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Mastering Your ROI 

Call #5: Case Studies 

 [0:00:00] 

Sue:  Hello everyone and welcome to class number five of 'Mastering your ROI.' 
Today is where we're going to visit a little bit more about what are some 
actual examples of a balance sheet where you are developing your wealth 
and we're going to talk about profit and loss and maybe some benchmarks 
of return on investments. This is your class. This is your opportunity to ask 
a lot of questions and get your questions answered. Believe me there are 
no crazy questions when it comes to this because you never know what 
you'll ask that somebody else hasn't actually been trying it think off but 
they just didn't have the words for it. So I want you to be thinking about 
your questions as we're going along today with our content. 

 Also want to remind you that after this class then Suzan will be sending 
you an email to invite you for your complimentary bonus CFO review call 
with me and this is you opportunity to bring all your homework from this 
class. To bring your personal financial reporting and we'll have a 
conversation about what the best next steps are for you when it comes to 
mastering your ROI personally. So I look forward to those calls. My only 
request is that you please do your homework first so that we can have 
some great content to work with.  

 So just as a recap, our first class we talked about our baseline. And the 
baseline when I say that is basically the footprint in the sand of where you 
are today. This is your financial picture around your personal and your 
corporate life. I encourage people to have both. We talked in our first 
session of not only having that numerically but also doing a check in on 
where you are in your mindset around your relationship with money. And 
so assist us with that, we did a money principles assessment and then 
had some homework around what are our money principles. And the 
purpose of that class was to help you to be more conscious about how 
you're making decisions financially. We talked about risk, we talked about 
active versus passive income. We talked about time as our non renewable 
resource.  

 And we talked about how every investment of time, energy and money 
has an expected return for all of us. And the more conscious we can be 
about what that expected return is for us, the more conscious we will be 
when we are making our choices about how to invest our time, energy and 
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money. So that's really what this whole course is about, is to help you 
consciously think through your investment and the return you're expecting 
on those investments.  

 In class number two we talked about parameters for guiding your 
investment. So we were looking at when you're looking for your return, 
most of us are always thinking of dollars and cents. However we want to 
be really clear on return from our time, return from how we get to live our 
life or our lifestyle choices and our money principles are a big piece in 
helping us to do that you know. We talked about understanding your risk 
tolerance. How you're investing when things feel risky, it's only because of 
a lack of knowledge. Knowledge is truly about where you are going, by 
when you want to get there and somewhere you're starting. When you 
know those things for yourself, then you can take back next steps and 
they're not as risky because you're clear on how they fit into the picture of 
you getting to where you want to go.  

 This second class was all about the profit and loss sheet. So 
understanding what kinds of investments you have. Whether it be with 
team, whether it be with marketing processes, whether it be with sales 
funnels. Whether it be with fulfillment costs like tools that are required for 
example for us Quickbooks is a tool that we use, it's a software that we 
invest in every year. So what are those things for you? That's what class 
number two was all about, was you getting really clear on your profit and 
loss.  

[00:05:02] 

 Class number three was the legacy piece. And this really was about your 
balance sheet, but we did some homework around, you know, what does 
it mean to have control of your money in such a way that you are living the 
lifestyle that you desire and accelerating through those lifestyle goals to be 
able to leave the legacy that you desire. We talked about a lifestyle cycle 
versus a wealth cycle and this is where we learned more about having our 
income generate assets which produce enough income to cover expenses 
and liabilities. This is where we talked about debt is a tool and we want to 
consciously using that tool with an expected return. Just like every 
investment in our team, every investment in our assets, we have that 
expected return. We just want to be consciously choosing those things.  

 Then in class number four is where we talked about closing the gap from 
where you are today to where you want to get to. So this is all about 
systems and metrics. You know, what are the systems that you have in 
place today that are keeping you on track. What are the methods that 
you're using to assess whether you're on track or not. And I shared with 
you our dynamic planning tool which we use with our CFO level clients 
and the power of this tool is always the future, right. We want to build out 
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forward what we're looking for, so we're not creating a budget, we're 
creating a forecast. We want to always be looking for expansion and 
creation and not constriction.  

 Because money is energy and if flows, and so we want to always be 
consciously looking at flow we're in that flow with it. And this tool helps us 
do that. We also talked about one of the habits that's really important to 
develop is tracking your income daily. And we talked that everything 
counts. So what you focus on expands. So you want to focus on the 
revenue generation and then manage the expenses. And how do you 
manage the expenses? You manage the expenses on the return that 
you're expecting from the investment at that extent. I also shared with you 
a millionaire wealth path and we're going to talk a little bit more about 
phase three and four today. We covered phase one and two in our last 
class. Phase three and four is actually moving into more of the investment 
pieces and what are the benchmarks for wealth development and that 
wealth cycle for you. So I give you some examples today on what those 
are.  

 And I encourage you to as you're looking at where you are on this wealth 
path, make sure that you have fully completed the first phase before you 
move to the second phase. The second phase before you move to the 
third phase. The reason is because if we don't set the foundation first in a 
solid manner, and we don't develop the kinds of habits that are going to 
take us to where we want to be, remember we talked that we want our 
money life to be systematic routine. Quite frankly we want it to be boring. 
Where we want the drama in our life is in our experiences, in our 
relationships, in the juice of what we're doing in the world. How we're 
working with our clients, how we're spending time with our loved ones. 
The impact that we're making in our community and in our world. That's 
where we want the juice to be from. Our finances, we want them to be 
systematic and not chaotic.  

[00:09:16] 

 The other thing I gave you on class four was an additional bonus of the 
debt reduction program. I am actually in the process of re-branding that for 
you so it will be ready for you here shortly our on your password protected 
members only page for this class. And that again is just a tool that if you 
have debt today, how do you begin to reduce that debt while at the same 
time staying focused on building wealth and knowing that you can 
continue to generate your returns without going into further debt. That's 
the whole habits that are developed in that program for you are all lined 
out. I think you'll like it, it's pretty straight forward and easy to work with.  

 So today as we move into phase three of the 'millionaire wealth path,' this 
is where we're creating sustainability, this is where we're creating peace of 
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mind, we have in phase one and two, we've learned how to work with 
goals, we've learned how to work with a forecast. We've learned how to 
generate our income in a way that we're covering all of our cost and 
paying our self first. And then also generating income from additional 
sources so that baseline and top line income that I'm talking about and 
also the habit of giving to stay in the flow. But always giving from our 
abundance and from I have to or I should. So in phase three, this is 
where, you know, part of mastering your ROI is keeping more of the 
money that you're already making.  

 So phase one and two are kind of the development phases, they're the 
building phases, they're where we're creating momentum. And our focus is 
more in the driving and the creating of all of that. Making sure that we're 
setting our self up to win with warrior lines and clarity on where we're 
going and why we want to get there. What were building, you know an 
asset versus a cash machine with our business. That kind of thing. In 
phase three is typically where you're beginning to make some consistent 
money. One of the things that's important is always taking a look at what 
are the expenses that are helping me to create that. Sometimes in 
development we need different kinds of expenses than we do in 
sustainable long term growth. So always to go back and look at your tools, 
always to go back and look at your team. Always to go back and look at 
your operational cost. What will be shifting and changing as you're moving 
into the sustainability phase of your wealth development and your returns.  

 This is where I encourage people to often begin to look at other entity 
structures. This is a huge TAX strategy process to make sure that you're 
not paying too much in TAX. We talked about threshold in especially if you 
are an S Corporation, which means that you are giving yourself a regular 
paycheck. That's one of the requirements of an S Corporation. And that 
you still have a nett income of over $50 000 which means that you 
bumped into a new TAX bracket with the IRS. There are ways to set up 
different entity structures. You may also be generating more team and we 
want to put a lot of benefits for you as the business owner in a separate 
entity for you first and again as the profits continue to grow and you want 
to share those profits with your team then you are able to do that in a way 
that's not going to cause you some risks. All of the healthcare benefits that 
have changed so radically in the last couple of years is just one more 
reason why adding additional entity structures for cash flow is really 
important.  

 So what do I mean by additional entity structures? So typically we always 
begin with an LLC because that's out-limited liability. It's also a mindset 
piece that has you established as a business or a company. When it's time 
for you to start taking an actual paycheck. So this means we have payroll 
taxes and all that kind of fun stuff. Then we move into what's known as an 
S Corporation and that's simply a tax-election. Once that S Corp is paying 
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you a salary and still generating a nett income beyond 50 000 then 
typically we will look at introducing a C Corporation.  

[00:14:55] 

 And a C Corporation is kind of the granddaddy and I'm speaking in 
general terms here, it depends on the nature of your work but that is 
typically something that we'll set up because we can then provide you with 
the benefits, multiple levels of benefits, whether it comes to healthcare, 
whether it comes to establishing higher raise for deductions. And there's a 
reason to use those as opposed to something else. Only when you can 
use this function. Establishing life insurance policies, child education, all of 
those things can be handled in a C Corporation for you without having to 
offer them to every one of your employees. When your company grows to 
the point of 25 employees or more, then it becomes important to begin 
offering things like that to your employees. That's a different ball game that 
you do within the walls of your S-corp which is where you typically have 
your employees with you.  

 Okay so that's entity structure, it again is a strategy okay. Why we want it, 
when we would use it, those kinds of things. The other thing that I think is 
really important in the baseline for entrepreneurs is to look at the use of a 
vehicle in life insurance. I historically have never been a firm believer in 
insurance. I think it's, I mean I understand it's value but it's not something 
for many many years to focus on until I discovered this tool where your 
money can actually do double and triple duty for you. So this is a very 
specific type of insurance policy. A gentleman by the name of Nelson 
Nash brought this concept to the United States many, many, many years 
ago and I would recommend that as a self employed individual you pick up 
his book and see conceptually what you think of what he's talking about. 
The reason I like it is because it allows you to take your cash, keep it 
liquid, create an annuity and the cherry on top is, it's also a life insurance 
policy. So if something happens there's a death benefit to it. But to me the 
beauty of it is that it's creating this annuity and keeping your cash liquid at 
the same time.  

 And for most entrepreneurs that is a huge bonus because creating IRA's 
and all that kind of good stuff it's something that -- or retirement 
investments is something that I don't see most entrepreneurs thinking 
about until way too far down the road. To begin to look in investing in 
things other than your business. So I love real estate for two reasons. I 
think that it's a very slow moving boat. So as an entrepreneur, when you're 
really busy with your day to day cash generating picture, it's something 
that you can invest in and other people's money can continue to grow it. 
When you become retired or semi-retired and you move out of generating 
earned income that investment continues to grow based on other people's 
earned income. So why is that so important?  
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 The reason it's so important is because if you had all your money in the 
market, IE retirement plans, IRA's that kind of thing, unless they're self 
directed which is a different conversation. You are subject to just the 
market. You are not diversified. So in order to be able to continue to 
benefit from earned income it then becomes important for you to have 
other peoples earned income be what's generating that for you. So if you 
have this in your business, you're building an asset where you know, 
people are going to continue to run it and you're not going to be there 
anymore. You're benefiting from the earned income that those individuals 
are generating for you. You put your blood, sweat and tears into building 
the foundation for it so that it can continue to do that for you. Whether you 
continue to operate it or whether you sell it and then it continues to pay 
you based on somebody else continuing to run it.  

[00:19:55] 

 In real estate, the same thing happens. So this is a beautiful place where 
debt can be used as a tool to leverage into an asset where other people's 
earned income generates a profit for you. When the debt position has 
been reduced by other people's money, that continue earned income then 
replaces your earned income. So you're not subject to just what's 
happening in world markets as a whole with other more static investments. 
So that's my soap box of real estate. There are many different ways to be 
involved in real estate, you can do it long term, hold and play, which is 
what I personally like. Other people prefer to flip them. It all depends on 
your time and it all depends on your interests. This is where you go back 
to your archetypes and see what's a good fit for you. What gets you 
excited. I like the long term hold and play because I feel really good about 
providing housing for people.  

 And I play in the small entity of family market because that's the market 
that I feel good about relating to. I have other clients who play in the 
multiplex, you know 10 units or more because it's more juice. Moves 
faster, there's more to think about and then it's involvement in your 
community in a different way. So then there's people who play in tax-
certificates, people who buy them and flip ‘em. So buy them, clean them 
up, because that's the juice. Let this thing from not marketable and maybe 
ugly to something that's beautiful and people will value and the juice was 
actually the creation phase of that and flip it out the other side. That takes 
a little bit more involvement and so again if your time allows for that kind of 
thing then that's a beautiful way to play with real estate as well.  

 In phase three is where you want to begin to increase your financial team. 
So depending on the amounts of investments and the kind of investments 
that you're working on, you want to look at who's on your team. So we 
have your accounting, which we began to work with in phase two. That's 
someone like ourselves. You also have a CPA, that's the person who files 
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your tax returns. Depending on how big you are you might also have 
bookkeeping as well as accounting and when we get into phase three, we 
typically will begin to use some things in the market and this is where you 
want to have a financial planner on your team. When I think of a financial 
planner, I am looking for a broker who is not tied to a certain kind of 
investment. So I want you do really listen closely to that distinction 
because most financial planners, just like most CPA's are W2 wage 
earners who are hired to do a job. And the big firms are the ones where 
you're going to find the most of this. You're looking for the small, 
independent guy who's a broker. Who's looking at who works for you and 
not for the firm. In other words somebody who's not going to sell you this 
particular product because that's the best thing that we as a company 
have to offer you.  

 Now is the product good? Probably, could be. Is it best for you? I hope so. 
But I have often seen, way too often seen people just plug into these 
investments because that's what the guy at Morgan Stanley sells and they 
just leave it there and nothing happens to it. The kind of financial planner 
that you are looking for is somebody who's a broker, who works with many 
different company's products. And his goal, remember the money 
principles sheet where we said how much return on investment we want 
from our investment portfolio? His job is to get you that. Or her job is to get 
you that. And so even when you're interviewing these people if they can't 
have that kind of conversation with you, if they go to well you know our 
product has done this on average over the last ten years, you don't want 
that person. If they say okay I understand that, here's what it looks like to 
me, that I put these kind of assets in your portfolio because this lost at 
that, this has a kind of risk here but it matches where you're going there 
and I can get you what you're looking for.  

[00:25:07] 

 That's the kind of financial planner you want to work with. They are few 
and far between. So be mindful as you're looking at who that person is. By 
now you're moving into looking at your reporting on a weekly basis. So I, 
you know every Friday morning, that's what I do. I have money dates on 
Friday mornings and I go through and look at what happened in the week. 
And where am I on track, where am I off. What were the surprises to 
celebrate. What were the challenges to look at how we can handle them 
differently the next time. That's what keeps me in the driver seat and it's a 
habit. So just like last week I gave you the daily money tracking tool, that's 
a habit, I do do that every day. This is another habit of checking in once a 
week to look at what's going on. Constantly knowing that your debt is a 
strategy, having yourself moved into phase two, you want to make sure 
you have that debt reduction plan in place.  
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 Phase three is making conscious decisions of how debt is a tool for you 
and knowing that. This is a point where I also recommend that my clients 
look at having their will reviewed. So the financial team will also include 
you attorney that you have, number one that you have it in place and 
that's a whole conversation of itself. But number two making sure that 
you're reviewing it at least once a year. Now if you don't do it with your 
attorney once a year because nothing changed, great, but I want you do 
consciously be looking at it once a year to say nothing's changed or 
something has changed and we need to get that documented.  

 In phase three, this is where you begin to honor your time in new and 
different ways. Phase three is where we're moving in to having more time 
off. And I put them up in there because I know for most people that will 
push a huge button. My hope is that over the course of a year you're 
taking more than that amount of time off. But can you imagine taking a 
solid break for a month and just think about what kind of decompression 
would come from that? And having faced that, the AHA's and the insights 
and the rejuvenation that will come from that kind of space will help you to 
accelerate your goals. That you build that month into that forecast I gave 
you last week.  

 You build that month into how you set up your systems and your 
structures with your team. You build that month with your family and your 
friends so that they know that they can count on it. The biggest reason you 
do that month is for you. And knowing that that kind of self care is what's 
critical. Refining your money principles. This is the same thing as 
reviewing your expenses. What was okay when you were first getting 
started, you probably want to look at that and adjust. And when you're 
adjusting, you want to adjust in a way that has you stretch into something 
new and different. How do you know how to stretch?  

 By looking at your goals and saying what's next. When you look at, if your 
first goal is to get to six figures, your second goal was to get half a million, 
your third goal was to get to a million, in earned revenue from your 
company. As a million dollar business owner or a multimillion dollar 
business owner, how do your money principles change. Because they will 
change. They should change. In order for you to have got to those higher 
figures they will have naturally changed along the way. Again I want this to 
be a very conscious process for you. And this is one of those things that 
you can look at so that you are consciously thinking about it on an ongoing 
basis. For every investment that you make, you're looking for the return. A 
return that you're looking for will always be changing. You will begin to 
have different expectations of return of different kinds of investments over 
time as you continue to grow. 

[00:29:54] 
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 In your income section, this is where you're putting in your profitability has 
grown. It's like it's no longer a will we have profit? It's a conversation of 
how much. And how much can we count on it to continue to increase over 
time. This is where you begin putting in your mid-management and your 
systems with the entire focus about you being able to step out of the day 
to day. Because if you look in page four, that's what's next. So we want to 
be looking for what are the things that we need to be putting in place in 
order for that to happen. This is also the place where you begin to build 
you empire income. That empire income comes from if we look up at the 
top, investing in things other than your business. So you're business is 
going to be that thing that generates over and over and over. Now you 
want to the income or the profitability from those to begin to build those 
assets that aren't going to stay in place forever and ever.  

 You're going to look at your warrior lines again because they will have 
gone up. What was comfortable before where you know 30 days, 60 days, 
90 days was okay. Now we want to get to six months to a year to five 
years. Whatever that you know, it depends on you, it depends on your 
members. You want to make sure that you are banking for taxes. Because 
even though we put a lot of structures in place to make sure that we're 
paying the least amount of tax, the beauty is eventually you're going to 
pay tax. And I say hallelujah. Because what that means is everything for 
you is a well oiled machine. All of your needs are accounted for, your 
contributing in the manner in which you want to be contributing and now 
taxes are a way that we give back. And I know we can have a whole 
conversation about how taxes are miss managed today. That's a totally 
different issue, but eventually you do get to the place where you're paying 
taxes and you want to make sure that you're providing for that so that it's 
never an issue.  

 And then I also encourage people to begin to diversify their giving at this 
point. Again I find for most people that happens by default anyways 
because when you become known as a giver, things begin to shrivel up 
for you. People come into your life, little doors open in your mind about 
different places where you would like to contribute and how you would like 
to do that. It's just a place again that keeps the flow going that's healthy 
and good in life. Okay phase four, this is remember in lifestyle accelerator 
when we were looking at the arrow that goes off the grid, this is the stage 
at which we begin to move into that. This is where we are truly in a wealth 
consciousness. It's a stewardship, you know that we're stewarding the 
things that we've been blessed with. All of the phases as we've developed 
a long come from the blessings that we have, right. Initially in phase one, 
you know it's what are the gifts that I have and the unique callings of my 
heart that get me to do the things that I do in the world.  

 Those are our unique gifts, eventually those then turn into resources that 
we learn to manage and in our current world today, the biggest resource 
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that we manage is money and that's why we do the work that we do. And 
we are now looking at how we put that money to work in a long term 
picture. Not just for this generation and today but for generations to come. 
And each of us again, the desires that are on our hearts are the things that 
will inform how we do that. So and I know people who follow me naturally 
have those kinds of desires on their hearts otherwise my langaging 
doesn't resonate with them because the money is always for something, 
right And when you have a bigger picture and a bigger picture and a 
bigger picture, that's part of the juice for us. That's part of what keeps us 
growing and keeps us wanting to create new and different things.  

[00:34:48] 

 So in this stewardship phase where we are truly living in wealth 
consciousness and consciously creating the legacy that we're leaving, this 
is where we begin to develop the extra strategies for our day to day 
earned income. Why are we comfortable doing that? Because in phase 
three we put in investments to ensure we stay in the earned income 
market only this time trough other peoples' earned income. So we're 
looking at the exit strategies because we're moving on in life in a different 
way. Some people say I love what I do, I can't imagine never doing it. I 
mean you can go and find Brand Tracey out online. My goodness, the 
man is very very old and he's still doing what he's doing. Why? Because 
he loves it. But here's what I can guarantee you, he is now doing what 
he's doing only the pieces that he loves. So yes you see him on the 
videos, yes you see him on the stage, yes you see him doing some 
training.  

 Those are the pieces he love and he has a team underneath of him that's 
doing the rest of it. So he has truly exited out of day to day and he's just 
doing the piece he loves. So that's, when I say an exit strategy I want you 
to be exiting into the kind of life that is important for you to be living. How 
much time you're spending with your children or your grandchildren. How 
much time you're spending with your parents. It all depends on the phases 
of life for it, right. And the needs that come from that. How much time you 
get tot volunteer in different kinds of things. My mentor, well, my mentor 
today, she takes six weeks off. She takes July and August and she travels 
helping provide clean water in different parts of the world that are not 
blessed with that at this moment. That's her passion. That's what she gets 
to do today because she has set herself up to be able to do that. And 
those are the kinds of things that I want you to think about you know. If 
you created your perfect day, your perfect year, what are the kinds of 
things that you would be doing. You also will be managing your 
investments in a different way.  

 So when you get into real estate investment, you have a choice. You can 
either learn to have relationships with your tenants or you can learn to 
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have relationships with a property manager. Either way you're still 
managing it. When you work with a financial planner, you want to have a 
relationship. This is not a park and pray. This is an active, what are we 
doing, how are we doing it, why are we doing it, does it work for me? Are 
we hitting our numbers. So you're day to day actions become a little bit 
different than what marketing strategy am I going to use today to be able 
to drive more leads into my company so I have more potential customers 
that I can have for five, six, ten year time frame. So you're just shifting up 
what you're doing so the whole concept if you will of retirement, to me it's 
just a different kind of activity. And why are we able to do that? We're able 
to do that because we are truly managing our wealth cycle.  

 No instead of generating earned income in a profit and loss, we are 
managing our assets on our balance sheet which then by default manage 
that whole profit and loss. We don't even have to think about that 
anymore. It just drives. In this stage you're now working through a team to 
make sure that your reporting is what it needs to be. The forecast that 
you're looking at now are not just for you, but also for future generation. 
We want to look at asset protection. This is one of the pieces that is truly 
missing in a huge sector of the baby boomers. Which you know, I don't 
know, four years ago, five years ago when the baby boomers began 
transferring wealth to next generations and they predicted the 10 to 12 
year phase where this huge amounts of manufacturing wealth that was 
accumulated is going to be transferred to the next generation. There's two 
things that are creating a mess in that. One is the healthcare changes. 
Where a lot of people are losing their family wealth today. And two is 
because there was no asset protection, it's being taxed. Or it's going to 
pro-bait in the estate planning because there was no estate planning.  

[00:39:47] 

 So one of the things that you want to be really conscious off is how you're 
protecting the assets that you are now managing so that they can be 
passed along to future generation without being lost. So again this is part 
of managing the return of investment, right. That part of the return is being 
able to leave that legacy. you want to be able to leave that legacy so it 
doesn't hurt the next generation. Anyone who leaves a legacy, so it's 
actually there for the next generation. One of the reasons why I truly 
believe that Nelson Nash's banking policy, that life insurance policy I 
talked about in phase three, is such a beautiful benchmark for most 
people is because of the way it can transfer the legacy down the road. It's 
exempt from so much of the challenges for the next generation. So you 
want to be looking at what is that wealth cycle for you. Again, looking at 
your will, this is something that as we age, we want to be doing more and 
more.  
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 As we have more wealth that we're managing, we want to be doing more 
and more. And then phasing out of the day to day. I know that, my mom 
always says to me, Sue it takes twice as long now to do half as much. It's 
enough for progression in life, right. We want to be able to move into that 
gracefully. We want to be able to move into peace of mind of not having to 
drive the day to day. We have done a transfer of our knowledge, we have 
done a transfer of our systems, so that we know that all of that will 
continue. Or we've done, we've built a team that can manage it for us so 
that we can truly just lead the kind of day to day lives that we truly desire.  

 Always want to be raising income streams. Why we want to do that? Like 
if I were to say to you today I would like to see you take your business to 
seven figures, then I'd like to see you take your passive income to seven 
figures. Some people might go wow that's a huge stretch, my financial 
planner tells me then I need to expect to live on 80% of my income when I 
get three times it. It's not a game I choose to play. And so I just want to, if 
this is a new concept for you, I'm just going to lay it on the table as a 
potential money principle for you to begin to explore. The way you do that 
is to have a C-suite team. So the C-suite is your CEO, your CFO, your 
CMO, your COO. Those are part of having the exit strategy and the mid 
management team in place. They are the ones that will now manage the 
day to day for you.  

 And then your legacy giving strategy. How you plan to transfer that income 
to future generations so that it does stay intact. I know for most people, it's 
hard to even comprehend the concept of “old money”. So, but is very real, 
it's very alive and it's very available for more people than just the few. All it 
is, is education, planning and management. That's it. And my goal is that 
more people experience that because there's plenty of money on the face 
of this planet, it's just a matter of learning how you keep more of it. That's 
your ROI, right. Managing your ROI in every step of this wealth 
development game.  

 Okay, so I'm going to open it up for questions. I know we have some 
people who weren't able to join us today, and again I want to encourage 
you to be sure to do your homework as you look at where you are in this 
millionaire wealth path. You know, write down your specific questions of 
where you think you are and then we'll find the best next step for you to 
keep you on track for the next phase. Okay, I'm just going to open up the 
lines and if you have a question, go ahead and pick up. Hello, don't be 
shy. I know it's a lot of information to take in and sometimes that means 
that the questions come after the fact or after it sinks in or when you sit 
down with your own moneys and your own reporting, that's when the 
questions can come up. Which is another reason why I put this 
complimentary CFO review in place for you for this class, because then 
you can get to ask those kinds of questions.  
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00:45:11 

 Okay, well if there's no questions, email.... 

Grace:  Sue this is Grace, I have one more question. 

Sue:  Hi Grace, how are you today?  

Grace:  Hi, I'm good, I'm just trying to get a handle of some of the stuff. So top line 
income includes what?  

Sue:  So top line income are the kinds of things that will throw influx of cash at 
you every now and then. But it's not something that you count on for your 
day to day. So baseline is the bread and butter that covers all the bills. 
Top line is the little extra bonuses that you may do. So for example a 
baseline income in our company is doing the month to month accounting 
services and payroll services for our clients. The top line income for us 
would be this class. It's something that I don't offer all the time, but it's 
something that's really fun to do and as I have that tentative demand for it, 
then I offer the class and it provides a little influx of cash. Does that make 
sense? 

Grace:  Yes. And are you going to go later on a little bit more into detail about your 
retreat and how it's going to expand on all of these things?  

Sue:  Oh, the CFO players club? 

Grace:  U-huh. 

Sue:  The retreats that we're doing in October? 

Grace:  Yeah  

Sue:  That's a great question Grace, thank you. I'm going to…  

Grace:  I looked on the website, it doesn't tell you that much.  

Sue:  Okay, I am working on putting some information out there on what day 
one, two and three is. I'm changing it up some this year, which is why it's 
still not our there yet. But in October every year we do a three day 
financial intensive here in Montana. And in this three days, this year we're 
actually coming to a retreat center where it's just going to be us and it's, 
what it allows us to do is kind of, day one will be all around mindset. It will 
we highly interactive. Kind of diving a little bit deeper into you know, what 
are the ways that we come at money? The filters that we use around 
money. And then when we're setting goals, you know, really diving deep 
into what those goals are, not only from the stewardship process along as 
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we discussed in this class phase one, two and three. But what if there's 
more for us.  

 You know when we're driving all the time it's not often that we step back of 
automatic and truly clarify what's happening here or what our desires are. 
In day two we're going to be looking at a lot more systems and structures 
and the financial team. I'm looking at a couple of people to actually come 
and visit with us a little bit more about different kinds of investing and why 
those are of value. There's totally no selling, no-one is going to try and sell 
you anything. Total education.  

 And it's all about, as we're looking at the different ways, as we begin to 
step into this wealth development. Because one of the things, as you 
know Grace is when we're building those warrior lines, they get to a size 
where it's time for us to put them to work in different ways. And a lot of 
people have what are known as lazy assets, those are those park and 
pray assets and what are the ways that we can put those things to work 
that will bring us on the trajectory of phase three and four of wealth 
development faster than we think is possible. So it's kind of looking more 
at that investing side of things. And then day three is going to be where 
the rubber meets the road. We're actually going to do some very hands on 
fun activities where as a group we'll get to experience how we come at 
things versus how we think we come at things. 

 So in my experience I've done so much personal development work over 
the years where you know, we learn a lot of new things and then it's time 
to put it into practice. And so we'll be in a highly interactive way of working 
with money so that we get to see different ways that each of us will come 
at it. Because I think that you know, when you're sitting around the table 
with a number of people who are different archetypes, have different life 
experiences, had different kinds of goals, it can inspire different thoughts 
for us in how we're creating the things that are on our heart to create.  

[00:50:35] 

 This intensive is limited to 12 people because just like this class it's really 
important to me that this is not just another fun experience and some head 
knowledge. I want you to be able to walk out, have your plan for - we'll be 
moving into 2017. And that's why we do it in the fall so that you can go into 
the holiday time relaxed knowing that you've got next year handled and 
you're ready to go with it. You've got some new tools in your tool belt and 
new skills that you've been able to work with that you can step into 
creating the financial picture that you desire in 2017. Did that help to 
answer your question?  

Grace:  Yeah, it does, thank you very much.  
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Sue:  Okay good, thanks for the question. Alright any other questions that 
anybody have?  

Grace:  So as far as our homework goes, when we're looking at this wealth plan, 
so we want to make sure we have, just go write down the checklist and 
make sure we have everything in phase one completed and everything in 
phase two completed and in some things I noticed, I'm kind of all over the 
board. So that’s basically following that. 

Sue:  So that's where I find this is that there are so many different ways to get to 
the end run. There are more strategies and more tactics out there than 
any of us could ever do in a lifetime. And what I find happens is we'll start 
to work with different strategies and tactics or we'll start to --and you know 
it can be marketing, it can be too,l it can be investments, and without 
knowing where is this fitting in for me. And so what happens is, just like 
you're experiencing about a little bit in all these different phases, but 
because the foundation of phase one is not complete, you hit a wall 
eventually where you can't get completely into phase three because one 
and two don't have all the pieces. All the T's crossed and the I's dotted. 
And that's where you want to look at what is the piece or a piece in each 
of those earlier phases that I just need to stop for a little bit. Whether I put 
something on hold or whether I stop doing something all together and go 
and get this handled, And then come back to it.  

Grace:  Okay and then on creating goals and this is kind of a mindset thing, I'll 
create some goals and then I'll think they look really good and then I'll look 
at them again and I'll say oh no that isn't doable and then I try to make it 
more realistic. So I think how to make them a stretch goal and not fall back 
into that mindset of looking at them and backing away from them. So what 
are some strategies that you have for moving forward on those things? 

[00:54:14] 

Sue:  So the forecasting tools, the 'Dynamic planning tool' that I gave you last 
week is the key to that. So when I work with clients with that, we do the 
whole income piece first. So that's those goals that you mentioned that 
you desire. Then what we want to do is we want to put in all the expense 
portions that go with that. And building in that expense is our cash flow. So 
we're making sure we're creating warrior lines, we're making sure we're 
doing a debt reduction plan, all of those pieces, once we have that in 
place, we know whether the cash flow works for that or not. Then we ask 
the bandwidth question. And this is where the reality check hits most of us. 
Is for me to actually generate that kind of income is going to require this 
kind of a time investment. Oh my gosh, I can't do that or I don't want to do 
that. So that’s where you can shift up and say ah, but if I bring in team, of 
a certain kind at a certain cost, to do these kinds of pieces for me. I could 
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actually hit that. Now my ROI is going to change a little bit. Is that because 
I didn't price right at the top.  

 Or is that because that's what it's really going to take to make this thing 
go. Then you get to say well maybe I don't want to do that anymore or oh, 
I should actually be charging more for that. Because in order to truly do 
that, this is what it actually takes. That's where I find most people, when 
they look at the services or the products that they're creating for their end-
client or their end user in the world, when you truly get a handle on what 
you pour into making that happen for them. And then you also get a 
handle on the impact it has in their life. That's where you can look at your 
pricing and go of course I'm not charring enough for that. Now I'm going to 
raise my rates and I can confidently share those rates with my client. 
Because I really get what I'm giving them and what they're getting. And 
part of what you're giving them is so that you get to win as well and that 
means consciously getting to have that lifestyle that you desire. So the 
dynamic tool helps you see that throughout the next 12 months.  

Grace:  Okay, so in order to do this and kind of have it like being a homework 
enhanced holding experience [laughing], I can't see what you call it. I'm 
looking at this and I can see where I can fill this out, but then I really need 
help solidifying it. So what is the best way to follow through on that? Is 
there going to be another class where you actually take our stuff and half 
homework and do that or should be make a private appointment with you 
when we're ready to do that. What is the best way to get that done? If 
we're one of those kinds of people that needs a little extra help in that 
area? 

Sue:  One of the bonuses with this class is that you do get to have a session 
with me and if you want to use that session to create the plan, you can 
absolutely do that.  

Grace:  Okay, oh that would be wonderful, thank you.  

Sue:  And then that plan is also something that we touch on in that retreat that 
we do as well. 

Grace:  Okay. 

Sue:  Yeah, great question. 

Grace:  Thank you, I don't think I've ever been so excited about doing this stuff in 
my whole life, so thank you for that.  

Sue:  Good, good, I'm excited. Good for you. Well and you've taken so many 
steps right, in this last year to move towards this. And so what makes my 
heart sing is to hear you say you're excited about it because that's truly 
what happens when we're willing to begin to work with this stuff so that it's 
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not this big scary chaotic thing that most of us feel about it. When we can 
get it systematized for ourselves and things just come, is when it truly 
does become fun. The numbers become inspiring and coloring for us. 
Yeah, good, good. Well, I'm not seeing any other questions today and I 
didn't get any email this week, so if you have them and you're listening to 
the recording, go ahead and send them in and I'll work on getting those 
answered for you then in your session, your private session when you're 
ready to book that. And then also continue to watch your membership 
area and we'll be posting the debt reduction program real soon for you. 
Okay, thank you everyone for you participation and we'll chat to you soon. 
Bye for now. 

Grace:  Thank you. 

Sue:  Bye bye. 

Grace:  Bye 

[00:59:54] End of Audio 

 

 


