
		
			[image: Berger_EBookCover_KDP.jpg]
		

	
		
			
				[image: ]
			

		

		
			Stop Trying to Keep Up with the Jone$es

		

		
			THEY’RE

			BROKE

			ANYWAY

		

		
			
				[image: ]
			

		

		
			Stop Trying to Keep Up with the Jone$es

		

		
			A Financial Planner’s Guide to Living Your Ideal Life

		

		
			Brad Berger, CFP®, CLF®, CAP®

			Certified Master Integrative Life Coach

		

		
			
				[image: ]
			

		

		
			THEY’RE

			BROKE

			ANYWAY

		

		
			
			

		

		
			Copyright © 2015 by Brad Berger

			Updated for the 2018 Tax Reform.

			All rights reserved.  No part of this book may be used or reproduced in any manner whatsoever without prior written consent of the author, except as provided by the United States of America copyright law.

			Published by Advantage, Charleston, South Carolina.

			Member of Advantage Media Group.

			ADVANTAGE is a registered trademark and the Advantage colophon is a trademark of Advantage Media Group, Inc.

			Printed in the United States of America.

			Pay Yourself First, LLC

			505 Broadway, Suite 400

			Tacoma, WA 98402

			844-543-3360

			info@IdealLife360.com

			ISBN: 978-159932-514-9

			LCCN: 2015937794

			This publication is designed to provide accurate and authoritative information in regard to the subject matter covered. It is sold with the understanding that the publisher is not engaged in rendering legal, accounting, or other professional services. If legal advice or other expert assistance is required, the services of a competent professional person should be sought.

		

		
			[image: ]Advantage Media Group is proud to be a part of the Tree Neutral® program.  Tree Neutral offsets the number of trees consumed in the production and printing of this book by taking proactive steps such as planting trees in direct proportion to the number of trees used to print books. To learn more about Tree Neutral, please visit www.treeneutral.com. To learn more about Advantage’s commitment to being a responsible steward of the environment, please visit www.advantagefamily.com/green

		

		
			TABLE OF CONTENTS

			About the Author	7

			INTRODUCTION: FAR MORE THAN INVESTING 	13

			PART ONE: THE SUCCESS FUNDAMENTALS 	17

			CHAPTER 1: In Pursuit of Values 	21

			CHAPTER 2: A Framework for Success 	29

			CHAPTER 3: Overrated Rate of Return 	39

			CHAPTER 4: Pay Yourself First 	59

			CHAPTER 5: Time, Not Timing	69 

			CHAPTER 6: Destination: “Retirement” 	79

			PART TWO: THE 6 BIG RISKS® 	87

			CHAPTER 1: Dying Too Soon 	93

			CHAPTER 2: Living Too Long	99

			CHAPTER 3: Becoming Sick or Injured 	103

			CHAPTER 4: Improper Tax Planning 	107

			CHAPTER 5: Legal Entanglements 	115

			CHAPTER 6: The Biggest Risk of All… 	119

			PART THREE: ANATOMY OF A FINANCIAL PLAN 	125

			CHAPTER 1: Managing the Risks 	129

			CHAPTER 2: Investing for Your Future 	135

			CHAPTER 3: Retirement Income Planning	143

			CHAPTER 4: Dealing with Uncle Sam 	147

			CHAPTER 5: Estate of Affairs 	151

			EPILOGUE: TO SWIM WITH MANTAS 	159

			 

			About the author

			Bradley A. Berger, CFP®, CLF®, CAP®

			Certified Master Integrative Life Coach
Founder - Ideal Life 360, LLC

			Brad is a CERTIFIED FINANCIAL PLANNER™ professional and has almost three decades of comprehensive financial planning experience. Previously, Brad served with an international financial planning firm starting in private practice and culminating a seventeen-year career as the director of advisor operations. Recognizing that he wasn’t living the advice he routinely gave to both clients and advisors to maintain a balanced and high quality of life, he decided to return to private practice in 2008 in order to spend more time with his family and in his community.

			Brad enjoys helping people make smart choices about their money for the reasons that are important to them. This not only identifies long-range goals, but also assists them in exploring the values upon which they are based. His clients appreciate the clarity and simplicity that come from working with a trusted advisor who serves as the head coach of their team of professionals, orchestrating the individual expertise of each subject matter specialist for their benefit. They also appreciate the coaching and accountability culture Brad brings to the implementation of the recommendations of the entire team. He wrote the foreword to an updated version of Values Based Financial Planning—The Art of Creating an Inspiring Financial Strategy by Bill Bachrach.

			Brad is a chartered leadership fellow from the American College. His education and training in the areas of personal and business finance, coupled with an extensive leadership background, makes him an ideal candidate for what he believes is essential in today’s financial climate: having the ability to coordinate and orchestrate the necessary members of the client’s deliverables team.

			He is also a Chartered Advisor in Philanthropy® (CAP®). Brad has the knowledge and tools to help clients articulate and advance their highest aspirations for self, family, and society.

			While developing, implementing, and coordinating the overall financial plan is Brad’s specialty, he also has special expertise in the area of retirement planning and distribution as an Ed Slott Master Elite IRA Advisor. Brad is also an active member of the Tacoma Estate Planning Council and serves on the KBTC Association Board, and is a past member of the Professional Advisors Board of the Greater Tacoma Community Foundation.

			Brad’s own journey towards balance and self-development led him to expand his own tools. Brad became a master certified integrative life coach through Integrative Wellness Academy. He is passionate about equipping people to live their ideal life.

			Brad is a graduate of the United States Military Academy—West Point and served as an infantry officer in Berlin, Germany, during the fall of the wall. It is there that he met and married Theresa Buckley (a Department of Defense dependent school teacher originally from Wisconsin) in 1990. Theresa lost her battle to cancer in 2010. They had twin daughters together, Molly and Sarah. Brad and Theresa moved to University Place in 1998. Theresa was a beloved reading specialist for the University Place school district. The girls graduated from Curtis and were athletes on the Curtis Viking swim team, the Curtis Viking three-time AAAA State Champion water polo peam (2007, 2008, 2009), and the Puget Sound Polo Junior Olympic team. Molly and Sarah are graduates of the University of Portland. Life has new beginnings as Brad is now happily married to Bethany Frymier Berger—an Enterprise Project Manager. They live in Bellevue with their two sons, Braxton and Bennett, yellow lab Zeus, and the girls when they are home to visit. Braxton and Bennett attend Bellevue Public school district’s Spanish immersion program. The entire family enjoys Disney, winter skiing, and summers on Lake Entiat, Lake Chelan, and Lake Washington. Brad is an instrument-rated commercial pilot (land and float) and also enjoys hydrofoiling, wake surfing, and scuba diving—ask him about the Manta Rays of Hawaii!

			Email Brad at info@IdealLife360.com

			Ensemble Practice Advantage 

			In today’s turbulent and complex economy, you simply can’t leave your dreams and desires to chance. The days of the “solo” practitioner have been eclipsed by the increasing complexities of our lives. In my opinion, it is simply impossible for a financial planner to be competent and effective in every aspect of financial, legal, and life planning.

			In an ensemble model, hands-on experience is brought to the table by the team members. Each has knowledge of and experience with almost every facet of financial planning, each specializes in a distinct discipline. They operate as a team—with each member responsible for primary tasks. They have extensive experience in business planning, succession planning, retirement income distribution, and risk management—this makes them an ideal choice for complex case design. They may have experience in institutional money management, positioning them as the primary coordinator of wealth management solutions. My background in comprehensive financial planning positions me for the coordination and implementation process.

			But this is simply not enough! This is why, despite considerable experience, I rely on the services of additional professionals to bring you advice that will help you on your financial journey. This approach is what I believe separates me from the other choices you have and what will give you the highest probability of aligning your most important goals with your most deeply held values.

			I have access to a team of specialists in a wide variety of disciplines. These individuals and firms are not affiliated with my firm but have been carefully screened and have passed rigorous standards for skills, ethics, professionalism, and client service. All understand the process and services, and many have experienced the Financial Road Map® process for themselves. Since I consider myself a “life planner” who specializes in money, and the fact that quality of life extends well beyond the financial world, my list is not limited to only attorneys, CPAs, mortgage brokers, real estate professionals, lenders, and trust officers. It also includes physicians, who specialize in longevity, dentists, travel agents, contractors, professional clothiers, professional organizers, and other service professionals. Of course, you, as the client, always have the final decision. I am willing to coordinate with anyone you are either currently working with or may choose in the future. 

			Additionally, I rely on the coaching assistance and guidance of other nationally recognized professionals to keep me up-to-date and at the top of my game for the benefit of my clients. These resources go well beyond a newsletter subscription or access to a website. These are individuals that I have a personal, ongoing relationship with and immediate access to. In addition to email and teleconference, I also train with them regularly face-to-face. 

			Finally, I rely on the expertise of an advisory board that consists of selected clients and local business leaders. Our semi-annual meetings provide an excellent exchange of ideas and recommendations of how to improve effectiveness and enhance the client experience.
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			INTRODUCTION 

			FAR MORE THAN INVESTING

			“Dad, can you talk to my nursing class about money?” 

			My daughter Molly was nearing graduation at the University of Portland and was concerned that she and her classmates didn’t know enough about finances. “We don’t know what the real world will be like.”

			“What are you interested in learning?” I asked. 

			As it turned out, Molly was interested in what you’d expect college students to be worried about—loans, loan consolidation, and interest rates—“and how do I make sure that I am successful financially?” 

			I have spent nearly twenty-five years helping financial clients, families, and businesses plan for retirement, so this was a perfect opportunity to speak to her and other young people at the start of their careers. Besides, it was one of the first times my daughter had sought out my advice as an adult, so I had no intention of turning her down. 

			I presented a ninety-minute talk, followed by about an hour of questions and answers. Afterward, one of the graduating students told me, “I’ve been here four years, and no one has ever talked to us about money. That was the best class I’ve ever been to.” 

			My daughter was pleased, too. “I had no idea you knew so much about money, Dad!” 

			I had to smile—what did she think I did for a living? I’ve been a financial planner as long as she’s been alive. But it also made me think: with so many different jobs in the financial services industry, it’s hard to know exactly which services “financial planners” should, or even actually do, provide. 

			A key reason that I decided to write this book is that the public needs to know more about what a financial planner should do and why every family needs a good one. If I were to ask a hundred people their definition of financial planning, I would get a hundred different responses. Most would talk about stocks, bonds, and mutual funds management. Few would get to the core of it. 

			The financial media have conditioned the public to believe that financial planning is synonymous with stock market investing and performance. Yes, investing is an important element of financial planning—but it is only one of five disciplines in a truly comprehensive strategy. You also need to manage risks, plan for life in retirement, develop a comprehensive tax plan, and put in place a plan to help your family after you are gone.

			This book will examine those disciplines—as well as the principle of values-based financial planning, which is central to the philosophy of my firm, Cornerstone Financial Strategies. 

			I have been a husband and father, for better or worse, in sickness and in health. My two daughters, Molly and Sarah, both inspiring young women, have graduated from college and launched their careers. We lost their mother, Theresa, to cancer as they were entering their senior year of high school, but we have since been blessed with a larger family: I have remarried, and Beth is an amazing woman, as are her two young boys, Braxton and Bennett, who now are my sons as well. 

			Like every family, we have many goals and dreams, and they have inspired us to take the steps needed to reach them. We have examined our values to make sure they are aligned with our intentions. I have learned that the accumulation of shiny objects does not lead to happiness. Nothing is wrong with having a nice home and car and providing a good education for your children—but I strongly believe that first we should examine the “why” behind the “what.” 

			Before you do or buy or plan anything, you should ask yourself why—and whether you are meeting the standards you have set for yourself and your family. I would like to help you identify what your family’s dreams might be and to start planning together to make them happen. 

			You should strive to live your ideal life through a process that:

			
						Aligns your financial choices with your most important goals and your most deeply held values. 

					Gets your entire financial house in order and keeps it that way forever. 

					Gives you confidence that no matter what happens in the markets, the economy, or the world, you will be on track toward your goals.

					Frees up mental and physical space and time so that you can focus on the things in your life that are more important than money. 

			

			 

			



PART ONE

			THE SUCCESS FUNDAMENTALS

			Sometimes a quote is frequently repeated because it so succinctly captures a truth, and here’s one from hockey star Wayne Gretzky that can be applied to many things in life, among them investing: “I skate to where the puck is going, not to where it has been.”

			In the early years of my financial services career that now has spanned almost three decades, the market seemed unstoppable. Yes, there were some down periods, but the recovery was swift. I recall many talks with clients whose focus seemed to be on all the talk around the water cooler. A week didn’t go by without at least one client pointing out the uptick in some coworker’s portfolio. They mostly were concerned that their investment was getting trounced by somebody else’s—not whether the investment was helping to reach their goals.

			It was a classic case of trying to keep up with the Joneses. 

			The fundamental problem with chasing market performance is that by the time you recognize that a particular investment has been doing well, you likely will be too late to participate in the gain. It’s more likely that you will buy too high, and you could be in for a great fall.

			Success has little to do with beating some benchmark or index, and it has even less to do with what your neighbor’s stocks are doing. An ideal life is so much more, and it depends on the individual. You need your own index for success: What do you need to achieve in order to attain the life you want to live? If you’re living your ideal life in retirement, it is unlikely that people will be asking you, “So, what was your rate of return?” They are more likely to want to know the steps you took to attain the lifestyle you are enjoying. 

			It comes down to this: Given your resources and what you want to achieve, can you get from where you are today to where you need to be? The rate of return is not as important as you might think. Keeping up with the Dow Jones Industrial Average or with the Standard & Poor’s 500 index may not be what you need to do. You may need to do a little more—but you may also need to do less. 

			One reason that people don’t do as well as they could is that they do not truly understand the impact of risk and volatility. No one ever complains about the upside volatility. They complain about the downside. Seeking those big returns, they take too much risk and then get burned, taking their money out of the market at the wrong time.

			The financial plans that my team design are first and foremost based on what is important to you—your goals, your dreams, your values. We then examine how much risk is appropriate and acceptable to you and how much of a return you truly need to meet each goal at the right time.

			 

			





CHAPTER 1 

			In pursuit of values

			It took me years to figure out what was really important to provide to clients. After I graduated from West Point and served our nation as an army infantry officer, I worked for an international financial planning firm that did planning for members of the military. My financial advising career grew from advisor to branch manager to district manager to regional director to divisional director. In my almost eighteen years there, I managed hundreds of advisors and even more clients. 

			That’s when I was introduced to values-based financial planning. We developed a “financial road map” to define deeply held values and goals before developing savings, allocation, or asset plans. My accountability coach and I reviewed my own roadmap every two weeks to make sure my financial action steps were aligned with my values and goals. 

			It dawned on me in one of these sessions that I was not living in alignment with my values. I’d become a workaholic and was traveling constantly. I was responsible for all of our district offices west of the Rockies, including operations in Asia, the Hawaiian Islands, Guam, and Okinawa, and so I was on the road two days out of three. I wanted to grow in my career, but I was craving time with my family. I was a successful senior-level executive, but success in corporate America demands significant sacrifice. I lost more and more of my free time. I missed major events in my family’s life. I was not home for anniversaries. I was not home for birthdays. I missed some of my daughters’ water polo games.

			This focus on purpose and meaning helped me to take the right planning steps to get the results that reflected my most closely held goals and objectives. I wanted to apply this process to for clients so that they, too, could meet their most meaningful goals in life with financial support in place. 

			Even though the company had introduced values-based planning to the entire field force and was initially willing to train the company in it’s application, it quickly discovered the effort it would take by everyone in the organization. Despite their efforts, I did not believe it was truly interested in pursuing such values-based planning. Corporately, they were simply unwilling to do the work the goal required. It ultimately returned to a comfortable, known approach to help it meet its earnings goals, and I felt the focus on revolutionizing their approach was lost. Sure, profitability and asset growth are important for financial services companies, but I saw a huge gap in how to optimize meeting clients’ individual priorities.

			I felt that there must be a better way. If the company was not going to embrace values-based financial planning, then I would do so myself. I knew that I could build a practice employing it. After all those years with the company, I needed to make a change for my family and my clients. It was time for me to go. 

			I soon joined a new firm, a values-based financial planning practice, which I eventually purchased with a partner. My firm now helps clients understand what is most important to them and define their goals. We then develop customized plans that coordinate investments and risk management, in concert with legal and tax considerations. 

			We work with a team of professionals, including attorneys, accountants, insurance specialists, and wealth managers. Together, we find unified and cohesive strategies that address our clients’ needs and goals—and we check in with them quarterly, so that their plans evolve as life changes. We are, indeed, a “cornerstone” in our clients’ lives, but it’s about more than money. It’s about values. 

			“When your values are clear, your decisions are easy,” the late Roy Disney was credited as saying. I was at that crossroads when I decided to launch out on my own. As a trainer and mentor, I had been encouraging advisors to build successful practices. I had a passion for it. I had the confidence and the tools to return to private practice myself. The decision was easy because I had absolute clarity of my values at that point. Hard work lay ahead—but the decision itself was easy. I knew I could make a difference.

			I knew that I could build a successful practice based on my values—on family, on faith, on friends, on what matters to me in life. At my fork in the road, I chose the right direction. Values-based financial planning is what people want. They crave something better, something meaningful.

			I pride myself in being the type of leader who gets involved and puts his values into action. I want to be known as someone who walks his talk. It wasn’t long after I went into private practice that I was put to the test. I was not anticipating the crisis that would hit my family. I was expecting to grow old with Theresa, but I was all the more ready to handle her death now that I was focusing on my family and my values. 

			A basis for sound decisions

			When the unexpected happened, my family already had a comprehensive financial plan in place. I believe in the principles advocated by Bachrach & Associates, Inc., headed by Bill Bachrach, who conceived the concept of the Financial Road Map®. His mission was to create a corps of qualified advisors who practice values-based financial planning. 

			If you come to suspect that your financial choices are out of alignment with your goals, you will be served best by an advisor who has been trained in values-based financial planning. The Financial Road Map® process helps you uncover and articulate the values you already possess. I provide every one of my clients with a copy of Bachrach’s book, Values-Based Financial Planning.

			The people who are the best fit for my firm are financial delegators: they leave the financial micromanaging to professionals and focus instead on friends, family, community, hobbies, travel, and enjoying their lives. 

			Above all, they are passionate about their goals. They realize that achieving financial security and an enhanced quality of life requires commitment, money, time, and planning. They are ready to hear the truth about their financial situation and are committed to doing the work their goals require. 

			They are willing to accept advice. They value the teamwork and accountability that comes from a structured plan of action and the professional follow-up that successful results will require. They understand the value of true professionals and are comfortable with compensating them for their expertise. They appreciate the clarity and simplicity that comes from working with a trusted advisor who serves as the head coach of their team of professionals.

			I strive to understand what’s important to my clients about money, about life, and about values. I am not attempting to change their values. I’m not trying to talk them into something they don’t believe; rather, I am helping them to articulate what they do believe and to get that down on paper in an organized manner.

			Everybody has values, but it can be difficult to succinctly or eloquently express those values in a way that could become a map for life. That’s what I help them to do. I meet with couples who have been married for decades, and for many it’s the first time they have ever talked together about “the why behind the what.” I help them bring to the surface and into the light the values that play into why they do the things they do and what drives them. Then I help to translate those values into tangible and measurable goals. Those, in turn, become the basis for all decisions.

			I start with the question, “What’s important about money to you?” Whatever the response, we dig deeper. Here’s a typical conversation with a client:
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