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Mastering Your ROI 

Call #1: Baseline 

[0:00:00] 

Sue:  And that way we can get started. Alright, I'm really glad that you're here 
today. I want to acknowledge you for investing in taking a look at how you 
can maximize return on your investment.  

 So when it comes to investing, we're investing our time, we're investing 
our energy, we're investing our money and every time we make an 
investment, we have an expectation of return. Whether that's conscious or 
unconscious. And the idea of this program is to help us be really 
conscious about what our expectation of return is. How we can set 
ourselves up to have the maximum return possible so that when we're 
investing our precious time, which is a non-renewable element and our 
money, which is always renewable, but let's face it, it's easier if we get our 
return the first time around. That we're actually getting what it is that we're 
hoping for so that we can truly do one of two things. First is to create the 
lifestyle that we're interested in. For each of us that's a different picture 
and a different story. 

 And so I'm talking about lifestyle. I'm talking about everything from how 
many hours you want to work in a day, how many people you want to 
impact in your lifetime. What kind of house you want to live in. What kind 
of school you want to send your kids to, all of those are lifestyle choices 
for each of us. And what's important is that we're actually creating what we 
want instead of feeling like it's being created or we're, you know instead of 
feeling like the tail’s wagging the dog, we want to make sure that we're the 
ones that are driving what's happening with our investment of time, energy 
and money.  

 So this five weeks that we're going to spend together are all about the 
steps that are important for us to be conscious of. Maximizing the ROI is 
always a process. So just know that. Every time you make a step up or a 
shift then what happens is, you just simply have duel questions, different 
questions, more zeros, less zeros, whatever it is for you, that you're 
beginning to ask these questions about again. So the beauty of what we're 
going to cover in these five weeks is it kind of gives you the blueprint or 
the footprint, if you will, for you to be able to ask those questions and you 
have perimeters that will help you make sure that you're actually creating 
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what it is that you want to create. Both in your business life and in your 
personal life. Because one feeds the other.  

 As entrepreneurs, we know that our businesses are the, probably the 
largest investment that we make. The largest investment we make of our 
time, of our energy and our money. We do have, because of the impact, 
we know we can make with the people we are uniquely designed to serve. 
And so we want to make sure that we're able to continue to impact as 
many people as we feel called to have that impact with.  

 So that's what these five weeks are about. Our calls are the same time, so 
its 10 o'clock mountain time every Thursday morning for the next five 
weeks. And everything will be recorded and the handouts and the 
recordings will be available to you in a password protected page. I believe 
you have access to that page now and if you have any questions of need 
any support along the way with this program, you can always email Susan 
at wealth, wealth@thecfoagency.com. And we'll make sure we get your 
questions answered right away. The call formats are going to be an hour 
and a half long and the first hour I'll be sharing with you some content, 
we'll be walking through a lot of the handouts that are placed out in the 
customer club, for lack of better, I don't know what else to call it for you. 
And so if you have the opportunity to download those items prior to our 
call then you'll have something that you can make your notes on. If not, 
just know they're always there for you as well as the recording of the 
previous call.  

[00:04:44] 

 So hopefully yesterday or maybe even this morning you had an 
opportunity to walk thought the money principles assessment. So where 
we're going to start today is with mindset. Because how we look at things 
and how we come at things is the first place of awareness for any of us. 
We all have what I call money principles. Those are the guiding beliefs 
through which we're making decisions around how we're investing. And 
when I say investing, I'm talking about absolutely every expenditure. So 
whether you're choosing to buy paper at staples versus office depot. Or 
whether you're choosing to buy a phone service from provider A versus 
provider B. All of those are investment decisions that goes towards your 
bottom line. We'll talk a little bit more about that as we go along today. So 
the assessment that I shared with you yesterday is designed to help you 
kind of thing through how you are really thinking about things versus how 
you think you're thinking about things.  

 All of us are masters at telling ourselves the stories that we think we want 
to hear and the truth is numbers are black and white and they will tell the 
story for us. And so we want to be able to learn how to get connected with 
those numbers in such a way that they're empowering us to be able to 
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make good solid decisions at every point of investment. So some 
investments we look at you know, every week. Some of them we look at 
once a month. Some of them we look at once a year. But the bottom line 
is every investment has a return and we want to know consciously instead 
of unconsciously that that return is getting us what we desire to have in 
our life.  

 I am going to have time for questions. We do have the chat room enabled 
if you are actually on the web and so you can either post your questions in 
there or you can write them down and save them until the end, just so you 
don't forget them. And we can address them at that time. So feel free to 
use that chat function as well as with the long -- just know that we won't 
look at it till I got through all of the content. And then the other thing is this 
morning I will ask you some questions so my hope is that you will feel free 
to engage and be a part of the conversations today because that's what 
will help me to know that I'm actually truly giving you the information that's 
most important for you to have through this time. 

 I don’t know we've had some people register for the class that won't be 
able to attend live, they're going to be listening to recordings and emailing 
their questions after the fact. But it's really important to me that you are 
comfortable asking questions so that I know that I'm serving you in the 
best way possible with this program. So if you had a chance to fill out the 
'Money principles assessment' last night, did any of you have any AHA's if 
you will? Did some questions make you uncomfortable? Did some 
questions, think oh yeah, that's me? Or those kinds of AHA's if you will as 
you were filling it out? 

 What I'm going to do is I'm going to unmute everybody so that you can 
speak up as you would like. To mute yourself you simply push star six and 
then if you want to come back in then you just hit star seven and that will 
bring you back in. So if you do have background noise, once I hit the 
unmuting everybody, please go ahead just hit star six and then you can 
kind of control that, whether you're live in the call with us or not. Okay, so 
I'm going to unmute everybody and if you had some AHA's when you were 
filling out that 'Money principles assessment' maybe you could share 
some of those with us. Anybody have anything that popped up for them? 
Don't be shy. Okay, well I know for some of my clients as they go through 
this process, there's some people that can go through the assessment, 
they just answer the questions boom, boom, boom, boom and they're 
done.  

00:09:56 

 And there's some people that walk through the assessment, every 
question is a, it's quite a thought process. In other words sometimes these 
are things that we've never really thought about. We never stopped to 
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think about it. Some of the questions are also designed, they have two 
pieces to them. And it's like well if there was just this one piece, you know 
I would feel about it this way but because this other piece is in there, now I 
feel about it that way. And that's one of the things about dealing with 
money is there's always two sides to every story, right. There's always two 
ways to look at something.  

 Actually there's more than that, but in this scenario that's what we're 
looking at is, what are the things that you're very conscious of and what 
are the things that are blindsiding you? So the reason that I love to go 
through this process and I do this with all of our CFO level of clients 
because what's important to me is that we're all on the same page of 
awareness about what's informing some decision making processes.  

 And when it comes to money principles, there are two sides to everything. 
There's the nature side of us, which is what this assessment help to 
uncover. And we're going to talk about that here in just a minute. And then 
there's the nurture side of us. Which is the life experiences that we've 
each had and those experiences inform us, kind of send us on a trajectory 
if you will of the choices that we're making. Those life experiences can 
always be re-framed if you will. We can always step back some times. It 
takes doing it with an outside set of eyes and ears. But we can always 
step back and look at what is it about that experience and how can I frame 
that experience so it's empowering me to move forward instead of keeping 
me stuck or having me not play the game that I really want to play. Or 
being afraid when I really don't need to be afraid. What I find about money 
is that most people are in a better place than they think they are, it's just 
the stories that we tell ourselves that has us thinking in a way that's not 
quite as supportive as it could be. So that's the nurture side of things.  

 The nature side of things is how do we actually do this thing called life. 
How are we hard wired if you will. And so this assessment was designed 
to help you have some understanding of how you're hard wired. And when 
you were complete with the assessment there would have been some, 
what are called money archetypes that were identified. If you've never 
worked with archetypes before, there's archetypes, the study of 
archetypes, have been around for many many centuries but the idea of 
the archetype is to kind of give you a visual. It's not for labeling, it's for 
understanding. We all like to think in pictures and compartments if you will 
and what this gives us is a framework to think about how we personally 
come at money.  

 Now all of these archetypes, each one has the same capacity to generate 
exactly what they want in life and each one has uniquely gifted skills or 
uniquely gifted strengths and also with that comes challenges, right. Too 
much of any good thing always has another side to it. And that's the piece 
that we want to try and be really conscious off. So in the archetypes you're 
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top three archetypes are the ones that are truly informing how you're 
behaving when it comes to this thing called money. And the very last 
archetype is the one that is so second nature to you, it's probably a 
muscle if you will that's gone to sleep. In other words the strengths of that 
archetype are probably not consciously being used today in order to help 
you to achieve the goals that are on your heart to achieve. So I'll share 
with you what my archetypes are and then maybe if somebody would like 
to also speak up and share what those are, I'll kind of give you an 
awareness if you will of how these are informing how I work with things in 
my company.  

[00:14:55] 

 Knowing my team and how each of them work together is also very helpful 
because each of us is uniquely gifted with different strengths and 
challenges. And we want to be able to complement one another rather 
than budding heads together. So my top archetype is to nurture. And on 
the customer hub there is some sample, cards if you will, that will tell you 
a little bit more about each one of these archetypes. And has anybody 
been able to find those cards in the customer hub yet? 

Client1:  No. 

Client 2:  Not yet. 

Sue:  Do you have the access to the customer [00:15:53] [break in audio] 

Client 1:  No 

Sue:  No, okay so hopefully, I know I got an email yesterday that told me what it 
was and maybe that would be helpful for you. Let me see if I can get out to 
that. Anyways, while I'm trying to do that, let me give you a little bit of 
insight. See if I can multitask, it's not always my best thing. It's that as a 
nurture, my strengths are sharing and compassion for others. In other 
words I love to be able to make sure that everyone is take care of. I think 
that's a piece of why working with money has done something that, it's 
been so rewarding for me. Because money is one of those things that 
touches every area of our life. And for most people it's not something that 
is a positive experience. And so my work in the world is to help people 
have a more positive experience on this tool called money so that they 
can truly have the impact in the world that they desire. Okay so the page 
is, if you go to theCFOagency.com forward slash and then it's mastering 
dash ROI dash course, C - O - U - R - S - E, dash members. I think we 
need to get a tiny URL for that, what do you think? [laughing]. But 
anyways, if you go to that page, so let me just say it one more time. 
theCFOagency.com forward slash mastering dash ROI dash course dash 
members, with an s.  

http://thecfoagency.com/mastering-ROI-course-members/
http://thecfoagency.com/mastering-ROI-course-members/
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 Then the handouts are there. And one of the handouts is called 'Money 
Archetypes' and that's what I'm going to be referring to in these next few 
minutes as we're talking about the archetypes and how they can inform 
our decision making when it comes to money. So as a nurture for me, I 
love to give, I'm very devoted to my clients and to the work that I do and 
I'm always reliable. I think that comes from being a bean counter, you 
know, that's just part of my nature. But the challenge is that I can feel the 
need to rescue people.  

 So how would that show up in my business? Well it shows up as allowing 
people not to pay me on time and that took a while to clean that one up 
once I was really clear on I'm not really helping anybody. And I did not set 
my company up to be a bank. So it's one of those things that learning how 
to create, really clear money boundaries. For me, the learning that came 
from that for me was understanding that that is actually a way for me to 
demonstrate my caring. And so, you know, often times the other side of 
this is if I take care of everybody else and I don't take care of myself, 
there's a level of martyr done in that too, right.  

[00:19:46] 

 And again I have to look at what if my underlying need in behaving that 
way and then the truth is, if I didn't have people paying me on time, then I 
wouldn't be able to pay my employees on time. By not paying my 
employees on time, we couldn't provide the service that we're providing 
and now I don't get to have the impact and I'm probably going to work 
really long hours and not do my job in the way I want to see them. So 
that's where the nature of the nurture is truly to be of service and to care 
about others. But if I don't manage that caring so that it's healthy then it 
can become an issue and that's the blind side. That's the side I really want 
to pay attention to.  

 My second archetype is the ruler. The ruler has this huge desire to 
achieve. Now for me, for many many years my ruler is what was driving 
me. In the work that I was doing is the desire to achieve. When I was able 
to step back and operate more from a space of truly being a nurture and 
being of service to others was when my business expanded in a much 
different way. So I learned how to invest my time in a different way. 
Because you see a ruler, they're courageous, they're visionary, very 
determined. However they never stop to smell the roses, right or the 
flowers. And money is always one of these things that's constantly on the 
move. And that's true for me.  

 And my third archetype is the maverick. Who's really clever and 
flamboyant and charismatic and loves developer and structuring deals and 
learning new things and that was my ruler when I didn't stop to take care 
of myself along the way, made for a lot of chaos in the return that I was 
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getting. Which meant that I wasn't actually living the life that I truly desired. 
I didn't even stop long enough to smell the roses if you will, to be able to 
say, you know, what is it that I really want. Because I do truly value 
peacefulness. I love order and calm and to be fully present. And when I 
was able to structure my company to have the ROI that is important for me 
to create, not only for the lifestyle for myself, but also for my team. And 
then help my clients to do the same thing. That's where there was a sense 
of accomplishment and a sense of peace and true joy and actually 
creating the life that I desire. My funnel archetype is the connector.  

 And the connector is one who has true faith and optimism. And when I 
was having my ruler drive everything that need to achieve, my faith and 
optimist was just something I just didn't think about. Everything got 
achieved because I made it happen. The truth is and we can receive in 
life, there's a lot more joy and receiving money is a piece of that. So those 
are how my archetypes inform me. The archetypes that are in the middle, 
we don't typically pay attention to, but I do want to address each one of 
them.  

 So for example the romantic. I have a client who is a true romantic and the 
romantic is the person who loves all the pleasures of life. The luxury, the 
abundance, full arm pleasure seeking. And that's a 24/7 thing for her. And 
so what the challenge for her is, is that money can just fly right through her 
hands, right. Because as she's making it, she's investing in those 
pleasures of life which truly bring her joy, but without any boundaries that 
set her up to win for a long term financial success, for a longer term 
financial future that is solid.  

 So for her that was something that, you know, looking at all of her 
archetypes, because she also has the maverick in her top archetypes. 
How can the maverick look at making her money go to work for her in new 
and different ways that will keep her romantic happy, but at the same time 
create that long term success for her that she's looking for, because she's 
got a young daughter, she's got a business that she's looking to grow. 
Because she has some big goals in the world and she wants to have a 
large impact. And she knows in order for that to happen, she's got to learn 
how to manage this thing called money in a new and different way. How to 
manage the tool.  

[00:25:13] 

 An optimist is somebody who is very positive. They're always looking 
outside of the box. In other words, money can come to them in unique 
ways and they don't have to have it look a certain way. So they're a lot 
more go with the flow kind of thing. However, transforming this into 
financial success can be a challenge for them. So in other words it's juicer 
if you will to be in the idealism and the transformational work and you 
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know, that deep changes in the world that they can make but not looking 
at the practical side of okay, but now I have to learn how to use this thing 
called money so that I truly can do the work in the world that I'm called to 
do so that I truly can for a long term basis take care of myself and others. 
Often an alchemist is that's what's running you completely will allow other 
people to take care of them financially. I see this a lot in woman owned 
businesses where, oh well, my husband's company takes care of all the 
bills or provide for our family and so I'm just going to dabble in this thing 
over here called my business. And when I say dabble, I mean I've seen 
people do this, that six figures, I've seen them do this at half a million and 
where the dabble comes in, is there's not money at the end of the day. 
There's no bottom line at the end of the year. And so we want to take a 
look at you know, how can we shift this up for you and what are the other 
archetype strengths that you have that we can pull on in order to shift that 
up. 

 Another archetype is the accumulator. This is your inner banker. This is 
the person who loves to work with money, they have a lot of respect for 
money. Typically have lots of money in the bank. But it can also be 
something that keeps them very fearful, right. That they're afraid that that 
money will disappear or they hold on to it so tight, they never can grow. So 
typically the accumulator, while they're really good at balancing the 
checkbook and making sure that everything is taken care of, they never 
get to make the impact in the world that they desire because they're afraid 
to invest in order to make it happen. So that's where you know, getting 
really clear on, for the sake of why are you doing all of this. Because the 
money, it's not for money. None of us do anything for money. What we do 
is we do things because of what the money if the world will make happen. 
And that further, you know, we go back to we want to get really clear on 
what do you want? What kind of house do you want? What kind of car do 
you want to drive? How much money do you want in the bank in order to 
feel safe and secure? What kind of investments do you want to have? And 
we'll talk about that in light of these archetypes here in a minute. All of 
those things gets formed by how we're using these archetypes.  

 And the last one is a celebrity. And the celebrity is that, you know, your 
inner big shot. That person who loves to be out in the world. Who's like the 
piped piper or this is great, come on let's make it happen. They're 
confident and magnetic and they have really strong leadership skills. The 
problem is that they're often compulsive and it's more important to them to 
look good than it is to manage money so that it gives them a long term 
foundation. So one of the things that is a challenge for them is to look at 
you know, how do I lead and be seen and enjoy the spotlight and at the 
same time learn how to value this thing called money so that I could truly 
lead in a new and different way. Every one of these archetypes has a way 
for us to look at. 
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 A: How we handle our financial management, which we'll talk about in a 
minute.  

 And then B: What are the kinds of investments that we want to participate 
in? 

[00:30:06] 

 So for example, some people need things to be on the go, fast and lots of 
pop and sizzle, such as the celebrity, the optimist, the maverick. Loves 
things to be complexed, love things to be on the move. These people are 
more likely to love creating a big company. They're more likely to love 
flipping real estate instead of buying it for long term hold and play. They're 
more likely to engage in stocks and bonds than you're accumulator or your 
nurturer who like things to be a little bit slower. Like I personally love long 
term hold and play real estate. I think it has a spot in everybody's financial 
picture long term. However I understand the game of flipping, I understand 
the game of, well there's all kinds of games in real estate. It's the same 
with your business, you know.  

 For the sake of what are you in business and what are you creating with 
your business. So let me explain that a little bit. A business can be either a 
cash machine, in other words what you're creating with your company is 
an entity that throws cash. You're not building assets, you're not building a 
big team. You're not replacing yourself with systems and people. What 
you're building is something that is probably around you, a lot of coaching, 
consulting, lawyers, doctors, are building a cash machine when they're 
actually building their business. It's not something that they're looking to 
sell down the road. They're looking to have this generated cash flow for 
them. That cash then comes into their personal life and they look to invest 
that cash in other ways. For people who are building their company as an 
asset, what you're looking at is creating the long term systems, structures, 
people where one day you step out of the company and it continues to run 
on its own two feet without you.  

 That is an asset that can then be sold to another party, which, you know 
sometimes it's a family transfer, sometimes it's a sale in the market place 
but you’re selling is the system, the structures, the good will. Good will is 
simply your client list, what your average sale power over the years. All 
those kinds of things. The more solid and long term you have built those 
systems and structures, the higher the value of that asset. So you can see 
investing in that is much different than investing in a cash machine. And 
what you want to do is to be really clear in how are you investing.  

 Because all of us are going to invest a lot of time when it comes to 
developing either the cash machine or the asset. When you're building the 
asset, you're going to also be investing more dollars and cents to create 
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those systems and structures. People will always be your biggest 
investment. Every time you have a person on your team, whether they're a 
contractor, whether they're a vendor, whether they're an employee, there 
is a return on that investment and we want to be really clear what that is. 
So those are the structures if you will around building a company and then 
you want to know how you as the owner are showing up. As a nurturer 
one of the things I did in my company for a long time was I paid my team 
more than I paid myself. Because it was important to me. 

 These people were counting on me for the livelihood of their families, right 
[chuckling]. But what was more important is, and we've all heard this is 
you have to put your own oxygen mask on first. And how did I learn that, 
with my ruler. The strength of my ruler are what helped me to switch that 
around and the creativity of my maverick were part of what helped me to 
switch that around. Now they are benchmarks in the development of my 
company so that I know that with cash flow for everybody, myself 
included. I suit myself first, which is important, so that my family win, my 
clients win and it's a long term stable platform that can be scaled over time 
because that's my goal, is to build this asset long term.  

[00:35:04] 

 But it took becoming very aware of how I was making decisions. Because 
to me, taking care of your employees is a good and noble and right thing, 
right. We don't think there's anybody out there that would say it's not. So 
then it's a matter of looking at how are you structuring this so that you are 
truly winning. Okay, so I've just given you a lot of information and before 
we step into now, how are some was that we put this into practice in our 
life, I want to see if anybody's got any questions. So I've just unmuted 
everybody, if you've got questions or some thoughts or questions or your 
archetypes.  

 Don't be shy. This is your opportunity. You guys have got me for the next 
five weeks. So I want to make sure that I'm getting you what is important 
for you and the way I'll know that is by the questions that you're asking me 
or even the comments that you have. So does anybody find this helpful 
information? Or is it information that you're aware of already? 

Speaker:  Okay, can you all hear me okay? Somebody could just say yes or no. 
Hello, can you hear me okay? 

Client 3:  Yes, but can you hear me? 

Sue:  There you are, yes, I can hear you. 

Client 3:  Great. 

Sue:  Thank you for speaking up.  
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[laughing] 

Client 3:  I finally figured it out. Here's my question, how does fear enter into all of 
this? 

Sue:  Great question. So fear is one of those things that all of us have and it's 
one of those things that we just have to acknowledge it and say I'm going 
to do it anyways. So for example when you're making a decision, like right 
now we're in the hiring process. And my manager is doing the hiring for 
the first time. I'm walking this with him, we're walking this together. And his 
biggest fear is of making a mistake by hiring the wrong person. And the 
thing is you just have to look at what are the systems and the processes 
that I have in place to make sure that I've set myself up the best that I can 
do with the shoes that I have on my feet today and know that that's 
enough. So one of the things that I love about these archetypes and what 
I've found the first time I've studied them was how spot on they are.  

 Like I was like we can't be that transparent and the bottom line is, we are. 
So for all of us looking at okay, well my archetype has some strengths and 
I want to look at what are my strengths, what are my gifts, and how am I 
using them to make a decision about this next thing? I'm still afraid of it, it 
still makes me nervous, because it's something new, and fear, alike that to 
risk. Things we're going to talk about a little bit here today. But fear is, 
because we don't have enough information to be comfortable. Now in life 
we don't always get all the information before we make a decision, that's 
where that faith comes in, right. That's where that intuition, that depth 
instinct comes in. So it's like what are my strengths to then form it, what 
are my challenges. And making sure that I'm not just giving in to those 
challenges. But then I'm truly using my strength to make this decision so 
that I know that I'm taking the next step.  

[00:39:42] 

 And then here's a key, this is like if you learn nothing else in this five 
weeks, every time you take a step, you got to look at what happened. 
What worked, what didn't, what's next? And the faster you can blow 
through those questions, the faster you can move on to the next decision. 
Now sometimes we get going so hard and fast that we don't stop to ask 
those questions. And it's like six months down the road. Which is why in 
the work that we do with numbers, and you want to be looking at those 
numbers at least once a month. If not more often, depending on the size 
of your company and where you are in development. I look at my numbers 
every week. But I look at my income every day. And I look at my whole 
finance picture once a week. And then again once a month with a different 
set of questions. So it's, you want to be looking at these things and saying, 
because the numbers are telling a story. What's working, what's not and 
what's next. You know, did I get the return that I was hoping on that 
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investment. So for example when we hire this person there's a reason that 
we're hiring them. They're bringing some skills to our team.  

 They're bringing some time to our team that gets to, now we're going to 
shift up how each of us is spending our time and our expectation of that is 
that we're going to have a return of better customer service, less stress for 
my employees and more room for growth, right. You want to look at is it 
happening? What are the other factors that are coming in to that? So 
myself as the leader and my manager as a leader. And our new 
employees who's going to come in and lead their position, right. We want 
to understand together how are we complementing each other, versus not. 
So you can imagine if I'm a maverick, in my top archetypes and I say 
come-on let's go, we're going to rock and roll and the person I bring in an 
accumulator and they're like, no I need the numbers, I need the steps in 
triplicate, black on white and two weeks in advance please. And then I'll be 
able to make a decision and rock and roll with you.  

 We need to know those things together to be able to do a good job 
together. When we have that knowledge it helps us get through our fear, 
right. My manager's fear of bringing somebody new on and making a good 
decision. A new employee’s fear of coming in and saying, you know, can I 
really do this work? Or is this a good fit for me? My fear as the owner of 
the company, because believe me, I've done this. We do hire the wrong 
person. Hiring is a 50/50 gamble, I'll tell you that. Sometimes it works and 
sometimes it doesn't. You hire slow and you hire fast. It's just a part of 
business. But you got to do it if for the long term goal that you're looking 
at. It's kind of a long answer to your question.  

Client 3:  No that was great.  

Sue:  Did it help? 

Client 3:  Yes. 

Sue: Okay, good. So anybody have any, like when they read their, as I walked 
through these archetypes, could you hear yourself in the archetypes. Is it 
kind of surprising for you, or something that was same old information? Or 
do you need more time to look at it? 

Client 3:  I think that's it, I'd like some more time to look at it and let it sink in.  

Sue:  Okay, perfect. So hopefully by time our call next week you'll have a little bit 
more time with the handouts. And I'd love to hear any AHA's or insights 
from that. And I'm going to give you some homework to work with these as 
well. So that will be good. Okay, we'll move on then to our next piece. And 
there's a handout that's called 'Money principles, things to live by.' Let me 
see what it's called on that page actually. It should be called money 
principles. 'My money principles,' is what it's called. So 'My money 
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principles' is a sheet of paper that helps you, gives you -- it's not an 
extensive list of money principles at all but it gives you some things to 
begin to think about when it comes to how do I think about these things. 
And when you look at this sheet, you can tell that I have laid this out by a 
profit and loss statement. And a balance sheet.  

[00:44:59] 

 So the profit and loss covers income and expenses and the balance sheet 
covers liabilities and assets. So one of my hopes for every one of you 
that's on this call or in this course is that you actually have these reports 
already or that you have some form of them. Whether you're getting 
formalized book keeping from somebody that's actually handing you a 
profit, loss and balance sheet or whether you're using an excel 
spreadsheet or whether you're not using anything. Again I'm going to 
encourage you to look at your archetypes and ask yourself what's 
informing that decision not to have that information. Because every 
business, this is your life blood. The reason we do bookkeeping and 
accounting is for reporting. That's the only reason we do it.  

 And so what I found for so many years is we would hand people those 
reporting and they wouldn't do anything with it. And the reason is because 
they didn't have enough knowledge or expertise to learn how to connect 
with it. So they just didn't do it. Now some of that is sticking your head in 
the sand, right. I'm not wanting to look at it, that's the nurture in me, you 
know if I had been watching the bottom line, I'd have been making 
changes a lot faster, right. And you think well, how can you do the work 
that you do and not look at your own bottom line? It's the cobbler’s kid's 
shoes, right. The cobbler’s kid never has shoes, but everybody else does. 
So it's a matter of learning to do those things for myself. Taking care of 
myself like I was doing for my clients. So what I find is either people don't 
have this kind of reporting because they're afraid of what it will say. 
Here's, I'm going to just bust that one right now, because if you don't have 
it, it's because you're afraid of it and what I find with most people is once 
we get that together, then everybody's in much better shape than they 
think they are.  

 And once you learn how to connect with that reporting then you're actually 
empowered to take next steps with your company, okay. So I want to 
encourage you to have those. Here's another thing I see. They're getting 
the reporting, you could be getting this kind of reporting, but it's a mess 
and you have no idea it's a mess. Because again you don't know how to 
connect with that reporting in order to know how to use it, to know that 
you're getting good solid numbers in order to make decisions from. I mean 
we have people come to work with us all the time, you know, successful 
companies that have been in business a long time. But they can never 
bust through that next level of development, that next level of growth. And 
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we take on their profit, loss and balance sheet and then I can't even make 
sense of it. I don't know how they were going to make sense of it.  

 So just because you have a bookkeeper or just because you have a CPA, 
does not necessarily mean you have good accounting. And I just want you 
to be able to look at things and say, can I answer these questions that are 
in this money principles report based on the reporting that I'm getting 
today. Sometimes there's stories in it. Oh, the numbers aren't high enough 
so I'm not going to look at them until the numbers are high enough. If 
you've got any numbers at all, they're high enough. And because I know 
every one of you has a bank account, you've got numbers. So that's you 
know, it's just one of those things. Its like just embrace the fear and do it 
anyway. Make sure you get the reporting and then learn how to read it. 
Learn how to connect with it. So learning how to connect with it, number 
one, re-frame he stories, right. They're just number. They're black and 
white, they tell a story, ask the questions.  

 What's working, what's not, what's next? If you've got clutter in there, 
clutter can look like vendors that haven't delivered what they said they 
were going to deliver. Clutter can look like accounts receivable that are 
really old. Accounts payable for yourself that you're not able to cash flow. 
That's clutter. Or that you're credit card debt just keeps going up and up 
and up. Or your line of credit just keeps getting bigger and bigger because 
there's not a positive cash flow going on. Those are the things that we 
want to re-frame. Get a plan and just walk through them.  

[00:49:57] 

 Believe me everybody have been there. I've been there, I've rebuilt my 
company three times in the 30 plus years that I've been doing this. 
Because things change, things happen and we learn from every one of 
them and then we go again. Your hopes and your dreams change, right. I 
became a grandma this year. A little earlier than anticipated, and what an 
amazing joy in life. And so it's just one of those things, you shift it up and 
you keep moving. You just want to learn how to develop a relationship in 
order to have the relationship, you got to have the reporting to begin to 
look at and have that relationship. In these money principles, the things 
that are in here are, you know, you can answer these yourself. And one of 
the things that I'm going to encourage you is when you're looking at this, 
you want to look at this for your business, you want to look at this for your 
personal life. You may have a business partner. You may have a spouse 
who has a totally different set of archetypes than you do, right.  

 Am I going to invest in this person at this time? Well the accumulators say 
ahh, I don't think we have to. And the maverick is going to say yeah, let's 
go, come on, we can't get where we're going without it. Now we want to 
honor both of those archetypes and at the same time we want to stay 
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committed to where we're headed. So as you're answering these 
questions, you want to look at how is this being handles, both in my 
company and in my home. There are a lot of places where it's going to be 
exactly the same and then there are going to be some places where it's a 
little bit different. So I'll start to walk through these.  

 One of the things, a huge one is, you know, how much money do you 
want to make in a year. And if you find yourself going right to, well I want 
this but, you know, blah blah blah and the stories start to come, I want you 
to get really clear on what do you really want. In other words, how much in 
a month or how much in a year for your lifestyle income. Now I have some 
clients that can say to me I want seven figures by the end of this year and 
they're making 800. Okay, great, we can get you there, no problem. But I 
have another client that is brand new in their company and they want to be 
seven figures. Well, as much as I would like to say I can get them there in 
twelve months, the likelihood is very small. I'm not saying it can't happen.  

 The likelihood is very small that that's going to happen. So we want to be 
smart in choosing what these are for us. And these are what you're 
wanting. It may not be exactly where you are today. But that's closing the 
gap which we're going to talk about in session three is how do we get 
there once we've identified these things. You know, my investments must 
provide X% rate of return. What is that for you? What you invest in a team 
member, what kind of rate of return are you looking for. So for example 
most service based companies need to have a three to one ratio. In other 
words if you're going to pay your employee $20 an hour, you better be 
changing an amount at $60 an hour or more, okay. It depends on your 
industry, right. But if you don't have that spread, then the likelihood of you 
having a bottom line with a 30% ROI, is really small. If you want to look at 
that. And I have some people say I can't do that in my industry. And we 
need to look at how that happened for your company as a whole.  

 There's probably other things that we can be adding on for an up sell that 
makes the relationship with the client work, right. Just what I'm 
encouraging you to do is say I can't be [00:54:18] [unclear sounds like 
caught] or you don't understand that doesn't work in my industry. I'm 
going to challenge you on that. Because if your bottom line is not over 30 
to 35% after you're paying yourself, then we need to talk. Because for the 
sake of what are you doing all of this? You know, I get that you love what 
you do and that you're making an impact in the world and I know that 
you're called for something more indifferent and that's why you're on this 
call, because you're looking for that ROI in your bottom line.  

[00:54:49] 

 I'll guarantee you, some of you may have listened to our webinars, and 
some of you may have not. But there's three places that people lose it. 
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One is they're not paying themselves first. Two, they're losing money in 
the middle and three, they're focusing on way too many things at once, 
okay. So what is it that you're looking for? My investment income must be 
X% of my total income. Now what this means is every time I make a 
dollar, a percent of that dollar is going to go to work for me as an 
investment. What I see happening with most companies is they just keep 
paying the bills, paying the bills, paying the bills, paying the bills. So 
there's no conscious cash flow to creating investment. So there's no 
constant cash flow to first having like warrior line [00:55:54] [sounds 
like?].  

 This is like benchmark number one and we're going to go through all of 
this in another session, but benchmark number one is you know, do I have 
30 days’ worth of cash flow in my bank account at any given point and 
time. That's number one. First thing to create. My investment income must 
be, I will always save a certain percent. Here's the trick about this if today 
that's one percent, it's one percent. It's more important that you be 
consistently putting this money to work for you than the dollar amount that 
you're putting to work. Eventually we'll get to that dollar amount piece. But 
it's these mindset things, it's these actual tried and true money principles. 
You know the habits that you have. In other words, my expenditures are 
going to set me up to win with my company. And this is how it looks for 
me.  

 That's what that line is all about. If you have not read Robert Kiyosaki's 
book 'The cash flow quadrant' I highly recommend it because that outline 
this process really well about putting your money to work for you. My 
investment income must be diversified over a minimum of blank 
categories. So remember I said as an entrepreneur our business is our 
biggest investment, right. For all of us it's our biggest investment. And it's 
really important that it's not our only investment. We don't want that to be 
all our eggs in one basket. So here's what that looks like. I've got a client 
really successful that's veterinary practice. And with that comes the 
checkbook of the veterinary practice, right. So there's a lot of lifestyle that 
gets created in our business.  

 That's one of the beauties of being an entrepreneur, right. We have all our 
expenses and then we pay tax from the balance, right. Now we have to be 
legitimate and all that kind of good stuff, however he's looking at retiring 
how and what will happen for him when he retires. And he was like, ah I'm 
going to sell my company. That's great and it's the only source of revenue 
he's going to have when he retires. So when that checkbook turns off, he 
has no other source of revenue to come other than somebody buying him 
out of his company. What would have been better than what we're working 
on now for him before he retires is getting some of that money to go to 
work for him in a different way in another category other than just his 
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business to be providing him the ROI so that when he does retire, he has 
multiple sources of income.  

 In other words whoever buys him out of his practice, will be able to, you 
know whether he finances it or whether somebody else finances it and we 
put that money to work, it won't be the only place that he's looking at 
revenue coming from. So let's move to expenses. Expenses would be, you 
know, I will track my expenses for me, it's weekly. But is used to be 
monthly when I was first getting started. Sometimes it goes to monthly 
when I'm in a push. But I'm not in a push 12 months out of the year and it's 
really critical that you are not either. That's your investment of time. You 
will burn out so fast and hard and the reason I see people do a push 12 
months of the year is because they're afraid that the cash flow is not there.  

[00:59:52] 

 And again that goes to the ROI, so these are the things that you want to 
be consciously saying you know, I'm going to do this because I know 
that's what's important to me getting what I want. I will maintain a profit 
margin of X%. Now if I don't get it, I'm going to be looking at what worked, 
what didn't and what's next. So that I can get myself back on track. These 
are always living processes, it's not something we do once and we got it 
solved. Liabilities, I will pay my monthly payments on time every time. You 
know for some people an accumulator, it's like well of course everybody 
lives that way, right?  

 No, everybody doesn't live that way. Having said that, it's what you want 
because you want people to pay you on time every time. So energetically 
you know, what you put out there comes back and it's some place to look 
you know of what's happening. My dept. to income serviceability ratio will 
never exceed X%. Way back in the day I used to be in mortgage lending. 
When we were loaning on mortgages our serviceability ratio and what that 
means is, your income to debt, your monthly debt payments cannot be 
more than X% of your income. So in mortgage lending at that time which 
was back in the day when mortgage rates were 14% interest [laughing], 
we have not seen that in a very long time, right. 14% interest, your 
mortgage payment could be no more than 32% of your income and your 
total debt, so if you had a car loan or a credit card, could be no more than 
36%.  

 At the height of 2008, before everything crashed, that percent was 60%. 
Now can you imagine why we crashed. Well the banker said I can have a 
loan this big, I must be able to afford it. If you had to live on 40% of your 
income or less than that, that's where you start to get in trouble. And that's 
why people's debt ratios continue to increase. And we can have a whole 
conversation about you know, social responsibility and that whole game, 
but anyway what I think is important is that each of us understand what 
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those thresholds are for us. Because debt is a tool and it can be a really 
powerful tool for creating a return on investment. Especially when it comes 
to investing in your business or especially real estate. But if debt's running 
you instead of you running debt, we have an issuer. And it just means, 
what that tells me is that the serviceability ratio is just something to look at, 
that's all. And then let's come up with a plan and turn it around. Every one 
of these things can be adjusted for you and your goals, which is what 
make, to me what makes numbers fun.  

 Okay, assets. I will maintain reserves of X or a minimum of X months in 
my accounts. We've all heard that the best thing is to have six months of 
expenses tucked away somewhere. If you have invested really heavily at 
this point and time, that may not be a reality for you. And what we want to 
do is develop a plan to get something like that in place. And well, six 
months is a great goal. Let's start with half a month. And then let's bump it 
to a month and then let's move it up from there. Six months is good for 
some people. Two months is good for others and then let's put the money 
to work in investing. It all depends on you know, where are you today and 
where you want to get to by when.  

 Because that's what's going to inform how we want to be investing things. 
My investments will be diversified over a minimum number of categories. 
We've kind of talked about that one already. And then further into X 
number of divisions, so for example in your company, do you have one 
main source of revenue? And then others. So I call this baseline income 
and then top line income. Every company should have baseline income, 
which is bread and butter. That's the crux that pays the bills, that keeps 
you marching forward, that comes in no matter what. You know that you 
can count on it. 

[01:05:00] 

  And the top line income are the things that you provide that bring an extra 
infusion of cash. Every business can have both of these and I have had 
some people say well there's no way we just offer these kind of services. 
I'm going to challenge you to look at the nature of the services and the 
nature of the products that you're offering and how can you package those 
for bottom line and top line income. Okay, bottom line is the bread and 
butter, covers the monthly nuts, and then top line is the stuff that we have 
to -- the cherry on top if you will as we're going along. Every business can 
have those. Okay, so that was a whole bunch more information about 
money principles. Anybody have any questions that came up along the 
way with that? Unmute you, you can ask me if you want to. 

Client 3:  Sue can you go back to the question under income my investment income 
must be blank percent of my total blank income and how you figured that 
out? 
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Speaker: Sure. So my investment income means that when I'm putting money into 
something, I want that to provide a return for me. So my business, 
remember I talked a little bit earlier about I want my bottom line to be 35% 
after I pay myself. That would be a money principle for me. Now there is 
some businesses where that bottom line, I have clients who won't do it for 
less than 50% or 100%, it all depends on your company, right. But you 
want to have a rate of return that provides you with what you're looking for. 
And the first investment for most of us as business owners in our business 
and then we're going to take money, we're going to put it to work in other 
categories or diversify it to a degree.  

 Maybe you buy the property that your business is in or maybe you get into 
rental real estate or maybe you start playing in the stock market or you 
invest in other businesses. Every one of those investments have a rate of 
return that will make you happy to do the investment. And that's what you 
want to be really conscious off. You know, some people say oh well, I'm 
investing in my brother in law's company and I'm going to give him, you 
know, an interest free loan for a year. Really? Does that set him up to win 
or is it satisfying another need?  

 And I'm not saying that it's not a bad thing to do, I just want you to be 
really conscious of what's happening with that. Versus if you had invested 
it in another tool that was throwing off income and then helping your 
brother in law with that money that might be a better deal for you. See 
there's always ways to make money do double duty for you. And that's 
what I'm wanting you to begin to think about here. Is that when you're 
investing your dollars, you want to be really clear on the rate of return that 
you're looking for. Does that answer your question? 

Client 3: Yes, thank you. 

Sue:  Okay. Great question. Any other questions? No, okay going once, going 
twice. I know the money principles say sometimes can be a challenge to 
get to this detail, so whether you're looking at it from percents of whether 
you're looking at it from dollars and cents. Just do what's easiest for you 
and then go back to your reporting. Your cost and loss statement and your 
balance sheet and see how is this showing up for you. Are you really 
getting these kinds of numbers for yourself? And if you're not you know, 
do a happy dance and say okay, at least now I know where I am and I 
know what I want and you know and I think it's session three, we're going 
to talk about how to close the gap of where we are versus where we want 
to get to. I also want you to think about active income versus passive 
income. Now this sometimes can be a concept for people but active 
income is your business for most of us. It's I do this and I get paid for it. 
That's where I'm earning my most amount of money.  

[01:10:01] 
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 Passive income is where you put your dollars and cents in something and 
you expect a return to come back out of it. So the easiest one that I know 
off to explain this is passive income can look like, if you were to buy a 
piece of real estate and it just kind of sits there and does its thing, right. 
And the person who's renting that space, whether it be your company, or 
whether it be another company or whether it be a tenant, is paying you for 
the use of that space. That's passive income. And passive income 
typically is other people's money taking care of the bills and then throwing 
a positive cash flow. We want to be able to have both active income and 
passive income in our picture at some point in time. And it goes back to 
our money principles of that that is something that is important to us that 
we're going to make happen so that we have long term sustainability. 
Understanding how those two things fit in your picture, so the balance 
sheet is the picture where those things show up, is really important for you 
so that you can watch that it's growing. Whether it's working or not 
working. Then there's also investing and the risk of investing. When you 
asked the question before about fear, when it comes to investing, there's a 
level of risk involved.  

 So one of the questions that you want to ask is, is that risk good for me? 
And risk again is one of those things based on knowledge. If you're going 
to become an entrepreneur, you have to learn the game. Part of learning 
the game is total full on personal development game. I don't care what 
anybody says, it's personal development. Part of the game of being and 
entrepreneur is learning how to manage this tool called money. And 
money in our culture has all kinds of stuff around it. And so understanding 
things like your archetypes and understanding how to connect to the profit, 
loss and balance sheet and learning how to set boundaries and work with 
numbers of return, it's all part of the money game. So you better learn the 
rules of the game in order to play.  

 What I find A lam people do, it's called parking and praying. And it's 
actually what our country actually have encouraged most people to do. 
Where you park your money in some investment typically called, Farrow 
and Cape or IRA of some kind, or mutual fund, and you pray that you 
know, when the day comes that you actually want to take your money out 
of it, it did its job and you're going to get something in return. You never 
learn the game, right. You never learn the game of how does mutual fund 
market work? We wanted to just put our money there and have somebody 
else do it for us. That has a lower return for you and the reason for that is 
because you have absolutely no control over it.  

 So if you were to draw a circle on the page and put you in the middle of it 
and then draw circles around that circle, each one getting bigger. The 
further out those circles are, the bigger those circle, the less direct contact 
you have with them. When it comes to financial investment, I am a firm 
believer of direct investing. In other words, I'm a firm believer of putting 
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your money to work for you somewhere that have your direct control of 
how that ROI is going to come to you. When you're owning your own 
business, it's you, right. You're depending on you to learn the game of 
entrepreneurialism. I don't know about you, but I trust myself to do a lot of 
great thing. Am I going to make mistakes? Yes I am. Have I made lots of 
them? Absolutely. That's how we learn and that's how we grow. And I still 
have a better return than have I given my money to somebody else and 
just prayed that it got where it was supposed to go. When you go to 
passive revenue, now you're depending on somebody else's cash flow. So 
now you're depending on your tenant to pay on time or if you're investing 
in stocks, now you're depending on the economy to behave a certain way. 
But again you have to learn the game.  

[01:15:01] 

 When you buy a piece of rental real estate you have to buy it right so that 
you get your return on investment. You got to know that it quote, unquote 
pencils, right. That the cash flow is going to be positive for you. That 
you're going to have the ROI. Those are the, when you learn the game, to 
set yourself up to win. And you want to choose the games that make your 
heart faint. Knowing your archetypes helps you to choose the games that 
are good for you. And how you're going to work on them. Another level out 
would be, some people become their own banker or become a banker for 
others. I know my long term vision is to have a micro lending foundation 
for people so that there's learning as they're receiving the money rather 
than how the banking system, at least in the United States is functioning 
today. But it's again now I'm going to be two levels out of how people will 
use that money in order to have the return for them and for me. So you 
just want to think about how direct or indirect are you comfortable with and 
that's the learning the game. 

 You know, when you're investing in your company and you've got a 
vertical list producing your bottom line income and now you're going to 
invest in a second vertical, because you want to have that top line income, 
which I encourage everybody to do, you know, what's the game? How 
does it look? How do I need to put my money to work in order to have 
those returns? And then one of the other huge pieces of managing your 
money is learning to manage your time. If you are really struggling with 
time, I'm going to almost guarantee that you're also struggling with money.  

 And it's just learning the tools. Just like you're wanting to have clarity on 
how you’re investing your dollars and cents, you're getting the return. You 
want to have clarity on how you're investing your time. And your money 
should line up with your time. If I were to look at any one of your 
checkbooks, or anyone of your profit and loss statements, I could tell 
where you're investing your time and I could tell what's important to you. 
And what we want to do is we want to make sure that what that story is 
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telling is really what's on your heart to make happen. And so learning how 
to use tools like a calendar so that you're investing your time to get the 
return, to produce the lifestyle and learning how to use tools if you're using 
with team, project management software. There are systems in order to 
have team function in a well-oiled machine, right. You want what's 
happening for your company and for your family to be a well-oiled 
machine. Not so that you have constraints and shackles. But so you have 
freedom to truly create what it is that you want to create in your life.  

 Okay, before I go into the homework for today, anybody have any 
questions about what we've covered so far?  

Client 3:  Will you just remind us of the name of the author and the book that you 
recommended? 

Sue:  Sure, the author is Robert Kiyosaki. The book is called 'The cash flow 
quadrant.' It's a small book, but I think he did a really good job explaining 
the difference between managing money as a tool versus having it just be 
something that comes and goes. He kind of talks about it from a 
standpoint of being an employee versus a business owner, versus and 
investor. And I think he did a good job of it. 

Client 3:  Thank you. 

Sue:  And it may be a book that's been around long enough that you can find it 
out in a free domain of PDF.  

Client 3: Great. 

Sue:  Okay. So for your homework I'm going to encourage you to go through 
that money principle sheet on your own. I'm going to encourage you to 
look at your archetype cards, get familiar with your top three and your last 
one. And just see what kind of thoughts come in there and to help you 
work with those, I want, there's two more handouts out there. One is called 
'Personal insights' and one of them is called 'Business insights' and as 
you're thinking about each one of these areas, so these are the areas of 
your life, right. This is the lifestyle thought process, both personally and 
corporately because it's really important to me that you're always looking 
at both because they inform each other so much. Using your archetypes I 
want you to look at each of these areas.  

 You know your time, your money, your health and well-being, your family 
and friends, relationships and love and then your future or your purpose. 
Those are the personal ones, you know, where are you today and in what 
way can you move forward in each area knowing what your archetypes 
are. And what that will do is kind of walk you through what each of those 
archetypes are so that you can see maybe how they're playing out today. 
It's subtle and all of this is just a process of awareness and this class is 
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designed hopefully to get you to kind of take a step back and think through 
these things. I know that for me every time I'm learning something new or 
wanting to take a skill set to the next level it always takes being able to 
step back. And these tools are here to help you take that step back and 
just think about it. See what comes out differently. Any questions on the 
homework or on what we've covered today? I know I kind of threw a lot at 
you didn't I? Was this helpful? 

Client 3:  Very 

Sue:  Okay good. Well as you're going along, if you have questions, be sure to 
shoot them to me in an email so you don't get stuck with this or just write 
them down so we have them for our next class and we'll begin our session 
next week kind of reviewing what we talked about today and answering 
any of those questions and then we'll move into our content for the next 
session. And then if you have any trouble getting into that member area to 
get the handouts, just email Susan at wealth@thecfoagency.com and 
she'll make sure you're able to get in there. That page still needs a little 
love, but all the handouts are out there and so you'll be able to do your 
work from this week. Okay 

Client:  Great 

Sue:  Alright, thank you for being here today, thank you for spending some time 
with me and I will look forward to our next call.  

Client 3:  Thanks, have a great week.  

Sue: Thank you, you too, bye bye. 

Client 3:  Bye 

[01:23:23] [End of Audio] 

 


