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“What an amazing opportunity to get the inside look at the wealth-building principles from the mind and heart of a true Horatio Alger story. Erik Weir’s insights will light your path to a better financial future!”


—DAN T. CATHY, Chairman of Chick-fil-A, Inc.


“The journey Erik Weir has been on is truly one that will inspire you to be financially and spiritually rich. This book is a model for dreaming and thinking the right way, while also giving you the specific tools and examples to create an abundant life. I am grateful and a better man because of the lessons in this book.”


—HUNTER RENFROW, NFL Wide Receiver, Las Vegas Raiders


“Erik combines the what of financial wisdom with the why of purposed living. He writes in a way that is both practical and inspiring. This book will lead you not only to make better life choices, it will make you a better person.


—J. D. GREEAR, Pastor of The Summit Church, Author, and Founder of J. D. Greear Ministries


“Erik Weir is as all-out, pedal-to-the-metal, committed-to-winning at money as I am to winning at racing. Whatever arena he enters, he quickly masters. On top of Erik’s financial smarts, his networking abilities and willingness to help others succeed are the secret sauce. If you’re looking for your pathway to financial victory, this is it.”


—JOEY LOGANO, NASCAR Driver and Entrepreneur


“Erik Weir has been a strategic investment partner since the beginning of our mission to change the entertainment landscape in Europe. His financial insight and vast network were instrumental in bringing Topgolf to Europe. This book contains actionable and entertaining insights that allow individuals to learn from Erik’s knowledge and experience.”


—DAVID SPEISER, CEO Greenreb Ltd.


“I’ve known Erik since he was a child and saw firsthand how he dealt with a severe stuttering issue, and today I hear him as he leads others with a clear strong voice in so many arenas of life. Erik is a man of character and competency, which makes for an authentic leader. I believe in his message and you will be blessed as you read his book. His wisdom and warmth will inspire you to be your best!”


—Dr. Dwight Ike Reighard, author and pastor of Piedmont Church, Marietta, GA


“After a string of successful (and some less successful) entrepreneurial ventures, I found myself in the founder and CEO position of a company that went from zero to $1 billion in sales within five years. I had so many questions and there were so many things I didn’t know and wasn’t prepared. Enter Erik Weir. Erik’s wisdom, experience, counsel, and connections have been instrumental in helping me not only manage but grow these resources and find ways to use this financial blessing to serve the Lord and help other people. I’m so glad he’s written a book to bring the unique financial insight I’ve come to depend on to the rest of the world!”


—Chad Price, founder and CEO, Mako Medical Laboratories


“This book is a great reflection of who Erik Weir is on a daily basis. It is articulate, informed, and entertaining. When we were looking for a partner to expand Topgolf into several foreign countries, we needed someone who could share the vision and passion that others were cautious to embrace. Erik brought courage and optimism to our partnership, and millions of guests will have more joyful lives because of what we were able to do together. I am giving this book to my own children!”


—Dolf Berle, former CEO, Topgolf Entertainment, CEO of Lindblad Expeditions


“I’m blessed to have gotten to know Erik Weir over the past few years as I’ve transitioned from the NFL to a college coaching career. He’s as much a teacher as he is an investor, teaching me a lot about real estate investing and how to build wealth that lasts.”


—C.J. Spiller, former NFL running back, running backs coach, Clemson University


“Erik Weir is one of the most accomplished business people and financial instructors I know. He has a pure focus on living life to the fullest, maximizing all of his God-given potential, and leaving a legacy that fuels the next generation into their God-given destiny. He is a prolific instructor of CEOs in the areas of stewardship, fiscal leadership, and investment strategies. Who’s Eating Your Pie? is sure to please and advance those who read with progress in mind.”


—Hasker Hudgens, Jr., senior pastor of The Equipping Church, Greenville, SC, Author of I Am Evangelism


“As a business partner with Erik for almost eight years, I can tell you that Erik and his business practices are ‘the real deal.’ Many business partnerships end badly. Erik and I not only had a successful run, but we continue to do work together to this day after we sold our company. Most importantly, I call him ‘friend.’ ”


—Bill Reeves, CEO, Educational Media Foundation, KLOVE/Air1/AccessMore/WTA


“I’ve known Erik for many years, and he’s always been looking ahead, finding new opportunities, and exploring the what-ifs? of the financial world. This new book explains some of his most practical money tips into a very digestible way.”


—Jay Ward, creative director of franchise at Pixar Animation Studios


“You could spend twenty years working, negotiating, winning, losing, and doing deals to figure out how to build wealth… or you could learn it all in a day or two just by reading this book. Erik’s worked with my grandfather and my father, and now he’s working with me, teaching me how to leverage the opportunities I have today as a young entrepreneur for long-term wealth building. I’m so glad to have met him as I’m just starting out!”


—Cassidy Thompson, social media influencer


“Erik Weir and I met years ago when we attended the same church. We became awesome friends. Erik impresses me with his humble nature and his knowledge of the financial world. He’s a powerful resource and he is my go-to guy on anything related to finance. I would endorse him with my life.”


—Levon Kirkland, former American football player, member of the South Carolina Athletic Hall of Fame


“Erik has been a friend and mentor to me for over ten years. The financial and business guidance he has given me over this time has forever changed the financial and career trajectory of my family. Erik has taught me not only how to make money but also how to manage it for building wealth and helping others.”


—Chad Patterson, CTO, The Doula Group
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To my parents, Brian and Dawn Weir, who refused to let me wallow in fear, embarrassment, and self-pity because of the stutter that nearly prevented me from saying my own name. You taught me how to pick myself up, dust myself off, get past any failure, and push through any obstacle. Those are the lessons that made me who I am today. Thank you.


To my brother Mark, who always encouraged me to chase my dreams and never give up.


To my wife, Stacey, who loves me as I am and encourages me to continually dream big and go for it. She listened to me read endless excerpts from this book and helped me make my points and topics clearer.


To Harrison, Matthew, Patrick, Wyatt, and George Weir. As my sons, you were my first audience. Over the years, you have been on hundreds of meetings and walked a lot of real estate deals with me when we traveled together as you were being homeschooled. After the meetings, we talked about what happened, and I learned much from each of you as I saw things from your perspectives. I tried out a lot of the concepts from this book on you all, so thanks for being good sports—especially when I literally took bites out of your dessert to make a memorable illustration! You all have been blessings to me and a reflection of my own life that has both given me encouragement and allowed me to see opportunities for my personal growth. I hope I have been as good of a father to you as you all have been sons to me.


To Malachi Grist, thanks for trying to help me dress using more color. I am continuing to work on it. Maybe someday I can even wear more colorful sneakers.


To my childhood pastor, Ike Reighard, who inspired a ten-year-old to love God, live with joy, forgive quickly, and live in gratitude. Thanks also for introducing me to Zig Ziglar, whom I enjoyed meeting in person and whose humble and practical teaching I’ve listened to countless times.


To my karate instructors over the years: Chuck Norris, Grand Master Jin Kim, Richard Tirschel, Keith Vitali, and Richard Burnette. You each inspired me in many ways and taught me discipline and how to respect others. The amazing Code of Ethics taught by Chuck Norris, Richard Tirschel, and Richard Burnette remain guiding principles in my life still today—especially number 8:


“I will always be as enthusiastic about the success of others as I am about my own!”
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Unless you run in some pretty specific financial or investing circles, or unless you’ve attended some of my live trainings, you’ve probably never heard of me. That’s okay. I never set out to be famous, even though I have several fairly well-known friends. I did, however, set out from a young age to be financially successful. From the age of five, when I opened my first lemonade stand in my parents’ driveway, I had a passion for business. I was pretty good at it too. In high school I started and ran a yard care business that gave me an income rivaling a few of my friends’ parents. All through college I operated my own karate studios and bought, repaired, and sold cars, giving me a six-figure income before I was twenty. After graduating, I went to work selling investments for one of the country’s leading investing firms and started earning $1 million per year in income by age twenty-nine. And that was just the beginning.


But here’s the thing: I’m not bragging. I’m nothing special. I didn’t come from money. My family wasn’t wealthy—in fact, there were times when we had to live with family members because we didn’t have a home of our own. I’m not a tech genius. I don’t have movie star good looks. I could barely even speak clearly for most of my life due to a terrible, trauma-induced stutter. Nobody stuck a silver spoon in my mouth or rolled out a red carpet for me. I didn’t have anything handed to me. What I did have, though, was passion, drive, grit, and a sincere belief that I could accomplish anything I set my mind to. For my whole life I’ve been foolish enough to believe that I could do whatever I wanted. And that belief—coupled with the simple, reproducible strategies laid out in this book—has given me a richer, fuller life than I ever could have imagined.


You can do the same thing. Ten, twenty, or thirty years from now, you could write a bio that dwarfs my own accomplishments. You can do more and go further than your wildest expectations. But it won’t happen by accident. Your financial life is and will always be a series of decisions that lead you from where you are to where you’re going. Where exactly that is—up or down, good or bad, rich or poor—is up to you. And it starts by answering a simple question: “Who’s eating your pie?”


So, let’s talk about that.
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No!


I heard the word no more than two hundred times. For the same project. COVID-19 shut the world down, and I was trying to raise money for an American entertainment concept in Germany that was totally unknown while everyone was hunkered down in their homes.


Banks. Private equity firms. Venture capitalists. Potential investors. Potential partners. It started to feel like everyone with deep pockets across two continents was lining up to turn me down. But I wouldn’t stop. I couldn’t stop. I knew I had a winner. I just had to convince everybody else—convince them that the world would return to normal and that people would venture outside once again.


Topgolf is one of America’s fastest-growing sports entertainment companies. It’s basically Chuck E. Cheese for grown-ups, a chain of fun, golf-themed venues with a restaurant, games, indoor club seating, and driving range with interactive targets. I was introduced to the concept a few years ago when my son and I were traveling through Florida. We had some time to kill, and I noticed this huge three-story complex that clearly had something to do with golf. I thought it was just a driving range, but when we went inside, I was blown away by what I saw. The place was packed with all kinds of people—groups of guys hanging out, families having fun, teenagers, twentysomethings, retired people. There was something for everyone, whether you enjoy golf or not. We spent a few hours there and left with the biggest smiles on our faces.


Several months later, my family asked me what I wanted to do for Father’s Day. I said, “You know what? Let’s all go to Topgolf for the day!” I checked online, and the closest one to my home in South Carolina is in Alpharetta, Georgia. My five sons and I hopped in the car, we made the two-and-a-half-hour drive, and we all had a fantastic Father’s Day. My five-year-old loved taking big swings at the ball and jumped up and down with excitement when he actually made contact. My older boys competed for the longest, most accurate drives—all while stuffing their faces with pizza, wings, and bottomless sodas. I realized it was the first time we’d been somewhere where the whole family was having an equally good time. We weren’t the only ones either. Looking around, I saw teenagers on dates, other families with young kids, older couples enjoying a meal, and first-time golfers laughing about how terrible they were at hitting a golf ball.


It was one of my all-time favorite days with my boys. As a father, I was thrilled to have something so high-end and fun to do with my family. As an entrepreneur, I thought, Man, I just spent five hours total driving to and from this place, and we spent a few hundred bucks there like it was nothing. There’s something to this business.


So, when I later saw a Topgolf under construction in my own hometown, I got excited. I knew the guy who owned the property they were building on, and I asked him if he could set up a meeting for me and the owners of Topgolf. A few weeks later, I flew to Dallas with the friend who sold land for Topgolf’s use, my CFO, and my lawyer. Topgolf’s management team explained their expansion goals, and I got really excited. I said, “I want exclusive rights to finance every Topgolf location you build anywhere in the world!” They literally laughed at me.


“It costs between thirty and fifty million dollars to build each location,” they said. “How much do you have right now, ready to go?”


“Not even one dollar,” I said. They laughed again. “But I can get it. I’ve done it several times for other businesses, and I can do it for you.”


“No offense,” they said, “but why should we give you this opportunity?”


I didn’t flinch. “Because it’s the best thing for you and Topgolf.”


That really got them rolling. They were laughing and pounding the table, and one turned to the other and said, “I really like this guy!”


As things settled a bit, I explained what I meant: exclusivity increases value. That’s why diamonds are more valuable than rubies, even though rubies are far rarer than diamonds. Because one family controls the majority of all the diamond mines, they can release a limited number at a time, thereby creating artificial scarcity. By giving me exclusive rights to finance Topgolf locations, they’d be creating a similar scarcity, which would make the investment far more attractive and exclusive to anyone I ever pitch the investment to.


After an hour of back-and-forth, they agreed to give me a shot. They said my partners and I could buy the North Miami location they had just started constructing if we could come up with the money within sixty to ninety days—a goal my partners and I hit after making tons of calls. The concept is easy to explain if someone has ever been to a Topgolf but very difficult if they had not seen one, particularly if they are a golfer. It seemed that non-golfers understand the concept better than people who enjoy golf. In fact, we not only bought the North Miami location but we acquired a second location about a month later in Texas. Within twelve months, we either owned or were in the process of funding five Topgolf locations in the United States. I didn’t write a personal check for them, of course. Rather, I did what I do best: presenting this opportunity to other investors and structuring deals that benefit all of us. I was thrilled with my new venture and the new partnerships I was making, but I was dying to take it global. I knew this business would be a hit in Europe, South America, and Asia. I just had to convince… well… everyone else.


My thing is finance and structure. It’s not staffing, managing, or developing a concept. Topgolf awards exclusive right to territories around the world in a disciplined way. I wanted to have Asia, Europe, and the Middle East; however, they were awarding exclusive territories to people who were extremely experienced in the local markets, so I was out. I had to get in. What could I do to get into Europe, Asia, and South America?


As it turned out, the individuals who were awarded exclusive territories had never funded a Topgolf or explained the concept to bankers or individuals. I had to convince them that my team and I could be invaluable in helping accomplish their dream of developing Topgolfs in their part of the world. Having participated in five US locations, we had more experience than any other team in the world—but we had raised money only in the United States. Would it be different in Europe or Asia?


We traveled around the world, meeting Topgolf franchisees in their home markets. Talk about a group of impressive and intelligent people! Could we help them? Could we add value to these well-connected and brilliant individuals? That was our plan, to use our experience to help their dreams come true and structure a deal that worked for the franchisee and our investors. We finally got our chance in Germany. After flying to Germany a couple of times to meet the European master franchisees and spending days with them on two separate trips, we decided to work together and make the dream happen.


No one thought it would work. Overseas investors had never heard of Topgolf, and American investors were skeptical the business model would work outside the United States. Potential partners in Europe had a long list of concerns. First, this was at the height of the 2020 COVID-19 pandemic, so everyone was wary of investing in public entertainment venues. Second, they were worried that only golfers would be interested in Topgolf. Third, they couldn’t get their heads around what type of person would come. Every time I pitched the idea to investors or banks, I heard a different concern. So, we began to catalog the concerns and write responses for each. After hundreds of Zoom calls and socially distanced meetings, I figured out my pitch.


“Look, do people enjoy beer in Germany? Do they enjoy spending time with friends? Going out to eat? Having fun? That’s what Topgolf represents. Forget golf. Focus on people getting together with friends and family to have a great meal, drink, and have the most fun they’ve had in a while. Don’t you think that is something Germans can get behind? Do you think that people who are confined now will want to be entertained more or less in the future? Do you think people will want to socialize more or less after being distant for a year? Do they eat at McDonald’s, Starbucks, or Five Guys Burgers & Fries? The same questions were asked in the 1950s: Would Germans eat a McDonald’s hamburger? Would Germans wear jeans and sneakers, eat pizza, watch a Hollywood film, or listen to American rock and roll? How would you have liked to be on the ground floor of one of these opportunities? Well, now’s your chance. You can get in on the ground floor of a new business that is sweeping America. I can’t guarantee it will work, but as Mark Twain would say, ‘History never repeats itself, but it sure does rhyme.’ McDonald’s restaurants are bigger in Germany than they are in America. What if Topgolf is next in line?”


After a couple hundred rejections, a bank finally took a chance on my dream, and we broke ground on the first European location. As of this writing, my partners and I have over $300 million committed in Topgolf worldwide—and that’s just one of my businesses.


All told, I own dozens of different businesses in various sectors ranging from film, real estate, marketable securities, and financial management and consulting for some of the wealthiest people in the country. But it’s not because I’m a genius (I’m not). It’s not because I was born into wealth (I wasn’t). And it’s not because I ripped off anyone, took advantage of people, or had some privilege that others don’t. My success in business and in wealth-building comes down to just a few simple things: I work hard, I work smart, I dream big, I solve problems for other people, and I set big goals. If you do those things, and if you pair them with the finer points of personal finance and wealth-building that I’ll unpack in this book, you can achieve everything I have… and much more. It all comes down to how well you grow—and protect—your pie.


THE PIE(S) OF LIFE


The title of this book, Who’s Eating Your Pie?, comes from an analogy I’ve used with my children. My five boys were at least partially homeschooled, and I have loved being around to teach them and participate in their education. When we first got started, I was surprised to learn that teaching little kids wasn’t that much different from teaching my financial clients. Everybody needs a hook, some image to connect theoretical concepts to real-world application. For adults, that hook is usually money or some intellectual concept. If you can show someone how a principle impacts the cash in their pockets, they’ll usually stick with you. Children are different. Little kids don’t have the same intellectual and emotional connection to money that their parents have, so I’ve had to be a bit more creative when teaching my sons about taxes, interest rates, rates of return, social programs, education, and so on.


One evening after dinner, I was struggling to explain the concept of taxes to my oldest, who was maybe eight or nine at the time. We were sitting at the table just as he started his dessert—an awesome apple pie with ice cream. That’s when inspiration struck.


I said, “Okay, forget money for a minute. You like apple pie, right?” He smiled and nodded as he grabbed his fork and got ready to dive in. “Look at that, the chunks of apple are peeking out at you through the perfect squares of the lattice crust on top. The ooey-gooey goodness is bubbling off the top and dripping down the sides of the pan. It’s all for you. Are you excited?”


“Yes!” he squealed, ready to take a bite.


“Hold on a second,” I said as I grabbed my fork. “How would you feel if I ate a big bite of your pie?” He looked at me in disbelief as, in one smooth motion, I carved off a giant piece of his pie and ice cream with my fork and stuffed it in my mouth.


“But Dad! That’s my pie! It’s mine!”


I replied, “Well, son, now you understand taxes. Me stealing your pie is like taxes or bad decisions stealing your money. Whether you like it or not, someone is always going to try to swipe some of what’s yours, so you’ve got to be ready for it.” He nodded his head, then pushed my hands away as I dramatically went in for a second bite.


My son didn’t have a job at nine years old, but trust me, he understood taxes from then on. That teaching tool worked so well, in fact, that I started using the pie analogy with my clients to help them understand the dangers they face with their money. But I didn’t stop with taxes. As I thought about it, I realized we have many different people, organizations, motivations, emotions, mistakes, bad judgment calls, and relationships that are always trying to steal a slice of our pie. I also realized that we each have several different pies in our lives. We have a money pie. We have a health and fitness pie. We have a relationship pie. We have a marriage and family pie. We have a career pie. Basically, you can imagine any important area of your life as a pie—and picture any number of people and things who are trying steal it.


Sometimes the thieves are external, meaning they come from outside yourself. You might have a crummy boss who’s always nipping at your career pie. You could have an angry ex-spouse who’s trying to gobble up your money pie. Maybe you’re dating an overly needy person who’s claimed too much of your relationship or emotional pie. Whatever you care about, whatever pie you’re focused on, I bet something or someone is trying to grab a slice.


I could write a book about a dozen different pies of life, but I want to keep this book laser focused on the money pie. How do we grow it into an even bigger, better pie? How do we keep everyone else’s fingers out of it? Should we give part of the pie to other people? Is it okay to enjoy it for ourselves? Is it even moral to want to grow our money pie by building wealth? If so, what’s the best way to go about it? How do real estate and stocks work? How do I build wealth as an employee? How do I build wealth as an entrepreneur or business owner? How do I build wealth as an influencer or an entertainer? So many questions, and each one has the potential to add to our financial pie—or gobble it up.


I’ve helped some of the wealthiest people in the country answer these questions, from multi-Grammy-winning music artists to CEOs of some of America’s biggest companies to world-renowned professional athletes. Now, I want to do the same for you. I want to give you the same advice and guidance I’ve given to millionaires and billionaires, and we’ll start with the same question I often ask them.


WHAT IS “RICH” AND WHY DO WE WANT IT?


I’ve found that everybody wants to be “rich,” but almost no one stops to consider what it really means to be “rich” or why they even want to be “rich.” Think about it: when you hear the word rich, what image comes to mind? A big house with a McLaren parked in front? Fancy clothes? Exotic vacations? The ability to buy whatever you want whenever you want it? Those things may sound nice (and granted, they are), but simply amassing a pile of stuff isn’t the point of this book. Trust me on this: if you’re driven by a need for more and more stuff, you have a hole inside you will never fill. No amount of stuff will make you feel successful. No one purchase will be the thing that brings contentment to your life. If all you want when you’re broke is money, all you’ll want when you’re rich is more money. There will never be enough for you. Money, while solving some problems, often brings with it new problems previously not imagined. It’s been said that money is a great tool but a poor master. The more money I’ve made, the truer that statement has become.


I grew up with parents who loved each other and loved me and my big brother. They both worked and we had nice things, but we weren’t especially wealthy. We were middle class, and my parents experienced financial ups and downs. The ups were great. During the downs, we didn’t have a home of our own and had to stay with family members. I slept on a relative’s family room sofa for months. It seemed like fun at the time though. I didn’t realize we were experiencing an unemployment issue until twenty years later. After that, my parents turned things around financially. But were we rich? I think we were, in a sense. It was safe and stable, and I lived in a loving home. Even though I had to sleep on the sofa for a while, we never had to stress about where our next meal would come from. My parents taught me to look for and chase after opportunities to improve myself. They taught me how to work. All those things made me the man I am today.


My family background, especially contrasted with my financial success in my adult life, has taught me that “rich” isn’t a dollar amount; it’s a perception of relative comfort and security. Each word of that definition is important, so let’s break it down.


The Perception of Wealth


When I say “rich” is a perception of relative comfort and security, I mean there’s a difference between being financially wealthy and feeling wealthy. A big part of wealth-building that most people discount is the incredible feeling of peace that comes when you no longer have to deal with the anxiety of being broke. At this point in my life, there is almost nothing I couldn’t buy if I wanted to. In fact, as I write this, I am buying a fractional interest in a jet with friends. Yes, it’s used. And yes, I’m buying it with partners to minimize cost. But hey… I am buying a freaking jet! When you step out of a jet, no one knows if it’s new, used, leased, or fractionally owned. But I didn’t buy it for appearances; I bought it because owning a jet (even with other people) will make me more money than it cost me. How? Because having access to this jet frees up more of the one asset I can’t get any more of: time. A jet is a time machine. It allows you to get more done than you ever could without it. If having this jet gets me to just one meeting that I couldn’t attend without it, I could do a deal that could pay for a fleet of jets. It’s not about luxury; it’s about opportunity.


I can’t tell you how freeing it feels to be able to do that, to become more efficient, take people with me on meetings, and save time in security lines at major airports. The business we discuss on the plane ride often yields results that pay for the trip ten times over. There’s something about being in a private jet that opens your mind to dream a little bigger and seems to have the same impact on the other passengers.


Now, buying a jet probably isn’t among your immediate priorities. But what would make you feel rich? Maybe it’s putting $1,000 in the bank for the first time in your life. Maybe it’s having six months’ worth of expenses in a savings account just for emergencies. Maybe it’s being able to transition from two incomes to one so you or your spouse can be home with your kids when they’re young. Maybe it’s being able to buy your dream car. Whatever it is, I want you to identify that thing that would make you feel like the king of the world. Then I want you to write it down. Over time and as our wealth increases, it can be easy to forget those initial goals we set early in our financial journeys. Don’t. Don’t forget where you are right now. Don’t forget what would make you feel rich today. Don’t let your pursuit of more success in the future steal your chance to experience the joy of feeling rich today.


Wealth Is Relative


Have you ever heard the expression, “One man’s trash is another man’s treasure”? Well, I’d take it a step further and say, “One man’s poor is another man’s rich.” If you grew up dirt-poor and living on food stamps, simply being able to walk into a grocery store with $250 to fill your cart with a week’s worth of groceries would make you feel super rich. If you grew up with a fully stocked kitchen and never had to worry about money, that same $250 grocery budget could feel extremely limiting—even poor. What changed? How can the exact same scenario cause two different people to react in opposite ways?


It’s because even though the money is the same, the people are different. Each person has different needs, wants, hopes, dreams, personalities, priorities, lifestyles, and backgrounds, and all these things (and more) play into how we understand wealth. Like I’ve said, “rich” isn’t a dollar amount. Most of the time, being rich isn’t about how much money you have; it’s about how much money you need. Some people need a $400,000 income to feel rich. Others can feel just as rich on $40,000. One person would be scared to death to retire with “only” $500,000 in her retirement account, while another person would be jumping for joy. That’s because wealth is relative—it relates to your specific situation.


This may not be what you expect to hear in a book on wealth-building, but the relative nature of wealth is a critical piece of your financial pie. People who miss this end up spending their entire lives working eighty hours a week in jobs they hate because they’re focused only on what they’re making. But what is that income costing them? They’re miserable all day, every day, and no amount of money can pull someone out of that kind of emotional nosedive. This is why it’s so important to set personalized financial goals, something we’ll talk about in-depth later in this book. For now, though, I want you to focus on what wealth means to you specifically, in your life, with your unique set of circumstances. That way, you can be sure you’re always working toward your wealth goals—and not someone else’s.


Wealth, Comfort, and Security


Of all the wealthy people I’ve known over the years, I’ve never known anyone who has pursued wealth for the sake of wealth. Rich people know that wealth isn’t about the money; it’s about what that money allows them to do. Sure, there are plenty of people who get wrapped up in all the toys and trappings of money, but I’ve found most people are primarily concerned with providing their families with a safe, comfortable lifestyle. Whatever amount of money enables them to do that feels “rich” to them.


For example, I know a couple in their thirties who have four kids ranging from thirteen to five years old. He works as a graphic designer making around $50,000, and she stays home and homeschools the kids. The six of them live in a three bedroom house they rent, and they have only one car, which he drives to work, leaving the rest of the family stuck in the house all day, every day. To make matters worse, their landlord recently told them he was selling the house they live in, and he gave them thirty days to find a new place—in the middle of a housing boom when home prices and rents have skyrocketed and availability has plummeted.


What do you think “rich” would mean to this family? Though happy, they aren’t comfortable. They’d love to buy their own home, the older kids are sick of sharing a bedroom, and they desperately need a second car. They don’t need $5 million in the bank to feel rich. They’d feel plenty wealthy if they simply had a larger, modest home of their own with two older used cars in the driveway. All these young parents want for their family is to provide a safe, stable place for their kids to grow up, food on the table, clothes on their backs, and a second car to drive around. But these things have felt just out of reach from the day their first child was born.


Perhaps you can relate. You may be struggling as you read this book. Maybe you’re a single mom, and “rich” would just mean the ability to pay your bills and get some sleep. Maybe you’ve recently lost your job, and “rich” would just mean having a steady paycheck again. Maybe you’re facing retirement, and “rich” would just mean enough money every month to pay your bills without you having to move in with your adult children. Isn’t that what we all want—just a little comfort and security?


When you’re struggling to provide the essentials for your family, you’ll never feel rich. But when you cover these bases and still have a little money stashed away for the occasional splurge, you can feel like a Rockefeller.



Sharing Your Pie


In 2017, I had the privilege of traveling to South Sudan to do some Christian mission work at one of the largest refugee villages operated by Samaritan’s Purse. I saw poverty there that most people wouldn’t believe could exist in the twenty-first century—whole families surviving on a one-gallon jug of oil and a bag of rice per month. But I saw something else in that village: joy. I saw children scream with joy when I kicked a new soccer ball to them. I saw their entire faces light up over something as simple as a stick of gum. That trip was a sobering lesson that happiness and joy are a choice, and it’s a choice anyone can make regardless of the size of their bank account. It was also an unforgettable reminder that our wealth—no matter how much or how little we have—can be used to bring life-changing blessings to other people.


Giving is a priority for nearly all the wealthy people I know. There’s a common stereotype of wealthy people acting like Scrooge McDuck, pinching every penny and diving into a pool of their own money. That doesn’t line up with my experience at all. Instead, the wealthiest people I know are usually the most generous people I know. They view their wealth as a responsibility and as a resource to be shared with their churches, communities, charities, and fellow man. The more they make, the more they give.


The great speaker and author Zig Ziglar once said, “You can have everything in life you want, if you will just help other people get what they want.” Don’t miss that: the secret to having more is giving more. I believe that’s not only a financial principle, it’s also a spiritual principle. No, I’m not advocating some kind of prosperity gospel or a give-to-get mentality, but the truth is something happens in our hearts when we give. It causes us to take our eyes off ourselves and to see the world through someone else’s eyes. If “rich” really is a perception of relative comfort and security, we must learn to get outside our own experience and understand what wealth means to other people. You could change someone’s life with a simple gift. Take the family I mentioned. Imagine they lived next door to you, and you were about to replace your minivan. What if, instead of selling your old van for a few thousand dollars, you simply gave it to your neighbors, no strings attached? Can you even imagine what that would do for them?


And think about what that would do for you. You’d have the unmatched joy and excitement of knowing you made a huge impact on someone’s life, and it really didn’t cost you anything at all. They’d feel rich having a second car, and you’d feel rich for being in a position to donate one. Giving away money or stuff also increases your gratitude for what you have. Seeing someone receive a gift like that makes it nearly impossible for you to take what you have for granted.


GROWING THE PIE 1 PERCENT AT A TIME


Now that we have a better baseline understanding of what it means to be rich, let’s talk about the concept of building wealth. We fall into ruts where we think our pie (whether we’re talking about our health, finances, career, relationships, emotional health, etc.) is fixed. That is, we believe all we have now is all we’ll ever have. But that’s not true. No matter what pie we’re talking about, you have the ability to grow it, to make it bigger. That’s what wealth building is all about, and that’s what we’re going to talk about throughout this book.


I’ve been studying martial arts for about forty years, and I even taught karate for several years as a side hustle while in college. In all that time, I’ve never seen someone advance from no training to black belt in one day. Karate takes time, patience, and a lot of practice to master. No one would disagree with that when it comes to martial arts, so why do we often act like this isn’t true in every other area of life? I’ve had countless conversations with people who were just looking for the inside secret, the hidden key to unlock a financial fortune overnight. Maybe you’re reading this book because you’re looking for a shortcut too. If so, I’ve got bad news: there is no shortcut to financial health and happiness. There is a path toward wealth and security, and it isn’t too difficult to navigate, but it’s a process—one that can be mastered over time.


The key to wealth building isn’t unlocking some secret bit of knowledge. Rather, the key is making incremental improvements day after day in a progressive, continual march toward success. Oftentimes, when I’m speaking to a group of people, I’ll ask, “Can you make a 1 percent change today? Can you simply make a tiny positive tweak to how you’re doing things?” No one has ever said no. That’s great, because there is more power in a daily 1 percent change than you’ve ever imagined.


For example, if I’m talking to someone who is grossly overweight and has tried and failed to get in shape for years, I’ll say something like, “Can you eat 1 percent fewer calories tomorrow than you did today? If you had 4,000 calories today, do you think you could cut it down to 3,960 calories tomorrow?” Of course, they could. “Then, could you make another 1 percent change the next day, cutting your calories down from 3,960 to 3,920? Then another 1 percent change the next day, going from 3,920 to 3,880?” One percent is easy. Most people can make a 1 percent change and never even notice. But as you keep pushing yourself 1 percent further each day, you start making real progress you never expected.


In the same way, I might say, “Okay, you didn’t do any push-ups today. Do you think you could do one push-up tomorrow? Then one more push-up the next day? Then one more push-up the day after that?” Again, pushing the envelope in such a tiny way isn’t scary. It feels manageable to anyone, no matter how out of shape they are. However, after only ten days, this person will have cut their calories 10 percent, and they’ll be doing more push-ups than they’ve ever done in their life. More importantly, they’ll have taken more positive steps for their health than they’ve taken in years. This is how you effectively grow your pie.


When I walk an audience through the 1 percent challenge, I’ll ask, “What if you made daily 1 percent changes in other areas of your life, like your health, relationships, education, career, emotional health, and thought patterns? Do you think you could make a tiny 1 percent change in those areas too?” No one doubts they can; they only doubt how much difference 1 percent makes—until I combine the 1 percent challenge with the Rule of 72.


In finance, the Rule of 72 is a simple way to determine how long it will take an investment to double in value. If you divide 72 by an investment’s interest rate, or its rate of return, you see how long it takes to double that investment. For this discussion, our investment is our pie (whichever pie you want to focus on), and the interest rate is 1 percent. Dividing 72 by 1 leaves you with… 72! That means you can literally double your productivity in any area in just 72 days by making tiny, 1 percent improvements.


But it doesn’t stop there. If you are two times more productive after 72 days, what happens 72 days after that? At 144 days, you’re four times more productive than you are today because you’re doubling the double. Another 72 days later, you’re eight times more productive than you are today. Go one more round, and you are sixteen times more productive than you are today. And this is less than ten months after you started! Who doesn’t want to be sixteen times more productive in a key area ten months from now? You can do it, and you can do it by making only a 1 percent positive change every day. And as you become more productive, focused, and disciplined on that key area, it begins to grow—maybe slowly at first, but that slow start leads to exponential growth before you know it. That kind of steady progress is what took me from a starting salary of $22,000 at age twenty-two to over a $1 million per year within five years, and it’s what has taken many of my clients to even greater levels of success!


The bottom line is that you aren’t limited to the small pie you’re served. You can grow it however big you want—if you follow the strategies I’ll unpack in the chapters ahead. Be warned though: money is never just about money. Your wealth will grow as you grow. There’s a reason RadioShack and Blockbuster went out of business and BlackBerry’s business suffered: they couldn’t keep up with the changing demands of the day. They thought the skills of yesterday would take them into tomorrow, and they were wrong. The same is true for you. If you are the same person ten years from now that you are today, you’ll be in the same financial shape by then—or worse.


If you want to grow your wealth exponentially, you’ll need to grow yourself exponentially. That’s why we’re going to talk about you at least as much as we talk about your money throughout this book.


SERVING YOUR FINANCIAL PIE


I’ve said that everyone has many different pies in their life—emotional, relational, professional, and so on. There are books to be written on all of them! But this book is laser focused on your financial pie. This is my chance to share with you my thirty-plus years of experience in the financial game and all the incredible lessons I’ve learned from and taught to some of America’s wealthiest men and women. I’ve assembled basic maxims that can help anyone go from rags to riches, from lack to plenty, from debt to excess. And it all comes down to figuring out who is eating your pie—and how to stop them.


I like the pie metaphor because it’s simple enough for a child to understand, but I also like that the pie is round. It reminds me of the “Wheel of Life” concept that the great Zig Ziglar used to teach. Ziglar taught his crowds to think of their lives as a wagon wheel with seven “spokes” coming out of the center. Those spokes represented your career, financial, spiritual, physical, intellectual, family, and social lives. He explained that we must strive for harmony across all seven areas. Otherwise, we’ll end up with a flat spot on our wheel, and that guarantees we’ll have a bumpy ride. When all seven spokes are at equal length, well maintained, and balanced, however, the wheel can keep rolling on and on forever, taking us anywhere we want to go.


The financial pie works much the same way. If you neglect any one of the areas we’ll discuss, you’ll end up with a frustrating, unsatisfying experience. Some bites will be delicious, other bites will be bitter and spoiled, and still other bites will be bland and neutral. I don’t want bland pie. If I’m ponying up to the table with my mom’s apple pie, I want to absolutely savor every delectable morsel.


I’ve been fortunate enough to spend a lot of time with millionaires and billionaires over the past thirty years. Most of these men and women—heck, nearly all of them—have been self-made, meaning they went from practically nothing to millions or even billions all on their own. Some of them were tech geniuses who struck it rich overnight. Some, like me, set a goal to hit millionaire status before they turned thirty and made it happen. And some took the long road, slowly and steadily building wealth and building businesses over the course of years and decades as they made good decisions over the long haul and ultimately reaped the rewards of their time, patience, and discipline. There’s no one right way to do it. No secrets. No shortcuts. It’s all about making smart moves over time as you both defend and grow your financial pie.


That’s what this book is all about. It’s a collection of the most important money concepts I’ve picked up over the years. This is what I’d tell you if you were one of my clients. It’s what I’m teaching my five sons about how money works. And it’s how a stuttering kid who could barely say his own name became one of the most successful and sought-after financial advisors in the country.


Whether you realize it or not, you already have a financial pie. Now, it’s time to learn what to do with it.


Grab a fork, and let’s dig in.
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