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Praise for The Retirement Income Shift




Important Insights, Real Solutions. I know that my friend and colleague, Tim Sparks, has the drive, discipline, and passion to help his clients understand how to really take charge of their finances and achieve their retirement goals. Tim also has a natural gift for communicating complex ideas and information in an engaging, down-to-earth way that makes them easy to grasp. I promise you will recognize and appreciate this gift for yourself as you read Tim’s book, The Retirement Income Shift. You will also learn about Tim’s expansive knowledge of investing and the financial markets, along with his candid insights into Wall Street and the dangers of many commonly held beliefs about retirement planning. In his new book, Tim shares solutions he’s been using for fifteen years to help hardworking Americans confidently achieve or exceed their financial goals by making “the retirement income shift.”


—DAVID J. SCRANTON, CFA®, CFP®, CHFC®, CLU®


Founder, Sound Income Group; Author of Return on Principle: 7 Core Values to Help Protect Your Money in Good Times and Bad and Retirement Income Source: The Ultimate Guide to Eternal Income


For the first time working with a financial advisor, I feel confidence and trust in leaning on the advice received. Tim takes the time to understand my individual financial situation and goals and takes even more time to educate me in a way that I can rest assured that my finances are in good hands. I simply do not brood over the state of the economy or world as it relates to my financial future. Tim has put those concerns to rest, and I am finally at peace with my investments.


—DR. JAMES L. BORDERS, MD


I would wholly recommend Tim Sparks. Tim has been my financial advisor for a number of years now and has been absolutely brilliant. He has guided me through developing my retirement financial plans including the setup of my retirement paycheck once I hang up my long-time career using the income method. In summary, he has made my money successfully work hard for me.


The income method of generating a retirement paycheck has worked out brilliantly for me. The concept of generating income from your portfolio is an old theme—but rarely is it actually used in today’s go-go market. Most people just try to artificially generate income through selling shares, which eventually leads to reverse dollar cost averaging by selling more shares when the market is down. This is devastating to [the goal of] ensuring that you do not run out of money in retirement. Stick with a proven way to generate long-term income by buying income-producing investments. This method just simply works!!!!!!


—JOHN MCNEW, MINING ENGINEER


I had my portfolio with one of the major financial advisory firms and did not feel that they were managing my portfolio in a manner that would have me ready for my planned retirement in six to eight years. Their focus was on mutual funds for growth and continued to assure me that I had time to recover from any downturns in the market, despite my concerns. I usually listened to their radio show on Saturdays while cutting grass and one Saturday I switched stations and Tim’s show was on.


After listening to his show, I realized that his information regarding retirement and retirement income, especially the “I” part of the “TR” formula, was the retirement planning method I was looking for instead of “it will grow and you’ll be OK” advice that my former financial advisor provided. I called in and set up an appointment and the rest is history. We met with Tim, listened to his recommendations for our retirement plans, went over his projections with him, and realized that his advice and plan fit exactly into our retirement plans. We transferred our portfolios to Tim’s group and have been with him for over four years and could not be happier; our portfolios are generating the level of income as projected and, since I have not retired yet, the returns are being reinvested. In addition to not only being the best financial advisor that we have had over our careers, Tim has also become a close friend.


—MIKE CASTLE, JD & ENGINEER





Testimonials are based on unique experiences from current clients and are not representative of all client experiences. Testimonials are unsolicited, and no cash or non-cash compensation is provided. Investing involves risk, including the possible loss of principal and fluctuation of value. Past performance is no guarantee of future results.


Additional information about Sound Income Strategies, LLC is available in its current disclosure documents, Form ADV, Form ADV Part 2A Brochure, and Client Relationship Summary report which are accessible online via the SEC’s Investment Adviser Public Disclosure (IAPD) database at www.adviserinfo.sec.gov using SEC # 173272.
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This book is for all of our valued clients, those we’ve served for many years, and who have entrusted their financial lives to our care.


Also, this book is for those who are entering retirement and want to increase the odds of not outliving their money and get it right, and for those who are in retirement who want their financial well-being to end well.




 


Investment Advisory Services offered through Sound Income Strategies, LLC, an SEC Registered Investment Advisory Firm. Sparks Financial Group and Sound Income Strategies, LLC are not associated entities. Sparks Financial Group is a franchisee of the Retirement Income Source. The Retirement Income Source and Sound Income Strategies, LLC are associated entities.




 


A WORD FROM THE AUTHOR


My dad has a way of cutting through the noise to focus on what is really important, as demonstrated in the opening quote. He knows there is more to life than money. But he also knows that anyone who says money isn’t important either has so much they don’t know what to do with it or has never lived without it.


This book is about positioning yourself to make sure you have the money you need throughout your lifetime by positioning your portfolio for your current stage of life.


It is about letting the wisdom of math and logic help assure a comfortable retirement that lasts as long as you do. It’s about setting goals for the retirement stage of life and using a conservative yet dynamic strategy to align your investments to reach those goals. It’s about transitioning from one stage of life to another. But maybe more than that, it’s about change. This shouldn’t be surprising, given that life is about change. Yet it always surprises me how many people don’t realize that a humongous change in lifestyle—going from working to retirement, going from earning a paycheck to providing your own—also requires an equally humungous mindset change regarding how they manage their money.


Much of the resistance to change is simply inertia. If something has been working—and for most of the people I see, their investment strategies to build a portfolio have been working—it’s hard to rally the energy and incentive to change. Even when we logically know we should change our investment strategy because our goals have changed, it’s hard. Humans are creatures of habit. We simply like consistency and the comfort of the status quo.


Many of us like to think that we would absolutely change our investment style if someone presented sound, sensible reasons to do so. After all, we are all rational people … right? Why wouldn’t we change if it is in our best interest?


Turns out that change is not that easy, no matter who you are. Consider the following:


Several years ago, the Dutch government decided to shut down nearly a third of livestock farms in order to halve the country’s overall nitrogen emissions by the end of the decade.1 But the farmers wanted nothing to do with the government’s plans and went on a full-scale disruption of the country’s political climate. Their protests included blockading roads, trucking cows to the parliament, and dumping manure on streets to literally cause a stink to show their disapproval. The farmers contended they were protecting not just their land and livelihood but also a way of life passed down from previous generations who had tilled the land. However, Green activists were just as resistant. They quoted scientific evidence to argue that the agricultural sector, and in particular animal husbandry, needed urgent reforms to halt climate change and preserve the environment. While I would not take sides in this debate, this has also been a hotly contested topic throughout the United States and in other countries. My point is that change—no matter what it involves—is rarely embraced by all parties.


Let’s make this a little more personal. How often do we make New Year’s resolutions to get in better shape? Probably every year. We might sign up for a gym membership, buy a new cookbook of healthy meals, and maybe even buy a new bike with all the intentions in the world to eat healthier and become more active. But more likely than not, the gym membership goes unused, the cookbooks are never opened, and the bike sits in the garage.


Most of us fall back on old habits simply because we are comfortable with them, and we don’t take the time to learn new ones. But if we dig in and get over the discomfort, the results are often well worth it. We can live a more secure retirement. We can shoot free throws underhanded. We can get in better shape. We can live a better life all around. In fact, the path that brought me to this point in my life has been full of change, though it hasn’t been easy.
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Going back to my high school days, I knew I was good at working with people. I knew I thrived in situations that challenged me to excel. I knew I liked learning everything I could about subjects that interested me and then applying that knowledge to solve real-world problems. What I didn’t know was what kind of job played to these strengths. My first career position was working as a business-to-business salesperson. I was good at it, but I wasn’t really interested in it. It was just a job that paid the bills. I probably should have moved on sooner, but I stayed ten years. Change is hard.


In the late 1990s, I had a chance to get into the mortgage broker business. The country was just coming out of the savings and loan (S&L) banking crisis, during which a third of all S&Ls failed, and the mortgage industry was reinventing itself to avoid similar future disasters. It was an industry that would allow me to use my math and people skills to help buyers find the best financing for the largest purchase they were likely to ever make. Through my skills and client service, I could help people rebuild trust in a process that many had learned to fear. I learned everything I could learn about the mortgage industry. It was a much better fit for my interests, but it wasn’t long before I realized the challenge was gone. I was good at it. I had an office of fifteen or twenty loan officers, and my business was flourishing. But I wanted to do more.


People who use a mortgage broker often have unusual financial situations that make it harder to qualify for a traditional mortgage. They might have more debt than normal. They might have poor credit. They might be self-employed. They might have gaps in their job history. When dealing with these clients, I found I was more drawn to helping people manage their debts and/or improve their credit than sourcing the best mortgage for their situation. In fact, I began to look forward to the “debt-challenged” clients because I could do more for them than just source a mortgage.


One day in 2005, a colleague suggested I look at a book he had just read on the financial planning industry. He knew I wanted to do more than mortgage brokering—and that I was already helping clients with more than just their mortgage debt—and thought financial planning might fit the bill. The book was really thick and sat on my shelf for three months before I finally got myself in the mood to tackle it. But once I started, I read the whole thing in two days. It is no exaggeration to say that it changed my life. I was so enthused by the way the author approached the subject that I signed up for several courses—some of them pretty expensive—that gave me additional insights into the industry as well as strategies to provide superior service to clients. I viewed the cost of those courses the same way I viewed investing in a retirement fund. I wasn’t buying a new car or taking a luxury vacation. I was investing in my future, my family’s future, and the future of my clients.


As I took more classes and talked to planning professionals, I just knew I had found my place. This was a career that allowed me to focus on helping people. It was an industry that was always trying to improve, so I could always be learning. It was a career that would use logic, math, and wisdom to achieve measurable results. I was so sure that financial planning was what I was meant to do in life that I gave up the mortgage business to focus on planning. I put my family’s financial health at risk—there were some tough times as I made the transition because I was definitely lacking in cash flow—but I had a goal, and I knew this was the career I was meant to follow.


As hard as that transition was, it gave me a real-world lesson in the importance of cash flow. I had a few real estate assets that made my net worth look attractive, but you can’t pay the bills with assets. Without a steady income during those start-up times, we struggled with everyday bills. It’s a lesson that seems obvious, yet it’s often overlooked in the pursuit of growth. It’s not that growth isn’t important—it is—but telling the power company that your portfolio grew 14 percent in the past twelve months isn’t going to keep the lights on.


Cash flow is crucial, whether you’re still in your career phase or in retirement. It’s not about growth. It’s not about safety. It’s about cash flow.
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Most people have focused on growth since they put that first fifty dollars in a company-sponsored 401(k) plan in their twenties. And focusing on growth has probably served them very well over the past few decades. But as you enter retirement, you need to change tactics. Now you are taking money out rather than putting it in. Your goals are different, so your solutions need to be different.


I will dive deeper into statistics and figures in the first chapter on retirement, but needless to say, a large segment of the population is short of cash during at least part of their retirement years, even those with 401(k) plans, pensions, and Social Security. It doesn’t have to be that way.


I work with my clients to meet their cash flow needs, all while continuing to see growth in their portfolios. Yes, it’s possible to do both. In fact, you need to do both. It doesn’t have to be an either/or strategy. Too often an advisor’s primary solution to providing more income is to utilize bond funds and annuities. Although this may help in the short term, the retiree loses buying power to inflation in the long term. On the other hand, many advisors encourage the retiree to continue to utilize the same growth-based strategies that have been successful during their working years. The problem with this advice is that equities go up and down—and the retiree may have no choice but to sell during a down time if selling stocks is how they are funding their cash flow needs. You don’t have to give up growth for cash flow. But you definitely shouldn’t give up cash flow for growth. This book will explain in detail how a hybrid approach that combines traditional income strategies with dividend-paying equities for growth works better for nearly all retirees than choosing to focus on one or the other.


I believe so much in the income-plus-growth strategy that I have a weekly radio show where I explain to listeners how they can be more secure in retirement. It’s my way of reaching more people than I can on a one-on-one basis in my office. This book is an outgrowth of that desire to reach as many people as I can.
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I’m reminded of the story of the father and daughter who are spending a day at the beach. As they walk along the path through the dunes, the little girl asks if she can run ahead. The father is bogged down with beach gear and agrees. When he reaches the beach, he sees his daughter standing at the water’s edge throwing starfish into the ocean. He asks what she is doing.


“The tide is going out, and the starfish stranded on the beach will die. I’m throwing them back in the water to save them.”


The dad looked around and saw hundreds of starfish stranded on the beach.


“That’s a great idea, honey, but there are so many. You can’t save them all.”


“I know,” said his daughter as she picked up another starfish. “But I can save this one.”


That’s how I feel about my investment message. I can’t reach everyone. But I can reach many through my practice, my radio show, and this book. If learning a better way to invest during retirement provides more security for even one person who wouldn’t have lived as well without that message, I will have done my job.


So, let’s get started. By the time you reach the book’s conclusion, you will have achieved the following:


• Come to understand how to use the Income + Growth = Total Return equation to make your investments last a lifetime.


• Learned how to use math and logic to determine the best investments for your specific needs.


• Learned why commonly accepted investment maxims shouldn’t be so commonly accepted.


• Been provided with specific strategies to make sure you have enough income in retirement to live the life you want to live.


Some of the things I’m going to present will go against everything you’ve heard. But if everything you’ve heard was right, there wouldn’t be so many people struggling in retirement. Once you understand the process, I have no doubt you’ll see the wisdom in it, the same way I did when I read that big, thick book.
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