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Mastering Your ROI 

Call #3: The Legacy Piece 

 [0:00:00] 

Sue:  Okay, good morning everybody and welcome to mastering your ROI call 
number three. Today we're going to talk a little bit about the legacy piece 
because as we have discussed before money is just a tool and money is 
something for all of us and the more conscious we can be about what that 
money is for. I like to say when the money becomes real then the more 
likely we are to be creating, not only the business that we desire but also 
the life that we desire. And part of the goal of this course of 'Mastering 
your ROI' is to make sure that first you're in a nice relationship with money 
but that you are truly driving the bus instead of having money drive you. 
And then that your learning and understanding that every expenditure you 
make, whether it be buying your office supplies, all the way to hiring teams 
or investing in a piece of software or investing in education that there's a 
return that you have, an expectation of return on every one of those 
investments.  

 And the more conscious we about how those investments are moving us 
towards our goal, the more likely we are to keep more of the money that 
we're making so that we can truly create the legacy that we desire. And as 
we've talked about in earlier calls, when we're building a business, we're 
building a business in one of two styles. The first style is what I call a cash 
machine, where your business is simply a function of generating cash 
which is then spun off into your personal life and then that cash is put to 
work in investments. And those investments then throw cash of their own. 
The other style is to build your business as an asset and that's where 
we're putting together systems and structures so that eventually you can 
step away from your business it totally operates without you and that kind 
of system and structure then is something that can be passed on to 
someone else.  

 Whether that be the next generation, whether that be an asset that you're 
selling, whether that be a piece of the legacy that you're leaving in the 
world by creating a company that does those work that you would like to 
continue on for generations to come. So we're going to be looking at you 
know, what is this money piece and what is the legacy that we're creating. 
So today in the handouts, there's three handouts for today's call and we're 
going to walk through them, but before we do that, does anybody have 
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any questions from our first two sessions and the homework that you 
would have had from those sessions? 

 And though I didn't get any emails this time of questions so I'm hoping that 
you had an opportunity to overlay the homework from session two onto 
your own numbers to be able to look at what is the return that you're 
actually getting in the different sections of your business. The return on 
you assets, the return on you liabilities, because that is a tool just like cash 
in the bank is a tool. We want to make sure that those are conscious 
choices and not a nature of reaction and then looking at, as you're 
connecting with your profit margin, as your connecting with your balance 
sheet, today we're going to spend a little bit more time on the balance 
sheet, that you have -- you are creating exactly what it is that you're 
looking for. When I say the kind of business that you desire, what I'm 
talking about is the number of hours that you want to work. How many 
people you would like to impact. The nature of the work that you're doing. 
The kind of team that you want to work with, whether it's virtual or in-
house.  

[00:04:54] 

 All of those things are investments and we want to make sure that they're 
creating that kind of business that we desire. Then on a personal level, 
you know, what are the things that make your heart sing. What kind of 
house do you want to live in? What kind of car do you want to drive? What 
kind of impact do you want to have on your community? What kind of 
impact do you want to have in the world? And putting those dollars and 
cents to work in a way that allows you to do that. And just like in our 
previous classes, what we're going to start with today is a little bit more 
work with your archetypes. Because as we discusses in session one, our 
archetypes are how we come at money and some of those gifts that we 
have serve us very well and some of them might be causing blind spots 
for us and again, anything we can make more conscious means that now 
we're at choice.  

 And choice is actually what freedom is all about, whether it's a choice and 
how you react or whether it's a choice in how you spend your money, 
whether it's a choice of how much money you make, we want to always be 
at choice rather than feeling like it's being done to us and so 
understanding your relationship with money and how you work with money 
is a big piece of that. And so the archetype work that we did in session 
one is you know, working on bringing that to consciousness. So we did an 
assessment that looked at your top three archetypes and also your last 
archetype. And your top archetype is the one that we want to look at the 
gifts that we have in that and then we want to look at the challenges that 
are natural to that archetype and make sure that we are consciously not 
letting those make our decisions for us. Because our gifts are always 
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stronger than our challenges, it's what we choose to focus on. And so we 
want to be always looking at focusing on our gifts.  

 So one of the exercises that I have for us today is called the 'Money 
empowerment tool' and what I encourage you to do is to look at your top 
money archetype and in that archetype you have some sacred strengths 
and gifts and challenges. And I want to focus today on the gifts of that 
archetype and the challenges of that archetype. And just to write your 
answers into this handout. Because I find when you write something it's 
cemented consciously for you a little bit better, so I'm just going to walk 
through this exercise with the maverick and the number one archetype. So 
I am a maverick and a maverick is one who illuminates that risk is 
essential and it's my inner rebel with the cause. The freedom that I claim 
is, and this is your money mindset.  

 The freedom that I claim is sometimes the biggest risk is investing 
regularly in the tried and true. So oftentimes we want that magic bullet, 
right. It's just human nature to want it and so it's rather than going for the 
big bang or rather than hoping for the 100% that happens in six months or 
whatever. What we're looking for is the tried and true actions that we can 
take on our day to day to day basis that actually eventually get us to 
exactly where it is that we want to go. And honestly I've seen this happen 
faster for people where you can be consciously in just choosing the tried 
and true. Instead of hoping that the magic bullet is going to get you there 
faster. So then you want to look at what you say yes to. What you say yes 
to be your gifts. And what you say no to and these are your challenges. 
And you want to just kind of work with the languaging in this so that it's a 
sentence that flows for you.  

[00:09:26] 

 So as a maverick who claims that taking -- investing regularly in the tried 
and true, is sometimes the biggest risk, I say yes to structuring deals and 
handling financial complexity, because that's a gift of the maverick. I say 
yes to paying attention to numbers and financial detail. And I say yes to 
taking risks. I say no to secrecy or potential deception. Now we are all 
master at that. We're all masters at telling ourselves what we want to hear 
and we're all masters at thinking that we can do more than what we can 
honestly do with the shoes that we're wearing today. I say no to gambling 
with financial security so this is when you put your oxygen mask on first, 
right. You know, what is it that you need to do for you, because of those 
warrior lines that we talked about and having those kinds of things in place 
first before moving into more investing.  

 You can invest at the same time, but always be building your warrior lines. 
Always be building those nest eggs at the same time. And the consistency 
is more important than the amount. I say no to getting caught and feeling 
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the need to win approval. So sometimes we step into a deal or sometimes 
we invest in something for emotional reasons such as you know, I want 
that, I really like the person who's teaching it or I really like the -- you know 
my neighbor did really well with that or my co-worker did really well with 
that so it's got to work for me. We always want to make sure that we have 
our money principles in place so that those are the filters and we always 
want to make sure we have our plan in place which is what we're going to 
talk about in session four. So we have our filters to make our decisions in. 
And we take those filters and then we take our gut and we make a 
decision and we move. But we want to make sure that the reason that 
we're choosing into something is because it's a really good fit for us and 
going to take us where we want to go.  

 I know that I have you on mute, if you have a question or if you had an 
AHA during that 'money empowerment tool' or from the first two sessions, 
if you just hit star two on your phone that will raise your hand and I can 
answer your questions as we're going along. Otherwise I'll just continue to 
forge ahead. I do want to encourage you to spend some time with these 
archetypes and get to know yours, get to know, because as we peel the 
layers of the onion, as we become more and more conscious, what 
happens is new little doors open in our brain or in our hearts and we're 
able to see things that we couldn't see before. So this is something that is 
an ongoing life long process. Aware sometimes these gifts or these 
challenges are going to show up for you. And as we bridge into new 
achievements and new levels of accomplishments financially, then those 
doors open again in yet new and different ways that we couldn't see 
before. So just be really conscious of what those are for you so that you 
can catch them before you get going on too long with habits.  

 The second handle that I want to work with today is the grid of how we 
work with money. This is something that we developed as we were going 
through our re-branding process and looking at how we can best work with 
clients. So our clients are typically people who are looking to grow their 
company or looking to grow their wealth in new and different ways. And 
our work as a virtual CFO is to work with you to help you accelerate that 
process by bringing our years of expertise and knowledge to the table and 
also helping you to become more clear on your goal. So if you look at this 
grid, we have two sides to the grid. On the bottom we have our lifestyle 
and on the left hand side we have our controls of money. So in the bottom 
left hand corner where we have really no lifestyle, so this is people who do 
the same thing day in and day out and have no desires to engage in the 
world in a different way and they also have no money controls. Which 
typically means then is they have no money. So what they have there are 
a lot of piped dreams, right. It's you know it would be really nice if...but 
they're not in a position to or have a desire to fully step into that.  
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[00:14:58] 

 Then on the top left-hand side, these are people who again have no 
lifestyle but have a lot of money. And I see this often with people who 
inherit money, these are your lottery winners who come into money but 
they have no idea how to handle it. I see this with entrepreneurs who have 
immediate success in a company but they didn't learn the piece of the 
money. And so now they're just aimlessly shooting and firing and looking 
out where do I go and where do I go next. They're kind of just shooting 
around but not really getting anywhere. Then on the bottom right hand 
side, we have people who have tons of lifestyle and no money. And you 
know this was a piece of the American culture if you will that caught us all 
off guard when money situations changed in our country and all of a 
sudden we have lots of credit card debt and we have lots of people 
declaring bankruptcy because there were no benchmarks in place in order 
to be able to weather the storm. So while they love the lifestyle, so in our 
archetypes, you know the romantic love the fullness of life, there's 
absolutely nothing wrong with that. We just want to make sure we have 
the money piece to support it and the money piece just like the maverick 
has to look at it, the romantic has the same issue. It's the tried and true 
and having the safe benchmarks in place that will truly allow you to create 
that lifestyle on a long term sustainable process. So in the top right hand 
corner, this is where we have lifestyle and lifestyle on a conscious basis.  

 And this is where we work with most of our clients taking them from the 
bottom left hand corner of that grid all the way through and you can see 
the arrow extend past the grid which is the legacy that we leave after we're 
gone. And legacy can look like funding to a family, legacy can look like a 
business or a foundation that you leave to be carried on by others. Legacy 
can look like funding programs in your community or in the world. Legacy 
can also look like the impact that your work had on people so that they 
can then have a ripple effect to have better impact with their work. That's 
kind of the way that I see the work that we do in supporting people to be 
able to truly have the impact in the world that their hearts desire. So you 
want to think about in this lifestyle accelerator where are you in that 
square. Are you in the bottom left hand corner, are you in the middle of it, 
are you getting closer to the top right hand corner and we want to be 
looking at the legacy planning.  

 I'm working with a family right now who's doing a transfer of business to 
their sons who have been involved in the company and all of the pieces, 
the T's to cross and the I's to dot, not only from a tax perspective, but also 
to ensure long term sustainability of the company. So it's, you know, you 
want to think about what are the systems that you have in place today. 
Where are you on the process? So some of the benchmarks that are 
important to think about are like we talked about in session one, you know 
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what are the initial, where do you put the oxygen mask on you. What is the 
number, the amount of savings that makes you feel secure. What is the 
amount of the warrior line and what I mean by that is to have anywhere 
from one to six months of savings and the amount of that depends on you, 
depends on the five years they -- cost of living both in your company and 
personally about how many of those months are important for you to have, 
the nature of your business. I have some clients who are property 
managers and it's not as important that they have six months as it is for 
businesses who are seasonally impacted. Seasonal businesses need to 
have six months of the warrior line in place because their income 
fluctuation changes so much. Property manager have their money up front 
before they even go into the following month. So they never have that dip. 
But they always want to be at least thirty days ahead of the game, right.  

[00:20:05] 

 Sometimes sixty depending on the size of the company and where they 
are in their growth. So the warrior lines are being able to have the cash 
flow before you need it. So you want to have in your checking account the 
amount of money that it cost to sustain your company for a month or to 
sustain your home life for a month. Then the next benchmark that I love to 
work with in people is typically some kind of a savings program that's long 
term. There's so many different ones. I prefer one's that are more direct 
investment and when we do our private one on one sessions together and 
help you to see if that which, you know, which of those is a good fit for 
you. But there's many different vehicles, insurance vehicles, investment 
vehicles, depending on your whole picture and whether there's double or 
two income in you homes, all that kind of good stuff. So that's the next 
step. And then we want to look at you know, where's my investment 
dollars that I put to work and they never come out. So I know as an 
entrepreneur, my first place that I'm putting investment dollars is in my 
company. And that's building the structures and the systems for my 
company to be able to operate long term sustainably.  

 Then the next investments that I want to make are, I personally choose 
real estate and I think that's a good benchmark in a lot of people's wealth 
development. The nature of the investment that you invest in depends on 
you and your goals. So again we can look at that when we're doing your 
private consultation. But we want to look at having something where other 
people's earned income is what's continuing to feed our long term income 
when we don't want to work quite as much. So that's a huge distinction I 
just shared with you. As entrepreneurs what we typically are looking at is 
what am I doing to generate the income that's coming to me. When I move 
into the investment stage, outside of my business. Well if you're building 
an asset first it's in your business, but it you're not building an asset, 
you're looking at building or you have a cash machine, you're putting the 
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money to work. You want to be investing in something that provides you 
revenue from other people's earned income. So I'll give you a, like all of us 
are familiar with social security, right. That was the concept of social 
security, unfortunately it's vanished and so for most of us or a lot of us it's 
not something we want to count on in life as we continue on. But 
conceptually it's something that we want to create in our own investments 
as we continue on. So that's a big piece, does anyone have a question on 
that? If you want to hit start two and raise your hand, I'm happy to try and 
answer some questions on that or explain that in a little different way.  

 I'm not seeing any so I'm going to forge ahead. And then from those 
pieces then we want to look at you know what are some of the things that 
we can do that will be fun for us. Because just as you're very involved in 
building your company today you become very involved in managing your 
money. So that's a piece that a lot of people don't think about in the long 
term. Lifestyle accelerator piece and the reason we don't think about it is 
because we've been conditioned to put our money in IRA's or mutual 
funds or to park and pray. You know we park our money with a manager 
and pray that when we need it, it's actually going to give us what it is that 
we're looking for. So we want to be as diversified in our investments that 
we have that long term revenue coming back to us. 

[00:24:53] 

 So it's again, it's one of those, you want to step back and think about you 
know, where are you in creating the lifestyle that you want when you think 
about things, like for instance we're redoing a section of our home this 
year and the first step of redoing it is going out and finding what all the 
costs are for the different pieces. And when we know the cost, then we 
can come up with a plan to actually make it happen. So I want to 
encourage you to do that also with this lifestyle accelerator thing. So if 
travel is something that is really important to you and you want to build 
that into your long term picture, you know, what are the costs of that? So 
that you know what are the numbers that you truly want to be working with 
in order to have the lifestyle that you desire. One of my goals is to be able 
to have -- to work with micro lending foundation. Whether it's one that I 
create or one that I participate in that already exist that involves a lot of 
travel and working with other cultures.  

 So I want to build in what that's going to look like long term for my picture. 
And what are the numbers that go with it, so it's not a pipe dream. It's not 
a oh that would be nice someday if. It is something that I'm actually truly 
creating. And this is a skillet of working with numbers and in our next 
session next week where we're going to work on developing a plan, this is 
a skill set that you want to be able to do over and over and over and over 
again. So don't get hung up on thinking 50 years down the road. I want 
you to start with thinking one year, five years, and ten years. And as it get 



8 
© The CFO Agency All Rights Reserved 

 

further out the numbers aren't going to be as clear but they'll be 
something. So remember we talked last session of there's a reason why 
you live the lifestyle that you do today versus somebody who lives a 
different one.  

 It's a place where your brain just can't go, not be there. So for example I 
want to be culturally correct here, but I'm just going to say this. You don't 
live on the wrong side of the tracks for you because you just don't even 
think that way. So you would never live in a place that's run down, junk in 
the yard, and going to the soup kitchen for food. Because you just don't 
think that way. Today you think the way that you're living. You live in the 
kind of house that you live in today because that's your level of thinking. 
The desires you have on your heart and for each of us they're different, 
and they're all good and right, are good and right for you to achieve. So I 
have a desire to build another home. I've had that desire for a long time. I 
know that that's something that will come to pass in my life.  

 The closer I get to it, the more I put the numbers to it. So what are those 
things for you? Those are the things that are moving you across the 
square of life cell and we want to be able to accelerate that process by 
being really conscious of how we're using and spending our money. Not 
only today, but also for the future. So that's why we're looking at this return 
on investment program where it's like what if every expenditure that you're 
spending. I want that to be as conscious a process as possible. So that is 
really getting you where you want to go. Okay, I have one more concept 
that I want to teach today, I just want to make sure if you have any 
questions to let me know. Just kind of raise your hand, start two if you 
want to ask a question. I can't tell if there's anybody on the web cast. 
Doesn't look like it, so I think I can see everybody who have questions. 
Poor Penny, she keeps dropping off.  

[00:29:26] 

 So the third handout that I have for you today, this is the wealthy cycle 
process and this is again, it's conceptionally being very conscious about 
what's happening when you're generating money and how you're using it. 
So in the wealth cycle you can see the top two boxes, we have income 
and expense. That's your profit and loss statement and the bottom two 
boxes are your assets and liabilities. So that's your balance sheet. So your 
income minus your expenses represents cash flow. That's the process 
where most people feel like you're banging your head against the wall and 
they want to be able to manage that instead of feeling like its managing 
them, right. Robbing Peter to pay Paul, moving money from here to there 
all that kind of good stuff. We want to be in front of it. The warrior lines are 
the kinds of habits or money principles that get us in front of that kind of a 
process.  
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 So typically most people generate an income and they pay their expenses 
with it. Some of their expenses can be paying down liabilities, right. If you 
have debt that's not tied to an asset. What I want to encourage you to do 
is to have some of that income always going to generating an asset. Now 
remember as an entrepreneur, the first asset that most of us will typically 
build is our business and in my opinion that is one of the absolute best 
places to have an ROI on your investment. Why? Because you're directly 
managing it. So you're investing in yourself to be able to grow that 
company to provide all of the rest of life the way that your heart desires. 
Are there other investments in other bench marks? Absolutely and we've 
talked about some of those. And as you go along you want to continue to 
grow that asset base that's growing income. So the reason we're building 
the assets is to grow income that will cover our expenses. Remember I 
said we want to have assets that are going to be throwing income based 
on other people's earned revenues. That's the reason. The reason is 
because we want that to be able to cover our expenses. Now when we 
generate a liability, which are the loans, the mortgages, that, you know, 
we're hopefully leveraging to create assets that is the only reason we want 
to generate a liability is to leverage and create additional assets that will 
cover not only their costs, so that's the assets to liability. But then also 
throw off additional revenues to cover our expenses.  

 So the goal of true wealth is to have enough assets to cover all liabilities 
and expenses. Whether you get out of bed one day or not. So when you 
think about managing that income covering expenses, we don't get there 
overnight. And this is why those habits, those money principles that we put 
into place that we talked about I think in the first session, are so critical 
that we are as consciously as possible putting money into assets all along 
the way. And initially you might be just sticking it into a savings account. 
Obviously that's not where we want to leave it, right, because we talked 
about that, the one percent return means that you're going backwards with 
your money because the cost of living goes up faster than that every year.  

 But we want to use that tool to accumulate first to provide peace of mind 
and then second to be able to invest. I just helped a client walk through, 
she had built up some savings, she was able to purchase a property with 
the cash that she had and the equity that she had built in a rental property. 
Between those two pieces, she was able to buy a third property on a 10 - 
31 exchange, so that's just a way of taking the equity and moving it into a 
different property that has more equity built into it. Leverage that to buy yet 
a third property. So now her one property and her savings has created 
three properties, all of which pencil. In other words all of which not only 
cover the mortgages but throw off additional cash flow for her. So her long 
term goal is to have her real estate portfolio covering all of her expenses. 

[00:35:05] 
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  And we want to make sure that she's diversified in that, we want to make 
sure that she's diversified not only in location but the nature of the types of 
real estate she's purchasing so she can't get caught by any one market. 
But that's an example of how she used debt in order to expand her asset 
base to throw additional income which is covering her life expenses. So I 
hope that little flow made sense. What most people do is they simply 
generate income, pay expenses, generate income, and pay expenses. 
That's a lifestyle cycle, we want to make sure we're generating a wealth 
cycle. And the only way that happens is by building assets. And assets 
live on the balance sheet. So this is where I say the balance sheet is king. 
When I look at your balance sheet for your business, I can tell what kind of 
business you're creating. Whether it's going to be a cash machine or 
whether it's going to be an asset. I can tell how much skin you have in the 
game. And I can tell that from your equity position or I can tell that from 
your loans in the company. If you're looking at borrowing or you're looking 
at how the investors in your company, they're always going to want to see 
how much skin you have in the game. I can also see whether you're 
building assets or not. So some companies are building assets because 
their company itself is going to be an asset.  

 Typically you don't want to have a lot of assets in a cash machine style of 
business. One of the mistakes I will often see is that people will purchase 
the building that they're running their business out off and all of that is on 
the same balance sheet. For liability reasons as well as long term 
investment, it's better to have those in two separate entities and have 
them secured separate from one another. Then on your personal balance 
sheet, this is where I really want to be able to see that you're building 
assets, possibly using debt as a tool so that you can have assets that are 
generating income. I often see people have a lot of assets, especially with 
the downturn of market in the last few years that are not generating 
income. And we want to be able to move those money's. One of my earlier 
mentors, Laurel Langmeyer, calls those lazy assets.  

 We want to restructure those lazy assets and put them to work for you in 
new and different ways. Just like generating a business or building a 
business has a game to it, all assets have a game to them. Real estate is 
a game, stocks and bonds are a game, investing in businesses is a game, 
holding paper as debt tools is a game. All of those things you want to 
make sure are in alignment for you based on who you are and what your 
goals are. So the biggest reason is for risk tolerance. We don't want to 
jump into a game just because somebody said it was a good one. Not 
understanding how it fits into our personal picture. So that's still an asset 
piece. I'm going to unmute everybody, I know Meg you said you have 
some background noise, I have a little bit myself today as we're traveling. 
But I want to unmute you because I want you to ask me some questions 
because I'm giving you an awful lot of information and I know that there's 
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probably questions that are coming up. So I'm going to unmute you now, 
just go ahead and speak up if you have a question. Don't be shy. 

[00:39:42] 

Penny Castillo: Hey Sue, it's Penny Castillo, can you hear me?  

Sue:  I can, hi Penny. 

Penny:  Hi, how are you? 

Sue:  Good  

Penny:  So I am really glad to be part of this class and I also am in a place in my 
business where as we talked last week, it's hit kind of a low because 
basically my energy into it has hit kind of a low. And I'm trying to set a new 
course and recharge that energy and a big part for me has been this 
whole money piece that I don't feel like I really understand. So part of me 
is just sitting here going oh wow, I just sort of feel like I'm on the way lower 
left corner of the empowerment scale. And so I guess I try to put a 
question online, I don't know if you got it, but what would you say to 
people who are looking at encore entrepreneurship. You know starting 
that next business after having a full time career for a while. And fighting 
those fears and doubts of wow, I think it's too late for me, I'll never be able 
to get a handle on this or build this kind of wealth?  

Sue:  So first thing is just to refrain where you are is, the fact that you're aware 
of it and you have desires for something different. You're in the top 10%. 
Because 90% of people don't even have that. So I want you to just 
acknowledge that desire within you to know that that's a good and right 
thing. And secondly it's never too late. Some of the habits that we've 
gotten into, it's simply a matter of shifting them and you'll be amazed at 
how quickly thing change from that shift. So just to kind of give yourself a 
break if you will on the fear that you're too late to make these shifts. On 
the other side of things, one other thing that's really important is to 
understand the why that you are wanting to move into this.  

 And I know we've talked about this before that when you give yourself 
permission to fully step into that why, that that is what's really important for 
you, then all we do is we find the structures and systems to set it up. It 
may be as you're transitioning from either W2 into owning your own 
business that we're strattling  for a while and that's what provides the 
comfort level in the process but when you can fully embrace the value that 
you bring in the work that you do, then your energy will shift to be able to 
continue to look for those additional clients, to look for how you're 
packaging yourself to get out into the world to be able to make the 
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difference. Instead of always questioning whether it's going to be okay or 
not. Does that make sense? 

Penny:  Yeah, it does and I have those glimpses and those moments when I'm 
working with a client and I realize that those gems are like, okay this is 
what I'm really good at or this is what I really bring to the picture that's 
helpful to this person. And I have to capture those in some way and figure 
out how to package them.  

Sue:  Yeah, I think that... Go ahead, sorry. 

Penny:  Well I was going to move on to a second question, but finish your thought.  

Sue:  I think that it's those glimpses of those new experience that if you allow 
yourself to build on them, think of them as building blocks. And that's, 
every business morphs over time. So all of us, as we step into our 
company begins the process in a certain way and then we get developed 
by our clients. So like our re-branding process was totally because of an 
awareness of how we truly work with our clients and then being able to 
position that and then market it a little bit differently. The same thing will 
happen with you. What's most important is that you just take the steps 
consistently. You just want to find what is it that you can do today as 
you're traveling these two worlds and then how can you build on them step 
by step instead of expecting it to be overnight.  

[00:44:42] 

Penny:  Okay. And then if I can ask you a second question. I really like learning 
about the archetypes and I think that those for me are very helpful in 
figuring out how to think about my relationship to money and I'm curious 
what you're experience is in using that model in working either with 
spouses or with business partners or you know employees and having 
that conversation about getting to know what different people's archetypes 
are and how that can change the way you can have conversations or work 
toward problem goals.  

Sue:  It's huge. [laughing] That's a perfect question to ask about the archetypes. 
You want to understand, like we do, I have a lot of exercises in working 
with the archetypes where we can look at, you know what positions in a 
company are the best for which kind of archetype. It doesn't mean that 
that all archetypes can do all the positions, it just means that some are 
more suited for different kinds of things. So as a team, being aware of 
each other’s strengths and each other’s challenges allow you to have a 
conversation based on the goal rather than on having it my way if you will. 
When it comes to spouses, so I always, so for example if you ask a simple 
question of you know, are we going to go out to dinner to eat tonight and 
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you think through these archetypes, well, the romantic is going to say of 
course we're going to go out to dinner.  

 We're going to go out to the finest restaurant that just opened around the 
corner to try a new bottle of wine and we're going to bring the neighbors 
because we haven't been out with them for a while and we're just going to 
have a fabulous evening. And the accumulator is going to go, well we 
could do that but if we stayed home, then we could take that money that 
we were going to spend on that meal and put it in our savings account and 
then we have more money in the bank which gives me greater peace of 
mind and you know we have a lot of leftovers in the fridge. And you can 
imagine if we change that to I'm going to invest in this business versus I'm 
going to take this W2 for the next six years. If you have an accumulator, 
they're like oh stay with the W2 because it's, you know we know what's 
going to happen with that, right. Even though your soul is not going to sing 
in that space. Where if you can learn to connect with the numbers to have 
confidence that I'm going to do this, I'm expecting this ROI. Sometimes it's 
going to work, sometimes it's not. But you know what, when it doesn't, I'm 
going to ask the question, what off it did work because something always 
does. What didn't and what am I going to do next. So our session that 
we're going to do in next week, which is the planning piece, is actually the 
on the ground tool that you're going to use to be able to answer those 
questions in. It's something that helps you think through all of those steps. 
And because you've been in the same industry for a long time, you know a 
lot of the answers to it. And now all it is, is scaling it to you doing it one on 
one versus doing it for somebody else and their company. Does that make 
sense? 

Penny:  Yeah, yeah it does. Thank you. 

Sue:  Yeah and I encourage everybody to think about, even think about when 
you're dealing with a vendor or when you're dealing with a, even in your 
corporate environment you know, if you have a division manager who 
have a lot of challenges around money, their ability to manage money in a 
corporate setting is just as challenged, whether they were self-employed 
or whether they're corporate. So you know, having an awareness of the 
archetype, having an awareness of how they're coming at these things 
makes a huge difference. Good question. Anybody else have some 
questions?  

Penny:  Thank you. 

[00:49:39] 

Sue:  Okay well I want to, I know last week when I asked you to overlay onto 
your expenses for the ROI, I'm sure that would have brought up some 
AHA's as you were going through it. So this week's homework is to do the 
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same thing on the balance sheet. You want to look at what are the assets 
that I do have. Which of those assets have liabilities tied to them and so 
as you're looking at this wealth cycle handout, just to look at what has the 
potential to throw income and by when and what doesn't. And am I in a 
situation where I'm in a cycle where I just have to continually be able to 
create income. If that's the cycle that you're in today, I know that you're on 
this call because you do have a business of some kind to be looking at, 
throwing revenue for you. So I want you to look at your business in the 
asset column and what is it throwing? Is it throwing enough today to cover 
all the business expenses and cover all your home expenses. Because 
that's benchmark number one that we want to hit. And believe me I've 
seen million dollar companies where the owner's not taking enough home 
to cover their own personal costs.  

 So this is not a question to take lightly. You need to pay yourself first. This 
has to work for you. And if you're not doing it, if that's not happening for 
you, I'm going to encourage you to look at your archetypes because 
there's something in there that's blocking that. Remember my story of the 
nurturer where I was taking care of everybody else before I was taking 
care of myself. Eventually that's not okay and that's what's going to keep 
me stuck. I'm not getting to the lifestyle that's important and on my heart to 
achieve. So what is it for you if that's not happening?  

 Then the next step is if you are in the process of throwing cash and having 
investments happening, then what's happening with those investments? 
Are they parked and you're praying that someday they will work for you or 
are they actually growing where they will eventually throw that income? 
There are some longer term investments like that. Or are they actually 
throwing it today. And when they're throwing it, it's just like your earned 
income, how much of that's getting reinvested and how much of that is 
covering cost of life. Because we always want to have the cycle where 
we're reinvesting. We always want to have a percentage that's coming 
back into, as Robert Kiyosaki we always want to have soldiers that we're 
putting to work that never stop working. And that's how in the quadrant 
where we, you know the arrow goes off the end of the chart, then we leave 
that legacy for next generations. One of the saddest things that I see 
today are you know, like my parent's generation who came through where 
everything was growing nonstop.  

 They came out of the depression and went through that manufacturing era 
where everything just grew and grew and grew and grew and we, you 
know, everybody just thought that that would never end. But all of those 
investments or all of that wealth that was created and is now being 
transferred, what's happening today is instead of those soldiers being 
available for legacy, those soldiers are going into healthcare. Those 
soldiers are going into tax transition to the next generation and it's being 
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lost. And to me that's just a crime. So what we want to look at is as we're 
taking that income from our assets, what is it that we're putting it into in 
order to ensure that the legacy is able to carry on. And some of you may 
have parents were you know, they had thought that they would have these 
legacies to leave their heirs, but instead what's happening is it's being 
eaten up and the biggest way, at least in North America is in health care 
because all of that was not structured okay. But the second one is that it's 
in vehicles that's just going to be taxed and again that wealth is lost for the 
next generation. So we want to think about what is it that we're doing with 
those investments and those assets. That it's always part of the earned 
income game as opposed to the park and pray game that is subject to 
these changes that we're seeing today.  

[00:55:05] 

 Anything else I can do for you guys today? You know I logged out an hour 
and a half for you, I've got an hour's worth of content, I was hoping that we 
had half an hour of Q & A, so I'm yours if you have more questions on any 
of these three sessions or anything else? I hope that as you're doing your 
homework or as you're thinking about how this is playing out in your life 
and in your business that if you have questions, please feel free to send 
them to me throughout the week, I'd be happy to answer them for you. It 
also helps me to make sure that I'm providing you with information that's 
applicable and that you can put into use. That's what's most important to 
me in this course. It's that you are able to take this stuff and put it into play 
in your life to actually begin to get a new return on investment with the 
things that you have going on in your life. I don't want this to be a course 
where it's interesting information. Alright if there's no more questions, then 
I know we're all busy and I'll let you move on with your day. But please as 
you're going through this with your own numbers, if you have questions 
send them to me and otherwise I'll look forward to visiting with you next 
Thursday.  

Client:  Thanks Sue. 

Sue:  Thank you bye everybody, have a great week. Bye 

[00:57:02] End of Audio 

 

 


