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praise for

			
Flourish Financially

			“Throughout this book, Kathy Longo offers a wealth manager’s entrepreneurial perspective on moving beyond the numbers. Her client stories and insights provide essential understanding to her approach in serving clients. An engaging must-read for clients and prospective clients of Flourish Wealth Management.

			Sarah Asebedo, PhD, CFP®

			Assistant Professor, Texas Tech University; President, Financial Therapy Association

			Kathy Longo offers us her industry wisdom and experience in a practical yet thought-provoking book. She challenges our traditional silo-mentality thinking about financial planning and offers us a more holistic and interconnected approach to wealth management. Now, we all have the ability to flourish financially.

			Jane Dailey

			Co-owner/founder, Hollywood Fashion Tape, Inc.

			In Flourish Financially, Kathy Longo provides a helpful template for starting conversations about money and money values. I’ve always respected Kathy’s high integrity in the field of financial planning and I’m pleased to support her first book. Based on my experience working with couples and individuals who need to have conversations about money, I believe reading this book will help people to have more productive money conversations, resulting in a more balanced money life.

			Ruth Hayden

			Nationally recognized financial consultant; 
educator and author based out of St. Paul, Minnesota.

			“Money is the last great taboo subject. Even within families, where money decisions can have significant long-term impact on everyone in the household. In her book, Kathy provides the valuable tools necessary to understand our own personal money stories, break down the walls of silence, and finally facilitate the meaningful money conversations necessary for families to flourish financially.”

			Michael Kitces 

			Director of Financial Planning at Pinnacle Advisory Group; publisher of Nerd’s Eye View financial planning industry blog
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Foreword

			What does it mean to live a rich life—literally and figuratively?

			The first part of this question is one that the financial services industry has long focused on. Helping individuals identify the ways in which their hard-earned money should be invested has been the staple of financial advice. For fiduciary-oriented financial advisors who practice true wealth management, their advice could expand to include retirement needs analyses, risk management assessments, estate planning guidance, and keeping an eye on tax-minimization.

			If your eyes are glazing over reading the above paragraph, you are not alone. For most of us, having the technical aspects of our personal finances in order is a necessary—but not sufficient—condition for feeling true calm, confidence, and clarity around our money.

			That’s because money so often is about far more than mere dollars and cents. In a work environment, money can signify how much you are appreciated by your employer or how you “stack up” against your peers in the office or in your industry. On the home front, money can be a tool for freedom—one that gives you a voice and a choice to live the life that makes your heart sing. Or, conversely, money can be a tool to control and dominate another. In a social setting, money can be a gigantic pink elephant standing in the middle of the restaurant table when it comes time to pay the check, or when deciding with friends which social events to attend.

			In modern society it feels like there are very few topics that are inappropriate for the proverbial dinner table. Between the divisive 2016 presidential election to the #MeToo movement of 2018, topics such as politics and sex have been put squarely at the center of media coverage and social discourse. But the topic of money—how much each of us earns, has, spends, wants—remains shrouded in societal secrecy.

			That’s a shame, because it’s simply not possible to live a rich life figuratively if you are feeling unspoken or unacknowledged stress around your finances. All too often those stresses occur in some of our most intimate relationships—with our spouse, our parents, our children, our siblings, and our friends. Figuring out how to navigate these tricky money conversations is a skill that for far too long has not been taught.

			Enter Flourish Financially. 

			In this delightful book, wealth manager Kathy Longo shows us how to have the necessary money conversations with the key people in our lives. Drawing on her more than two decades of experience advising individuals and families, Kathy helps readers understand what emotions drive their own financial decisions. She also identifies the crucial types of life transitions that can impact financial planning and  require authentic—potentially uncomfortable—conversations. And most important of all, she gives specific guidance on how to handle a wide range of potentially tricky conversations. Read this gem of a book and prepare to enjoy your own rich life and Flourish Financially.

			Manisha Thakor, CFA, CFP®

			VP, Financial Education at Brighton Jones

			
Introduction

			In 2013, my client Jeff1 was obviously worn down by his job. Every time Jeff and I met to review his financial plan, I’d ask about how various aspects of his life were going and would see him physically change. His shoulders would slump, his voice would soften, and he would lose his color. Jeff was married and had two kids who were headed to college in the next few years. At the time, I was a minority partner in a large financial planning firm. I was doing well helping people plan for their futures, but something was missing for me. One day, I asked Jeff if there was something that he’d rather be doing. He perked up, color came back into his face, and he told me that he’d always dreamed of running his own business. The idea of taking the steps to do it was daunting. Jeff was earning a nice salary with a great benefits package and didn’t want to sacrifice this financial security for the unknown. That was his biggest hurdle. 

			Over time, Jeff and I worked out a plan that would allow him to accumulate the assets he needed to feel comfortable going out on his own. We also modeled various scenarios that showed what starting a new business would look like for him financially, and we discussed a fallback idea—plan B—in case his business failed. In Jeff’s case, plan B would give him a few years to work on his business and, if it didn’t work out, he would begin looking for work with a large company. 

			As I continued working with Jeff and saw how energized he was by making plans to live out his dream, I noticed something: I saw myself in him. His entrepreneurial spirit and his yearning to do something else really struck a chord with me. I heard myself giving advice to Jeff about how we need to make sure our work is meaningful because it’s such a big part of us and how it’s crucial to examine the financial barriers keeping us from living our dreams. That’s when I realized I needed to take my own advice. 

			I’d always been interested in starting my own business. When I started thinking about what had been holding me back from doing it for so many years, I again saw myself in Jeff. I was afraid to go out on my own because I didn’t want to forgo a good salary and a comfortable lifestyle. To start my own business, I had to break free of the same barriers Jeff had to.

			I worked through my plan to start a business the same way I had helped Jeff work through his. I mapped out what it would look like if I took a risk and became a new business owner. I looked at what would need to happen, both personally and financially, to make that happen. Then I came up with my plan B, my fallback plan. At the time, I had a non-solicit agreement with my firm. I didn’t know if any of my clients would follow. So for me, the worst thing that could happen was that clients wouldn’t follow me, I wouldn’t attract new clients, and I’d have to go back to working for another company. I knew I didn’t want to do that, but I also knew that I could do it. The other thing I had to do was talk to my family about changing some of their spending habits. I had to have conversations with my husband and my three kids about our budgets, how they would change, and why. 

			Financial management came to me via a circuitous route. I went to Purdue University to study economics. One semester, I accidentally discovered financial planning. A classmate recommended a personal finance class, and when I took it, I realized I loved everything about it. It had the numbers, but it also talked about how to plan for your kids’ education, what happens when you die, and what happens if you don’t make plans for your assets. I was hooked, so I switched majors. At the time, financial planning was a new major. Only two dozen schools offered this degree. Today, about one hundred and thirty schools offer degrees in financial planning, including doctorate programs in this field. Even though financial planning was a new major at the time, the idea of using my knowledge to help other people discover their goals and what is important to them was incredibly appealing to me. 

			After I switched majors, I enrolled in several communication and psychology classes, which allowed me to better understand the emotional factors that drive our financial decisions. Financial planners work with people when they’re going through their most exhilarating and devastating life transitions—marriage, divorce, birth, death—and I wanted to help people gain clarity on their values as well as their goals to successfully prepare and navigate through all of these life events. 

			After graduation, I worked for Carol Pankros. Carol owned a wealth management firm in Palatine, Illinois, and was one of the few women in the industry at that time. Carol was a fiduciary, so she was committed to always acting in her clients’ best interests. We met at a conference hosted by Purdue University, hit it off, and I became Carol’s first employee, and she my mentor.  

			When Carol hired me, she couldn’t quite afford me. I made about $18,000 a year, and she shared my time with another financial planner until she could pay me for full-time work. In the meantime, I watched Carol grow her business and be involved in the financial planning professional community while also raising a family. That planted the seed that I could have it all and own my own firm one day. 

			In 2014 my passion for helping people, my commitment to taking the advice I give my own clients, and the confidence Carol’s inspiration instilled in me came together in such a way that I was able to launch Flourish Wealth Management, an independent wealth management firm focused on helping clients understand their money history, grow comfortable with their money values, gain confidence in having conversations about money, and create the financial freedom to live the life of their dreams.

			My vision was to create a nimble firm that would adapt to every client’s needs. I wanted to be more hands-on. I wanted to be more involved in the relationship with my clients, and I wanted to tune into the pulse of each client. I desired to create a boutique wealth management experience that had the technology, tools, resources, and team that would allow us to provide a more customized approach to each client. In addition, many financial planners overlook the psychological elements that drive financial decisions. With Flourish, I wanted to develop a culture and process that would fully incorporate those important considerations into my clients’ financial goals.

			When I talk about Flourish, I like to introduce the Wheel of Life, which represents the nine core areas where we typically spend our time: finances, family, health, leisure, learning, inner growth, home, community, and work.2 Created by an organization called Money Quotient, this is one of the financial planning tools we use to help us get to the heart of our clients’ values and priorities, establish meaningful financial and life goals, and create an effective and inspiring decision-making framework. To me, flourishing is when a person feels connected and aligned to these areas of their personal and financial life, giving them a sense of satisfaction. It is about being aware of one’s values and priorities and making financial choices in each area of life that align with and support those values and priorities. The outcome is a sense of satisfaction, personal well-being, and intrinsic reward. Once I launched Flourish Wealth Management, I realized I was finally becoming a living example of the advice I give my clients. I was connected and aligned in each of the nine areas represented by the Wheel of Life. The idea of flourishing had become self-fulfilling. 

			My husband, Jay Pluimer, and I have three kids: Madeline (Maddy), age twenty-one; Fernando, age twelve; and Grace, age twelve. Before we could officially move into the Flourish Wealth Management office space, our dining room was overtaken with Flourish material. New stationery, office supplies, phone and computer equipment, and documents spilled over the table and the floor. We were so excited to transition into our official office space that all the kids helped with the move. They unpacked supply boxes, vacuumed the carpet, and stocked pencils, pens, and staplers. Maddy quickly signed up to organize the new kitchen and assist with paperwork. Fernando and Grace pretended to answer the phone by saying, “Flourish Wealth Management, how can I help you?” In addition to having my kids involved in the business, Jay is our director of investments. Jay and I met at an investment class and he initially pursued me with a combination of economic updates and love notes (I much preferred the notes!), cementing our personal connection with a shared passion for helping others through finances.

			It’s incredibly exciting to have my family involved in Flourish. However, I never would have started Flourish if I hadn’t taken the time to consider the possibilities for my life. There’s such great happiness that comes out of being connected to your true self versus letting other factors in your life limit you. It’s empowering, it’s freeing, and it makes a difference in every aspect of your life. Just the other day, Jay looked at me, smiled, and said, “I know you’re busier than ever, but I’ve also never seen you happier.”

			Since opening Flourish in 2014, we’ve added staff, expanded our office space, and seen steady growth, particularly among our female clients in transition, who find our firm to help them with divorce, the death of a spouse, or inheritance. Based in part on our expertise in these areas, women in transition represent about 40 percent of our clientele. Early in 2017, we hit $100 million of assets under management. It was a celebratory moment, but it wasn’t the most notable moment in Flourish’s history. Every time our team has grown—we are now at six team members—I was reminded that Flourish is about more than a number. It’s about an appreciation for the impact we have on our team and our clients.

			Clients tell me again and again that they appreciate the Flourish team because we support them during each of life’s key moments, whether it’s a heart attack, a marriage, or retirement. For me, these comments validate that Flourish has become a trusted advisor for clients seeking personal counsel during life’s largest transitions. This is why Advisory HQ ranked Flourish as one of the top ten advisory firms in Minnesota for the third consecutive year in 2018.3  

			Whether it’s our family, our team members, or our clients, we want to help everyone flourish. And in order for everyone to flourish, uncomfortable conversations about money and life need to happen. After working in financial planning for more than twenty-five years, I’ve noticed that there’s a deep-rooted resistance in our culture to talk about money. Talking about money requires a willingness to be vulnerable and most people are not confident in their money choices. They’re embarrassed about making poor choices or not having the know-how to make good ones. This is unfortunate for many reasons. Chief among them is the fact that money is a source of stress for most people. A 2017 PricewaterhouseCoopers (PwC) Employee Financial Wellness Survey, which tracks the financial and retirement well-being of US working adults, showed that 53 percent of all employees are stressed about their finances.4 Over half of this country’s largest source of stress is money, yet for most of us, it’s the hardest thing to talk about. An American Express study found that 91 percent of couples find reasons to avoid talking about finances and only 43 percent discussed money before marriage.5 A UK study reported that 44 percent of people don’t feel comfortable managing their own money.6 It also showed that 39 percent of parents don’t feel confident talking about money with their kids. We are not honest with ourselves about money and we avoid talking about it with our spouses, children, and siblings. 

			In this book, I will teach you how to have necessary and sometimes uncomfortable money conversations with the key people in your life so you can make the best financial decisions for yourself and your family. When you finish Flourish Financially, you will understand the emotions that drive your own financial decisions, understand how crucial life transitions impact financial planning, and feel comfortable having necessary financial conversations with the key people in your life. We all want to feel good about our financial decisions because they affect every aspect of our life. I can help you have the meaningful and productive conversations that will allow you to make good financial decisions. Let’s make today a day to flourish.
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Part 1

			
Values
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			When we first meet with clients at Flourish Wealth Management, we often introduce them to the Wheel of Life, a representation of the nine areas of life where we spend most of our time.
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			To use the Wheel of Life7 …  

			
					Place a dot on each spoke that indicates your level of satisfaction in that particular facet of life. Use a scale of zero to ten with zero at the center of the circle and ten at the rim. A zero indicates no satisfaction, and a ten indicates the highest degree of satisfaction.

					Now draw a line to connect the dots and create your life wheel.

					Is your life wheel round or does it show flat spots? Is it deflated or is it full? What does this exercise tell you about your life? How balanced is your life? Are there areas of your life that need attention? In what facets would you like to experience more satisfaction?

			

			While we realize that each of the nine elements that make up the Wheel of Life will never be completely in balance, it’s important to understand that everything is interconnected. Finance does not exist in a silo, nor does health, community, or family. The Wheel of Life helps us realize that when one area of the wheel is unsatisfying, it bleeds into and affects other areas of the wheel. For example, if you have a health issue, the focus needed to address that issue might change your work situation. Maybe you have to think differently about your work environment or pull back on your hours, which then interplays with your finances. This, in turn, might affect your family. The Wheel of Life is an effective way to assess how you currently feel about each of these areas and how everything is interconnected. The idea behind the Wheel of Life is to get a snapshot of how satisfied clients are in every aspect of their lives while introducing the critical concept that each area of our life is connected. When used effectively, the Wheel of Life helps you clearly identify your current life satisfaction while visually acknowledging the aspects of your life that need more attention. The goal is to find a comfortable balance across each category to live a more satisfying life.  

			Right before I started Flourish, I ranked my work satisfaction as low and my desire for inner growth as high. From there, I had to assess what changes would improve my work situation. I had to focus on new goals and understand what those new goals would mean for every other piece of the wheel. That decision, of course, took sacrifice, but you can better assess where you’re headed when you know where you currently are.

			Part 1 of Flourish Financially is dedicated to values, because if you don’t know your values, if you don’t know what you want from your life, you can’t set the financial goals you need to get those things. If you really want to focus on inner growth, that might mean you need to work less, which will affect your finances. If you want to focus on a career change, that will affect your finances. Finance is not a silo. It’s an interconnected piece of your life. It affects everything and everything affects it.

			Before you have the important conversations you need to have to reach your goals, you need to understand your values, your partner’s values, your money history, and how your gender might play a role in your financial picture. 

			By the end of part 1 of this book, you will have a familiarity with your own values and your own money history that will allow you to flourish. 

			
Chapter 1

			
Tell it Like it Is: 
Realizing Your Money Story

			What Are Your Values?

			When I was in seventh grade, I went shopping with a friend and her brother. They were from an affluent family and encouraged me to buy a pair of Guess jeans even though the Guess jeans were much more expensive than anything my family normally bought. Since fifth grade, I’d been earning my own money as the most-sought-after neighborhood babysitter, so I had enough money to buy the jeans. I was proud of my purchase until I brought the jeans home. My mom took one look at the price tag and made it clear that she thought I had paid way too much for them. I immediately felt ashamed. I took the jeans back, but the memory of them remains. 

			We All Have a Money Story

			The reason the story of the Guess jeans still resonates with me is that it’s part of my money story. Your money story is the history of financial decisions and financial influences that define how you view finance today. Your money story represents the emotional attachment you have to money that affects how you spend and save.

			As an adult, I continue to mirror behaviors outlined in the Guess jeans story. I make my own money because I value financial independence, and I buy designer brands for the allure of them and also for their fashion. However, the Guess jeans experience taught me to be very conscious of the relationship between value and price. This helps me selectively choose when to buy a more expensive designer brand, based on whether it makes sense for me financially and emotionally. For example, I’ll buy higher priced designer purses but can’t justify paying a premium price for shoes. Shoes get beat up, especially in Minnesota winters. So for me, the investment doesn’t make sense. 

			While your money story might be affected by bigger life transitions such as an inheritance or a job loss, more benign experiences like my Guess jeans one also affect your money story. Money stories are much more deeply rooted within a person’s psyche than a single event that occurs in adult life. The Guess jeans incident is just one part of my money story.  

			My Money Story

			If Guess taught me how to spend, my grandfather taught me how to save. When I was sixteen, I worked for Marshall Field’s. It was my first W-2-type job. Not long after I started work, my grandfather said, “If you save money into an IRA, I will match whatever you put in.” 

			My grandpa loved chatting about money. He worked for a utility line, but he was frugal and loved talking about his ability to save. This was taboo in my family where money wasn’t discussed much.  

			My parents were very hardworking, a value they instilled in myself and my younger sister. My dad worked for a county highway transportation department in Illinois until retirement and walked away with a nice pension. To earn extra money for our family, my dad also had a job each Saturday working at a mansion, taking care of the home maintenance. My mom worked for several different companies. She was a hard worker but a little bit of a dreamer. Dad was the financially responsible one. Every week, Dad would sit down, look at everything we had spent, and come up with our budget for the rest of the month. I remember understanding that this was very serious work.

			My parents paid to put me and my sister through Catholic school, but they had to make sacrifices in other areas to do it. So even though Dad would have preferred newer cars, he drove around in beaters. When I was a teenager, I would ask him to drop me off a block away from school so my friends wouldn’t see his latest cost-saving vehicle. The floor on the passenger side of one of the cars was missing! Although Dad put some sort of board over the hole to make it safe, it was a questionable repair. Now that my dad is retired and in his seventies, he constantly replaces his cars, which are always new. Being a financial planner, I told him to hold on to his cars for longer, but after driving beaters around for years so we could go to school, he says he deserves to drive what he wants.  

			When I chose an out-of-state college, my parents took a loan from my grandpa to pay for it. This struck me as odd because I knew they didn’t like my grandfather’s readiness to talk about money. The loan caused tension in the house because my parents didn’t want to talk about money, but my grandpa did, and the loan tied them together financially. My grandpa also had his opinions about how my parents should spend their money, which they didn’t like either. 

			This brings me to the four specific incidences from my money story that have framed my views on spending and saving: (1) buying and then returning the Guess jeans (spending), (2) watching my dad track every dollar that went into and out of the house (spending), (3) investing in an IRA with my grandpa (saving), and (4) watching what happened when my parents took a loan from my grandpa (lending).

			How My Money Story Influences My Financial Decisions

			My husband, Jay, knows more than anyone how much my money story has influenced my spending and savings decisions as an adult. I spend as my father does—I track everything that goes in and out of the house—and I save as my grandfather did, and talk about money often; I’ve even worked to inspire savers for the future by initiating money conversations with my children. I am fairly conservative; I like knowing that I have enough reserves to maintain my financial stability and independence.

			No matter what your money story is, it will affect how you spend, save, and invest. By understanding your own money story, you can recognize the emotional components that drive each of your financial decisions.   

			Understand How Emotions Affect Your Money Story

			Once I heard a podcast about Fermi’s Paradox, which states that there is an enormous probability that we are completely alone in the universe. The journalist explaining the theory, David Kestenbaum, was also a particle physicist. He said he felt really sad every time he thought of Fermi’s Paradox. His perspective was that “if we are alone … completely alone in the universe, then that means … this is it. There is nothing else out there that we can learn from or experience beyond what we, as human beings, can create.”8

			Thinking about Fermi’s Paradox from the Kestenbaum’s perspective is depressing but, if you think of it another way—that if we are 100 percent alone in the universe we can explore, chart, and amass great knowledge of this inconceivable giant space called the universe—it’s not sad at all. In fact, it’s exciting, a little scary, and an enormous responsibility.

			All of us view our money story the way Kestenbaum and I view Fermi’s Paradox: differently. How we perceive success, happiness, finance, and the experiences that shape us influences how we spend and save money. Understanding your money story and your emotions about money can remove some of the barriers that get in the way of allowing you to make level-headed financial decisions. You will always have emotions surrounding money, but if you can separate the emotional from the rational, you’ll more clearly identify your true goals and make better financial decisions.

			After examining my own money story, I understood that many of my financial decisions are driven by fear and responsibility. I fear that I will lose my financial independence and stability and feel responsible for making sure that doesn’t happen. Fear and responsibility are two of the four most common emotions that drive financial decisions. The other two are excitement and sadness. 

			Fear

			The choices that we make about money are closely tied to fear. Fear is what stifles our ability to consider the long term. It can paralyze us to move forward, and it can cloud our judgment and cause us to make decisions out of perceived necessity rather than choice. 

			People who enjoy watching their savings accumulate might have a fear of losing money. Therefore, they might forgo spending money on things that could bring them joy and knowledge, such as travel, dinners with friends and loved ones, or tickets to a concert. This fear might also stifle their ability to fulfill their long-term financial needs. While saving is a vital component of any long-term financial plan, it alone cannot satisfy most retirement needs. Effectively funding college tuition, paying for medical expenses, planning for retirement, and outpacing inflation typically requires some sort of investment strategy that offers more returns than savings alone.

			While too much fear can prevent people from making wise financial decisions, a lack of fear can do the same. The excitement of investing in stocks and seeing the potential of what a dollar can do is intoxicating to some people. Their lack of fear of losing can also create money challenges that could hinder future financial security. Taking on too much risk can bring great wealth very quickly, but in some cases, the higher you climb the farther you fall.

			
Client Story 
Facing Fears

			Fear affects our money stories in interesting ways. My client Betty divorced when she was in her early forties, and when she came to me she was in her late sixties, retired, and had five grown kids, several of whom were struggling to take responsibility for their own finances. Betty had resources to support her retirement, but her kids continuously asked for large amounts of money. Betty felt that each of her kids should be treated equally, which meant that if she gave one of them money she would give the same amount to the other four. Even though she knew their requests could affect her long-term future, she couldn’t say no. She feared that saying no would negatively impact her relationship with her children. Betty’s approach to giving was driven by fear rather than joy. Eventually, she created a team to help her respond to each child’s request by enlisting the help of her nephew (who was an attorney) to serve as a trustee of her assets. We worked together to explain to the kids that Betty had to reduce her giving to protect her long-term plan.

			Responsibility

			The responsibility people feel for their finances can shift when they come into a large amount of money. This change can prevent them from making financial decisions or cause them to make unwise financial decisions. Other times, new wealth gives people the freedom to finally do what they’ve always wanted to do. 

			My client Lynn lost her father when she was young, which forced her mom to get a job. The job wasn’t enough to pay the bills, so Lynn and her family went on food stamps and frequently received help from the local church. Later in life, Lynn married a man who, during their marriage, became wealthy from several business deals. Lynn’s husband exerted tight control over their money. Lynn was the household CEO, and her husband would give her a weekly budget to manage household spending. Lynn resented her husband controlling their finances, giving her an envelope with a set amount of cash to cover groceries and other basic expenses but not giving her access to the checking account, and she was disappointed that she couldn’t use some of the money to help others. Eventually, Lynn divorced her husband. With her half of the assets, she helped fund a charity that supported food banks. Because of Lynn’s money history, she felt a responsibility to help others with her wealth and used the money she came into to finally accomplish what she wanted to do with her money. 

			Excitement

			We all get excited about different things. Money and finances are no exception. When money begins to accumulate and you have expendable income, there are several things that can be done with it: you can save it, spend it, share it, or invest it. The responsible thing would be to craft a plan that incorporates all four, although that is not always what happens. Sometimes, excitement causes us to make poor financial decisions. 

			Some people get excited by the prospect of spending money and end up overspending. They don’t just overspend on frivolous purchases; they sometimes overspend on seemingly practical investments. Some may compromise their retirement by paying for a high-priced college for their kids because they feel they have the money now to do so. They feel that, somehow, someday, they will find a way to pay for retirement. 

			While excitement causes some to overspend, it causes others to over-save. Some people love watching their hard-earned dollars accumulate and grow. To them, this growth is more satisfying and rewarding than spending money. However this, too, can lead to poor financial choices.

			
Client Story
Meeting Halfway

			I worked with a couple who progressed well in saving for their retirement. The husband’s goal was to save $4 million, and he was extremely excited about watching his savings grow. He looked at his account values daily. I’m a financial planner and even I don’t look at my accounts that frequently. The wife said he was obsessed with saving, which strained their relationship. Even though their mortgage was paid off and they had few expenses, the husband constantly presented ways to cut expenses and save more. The wife, on the other hand, wanted to travel and enjoy spending time together. The wife’s money story involved her dad passing away shortly after he retired. That experience influenced her desire to enjoy life with her husband in case either ran into health problems that would affect their retirement. Her husband was excited about saving and, hence, he could not understand why her goals were all about living for the day.

			While 44 percent of people feel more in control of their lives when they feel in control of their money situation, this couple illustrates why we need to strike a balance between our excitement for saving, spending, and enjoying life.9 It took a while, but once this woman shared her money story with her husband, we found a middle ground where the husband was willing to spend more money to do the things she wanted to do. 
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