Just as what you don’t know can hurt you, what you choose to do or not do can also cause you pain.


Fortunately, there are things you can know, and that is what this book is going to talk about. With a little bit of education, you’ll be able to plan for your future financial success. This is not going to be a financial planning book that says if you do A, B and C, everything is going to be fine. It can’t be done that way, because there are things you can’t know that will cause you to have to prepare for the worst.


It is my sincere hope that in reading this book, you will take the time to stop and think about what the picture of your life is supposed to look like when you get into the sunset years. What you don’t know can cause you to end up someplace that you would never want to be. I have written this book to help guide you as you piece together the puzzle of your financial life. My prayer is that when you sit down with your financial planner, you will be able to describe in detail what your picture is supposed to look like so they can help you put those pieces in the right places for a successful retirement.




 


CHAPTER TWO


What You Don’t Know about Financial Planning


LET’S IMAGINE FOR a moment that you have found the perfect piece of property upon which you want to build your dream home. The location is perfect, the view is breathtaking, and you were able to purchase it at fair market value. You walk into the local residential contractor’s office with a copy of the mortgage survey, and you slap it on his desk.


“I just bought this lot,” you announce proudly. “I want you to build me a house.”


“That’s a fairly large lot,” he says, studying the lot dimensions. “What kind of house are you looking for?”


“Oh, you know, just a house. Some bedrooms, a nice kitchen, a couple bathrooms, and a two-car garage.”


“What is your budget? That lot is located in a deed-restricted development.”


“What does that mean?”


“Well, in this particular development, it means your home has to be designed by a licensed architect, and your plans have to be submitted to the homeowner’s association for approval. The exterior has to be stone and wood.”


“Wait a minute. I have to hire an architect?”


The absurdity of this situation and the lack of forethought and planning on the part of the property owner are what financial advisors face nearly every day. There are important events in our lives that require us to think, research, consult professionals, and make tough choices. Building a custom dream home is one. Planning your retirement years should be another. You would not think about building a home without, at a minimum, having a floor plan and an exterior view that you had pulled from a magazine or plan book. But I have spoken with people in my office who have given more thought to the name of their new puppy than they have to how they are going to finance their lifestyle after they retire from their jobs.


Unfortunately, most people have never taken time to figure out what the goal is for their money. What is its purpose? What do you want it to do for you? If you don’t know the purpose for your money, how do you know if your current strategy is supporting or conflicting that purpose? If you have never set a target, how do you know if you’ve hit it? Or if you’ve missed it? Because most people have never given this much thought, this is one of the first discussions I have with a new client. We need to crystallize their goals so we can develop a strategy and a financial plan to support them.


Unless you are a contractor, you would rarely consider building a house on your own and never without a blueprint or goal in mind. Yet I repeatedly talk with folks who try to do their own financial planning. They make the decisions about when to take their Social Security without investigating the options available to them. They make decisions about how much they can withdraw from their portfolio based upon a magazine article they read in the doctor’s waiting room. They make decisions about their investments based upon tips from their hairdresser who got her information from another customer who has a cousin whose son just graduated from college and got a job with a nationally known discount broker. My sister, Denise Johnson, is a hairdresser; Denise is not going to pretend to be able to give her customers financial advice just because I am her brother. She’s probably going to give them my business card.


Do-it-yourself financial planning can be very expensive in the long run. As we will uncover in the chapter on Social Security, if you don’t know what you are doing, you can leave hundreds of thousands of dollars in Uncle Sam’s account that should rightfully be in your account. You can get locked into an investment that costs you more than you earned to liquidate. Or you can lose a lot of money. Unless you are a financial advisor who deals with these issues every day, there are many things you don’t know about establishing a financial plan.


When we talk about a financial plan, we are referring to your investment plan and your income plan. The plan as a whole should include investment strategies and tactics that will help you reach your goal.


The investment plan should cover the best way to invest your portfolio so that it supports your financial plan. It must reflect the realities of the economic environment in which you live. It has to reflect whether you are in the accumulation phase of your life or in the distribution stage. If you’re in the accumulation phase and your goal is growth, then the investment plan should be designed particularly around investments that are more geared toward growth, like stocks and mutual funds. If you’re in the retirement phase and the goal of your plan is to withdraw funds from your accounts so you can pay the bills each month, then your investments need to include a variety that produces income so you can withdraw the cash you need while leaving your principal intact. An investment plan answers the question, “How should I invest my funds to best support my goal?”


Income planning has to do with the best way to get your income once you reach the distribution phase of life. It helps maximize your income while minimizing your taxes so that you can have the peace of mind of never having to worry about outliving your money. An income plan answers the question, “How am I going to take the income from my portfolio?”
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