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This book is dedicated to the many amazing individuals and businesses that I have had the pleasure, honor, and opportunity to work with. Each one of you is part of this story and has contributed to the creation of this book in your own way.


Thank you for being part of my story and for giving me the opportunity to be part of yours.


It is through my relationships with each and every one of you that I have realized the only true limiting factors to a person’s financial success and impact are their own beliefs in what they can accomplish.


I hope that through reading this book each person realizes that there is more opportunity to make a significant impact in this world than they could ever imagine.
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INTRODUCTION


WHY AREN’T YOU WEALTHY YET?


It’s not because you’re lazy.


And it’s certainly not because you aren’t trying hard enough.


The sorts of people who pick up this book are the sorts of people who dream of achieving wealth and devote themselves to that dream. If you’re reading this book, it means that you take nothing for granted—that you will spare no blood, spare no sweat, spare no tears pursuing your dream.


And that’s what’s so maddening.


You’ve read all the books about earning. You’ve read all the books about investing. You’ve given all of yourself to your work. You’ve given all of yourself to your dream. And yet you never seem to get any closer. Wealth is always just beyond your grasp.


Why?





For as long as I’ve been curious, I’ve been curious about wealth. What is it? How do you get it? What do you do with it once you have it?


At a young age, I started studying up. I would scour library stacks and scour bookstores, and if I saw a book about finance, I grabbed it. Anything with “wealth” in the title.


If you’ve ever read broadly about an issue, you’ll know that the difference between two books on the same topic can be vast, but if you put together five books on the same topic, or ten books, or twenty books, they begin speaking to each other. They begin presenting a unified front. A sort of common wisdom starts to emerge—in my case, the common wisdom of America’s top financial advisors.


For a while, I put that common wisdom to the test. And it didn’t get me very far.


I figured that I must be missing something. So I sat down with a calculator and checked my math. I checked the common wisdom’s math too. And what I realized was that the common wisdom was wrong. It was just wrong. The numbers didn’t add up. The path that all those books had laid out for me wouldn’t lead to wealth. It simply couldn’t.


So I abandoned that path and began creating my own. Through trial and error, I developed an approach that would bring me success. I started creating wealth.


And that made me wonder: these financial advisors were wealthy, too, weren’t they? They must have figured out the same thing that I’d figured out. So why hadn’t they written about it?


I knew myself well enough to know that I wasn’t some kind of math savant. If I could figure out that the common wisdom was wrong, so could all those financial advisors who were promoting it.That meant that financial advisors’ strategies were wrong, they knew their strategies were wrong, and they kept promoting those strategies anyway.


When financial advisors promised that their tactics would generate wealth, what they meant was that their tactics would generate wealth for themselves—not for their clients. Not for you. Not for me. It was almost like the people who had created wealth didn’t want to tell anybody else how they’d done it. And that just seemed wrong to me.


So I started a firm devoted to helping people achieve what I’d achieved. And I discovered that even more than I enjoyed getting out of bed to generate wealth, I enjoyed getting out of bed to help others generate wealth—to make an impact. Sure, a part of me worried that doing this kind of work would mean putting my own wealth generation on hold. But as it turns out, if you’re good at helping people, you can get paid really well to do it.


A decade later, my firm has worked with hundreds of business owners, medical and dental practice owners, consultants, and professionals, helping them to better understand wealth and the strategies they can use to attain it.


While commission-obsessed financial managers will walk right past the bullpen to get to the corner office, it’s our mission to work with the entire team: the owners, the executives, the managers, and the assistants alike. Because everyone deserves access to wealth. And, contrary to common belief, professional titles have no bearing on your potential to achieve wealth. The bars to entry are the same for all of us. And the potential for success is the same too.





You would think that business owners would have an easier time building wealth than their team members, but the reality is that there’s no difference. All of us are running in the same rat race. All of us share the mindset that if we just work harder, if we just put in more hours, if we just keep grinding, we will eventually earn enough income to generate wealth.


And all of us are wrong.


Without clear strategies and clear targets, that approach will never work.


You may be familiar with Parkinson’s Law, which says that work expands to fill the time available for its completion.1 Well, the same goes for money: our expenses generally rise to the level of our revenues. We spend what we earn. And as a consequence, we never have the opportunity to accumulate and grow wealth. That’s true on the individual level and on the enterprise level.


For the sake of simplicity, let’s say that to you, wealth means saving up a million dollars.


When we’re given raises at work, most of us look at those raises and see spending opportunities: opportunities to buy that car, to buy that house, to upgrade our lifestyles. So we never save enough to hit that million-dollar mark. And even when we do spend carefully, on average, it takes the most diligent savers twenty years to put away a million dollars.2, 3


For most of us, that means that if we ever do make a million dollars, we won’t be seeing that money until retirement. And, as it turns out, a million-dollar retirement fund isn’t all it’s cracked up to be. If we assume a 5 percent investment return, we’re only going to be yielding $4,000 a month before taxes. And more than a quarter of that monthly stipend will be eaten up by our mortgages and other housing costs.4 So, really, we’re looking at about $2,500 a month.


Not exactly lavish.


This is what I’m talking about when I say that the numbers just don’t add up. Hard work and frugality won’t necessarily get you a million dollars. And, even if they did, a million dollars still wouldn’t make you wealthy. Once you get there, you realize that you still have a long way to go.


The same is true at the enterprise level. As business and practice owners, we tell ourselves that growth is the key to wealth: if only the business were bigger, I could generate the income that I need to be wealthy.


But just as individuals use their raises to improve their lifestyles, business and practice owners use their profits to improve their companies. As soon as money comes in, the first thing that a business owner does is reinvest that capital. We reinvest to grow. And when we grow, we reinvest again.


The upshot is that there’s never any cash. It’s always being used for something else.


Our intentions are good: we aren’t spending recklessly, we aren’t living large—we’re investing responsibly. But at the end of the day, while our businesses may grow, we won’t. We never tend to generate true wealth.


For both the individual and the owner, the expenses are always rising to meet the revenues. So we never make any progress, and we keep repeating our daily rituals at ever-ascending levels of intensity. We get up, we get dressed, we commute, we work, we commute, we sleep, and we do it all again. We work harder. We put in more hours. We grind, and we grind, and we grind, and yet we never achieve true wealth.


The problem is that it’s never enough. We set benchmarks for ourselves—goalposts that we define as wealth—and then we get there and we realize that we still aren’t wealthy. So we move the goalposts. Again and again and again.


You can’t build an effective strategy that way. The target is always moving. If the target’s always moving, you can never hit it. And if you can never hit it, then is it really a target at all?


You need to figure out a fixed definition of wealth, or you’ll never be wealthy.





Our lives are so short—our time so precious. It’s crucial that we focus on the things that matter. That’s why we chase wealth: because we know that wealth will help us make the most of our lives.


But for most of us, the chase isn’t going well. We know more now than we’ve ever known before. We’re working harder now than we’ve ever worked before. And yet, we’re still no closer to wealth. We’re spinning wheels. Losing time.


So we come back to the question that got us here: Why aren’t we wealthy?


It’s not because we’re lazy.


And it’s certainly not because we aren’t trying hard enough.


It’s because our definition of wealth is always changing. Which is to say that we don’t know what wealth is. And you can’t really chase a thing—you certainly can’t catch a thing—if you don’t know what it is.


You can’t possibly achieve wealth until you understand what it is. And as soon as you understand what it is, the path for pursuing it becomes clear.


As this book will demonstrate over and over again, philosophy matters. The way we understand the world dictates the way that we interact with it. As our notions of wealth evolve, so do our strategies for pursuing it.


That’s why it’s so important to ask: What is wealth? Why do we want it? How can we get it? And what are we supposed to do with it once we have it? Those are the questions that this book will investigate.


Answering those questions will certainly involve a philosophical exploration of what we mean by “wealth.” And it will also involve a practical exploration of the immediate actions that you can take to improve your fortunes. As we’ve seen, the two are fundamentally bound to one another: if your theories change, your practices must change too.


Over the course of the next five chapters, we will see that people pass through five discrete stages in their pursuits of wealth. At each stage, their understandings of wealth evolve, and their financial management strategies evolve too. We’ll see how people transform from Dreamers to Settlers to Risk Takes to Managers to Humanitarians. We’ll see the philosophies that get them there, and the strategies that follow. We’ll discover which strategies are weakest, and why they fail; which strategies are strongest, and why they succeed. And, in the end, we’ll discover not only the key to wealth, but also the key to a life well lived.


Because rolling out of bed without a clear mission, without a clear sense of purpose, without a defined target—doing that every day, doing that every year—makes for a shitty existence. But when you wake up with a mission—when you know what you’re doing and why you’re doing it—you get to start enjoying the best of what life has to offer.





I’ve been in this business for nearly two decades, and in that time, I’ve worked with hundreds and hundreds of people. Those collaborations—the ones that failed and the ones that flourished—have taught me that people generally show up in the world with one of three attitudes.


The first attitude says, Poor Me. These people have got something from their past that’s still nagging at them. It won’t let them go. Or, more correctly, they won’t let go of it. Maybe it’s the divorce they had way back in 2002. Maybe it’s a market loss they suffered in 2008. Or a late-nineties real estate deal gone bad. And maybe it isn’t ancient history. Maybe it’s the debt they got into five years ago or the job they let go of five months ago. It doesn’t matter. Because if they can’t shake the past then it’ll shake them—it’ll shake them down for all their worth and nobody will be able to help them. Not me, not their spouses, not their kids, and certainly not their money managers. So that’s the Poor Me approach to life.


The second attitude says, Leave Me. As in “leave me be.” These guys think they know it all—that they’ve got it all figured out. And what they don’t have figured out, they think nobody else can teach them. Sometimes they’re lazy, but usually they’re just suspicious or self-satisfied—they either can’t believe or they can’t stand the possibility that someone out there knows more than they do. They’re so scared of being sold something that they won’t listen to anyone. You could point to the sand they’re standing on and tell them that there’s a million dollars buried in the ground, just inches beneath their feet—that the money’s theirs just so long as they’ll dig for it. And these people will cross their arms, smirk, and say, “No way am I going to waste time digging. Do you have any idea what my hourly is?” They say Leave Me, and I say fine. You’re on your own.


And then there’s the third attitude—the one that says, Transform Me. These are the dreamers—the people who aren’t wrapped up in the past, but instead are wrapped up in the future. They’ve got some kind of a vision—maybe not a clear vision, but a vision nonetheless—and they’re willing to do whatever it takes to turn that vision into a reality.


They’re never satisfied unless they’re learning, unless they’re growing. They’re always reading, going to seminars, and challenging their most deeply held beliefs. Because, for these people, life is about building and becoming.


They know what they want to build. They know what they want to become. But they don’t know how to do it. They don’t know where to start. If someone would just point them in the right direction, they’d be willing to run for days without stopping.


I’ve devoted my career to working with these transformative people. I built my company for them. I wrote this book for them. And I hope that you’re one of them. Because if you are, then you’ve come to the right place.


This book’s for you.
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LIFE IS SHORT, and we’d rather spend it enjoying wealth than spend it pursuing wealth. That’s why so many of us have this ambition to acquire wealth as quickly as we can.


For me, for my clients, and I hope for you, that ambition comes with extraordinary faith: the belief that anything’s possible if we try hard enough.


This first stage of the journey toward wealth is populated by Dreamers—people who reach for the stars, who swing for the fences, who will do whatever it takes to achieve their goals.


That commitment to our dreams and that faith in our possibilities is crucial for success. We have to carry that with us for our entire journeys, or we’re lost. We have to hold onto our visions for what could be: the toys we want to buy, the trips we want to take, the businesses we want to create, the lives we want to lead, the legacies we want to leave behind. Without those dreams, why pursue wealth at all?


Dreamers are the best of us. They have the boldest visions and the biggest potential. And most important of all, they have focus. Unparalleled, unrivaled focus.


That focus is remarkable, admirable, enviable, crucial—but it’s also more than a little bit dangerous. Because focusing on the wrong strategies can get us into big trouble. And, unfortunately, focusing on the wrong strategies is a cornerstone of this first stage on our journey toward wealth.


As far as the Dreamer is concerned, the fastest way to generate wealth is to earn more. The individual fights for a raise, the business owner for a better quarter. The Dreamer says that if only they had a better salary, if only they had higher revenues, if only they had more cash, then they would be wealthy. The dreamer figures that all they have to do to increase their wealth is increase their income.


Over the course of this book, we’re going to see again and again that philosophy and practice are tied together: what you believe determines how you behave. So if you believe that income is the key to wealth, then you’re going to put all of your attention on what’s coming in. And you’re going to put exactly none of your attention on what’s going out. Namely, you’ll be so focused on your earning that you’ll neglect to care for your spending. And that goes both for individuals and business owners.


For the individual, the thinking usually goes that if I could just get a raise, just earn a little bit more—just inch up from $50,000 a year to $70,000 a year—then everything would change. But it won’t—at least it hasn’t for the hundreds of Dreamers with whom I’ve worked. In my experience, when your income goes up, your spending goes up to match.


That’s not because Dreamers are irresponsible with their money. It’s just because they’re focused on their earnings and not on their savings. When new money comes in from raises and bonuses, Dreamers take those income bumps as opportunities to address big-ticket expenses that they’ve been putting off: they buy a car, they buy a home, and suddenly all of that new income has vanished.


And we see the same thing play out at the enterprise level all the time. For the entrepreneurial business owner and the dental/medical practice owner, the motto goes, “If I could just get revenues up, then I could finally start accumulating wealth.”


How will they drive up revenues? Well, they’ll invest more in marketing, invest more in team, invest more in product development. All terrific strategies for growth. And all incredibly expensive.


Every dollar you have, you spend on enterprise growth. And it works. Your business grows. But you look at your bank account, and there’s nothing there. Because you’ve just spent it all.


So you figure that the problem is that revenues still aren’t high enough. You’ve got to grow the company more. So every dollar that comes, you spend on enterprise growth. And it works. Your business grows. But you look at your bank account, and there’s still nothing there. Because you’ve just spent it all. Again.


It’s a vicious cycle that never generates any actual ROI. You never have any cash. That means that you never get to develop any kind of savings. And that means that when rainy days come, there’s no emergency fund to dip into. Which means debt. Lots and lots of overwhelming debt.


Such is the unfair, unfortunate fate of the Dreamer. You give all of your time to your work. You neglect your family for your work. You neglect your marriage for your work. You neglect yourself for your work. And all you have to show for it is debt.


Why? Because you’re focused on earnings.


Both for the individual and for the owner, as long as your attention is on driving up income, you’ll never be able to get any wealthier. You’ll be stuck in survival mode forever, never building toward a legacy, never creating any kind of impact, and never getting to enjoy the fruits of your labor.


To get ahead, you need to start by changing your focus. You need to start by asking the right question.


ASKING THE RIGHT QUESTION


When bedtime comes around at the Morin house, we don’t read our kids Dr. Seuss books. We read our kids books about wealth and personal development. And, believe it or not, they love it. Just a few nights ago, my six-year-old daughter raised her hand and asked, “Daddy, what’s a capital investment?”


Children don’t lack capacity; they lack teachers. Financial philosopher Jim Rohn said that.


Anyway, I once asked my eleven-year-old son whether he believed that you could get wealthy by playing the lottery. I was trying to teach him a lesson about gambling. But you can’t teach kids anything. They’re just too damn smart.


“It depends,” he said.


“On what?” I asked.


“It depends on what you do with the winnings.”


Then he went back to his YouTube show.


My son had driven right past my gambling lesson to make a larger point: that income is irrelevant. Win the lottery, don’t win the lottery, it doesn’t matter. What matters is what you do with the money that you’re left with. Whether that’s your total savings plus a million-dollar jackpot or your total savings minus the cost of a lotto ticket. Also, the key to creating wealth is the knowledge you gain along the way to create wealth. When you just win the lotto, you did not “become more” and therefore do not know how to manage it.


The question isn’t What do you earn? It’s How do you manage what you earn?


So says my son, and so say I.


I’ve seen this play out at work time and time again. I’m always meeting people who’ve won the salary jackpot, but haven’t managed to generate an ounce of wealth. They’re too focused on earning—never focused on managing.


Recently, a potential new client got in touch with me—a Connecticut-based executive who wanted my help generating wealth. Before we met, I asked him what had prompted him to reach out. All he said was, “Cash flow problems.”


So he flew down to Atlanta to meet with me. We chatted a bit, learned a little about each other. And then I started doing some top-level data gathering.


“About how much would you say you spend per month?” I ask him.


“Oh, just a second,” he says. “I’ve got some notes here.” He pulls out his phone and swipes around for a moment. Then he says, “Okay. I’ve got it. What was the question?


“How much do you spend per month?” I ask again.


He has to squint over his glasses to read the screen. “$197,000,” he says.


“No, no. Per month,” I say.


He squints at the phone again, then nods. “Yep. $197,000 a month. Give or take.”


For all intents and purposes, this guy has won the jackpot. In fact, if you do the math, he’s got to be winning the jackpot three or four or five times a year in order to sustain that kind of spending. But, like my eleven-year-old son says, it all comes down to what you do with the winnings. This guy has virtually nothing in the bank because he doesn’t know how to manage his money.


I first encountered this problem when I was about twenty-six or twenty-seven. I was working in the mortgage industry, operating out of a high-end country club. From my little office, I’d watch the club members golf out on the green, and I’d dream about someday earning what they earned.


The members at this country club and the people who came into my office seemed like they were impossibly wealthy. Fancy cars, fancy clothes, coming in to buy fancy homes. I’d look at them and wonder why they’d need a mortgage at all. I figured they could probably buy new houses with their pocket change.


And then I’d look at their bank statements. And I’d see nothing. Just nothing. Sure, money was coming in. Lots and lots of it. But lots and lots was going out too. And the upshot was that these people didn’t have five bucks between them. Not that that mattered of course. These were the days of 100 percent financing, so they’d put zero dollars down and pocket the keys to their new megamansions—complete with pools, tennis courts, indoor theaters, the whole deal.


How they paid for groceries, I’ll never know.


There was just one exception—a couple that I’ll never forget.


Well, I do often forget their age: I know that they were in their sixties, but in my mind’s eye, they’re always twentysomething newlyweds. Because, unlike most of the couples I worked with, this couple seemed like they were actually happy. They were all over each other, kissing and smacking each other’s butts.


I figured that made some kind of sense: I’d be glowing and frolicking, too, if I were about to be handed the keys to a megamansion that I couldn’t afford.


But then I looked at their bank statements, and I realized I was wrong. They could afford their new home. In fact, they could afford to buy this new home, burn it to the ground, rebuild it, burn it to the ground, and rebuild it all over again. They had put $32 million in the bank—and those were just their liquid assets.
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