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Mastering Your ROI 

Call #4: Closing the Gap 

 [0:00:00] 

Sue:  Okay, good morning everybody. I now have a recording started and 
welcome to Mastering your ROI call number four, closing the gap. Looking 
forward to having this conversation today, there's a lot of content that 
we're going to cover but I want to make sure that we just do a little bit of a 
recap of what we've covered so far so you can kind of see how these 
things are building on one another. So our first class was all about your 
baseline. Getting clear on where you are today from a number standpoint 
but more importantly from a mindset standpoint. In other words we wanted 
to take a look at how are you thinking and how are you in relationship with 
your money and that we looked at doing our money principles assessment 
where you became clear with your archetypes. In other words what is your 
nature, your internal nature about how you function with money and then 
also with your nurture.  

 What are the experiences that you had that have kind of framed how you 
deal with money? Do you have blind spots in that are or are you able to be 
very conscious? I know myself, the blind spots as they become clearer 
and clearer, it's almost like peeling back the onion, right. Like I think I've 
gotten really clear on something and then what I realize is that I have 
another layer to learn in that area. So our blind spots is something that are 
continuously a work in progress and there's something that once we 
master a certain level and we're taking a step up to another level, it's 
learning to master those things again in a new and different way. So just 
know that that's an ongoing process.  

 Then in class number two we were looking at the parameters to guide 
your investment. In other words what are the filters through which you're 
making decisions when you're investing your time, energy and money? 
We want to know those filters consciously because we want to be looking 
for the return that we're getting as we're making those investments. We 
want to understand how our archetypes and how our money principles are 
informing those purchasing decisions and then we want to be looking at 
what is return that we're getting on that and is it really taking us where we 
want to go. We talked about risk tolerance, there's two sides to risk, and 
one is understanding your thresholds of what gets you excited and what 
doesn't. That's part of your archetypes. And we talked about knowledge.  
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 So when you're stepping into a new game, you always want to learn the 
game and that's how you lower your risk in that game. We talked about 
learning your profit and loss statement and what your trends are when it 
comes to your returns and then having a conscious plan on how to shift 
those trends up. So that you're truly staying on track for where you want to 
go, based on where you are today. And then making the changes so that 
you're not taking advantage of everything, but looking at the things that 
are truly a good fit for you. Then in our last class, which was the legacy 
piece, this is where we talked about you know, the end run. Money is for 
something, right. We're never doing what we're doing for the money. 
We're doing it because of what the money does in our personal lives. 
What the money does in our community and in our world and so this is 
where we learned about the balance sheet because that's where wealth 
development comes into play. We learned about being very conscious 
about what kind of business we're building. Whether we're building a cash 
machine or whether we're actually building an asset that has systems and 
structures and people in place where we can step away and the company 
operates without us. 

[00:04:56] 

  We talked about strategies of whether you're using your money or other 
people's money. Whether you're investing in real estate or whether you're 
looking at other kinds of investments in order to build your balance sheet. 
The difference between a balance sheet of a cash machine versus an 
asset that you're building. In today's class what we're going to talk about is 
closing the gap. And in closing the gap we want to, let me just say one 
more thing about last class. Last class we also talked about wealth cycles 
versus lifestyle cycles which is building of assets and that's where the 
investing came in of what kind of asset are we building and what's a good 
fit for us.  

 Okay, so closing the gap. This is where the rubber meets the road. This is 
kind of our day to day activities of how we're doing things so that we 
actually get where we want to go. We're going to talk about some habits of 
tracking and we're going to look at benchmarks of wealth development. 
We always want to make sure that when we're building, it's kind of like 
building the foundation of a house, right. You can't put the walls up until 
you've laid the foundation. Well it's the same thing in building a business, 
it's the same thing in building wealth. You want to have the foundational 
pieces in place before we move on to the next phases.  

 So one of the handouts that you have today will kind of help you kind of 
think through where are you today in your wealth development and 
building out a business and where there's some steps that you skipped 
over and some steps that you want to make sure you get in place before 
you move on to your next level of development. So before we dive in, I did 
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have Meg emailed in some questions today which we're definitely going to 
address. She's not able to join us live today. I know we have that with 
some of our other folks as well. But for those of you that are on the call, do 
you have any questions about our three classes so far? Or anything that 
you would like covered today? I'm going to unmute you so you can go 
ahead and speak up if you have any questions. Don't be shy. 

Grace:  Sue this is Grace, I have a question. 

Sue:  Hi Grace, how are you today? 

Grace:  I'm good, I'm so happy I can be here live today. My first question is on, I 
was looking over my notes and on class number two I had written down 
benchmark number one, cash flow. Is there other benchmarks that I didn't 
write down, that I need to go back to and listen to recording two? 

Sue:  So cash flow for both personal and corporate is definitely benchmark 
number one. And then the other thing that you want to begin to step into is 
building those what are called warrior lines. In today's handout, one of the 
handouts that you have is called the 'millionaire wealth path' and it actually 
gives you a checklist if you will of the different benchmarks as you're 
developing. So that I think will be helpful for you.  

Grace: You know what, I just printed out everything and is it the one that says 
'millionaire wealth plan', that's the one? 

Sue:  Yes, that's correct. 

Grace:  Got it, okay, great. Thank you. 

Sue:  Yeah, of course, good question. What else? 

[00:08:51] - [00:09:02] [speaking in the background] 

Sue:  Okay, do we have any other questions on our call so far? 

Grace:  The only other thing, it's Grace again, the other thing that I have a 
question on is I know on the money principles, things to live by, and there 
are a lot of things where you need to know your lifestyle income. So is that 
something I'll be able to look up on QuickBooks to know what it is? 

Sue:  Yes, correct. 

Grace: It sounds a bit dumb, but yeah.  

Sue:  No, that is exactly why Grace, we do your personal books as well as your 
corporate books. So that you can see the expenditures of what it takes to 
make your personal life run.  
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Grace: Okay, I need to look that up, because I need to know that so I can answer 
some of these. Good, okay, thank you. 

Sue:  Yeah, good for you. Alright anybody else have questions? 

Penny:  Hi it's Penny. 

Sue:  Hi Penny, how are you? 

[00:09:59] 

Penny:  I'm doing alright. I'm just curious kind of how this works in terms of the 
flow of the class, we do the classes and then we do the one on one thing 
with you or how does that all kind of unfold? 

Sue:  So what Penny's asking about is the bonus of having the CFO review at 
the end of this class. So once we go through the classes then you will 
have had all of the handouts that you will have worked through so you'll 
have done some homework and you'll have some numbers that then I 
want to hop on a call with you individually so we can review your 
information to date and understand what is the best next step for you 
based on the goals that you have. So Penny one of the things that you'll 
want to do is kind of think through the homework pieces and complete 
them to the best of your ability so that we can look at your homework, we 
can look if you have a profit, loss and balance sheet, or if you have some 
forecasted financial thoughts, which we're going to talk about today. And 
then I can help you look at what's the best next step for you. 

Penny:  Okay, great.  

Sue:  Okay, good. Any other questions? Those are good questions by the way. 
So I'm going to dive into our content and then I'll see if you have some 
more questions and I'm going to address Meg's questions as well. So I'm 
going to put you back on mute just for the sake of the recording. And we'll 
go from there. So in closing the gap, closing the gap is all about systems 
and metrics. So what I mean by systems are what are the things that we 
do on a day to day basis that support us in actually achieving the results 
that we're looking for. And by metrics what I mean are what are the 
numbers or what are the implied numbers, it can be dollars, it can be time, 
it can be numbers of widgets, it can be hours of service. What are the 
metrics that allow you to have the greatest return on all of your 
investments? So we've talked a little bit about one of the initial goals of 
most companies and I kind of couch that because different institutes have 
different profit margins. One of the goals of most companies is to have a 
30 to 35% profitability at the end of the day. And what I mean by the end 
of the day is that the bottom of your profit and loss statement where you're 
looking at net income, that means after you as the owner have also been 
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paid your paycheck right along with everybody else, that you have a 35% 
profit margin.  

 So it's not something carved in stone, but I want you to think of it as a 
good benchmark. Because for a lot of people that is, when they look at 
their bottom line, they're not anywhere near it. Or they might be near it but 
they haven't paid themselves. And so that's a mindset thing that we 
discussed in call number one you know, paying yourself first is critical. 
And Grace's beautiful question of you know, what is my lifestyle cost, what 
is the cost to run my home, is a huge piece of that. Okay so those are your 
systems and your metrics. So systems, I like to have the first system as 
your baseline, that's where we get really clear on your footprint in the sand 
today. That's your current profit and loss and your current balance sheet 
both corporately and personally.  

 The next thing is where you want to get to and by when? Because we all 
have different goals and we have different dreams, that's that lifestyle 
accelerator that we talked about in call number three. You know, where 
are you going? And not just today, but after today. So it's a legacy piece 
you know. What is it that we want to be leaving when we're no longer on 
the face of this planet? You know, is it for children, is it for things that pull 
at your heart strings in your community or globally? You know, what is it 
that you want your legacy to be about. There are absolutely no right or 
wrong answers to that question. So it's whatever it is for you. Whatever is 
on your heart to create for your day to day living. Whatever is on your 
heart to create for your community. Whatever is on your heart to have for 
security. All of those pieces are perfect and good and right for you 
because they're on your heart. And this is one piece that you know, again 
it's that mindset of knowing because you think it, it's yours to create. This 
is good old Napoleon Hill thinking. And if you haven't listened to that, I do 
audio books, if you haven't read that book in a long time, I suggest you go 
back and listen to it again or read it again. Because it's just tried and true 
that you know, what is your calling in the world today? And it's basically 
what's on your heart and then it's your thinking that actually makes it come 
to pass.  

[00:15:47] 

 So today what we're going to talk about is the systems that will allow you 
to look at or to create a checklist. Of course with me everything is 
numbers, right. Because numbers always tells a story and it's up to us to 
figure the story out so that we can be driving what's happening. The story 
is that we're on track or we're off. And then the beauty of that is, well 
what's working and what's not? And now what am I going to do? What's 
next? Those are the three most powerful questions that you can ask about 
anything ever. So the systems that I'm giving you today are the pieces that 
allow you to write it down in black and white and then ask those three 
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questions. That's what I do with every one of my clients. I'm doing a 
review, that's what you'll experience Penny when we have our time 
together. That's what I do with all of my CFO clients.  

 Any client that we do accounting for, we at least talk to them once or twice 
a year to have that conversation. You know are you on track for what you 
want to do? You're investing your life in this, let's make sure you're getting 
the return that you're looking for. So when we're able to see in black and 
white what is happening versus what we wanted to happen, now we're at 
choice. And choice to me is what freedom is all about. Because if we feel 
like it's being done to us or that circumstances are controlling everything, 
that's a victim mindset. It doesn't feel good. It leaves us spinning. It has us 
thinking that it might be possible for somebody else but it's not possible for 
me. All of those things that we just want to take totally out of the picture, 
doesn't mean they don't exist, we just don't want to give them any energy, 
right. We don't want to give them any power. So that we can look at, in 
black and white this is what's happening and now what choices, what new 
choices am I going to make in order to ensure that we're actually going to 
accomplish what it is that is on our heart to accomplish.  

 So the first thing I have for you today is the 'dynamic plan.' Now when you 
print that out, I did make that to go on 11 by 17 piece of paper, so that you 
can actually write in it if you want to. I do have that in an excel 
spreadsheet which I am happy to send you. I guess Suzan could actually 
send it out there as an excel spread sheet. Make a note about that. So 
that you can actually work with it. But the key to this is that it's dynamic. 
And this is the reason that I find that most people never plan. Because 
they think oh I've made plans before, they don't work, because I don't 
achieve what's on the plan and part of that is you stuck the plan in the 
drawer for the year and then at the end of the year pulled it out again and 
part of it is the plan felt like a box or you made a plan that really wasn't 
achievable for you.  

 Those are some of the top reasons why I see people don't plan anymore 
is because they feel like it doesn’t' work and believe me, I did all of the 
above in the number of years that I've been in business [laughing] but 
when I truly understood the value of a dynamic plan, so we're always 
shifting it because we want to understand when I do, and by doing, I'm 
talking about investing. When I'm investing, my time, energy and money 
today in this way, what is the impact that I'm expecting? What is my return 
on investment that I'm expecting down the road based on this investment. 
I'll take it down to simple terms. When you go to work every day, you 
expect a paycheck in return. Which is really intriguing when a lot of 
entrepreneurs never give themselves a paycheck.  

[00:20:11] 
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 What was the expectation? We wanted to be really clear on what those 
expectation are, right. So when you're investing your time, energy and 
money, with a client, with a marketing system, with a piece of software, 
like we use QuickBooks, we invest in QuickBooks every year. It's a tool 
that we use to be able to serve our client. So I have an expectation of that 
investment that I'm able to provide a certain level of service to my clients. 
If QuickBooks failed to allow me to do that, I'll be looking for a different 
tool. So that's, we always want to be consciously be making those 
choices. The biggest place where as entrepreneurs we get stuck is either 
purchasing tools that we're not using or we're not using to their maximum 
capacity. Investing in team and we're not learning how to work with that 
team or we're not driving that team in such a way that we're getting the 
return that we're looking for. Or we're working with clients who don't 
appreciate our value, the works that we bring to the table. So we always 
want to be consciously investing and I also have clients where they feel 
like they just have to keep driving and driving and driving and driving. And 
making more money and making more money and making more money.  

 A part of the drive is because they never take a step back and go, oh, I'm 
actually on track, and you know I'm going to go play this weekend 
because I know I'm on track. And that's, you know we weren’t' meant to 
work 24/7/365 right. Some of us love what we do, but the truth is if you 
don't take time to stop and fill your cup, you're not going to be as effective 
and achieving what it is that you truly have on your heart to achieve. And if 
you're not stopping to fill your cup, my question for you is how are the 
relationships that you have in your life doing. You know that's a huge 
piece of what makes life full for all of us. And we want to make sure we're 
not just in business. As one of my mentors say, you know when you're too 
busy, one of the things to look at is that you're having some intimacy 
issues. Intimacy issues with clients, intimacy issues with yourself, intimacy 
issues with your team, you know what is it that has you so busy that you 
can't stop and just be fully present? You can't just stop and be grateful for 
what is. Instead you're feeling constantly driven. That's one of the fullness 
of life shifts that we want to think about.  

 And so the spreadsheet that I shared with you today is a dynamic sheet. 
What that means is we go through and we fill out first revenue. What is it 
that I want to accomplish? So we put our end goal. So I have a new client 
this year, she wants to break a million. So we're going to take her to one 
point two, is what we forecasted out. We look at all of her offerings and we 
think about how do we need to package your prices, offerings to get to 
that for her. And then we look at the expenses to support that. You know, 
what is overhead, what is team, what are the tools, what kind of marketing 
efforts do we need in place in order to achieve that. Then what happens is 
as we begin to walk it, this is where the rubber meets the road, as we 
begin to move into working with this plan we're looking at what's actually 
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happening this is why we want to track. We want to track everything. We 
want to track our time. So I hope you use some kind of a calendar system 
to track that time. And we want to track our dollars and cents. So in this 
spreadsheet that I've shared with you is the platform for tracking dollars 
and cents. So you see you have a forecasted column and you see you 
have an actual column. Now in that actual column is where you take the 
numbers from your profit and loss statement and draw your balance sheet 
if we're working on debt issues and we'll talk about that in a minute. And 
you plug them all in. And then you go, did it work or didn't it work? In other 
words, was I on track or was it off? If I'm way over in income, I got a 
different issue, don't I? 

[00:25:00] 

 Now I have more time or fulfillment expenditures that I need to look at so I 
can adjust later growth because I got my growth earlier than I thought I 
was going to get it. If I'm behind the eight ball, I want to look at where was 
I behind the eight ball. Was it in a certain kind of product or service or was 
it all across the board. And what were the investments, whether that be in 
marketing or team or tools where, that I expected would take me to those 
investments. So for example you do a marketing push, whether you're 
asking existing clients for referrals, whether you have an email list that 
you're mailing to, whether you have joint venture relationships where 
you’re marketing to their list. Whether you do a flyer to your neighborhood. 
Whatever it is, you had an expectation that revenue would come from that 
and that revenue would be of a certain amount. Now if it doesn't get the 
numbers that you're looking for, now you're at choice. What worked, what 
didn't? Well, maybe we didn't send out enough flyers. Maybe we didn't 
canvas a big enough area. Maybe we didn't do enough email promotion.  

 When you begin to make shifts you're going to shift one thing at a time 
and see what happens. What I find is a lot of people throw the baby out 
with bathwater and so they just keep spinning and spinning and spinning, 
investing, investing, investing, investing in new things over and over and 
over without giving what they have a chance to really cement. For most of 
us it takes five to six times to get something to snap. Five to six times 
before something really takes foothold. And so having those kinds of 
expectations can really help you so that they're in alignment with what 
you're investing in. In that way when you tweak your one or two things and 
you go again, then you can really see what made the difference. And I 
mean this goes all the way down to words and marketing, right. 
Remember I talked about the layers, we learn different things in different 
layers.  

 Once we get one thing to go then we take another layer and we go again. 
Until we have this thing as a well-oiled machine. The same thing when 
you're looking at investing in team. Here's our operating procedures. How 
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well are they documented? What are our communication channels? Do I 
feel like I'm spending way too much time in email with my team versus 
productivity with my team? Are we using a good project management 
software to help us with that or are we just blowing up each other’s email 
boxes? And that doesn't work. Are we spending so much time in that kind 
of communication that we're not actually doing the impact of our clients 
that we want to be having.  

 All of those are systems that we can see show up in our number and 
having people work with us because they want to have that outside sort of 
eyes and ears in order to ask questions of their profit, loss and their 
balance sheet in order to ounce the questions of their forecast, you know, 
to see if we're on track. So that spreadsheet, one of the things that makes 
it dynamic, is if we're off track, now we got to shift it up, right. And we want 
to know if we make this change, so for instance, your revenues income in 
what we wanted so we're going to put our actuals in now which means 
that one of two things, we're either going to adjust our goals for the whole 
year or we're going to extend out when we have the expectation of the 
ROI. What does that mean? Well, maybe it means now that our cash flow 
is going to have some more demands on it, because we're going to 
continue to invest for a little bit longer in order to get the ROI. One of the 
things in that sheet you'll notice at the very bottom is where we have cash 
on hand that we opened the year with. Adds up all your additions, takes 
away all your expenses and lets you know where your cash flow is. Well if 
we look forward we can see oho, in month 10 we're going to be in a 
negative cash flow position if we make this choice.  

[00:29:57] 

 So we want to either prepare for that by making sure we're hanging on to 
more of our revenues today or we want to go, I think we'll make a different 
choice because I don't want that to happen. So hopefully what you're 
hearing is how doing this kind of an exercise can put you in the driver seat 
of what's going to be happening for you. So I'm just going to open up the 
lines to see if you've got some questions on that piece, because I know it's 
a lot. Go ahead as a question if you've got a question. So the forecast 
makes sense for everybody? 

[mostly agreement] 

 Okay, good. It usually takes my CFO clients six to eight months of working 
with me before they really understand the power of that document. So 
maybe at this point, there's a lot of it that's new and you might have more 
questions when you sit down to play with it. So as that happens for you 
make sure to send those questions in so that we can address them for you 
in our next class. We have one more class of content, actually the next 
class is more case studies of how you put some of this different stuff to 
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work. We're going to talk about different investment models, we're going to 
talk about different business models and so you can actually see how 
some of this stuff plays out. Okay well if you don't have any questions... 

Client:  Can you hear me Sue? 

Sue:  Yes.  

Client:  I understand the power of the document, I'm intimidated by the prospect of 
plugging my own numbers in, so that's why I'm not asking any questions 
at this point.  

Sue:  So that's a great awareness Penny. I mean it's huge. So one of, and 
you're not alone in that process. So just know that it's a document that can 
be changed easily and you just have to start. It's one of those things that 
you can just begin to put some numbers into it and just be willing to play 
with it. That's all it is, it's a willingness to begin to play with it so you can 
start to look at numbers in a different way. That's part of what this is all 
about. And think about your archetypes and draw on some of the 
strengths from your top archetypes to help you sit down and begin to work 
with that.  

Client:  Sue, I'm kind of feeling the same way, can you hear me? 

Sue:  Yup, I can.  

Client:  Okay, I'm sorry I didn't know if it was working or not. Okay so when I'm 
looking at this sheet and I'm looking at the part that says revenue and I'm 
looking in the first column and I put in all my business revenue in there, 
right. And it's done by first, second, third or by the day basically? 

Sue:  Oh, are you looking at the money tracking sheet?  

Client:  Is that what we're talking about? No, it says where you list the expenses, 
cash on hand, that's the one I'm looking at.  

Sue:  Oh, okay yes. So up at the top is where you're going to put your revenue 
sources. And initially when you begin to work with this I would recommend 
that you make it kind of as a lump sum. So for you, you would put your 
three different sources of revenue from your operational business, your 
investing business and then your household on a month to month basis 
and then you can put your actual in the second column. And then the 
expenses again you can keep those as consolidated as possible to begin 
with. The more you work with something like this, the more will open it up 
and dive a little deeper into each different line. But it's one of those things 
that will allow you to go, if you go from month one to twelve and your 
estimated forecasted revenues through the year, by month. And then one 
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of the things, the next things that you do when you're looking at that is go 
okay what is my bandwidth in order to make that happen.  

[00:35:01] 

 How much of this can I do on my own, how much of this do I need team 
for and that way you know that, or do I need to raise my rates. Because if 
I'm going to shift this based on the pricing that I have today, I'd have to be 
so crazy busy. Now I get a better feeling of my rates. I was working with a 
client on Tuesday, where she mixed up the minute when she's sitting with 
a client. Sometimes it works for her and sometimes it doesn't. And so part 
of it is just having clarity on you know why you chose the rate that you did 
that doesn't work for you. That's one of the things that this document 
you're looking at will help you understand or discern. 

Client:  So in the white column, the white columns are what you think it's going to 
be and then in the green column is what it actually is? 

Sue:  Correct. 

Client:  The revenue as well as expense? 

Sue:  Correct.  

Client:  Okay. 

Sue:  So out of your bookkeeping you'll be able to pull a profit, loss every month 
and you'd be able to enter it into those what it actually is.  

Client:  Okay.  

Sue:  And the reason this is by month is when you're focused on growing 
something new, if it's small, then you want to do it every quarter. But if 
you're in the thick  of it and its busy then you want to do it every month. 
Okay, good questions and good awareness. Anything else come to mind 
before we dive into the next one? Okay, so the next one is all about 
habits. So this is called your 'money tracking sheet' and one of the things 
that I know we've all heard, but this sheet allows us to put into practice is 
what we focus on expands. So where we put our energy, our time, energy 
and money, where we focus that is what we will get more off. So if you 
focus on oh my gosh I have way too many expenses and I'm never going 
to get ahead, then that's exactly what you'll experience over time. But this 
sheet is designed to support you in, it's focusing on what's coming in. And 
I want, what's important in this sheet is that everything counts.  

 So when I first started working with this sheet, I only did it for my business. 
And because I'm newly married, I think a lot of you know that. But I have 
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been a single mom for so long that I was it. I was the provider, I was the 
financial manager, and you know if it was going to happen, I was going to 
make it happen. So for many, many, many months all I put on here was 
what I generated in my company. When I got married of course that 
changed. Now I have another person in my life who works in a good job 
and brings home a paycheck every two weeks and you know, we also get 
in the mail, we get like Staples just sent me a $35, you know, one of those 
Visa cards and my daughter needed something and we ordered it online 
and we used that $35 Visa card for it. Everything counts. So I want you to 
think about being very conscious of all of the possible sources of where 
money comes to you. I have some clients receive funds from investments, 
some of them receive funds from trusts, some of them receive child 
support, you know, it's all of those, any way that money comes in to your 
life. When you get your interest on your bank statements, I want you to 
every day just write down the number of what it was for you.  

[00:40:04] 

 So you can imagine first we have to get over the hurdle of everything 
counts. Because what does that do. Well that tells us with our mind that 
it's not just us that is in control of what's happening, right. And I don't know 
if there are any others of you on the phone that are like me that are kind of 
like control freaks about well if it's going to happen, I'm going to do it, right. 
But the truth is that when we can get into the flow of abundance, things 
come to us in ways we just have no idea. And the more conscious we can 
get about being in the flow of that in our life, things come to us in ways, 
like a new client will walk in the door, I'll get a referral phone call. All of 
these things that I just didn't leave enough space for or wasn't even open 
to seeing before. And now that I'm open to it, it's a lot easier and a lot 
more flow and a lot more joyful of being able to write things in here and 
having enough gratitude as I write these things down. The other thing that 
happens with this is if there's a day that I have to write down a zero and 
there are definitely days where I write down zeros.  

 Now my mind goes to, huh, wonder what we can do to change that. I 
wonder what I can do to shift up how I work in my company. What can I do 
and how we've got our investments. What can I, you know, all of those 
questions. So what would it do or what would it take in order to not be 
writing zeros on any day of the month. Or for some people that's not an 
issue at all. For some people it's, you know, the biggest number I wrote on 
there was $10 000. And I want that number to be $12 000. What am I 
going to do so that I can write $12 000. What would that look like for me? 
How can I shift that up to make that different? So it's one of these things 
that helps pull us off automatic. Helps us be very conscious of all of the 
ways that money is coming into our life. Even when you pick up a penny 
on the street. One of the things that, I forget who it was, it was a mentor at 
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some point that said that if you're not picking up that penny when you walk 
over it on the street, there's a level of you that doesn't have respect for 
money and doesn't see the value. Even if you pick that penny up and give 
it to another passerby, you honored the value of what that penny is.  

 Because money is just energy, right. It's a currency, it's a thing that we do 
exchanges for and to leave it laying in the street and just walk on it, 
doesn't have a lot of respect for it. So we want to look at how do we have 
this relationship with money so that we're honoring what the energy of it is 
because we want it to come into us and then we want it to flow out of us to 
create that lifestyle that's on our heart to create. And money is an 
exchange, so what is the level of service that I'm providing in the world 
today based on the gifts that I have and the callings on my heart so that 
I'm being honored for the service that I'm providing to the world. Because 
that's why I have those gifts and I can now flow that out into the areas that 
are important for me to contribute to. So those are just things that you 
want to think about when you're beginning to track money on a daily basis. 
So it's one of those things, I do this first thing in the morning, every day. 
The following day. So on the second day of the month I'm filling in my 
square for the first. And then I keep this piece of paper. I have a folder 
where I manage all of my daily money things, I just stick everything in that 
folder throughout the day and then I deal with it in the morning, the next 
morning. This is kind of my routine of having this be present and be a time 
of gratitude for me as I'm working with it. Any thoughts or questions on this 
sheet as I share it with you? I'll just unmute you again.  

[00:45:00] 

Penny:  So Sue I understand the part about tracking the money that you're making 
from your business service, I understand that. How do you do it for like 
when you were talking about interest and those kind of things? If you get 
the statement on the seventh or something just write it in on the seventh? 
You don't do it every single day for every single thing, right? 

Sue:  Sure, you can do it that way. That works. So as you become more and 
more connected with your dollars and cents, like this is me, probably since 
I'm a bean counter, but the first activity that I do every day is to connect 
with where am I with my finances. And so I open up all my bank accounts 
and I fill the sheet in. That's just me and the on Fridays my book keeper 
actually sends me reporting every Friday so that it kind of confirms a lot of 
what I've been writing down. But this piece, so part of it is, you want to be 
choosing activities every day that are continuing to move you towards your 
goal. And I just find in knowing what those numbers are for me each 
morning, then allows me to first be in gratitude and then second go okay 
what are the top three things for me to do today. And that's kind of my 
practice to stay on track and this is one tool that helps me keep my focus 
where I want it. Does that make sense? 



14 
© The CFO Agency All Rights Reserved 

 

Penny:  Yeah, it does, thank you.  

Sue:  So whether you write it on the seventh or whether you write it on the first is 
not the issue, it's just that whatever the system has that works for you, it's 
perfect. 

Penny:  Okay 

Sue:  Good question. Okay any other questions or shall we move on to our 
millionaire wealth paths? 

Client 2:  Well, I just have a comment. 

Sue:  Okay.  

Client 2:  It is I actually love this part because you're the second person that I've 
heard that impact thing from if you don't pick up a penny laying on the 
street what she said is you have too much money. And with my archetype 
I can really relate to the energy aspect of this and this is also kind of the 
new way of thinking for me that I'm trying to develop in my life and so I 
really love your approach on this. And the thing about doing this class with 
my grandkids so I can help teach them these practices now so they don't 
have to be where I am in 20 years.  

Sue:  Yes, what a gift to share that kind of wisdom because these kind of 
conversations, most people never have them. And our kids today are just 
so much more worldly than we were. I mean right, the internet has kind of 
made our planet a lot smaller planet and having said that, we're still not 
having these kinds of conversations. So I love that you can do that with 
future generations, it's beautiful.  

Client 2:  Yeah and that may be the legacy that I can give them and no one ever 
had these kind of conversations with me and it's something that I kind of 
felt loss of forever so I'm very excited by that. 

Sue:  Good, good, good, alright. Yeah I think that communication is one of those 
things on any topic we can never have enough of so that's a good thing. 
Okay, let's move on to our millionaire wealth path and Grace this is going 
to answer some of the questions that you had earlier in the call about you 
know what are the things that I need to make sure that I'm doing -- so 
you'll notice in phase one these are kind of the basics. So when we're 
stepping into this driver seat if you will of us managing our money instead 
of it managing us and the goal of that obviously is that so our money 
works for us instead of us working for it. These are over the years, these 
are kind of the stages that I've seen work best for most people. So this is 
obviously designed for people who are entrepreneurs because that's most 
of who I work with. So in phase one, these are you know, the basics of 
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day to day. You want to have a separate business account and a separate 
personal account.  

[00:50:06] 

 Why do you want that? Because this little thing called commingling can 
get you in trouble. The biggest place I see it gets people into trouble is 
they lose half their write offs. Because they never know whether they're 
robbing Peter or paying Paul, they don't take advantage of all of the 
available write-offs in their business which means ultimately that they pay 
too much in TAX. And then also there's a mindset piece of your business 
is your business and not a hobby. And I say this and I've had multiple six 
figure people come to me and they still have a single bank account. So it's 
not a dollars and cents thing here, it's a mindset thing. To have a business 
account and a personal bank account. The other thing initially is to have a 
personal savings account and this again, it's not the dollar figure that 
matters the most, and it’s the consistency initially. This is building the 
muscle of paying yourself first which you'll see down at the bottom. This is 
the vehicle that will help you have that, having that savings account. And 
then to have basic bookkeeping.  

 So most people have a cheque register, but that doesn't give them a bird 
eye view. All it does is tell them what's in the bank account. Now the good 
news about the register is you've got a record, right. And not even 
everybody does that, but to have some kind of a system that will show you 
how much income do you have and from what sources and what are the 
expenses that you have and what's the net at the end of the day. Because 
without the net at the end of the day you really have no idea what your 
return on investment is. And without that awareness, people can go for 
years and years and years and not have a clue that whether they're on 
track or not on track. This is where you hear oh people will work until their 
dying day. Well some of them are doing that because they just have no 
idea even if they have a ton of money in the bank, and still not know   
what's going on for them and they go to work because they don't know 
what's going on for them.  

 So we want to get used to having some kind of a tracking system that will 
keep us on track. An excel spreadsheet is where I see most people start 
and then they move into book keeping with some support. And 
QuickBooks’s service is 90% of our clients. We do have some clients with 
proprietary software depending on their industry. But unless QuickBooks 
is something that is truly on your heart to figure out, it is something you 
can truly make a mess of and I would recommend that you have 
somebody do that for you because it's not the highest and best use of your 
time. The other thing is a business entity and this is another reason for 
that separate business and personal account. It not only makes the 
business a little bit more solid, but there's a liability issue that goes along 
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with when you are serving people and you do not do it true in entity, then 
basically you and everything you own is standing available to whoever 
you're serving if something goes wrong.  

 So what an entity does is it kind of puts that legal barrier, that liability 
barrier between you and your client. Because your client is really doing 
business with your business and not with you. You may be a very integral 
part of your business, but you want your client doing business with your 
business and not with you. Then you know there's insurance and blah blah 
blah and all that kind of stuff about protection but what the number one 
thing is you want to at least have some kind of an entity and the best place 
to start for most people is with an LLC. Just to put that liability barrier and 
also the mindset barrier of you know, this is a business and not me 
personally.  

[00:54:24] 

 Okay the systems that you want to have in place in phase one are to track 
your income daily. So I just gave you a sheet that's a tool to help you be 
able to do that. You want to be creating goals. So operating without goals 
just means you're just operating. And when I say just operating, a lot of 
people create a lot of amazing results without goals and they will hit a wall 
somewhere. Or they'll take twice as long to get somewhere than they need 
to. So that first sheet that I gave you today on the dynamic planning is 
what helps you to create those goals. So they're not just a pie in the sky. 
Oh I want a seven figure company this year. Okay, well what's it really 
going to take to make that happen? Did you really want to do that for sure 
or are we maybe going to do that over two to three years. How's that going 
to work in your life? We want it to be as real and logisting,  

 I mean business is business, let's just put the systems in place, let's walk 
it, let's keep it clean, keep the energy clean a bit. Not have it kill you in the 
process and have your life be interesting you know. If you want things to 
be unknown and crazy then take up a hobby or sport that will help you 
with that. But business means to just be clean and simple and straight 
forward. Have an awareness of your money story. That's why we did the 
money principles assessment. You know, what are your archetypes and 
how do you personally relate to money and then you know, what are your 
experiences that you had in life that maybe you could shift up. Every one 
of those archetypes has some exercises or questions to help you think 
through that and have some power words for you to shift those stories.  

 So now you can re-frame those stories into something that's more 
empowering for you. And then create your money principles. Again this is 
an exercise that will happen again and again and again over time but the 
whole reason we do this process is for awareness, right. We want to be as 
conscious as possible about why we're making decisions the way we're 
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making them. So that we are in alignment with what’s important for us and 
we keep integrity in that for ourselves. That's what the money principles 
help us do. Help us make conscious decisions and have us be in integrity 
with what's important to us.  

 And on an income basis kind of phase one if you will of getting started is 
to break even. And break even, so this is the first level of goals when it 
comes to cash flow right. Now sometimes this can depend on the size of 
your company and what you're building. Sometimes this can take three to 
five years, right. But sometimes it's a lot shorter than that. You just want to 
be really clear about it. But what your first goal of is business is to first 
cover all of the costs of your business and your personal and that you're 
making the minimum payments on debt. That means that you're breaking 
even. When you're income covers all of those things, basically what 
you've done is you created your baseline income. And you want to make 
sure that that's slow and consistently, month to month to month. As well, 
you want to be sure that you're paying yourself. Initially the amount is not 
as important as the consistency. The amount will get more important over 
time. But the doing of it is critical. And this is especially for woman in 
business. I see this so often where you're not paying yourself. Now paying 
your phone bill is not paying yourself.  

 Putting gas in your car because it was for a business trip, is not paying 
yourself. You want to have an actual dollar amount that is coming to you. 
Initially what I recommend is the dollar amount that covers your personal 
net at home and if you have someone else at home helping to cover it, 
whatever your portion of that would be. And if you can consistently be 
pulling money out of your business into your personal bank account from 
your personal bank account a portion of that goes to your personal 
savings account. That's what I mean by paying yourself. And then I also 
encourage people to give. And again the dollar and the quantity is not as 
critical as the consistency. And the reason that I encourage this is 
because of the flow. When we hold on to something so tight, it's typically 
out of a scarcity mentality, it's out of a fear of losing everything, it's out of a 
lack of some kind that having the money fills some hole inside of us. 

[00:59:55] 

 So what I want to do to break that thought process is to have some form of 
giving. Now giving does not have to be with cash. If initially that's not what 
works for you. Like if you're not even covering your personal expenses, 
then giving cash is probably not a good fit for you. And I see this often 
where people are giving their cash in dollars and cents because of a lot of 
shoulds and believes and challenges that go with that. A lot of guilt around 
that. You always want to give from the overflow. You want to give from 
your abundance. And giving up time and energy is just as valuable as 
giving cash. When you can give the cash, then give the cash because 
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that's what you're creating a bigger flow in. But for your giving to be clean, 
it needs to be coming from your overflow and from your abundance.  

 So phase two, now that we have the basics handled we have the day to 
day managed, it's this well-oiled machine we got it where we want it to be, 
now we want to move into phase two. Now sometimes we got you know, a 
foot phase one and a foot phase two, I've even see people trying to 
balance between phase two and three and one. My recommendation of 
that is if you don't have one humming, please go back and clean it up. 
You'll find that you'll move into two, three and four at a much accelerated 
rate if you got phase one handled. Okay phase two, this is where we're 
going to pick up some momentum.  

 And we're going to begin to step into our desired lifestyle okay. So part of 
the problem of the whole crash back in 2008, 2012, depending on who 
you talk to, was that our coming out of that whole manufacturing age 
where things were just growing and growing and growing and growing and 
people were making a lot of lifestyle choices without having the baseline 
covered was what created a lot of debt which was what created a lot of 
challenges and then when the whole banking system had its challenges 
based on greed and poor systems, that's when the whole thing tumbled 
down. So again we want this to be as conscious as possible. What that 
means is in our baseline, so everything built, so we have phase one 
complete. Now what we're adding to phase one is we're going to open a 
business saving account and we're going to begin to develop the warrior 
lines in all of our accounts.  

 So remember we talked about warrior lines and having first one month 
expenditures in your bank account at the beginning of the month before 
you go into it. So eventually that's two months right. So that you're always, 
your bank account never goes below a month. And depending on what 
those numbers are for you, you might have two to three months in your 
checking accounts and then move from three to six into your savings 
account and then in phase three you see we move to investing. But that's 
your next step. Is to begin to build those warrior lines in every account. 
And this is strictly from a cash flow perspective depending on your 
numbers, depends on how many months, right. Because we don't want 
tons of money sitting in a savings account that's earning 1%, but we want 
it liquid so that we have it as a warrior line which is its intended process.  

 I recommend opening a merchant account. I see a lot of people using 
PayPal for everything and PayPal while it's in proving, I will give them that 
credit, as of today in 2016 for those who might be listening to this 
recording in the future, it does not work for you, you work for it. Believe me 
if you look at its terms and conditions and fees, it's not the best way to go. 
But I do understand a lot of people use it. But I would encourage you to 
look at merchant accounts. The merchant company that we just moved to, 
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I'm really excited about because philosophically they're in alignment with 
our company in that a portion of our fees, we got to designate what charity 
they were going to contribute that portion of fees to. So every time our 
clients pay us through a merchant account we pay our merchant provider 
a fee and they will then take a percentage of those fees and give them to 
the charity of our choice. Which I like, it just feels better. 

[01:04:58] 

 In phase two I recommend that people move into accounting and what I 
mean by accounting is we now have a profit, loss and a balance sheet 
both personally and corporately. The balance sheet is the least 
understood document. You do need somebody who truly understand that. 
Most bookkeepers do not understand the balance sheet, they understand 
the profit and loss. So that's where I say to move into accounting. And I 
have a whole other class that I teach on the difference between a 
bookkeeper and a CPA and a financial planner and an accountant or 
CFO. Systems what we want to add in systems in phase two is that we 
are now looking at monthly reporting. So that's this tool that I just gave you 
today for the projection, the dynamics plan is a tool that will help you begin 
to do that.  

 So you're looking at what you're doing on a monthly basis against the 
forecast for your business and I also recommend people do this personally 
especially when your investments continue to grow. But those are the 
systems you want to be stepping into in phase two. And I gave you that 
tool for today. In phase two we want to begin to reduce debt. So in phase 
one as we're building, what happens often is that people incur debt. So 
one of the questions that Meg sent in today was to talk about tackling 
debt. Because as they're growing and investing you want to always -- debt 
always want to be a tool, right. And using debt allows you to leverage 
growth when you’re investing in your company.  

 What I find especially in female owned companies is that we use credit 
cards more than traditional forms of debt and there's a valid reason for 
that. As much as we are in the 21st century it is more difficult for woman to 
get financing than it is for men, still today. Part of that is us and how we 
show up at the Lenders table, but part of that is the banking game. But I 
do recommend that you know, as a female owned business that you begin 
to learn how to step into more traditional points of debt. And we certainly 
help our clients with that. And again a whole mother conversation. For the 
debt that you have, the way that I recommend beginning a debt reduction 
plan is to have all of your sources of debt that you’re making your 
minimum payments on and then choose one debt. Whether it's the highest 
interest rate, whether it's, I recommend people take the smallest debt to 
pay off first. And I'll explain why in just a minute.  
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 Take a dollar figure and again, it's not the amount, it's the consistency. So 
whether you take the minimum plus 50 bucks or the minimum plus a 
hundred dollars or a thousand dollars, whatever it is for you and throw it at 
that first debt until it's all gone. Then you take the minimum plus the 
amount that were adding on that debt and you move it to your second one 
and you begin to reduce it. Now how do you choose the 50 to 100 to 
1000? The way you choose that is because remember in phase one we're 
paying our self-first. That cannot be compromised in order to pay down 
debt. Building your warrior lines cannot be compromised in order to pay 
down debt. So I want you to be doing all three of these things 
simultaneously. And this is why I say the dollar amount is not as critical as 
the consistency. So I want you to choose an amount for each of those 
three things and begin to reduce your business debt or your personal debt 
systematically one by one by one. And if it's appropriate to begin to look at 
doing refinancing and how you would do that, why you would do that is 
definitely something I can talk with you about in your individual reviews 
because everybody's situation would be different. 

[01:09:58] 

 But the most critical piece is to be paying yourself first, building your 
warrior lines. Why are we building our warrior lines? So we're not creating 
more debt over time in the future and then reducing the debt with a plan. 
And you know, I'm going to make a note because I have a handout for 
debt reduction plan and I'm going to make those available for you guys. 
Put them out in your area. Making myself a note so I do that. Because I 
know it's something that we all struggle with. Believe me, I have as well. 
Okay and then I want you to have a will and I don't care if you go online 
and get a free one, I want you to have one. There are organizations today 
that, like prepaid legal or legal shield or there's a number of them like that, 
but if you're a part of their group, then they will do a will for you for free. 
But you need to have one. Because this is part of being responsible of 
managing money and when people say I'll get to it someday, let me tell 
you nine times out of ten someday never happens with it. So that's why it's 
on here that you check it off. That you actually get it done in phase two.  

 Okay, now for generating additional income. So here now we've got our 
breakeven which we defined at phase one. We've got our warrior lines that 
are building. Now we're probably going to be investing in team. Remember 
every team member is an investment that has a return. And part of that 
return is being able to generate top line income. So we talked about 
baseline income is whatever is throwing off in your day to day that pays all 
the bills. Top line income are the kinds of things that are cash influxes into 
your business every now and then. They're not the things that you count 
on to pay the bills all the time but they're the thing that begin to help you to 
have exponential growth financially. And then I'm just going to encourage 
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you to increase your giving. So I'll give you an example of one of the ways 
that we've increased our giving this year as a company is we are now 
creating a platform with the 'Unstoppable foundation' for our clients to be 
able to give with us to the unstoppable foundation.  

 The reason I really love their work is because they teach people to fish 
which is kind of my philosophy in all the work that we do is empowering 
out clients with their numbers. Do we do a piece for them, absolutely? It's 
just like the unstoppable foundation has created the platform where they 
actually take the dollars and put it to work teaching woman in other 
countries so that they're empowered in their villages for -- it's just really 
exciting time and we have counties that are coming out of poverty for the 
first time in the history of their cultures right now. And so for them to learn 
to work with money in new and different ways so they're empowered as a 
community and their piece in the world, on the planet if you will, is exciting. 
And that's why we've chosen to align with this group. It's just another way 
that we can increase giving by providing this platform. So sometimes you 
think okay if I was giving time now I can also give some dollars and cents. 
Beautiful. And not to think that you have to do it all, there may be other 
ways that you can align. And so that was the examples that I was giving 
you. 

 Okay, phase three, creating sustainability and peace of mind. This is 
where we might be looking at new entity structures for you. I think we 
talked about it a little bit in one class, probably the baseline class of you 
know when you do an S Corp, when you do a C Corp, why would you do 
that, it all depends on your investments, and it all depends on how much 
TAX you're paying. It all depends on your long term goals, but this is the 
phase where we want to begin to question those structures to make sure 
that they're set up to keep you in alignment with our goal. The biggest 
reason I do this with people initially is so they don't pay so much in tax. 
There is a way of using life insurance for creating long term and actually 
heritage ways of passing money on that I believe is a really good policy. 

[01:15:10] 

 I don't sell any of this stuff, I do know people who are certified specifically 
to sell these kinds of tools. I just think it's a good benchmark tool for a lot 
of people, especially entrepreneurs who don't have the bent for creating 
these kinds of thing in their life, in our life. I have this in my financial 
picture as well. But I do think it's something for most people to explore. 
Investments in something other than your business. So for entrepreneurs 
our business is typically the biggest investment we will ever make. I think 
it's a good one since we have the greatest potential for ROI and 
diversification is huge. So investment in something other than your 
business, one of the things that I think is a really good inclusion is real 
estate. It has historically proven to be the great benchmark investment. 
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That was another one of the questions that Meg had sent in was, you 
know I never thought about having real estate because being a landlord 
wasn't something that we had part of our thinking to do. There are so 
many ways to play in the game or real estate. One of the first places that 
is obvious for a lot of us in business is to be purchasing the building that 
we're operating out of. For home based businesses what does that mean? 
Well it means that you could be expanding your space or it means that 
you, like every home based business should have lots of nice little write-
offs from it. But is the space exactly the way that you want it and that 
helps you be able to do what you do in a greater way?  

 Like eventually I would like to have my own retreat center because we do 
retreats every year. It's just something you want to think about. How does 
real estate fit for you? I personally do single family dwelling investments. 
Why do I do that, there's a piece of me that's a nurturer that loves that I'm 
providing housing for somebody. And I believe it's a sound investment. 
There's lots of ways we run the numbers to show that which I'm happy to 
do but it's one of the things that you want to think about of how to do it. I 
had clients who single family dwellings don't interest them at all, they're 
looking at ten units and above. They figure it with a property management 
company and you know they can figure out their retirement based on the 
number of units. It's a great game. It's just whatever is on your mind to 
create. Why do you want to do real estate? In our businesses we are 
generating earned income. When we move into the phase of life of 
working with investment income we want some of our investment income 
to be from the earned income pool. Why do we want that? Because the 
pyramid system of social security is not going to be around for a lot of us 
when we get to that phase of life, number one. Number two is more 
importantly, I would rather be more in the driver's seat of knowing that I 
was part of the working community from my own direct investment.  

 And increasing your financial team is also part of phase three. So rather 
than move on through the rest of this, point by point because I think we're 
moving probably beyond where a lot of you are currently today. Some of 
these pieces and the rest of phase three and phase four as if it's 
appropriate for your picture then we'll begin to look at it. But what I wanted 
you to see, is see this four phases so that you can understand where are 
we headed with, like why is it important for me to have accounting today. 
Well it's important because of where you want to get to. And hopefully with 
this wealth pack you're able to see how it kind of fits into the picture.  

[01:19:54] 

 And I think when we have a clearer picture of the longer phase it's kind of 
Penny goes back to as where most people don't have these conversations 
with us. So unless you're in a family situation or a family structure where 
you actually see this, which most of us aren’t? So we're creating it for the 
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first time in our legacy or in our family. It's just important to begin to be 
able to see it.  

 That was a lot of information today so I'm just going to open up the lines 
we have a little bit more time for some questions and because again I 
threw a lot of stuff at you but I wanted you to have a lot of value for this 
and then when we spend our one on one time we can take what is the 
next best piece for you and then you have these in your toolbox to pull up 
when you're ready. So I've opened up the lines, let me know if you have 
some questions. 

Grace:  Yes, this is Grace, I have a really good question. It's about all the different 
accounts. So if money comes into your business account, you pay your 
business expenses, you put something in your business savings and then 
you put some in your personal account and your personal savings, what's 
the difference between all those savings accounts and your wealth 
account and your retirement things like IR-age? 

Sue:  Okay great question. So your retirement account like the I R age are 
investments other than your business. So those are the things that you're 
beginning to put your soldiers to work in a different place. The savings 
account are basically the platform if you will that you can begin to 
accumulate cash so that you're first hitting your warrior line so you're not 
creating more debt in your life. But then when those savings accounts get 
to a certain level we want to start bumping that money then into 
investments other than your business. And that's where it's IRA's, its real 
estate, its stock and bonds, the kind of things that are good investments 
for you.  

Grace:  So a savings account and a wealth account is the same thing? 

Sue:  Correct yes.  

Grace:  Okay perfect, thank you.  

Sue:  Yeah, absolutely.  

Client:  I have a question about going back to using PayPal. I use register for 
credit card payments in my business.  

Sue:  Okay 

Client:  And I'm just wondering how do you go through making the assessment of, 
I mean there's obviously advantages if the volume of your business I think 
is smaller. The fees are higher but at this point my cash flow into my 
business isn't that consistent right now so it seems to me to be  
advantageous to have that service available but not have the ongoing 
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service charges from the bank. How do you asses the benefit of that and 
when it's time to really make that commitment? 

Sue:  It typically goes as you're getting closer to where your baseline income is 
something that is more consistent is when you want to move into the 
merchant's account. That's why I put it in to phase two because things like 
Webster or Square or PayPal or those ones that you know, you use it 
when you need it and that's it. Like it's for the services available to you as 
you require it. Just as you described. They're good fits to begin with. Once 
you've crossed that hump of having regular inconsistent income in your 
business is where we want to move you into something a little bit more 
formal. So there's not really like a dollar figure that bumps you over there 
it's more of a consistency of use.  

Client:  Okay, cool. So and then in the informative savings account, I was just 
curious, you answered the question  eventually because I was going to 
ask you what your thought was on how much of a savings level when 
you're making less than one percent a lot of times. You know, how do you 
look at that in terms of, it's basically the liquidity factor that gives you the 
benefit there, correct?  

Sue:  Correct, yeah. And cash is always king, right. When you have liquid cash 
available to you, you can get out of just about any situation that you get 
yourself into. The washing machine breaks or the truck broke down, or 
whatever it is for you right. That's why we want to have liquidity. Or you 
have to fire an employee and you've got to pay their two weeks’ vacation 
or you know whatever it is. That's why we want to have that there so that 
we can handle these situations without having to tap into some kind of an 
overdraft or credit card or something like that because the cost of that far 
outweigh what we're losing on leaving it in a little interest savings account.  

Client:  Okay and then on a different subject, but in my business if you remember 
is video production primarily right now and one of the things that's really 
giving me cause it's sort of a direction that the industry is taking and the 
fact that technology has dividence so in terms of looking at those 
continued equipment investment, as technology changes so quickly, 
whether it's camera equipment or editing systems or whatever and then at 
the same time with out in the market you have all these different providers 
who are providing these you know very inexpensive online solutions for 
people. So that's been one of my dilemmas in this, it's how to look ahead 
and go okay how do I gauge in terms of the right way to make investment 
in this business. You know I'm wondering if the service that I've been 
offering is kind of going by the wayside and I should be able to make new 
directions.  

Sue:  That's a really great question. We all know the story of the typewriter and 
the company that didn't go with the times when the computers came out 
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and now the company was gone because they didn't shift and change with 
the needs of the market place. When there are some things in your 
industry that are going to stay tried and true because of the level of human 
touch that's required for them. Then there are some things in your industry 
that are going to be shifting and changing and you want to, this is where 
the defined your niche can be about what it is that you're providing, then 
you're investment in all of those tools and things doesn't have to be as 
broad. So in your case you might want to be thinking about if I do this 
piece and invest in great equipment and do this piece and then align 
myself with somebody else that's doing that piece really well. Now you can 
kind of focus how much you have to invest in different pieces of equipment 
over time. Does that make sense? 

Client:  Yeah, yeah.  

Sue:  And that might be kind of where you're -- everybody has their different 
skills, like you look at you know, how do you bring your client in and then 
what's the life cycle of your client. And if you're doing piece A, with your 
client but you know the life cycle of that client needs B and C and you 
could to C really well but B needs a different kind of investment then you 
could align with somebody who offers that and it still works for you too, but 
now you don't have to have as broad an investment in equipment or tools 
or whatever.  

Client:  Okay, yeah, that's actually where I feel kind of stuck right now in being 
kind of one person shop to some degree, I’ve got freelancers that work 
with me when I need them but between trying to figure out the investment 
stuff and then sort of the business directing that's where I sort of feel that I 
hit a road block at this point and I kind of got paralyzed.  

Sue:  Well one of the things of equipment is equipment always depreciates, 
right. Over time, that's why we have this lovely little write off called 
depreciation on our equipment or we get to write it off totally. If you think 
about you know that one of the costs of you industry is the fact that 
equipment actually depreciates very quickly then we want to be making 
sure that how we're pricing you in the market place covers enough to be 
always saving for that next piece of equipment because of the rate at 
which your equipment depreciates. That's another way to do it. So your 
warrior line would include a piece of that depreciation. 

Client:  In the savings account for new equipment investment then. 

Sue:  Exactly. 

Client:  Okay, okay.  
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Client 2:  Sue I have a question when you're ready about the merchant accounts 
again. 

Sue:  Okay. 

Client 2:  Okay I'm working on products for my business and so I've been told I need 
a merchant account but I need to have one that can work with a website. 
Are they all kind of universal that way? And then how much is it usually 
per month to have a merchant account and when should you make that 
weave over. You said as far as use goes. Is there a dollar amount, are 
they expensive to have and operate? 

Sue:  So typically, so the ones that operate with your bank account have an e 
commerce piece to them. You want to make sure that you're dealing with, 
most of them will handle that today you just want to know that it handles 
with your particular website. And I know things are more streamline today 
than they used to be but those are the questions that you want to make 
sure that you're asking. So on average a merchant account monthly fee is 
about $50 a month, give or take. And then they charge you by transaction 
a percentage of the transaction. And then there's the fee for backing out. 
So for example somebody purchases from you, they take their, whatever it 
is for you, to somewhere between 2 and 3% of the price of the sale and 
then at the end of the day, what they do is they, it's called batching, where 
they literally take the money out of everybody else's bank account and put 
it in yours. That's the process. So every time they have a batch, there's a 
fee to batch. And if you have ongoing, you know where people can go to 
your website and buy anything any day it could potentially have a batching 
fee every day. But the fees for batching are typically pretty small.  

Client 2:  And then how long does it take to set that up usually? 

Sue:  Everybody's different, you know it's an application that you fill out. They 
can usually turn those around in 24 hours and then the trick is to get it all 
hooked up with our website. You have to have your web person do that 
piece of it but they're generally pretty quick. It's the application of you 
filling out their paperwork and getting them all your information usually 
takes longer than getting it all set up for you.  

Client 2:  Okay, thanks I like your donation end of you merchant accounts that's 
really cool. 

Sue:  Yeah and I'm happy to share with you, there's a couple of different 
companies and I can share with you their names and then you can figure 
out what's a good set for you. But the other thing about merchant accounts 
that you want to be aware of is how fast is the turnaround for them putting 
the money in your bank account. Make sure you set your daily limits so 
that it's high enough to cover any single transaction amount. So if you 
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have a client who's going to pay you a $2000 deposit, you want to make 
sure your daily limit is above $2000. So they don't put a hold on your 
money. And then what's the third, oh and then contracts to make sure if 
you sign with a merchant provider and they have a term that you must 
contract with them that that works for you and to watch that they don't 
have huge fees for you to change the contract. Those are the things to 
beware of.  

Client 2:  Okay, the daily limit, like you can only sell so much per day? 

Sue:  No, it's what a single transaction could be. So if you had a single 
transaction that was higher than your authorized daily limit, they would 
hold that particular sale for a longer period. So like for instance, ours when 
our payments runs the money goes in my bank account the very next day. 
Sometimes for some people it's 48 hours. It all depends on how long 
you've been in business and all that kinds of stuff. But if I sold something 
that was higher than my daily limit then they would hold that, they wouldn't 
put it in my bank account the next day. It could have up to a five day hold 
on it. And the reason that they do that is because they want to make sure 
that there's no charge backs, they want to make sure that there's no 
questions, that kind of thing. You just need to be aware of what that is and 
make sure that your number doesn’t give you hiccups for most of your 
transactions.  

Client 2: So is that basically to covering yourself in case somebody's cheques 
bounces or their credit card bounces or something.  

Sue:  Similar concept, but it's protecting them more than it's protecting you.  

Client 2:  Yeah, that's what I mean, it's protecting them, yeah. Alright that's it then. 

Sue:  Perfect. Alright, we're a little bit over our time today. Because I know what 
we covered today was a big concept. That dynamic planning is huge. It's a 
skill set, it's a habit and it's one that will make a monster difference for you 
if you could begin to work with it. And then when you work with it and you 
get good at it, it actually becomes fun - honest. [laughing] 

[01:36:29] 

Sue:  Yeah, there you go, it definitely does. Okay, thank you for spending time 
with me again today and again send your questions in if you've got them. 
Thanks for being interactive and asking great questions today. That helps 
me to know that the information is landing for you and I appreciate that. 
Okay, have a great week and we will talk again next week. Bye 
everybody. 

Clients:  Thank you, bye. 



28 
© The CFO Agency All Rights Reserved 

 

[01:37:08] End of Audio 

 

 


