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Mastering Your ROI 

Call #2: Parameters to Guide Your Investments 

[00:00:00] 

Sue: Okay, good morning everybody. Anybody else want to say hello? I 

know Meg already said hello, checked in. I’ve got some great questions 

from her that will help us this morning. Anybody else want to say hi? Let 

me unmute you, that might help, right? There we go. Anybody would 

like to say hi this morning? Not yet? Okay. Welcome back to class 

number 2 of mastering your ROI. I’m glad that you’re here today, and 

really looking forward to diving into our next section of the perimeters to 

guide your investments, which is going to build off of more of what we 

spoke about last week. But before I do that, I want to dive in a little bit 

with some of the questions that have come in from last week.  

I know I had an opportunity to visit with a couple of you on Monday and 

I appreciate your feedback and your insight.  Because it really helps me 

to make sure that I’m on track, giving you some information that’s not 

just valuable because I know the content is good. But what’s most 

important to me is that you actually get to apply the knowledge. So it’s 

not just something that you’re learning, but it’s something that you can 

actually put into play. And I can get pretty passionate about this topic of 

money and I want to make sure I’m not overwhelming you, but giving 

you the right kind of information that will actually help you get going 

with it. So thank you for both sharing your insights with me, but then 

also emailing me some questions. 

So what I would like to do this morning is I will, let me just do a couple 

of homework items or technical items, I guess. Then we’ll move in to 

questions from last week, before we dive into today’s content. So 

hopefully by now you’ve all been able to get in into the customer hub. 

One of the things we did do was create a little shorter URL for you. So 

there’s a bit.ly URL now and bit.ly is B-I-T dot L-Y, if any of you also 

create links for people. It’s a great spot to be able to shorten things up. 

It’s just bit.ly/masteringyourroi. So there’s no dashes, no spaces; just 

mastering your ROI and that’ll get you into your customer hub. I believe 

Suzan has shared with you the password for that so that you’re able to 

access the recorded audios but also the handouts. I know for myself 

when I go back and listen the audios again, I will oftentimes hear things 

that I didn’t hear before.  
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Because sometimes we get full and it’s like “Okay I’ve hit my point and 

heard what I could hear” and when you go back again, you’re in a 

different space so you can hear a little bit more of what was there. So I 

encourage you to use that, you’ll always have access to it now that 

you’ve been a participant in this class. Okay so I’m going to unmute 

you. If you do have background noise, I’m going to ask that you hit *6 

and that will mute you so that the recording is clear for people who are 

going to listen to it afterwards. Then I’ll start in with some of the 

questions that we’ve had. If you have more pop-up, please time in in 

order to do that. You just press *7 – if you’ve muted yourself you can hit 

*7 to unmute yourself, or you can hit *2 to raise your hand and I can 

see that you have a question, then we’ll go from there. Okay so I’m 

going to unmute you. Just *6 if you have background noise, otherwise 

I'll dive into some of these questions.  

So one of the questions – and this comes up a lot when we do work 

with the archetypes – is that it seems that the archetypes are complete 

opposites of each other, that some of the strengths of one of the 

archetypes more than offsets the strengths – or actually combats – the 

strengths of another one. Now there is some truth to that; I want to walk 

you through an exercise to help you kind of create harmony if you will 

between those archetypes. So each archetype stands on its own 2 feet 

and the gifts of the 2nd and 3rd archetype are to expand what’s 

possible from your first one. So hopefully that makes sense. They’re 

meant to support each other.  

[00:05:15] 

Sue: When we feel like they’re in conflict with each other, it’s generally 

because we’re allowing too much – remember too much of a good thing 

is not a good thing anymore? Too much of a certain type of archetype 

to run us. So I want to walk through a little exercise that’s going to help 

you think through how to put these in alignment with each other, and to 

do that you’ll want to pull out your top 3 archetype cards so that you 

can look at this as you’re doing it with me. So when you look at your #1 

archetype – I want you to lay that card down in front of you, and think 

about as this archetype, what are the things that are important to you 

as related to money? So just to make a note for yourself of what’s 

important to you when you’re thinking about money, okay?  

Then also to write next to that, what are some thoughts and feelings 

that you have about money, and what challenges you have about 

finding it as your first archetype? So I’ll just give you a minute to make 

some notes there. Okay now what I’d like you to do is to look at your 

second archetype. Sometimes I find it’s really helpful is truly shifting 

yourself into thinking from the space of your second archetype. It 

actually moves, like take a step to the right or a step to the left, maybe 

stand up and look at it if you’re sitting down. Just kind of help to shift 
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the energy as you begin to look at something different. Then how does 

this archetype support the first one, in the area of money. So it’s kind of 

a unique question, is what are the basic characteristics or the essence 

of this second archetype and how does the essence of that support or 

enhance the gifts that you just outlined in the first archetype? 

Client 1: Oh now I get it. Okay, yay.  

Sue: And now we can do the same thing with the third. So again if you pick 

up the third card and you…or pick up the page that has your third 

archetype on it. I keep referring to cards because I’m going to send 

them to you, but I haven’t done that yet. That helps you shift what is the 

essence of your third archetype and how does that support your first 

one in the area of money? So when you said “Ah I get it”, what was the 

insight? Are you willing to share your insight? 

Client 1: I thought I was muted, sorry.  

Sue: That’s okay. 

Client 1: That totally made sense because I was trying to figure out how they 

work together, especially for the last one – the least amount of 

whatever it is. I was trying to figure that one out too, so I know we’ll get 

to that one so it’s starting to make a whole lot of sense. 

Sue: Okay good. And definitely the last archetype is truly about melting away 

any resistance that you have in your first archetypes, okay? So when 

you look at the gifts of your archetype, you talk about, let me just grab 

these here for a second. So for a top archetype, so for instance if your 

number 1 archetype is the Alchemist – let me find that one. Okay if your 

number 1 archetype is the Alchemist, you can say “By creating ideas 

and championing others and by seeing possibilities, I can – and this is 

the sacred money contract – I can transform those ideas into financial 

success.”  

[00:10:45] 

Sue: And if you take the gift of your third archetype – so if your third 

archetype is the Nurturer, you can say “I can transform ideas into 

financial success – which is the sacred money contract of your first 

archetype – by giving amazing value, being generous and loyal”, which 

are the gifts of the Nurturer, the third archetype. So it’s a matter of 

taking…and you do the same with your last archetype. So if you look at 

the contract of your number 1 archetype and look at the gifts of the 

others, how do those gifts support you? So my last archetype is the 

Connector, and my top archetype is the Nurturer, so “By not overly 

stressing about money, by having faith and optimism and not being 

compelled to keep up with others, I innovate, achieve and empower 

wealth with grace and ease” which means the stretch for me is to 

connect with others.  
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So I connect with money because that’s the Connector’s challenge; is 

to see that by connecting with others, we’re actually connecting with 

money. Money is just a transfer of energy. When you provide service, 

then you’re paid for that service; so by connecting with somebody and 

providing service for them, then the money flows to you. And it happens 

seamlessly, it’s graceful and easy as opposed to the drive which is what 

I used to do. Okay does that help with the archetypes? 

Client 1: Oh my gosh that helps so much, thank you. 

Sue: Good, good I’m glad. I want to also…a number of you wrote in about 

the money principles. So we’re going to do a little bit more work with 

them today – kind of diving in to how we use those in letting out and 

investments. But before we dive into that, what I would like to do is just 

kind of walk through a couple of them and if you could ask the 

questions that you have for those, then that would help me because a 

couple of you said this sheet is somewhat overwhelming. So even to 

begin to think through it can be a challenge if you’ve never done it 

before. Of course it covers everything and the more work you do in this 

area of getting – number 1, aware of your relationship with money, but 

number 2, consciously making your decisions about how you’re 

investing your time, energy and money. This is kind of a format to help 

you record that, so that you know that you’re on track for what’s 

important to you, as opposed to flying by the seat of your pants.  

Which is what a lot of us will do; we’re just running. We’re just going 

and going and going and we don’t stop to think of is this truly an 

alignment of where I want to get to versus a knee-jerk motor response. 

So that’s the purpose of these money principles, is for you to get clear 

on what’s okay with you because here’s the truth: There are more ways 

to make money on the face of this planet than you’re ever going to 

have time to do in a single lifetime. There are more opportunities to 

participate in experiences in life than you ever have time to do in a 

single lifetime. So the clearer that you can get in knowing that this is 

truly an alignment with where you are – and these things shift and 

change, right. As your knowledge grows, as your experiences continue 

on in life, you will begin to shift these up.  

[00:15:04] 

Sue: The key is to be doing it consciously rather than unconsciously which is 

how 90% of the planet operates. So one of the things that…so let me 

give you an example. I don’t know all of your personal pictures, but I 

can make an assumption because I know the kind of people who follow 

me, or the kind of life that you’re living. I can almost guarantee you that 

none of you stand in a soup kitchen line for food. So the reason you 

don’t is because it’s a filter you have that that is not a way that you 

were going to choose to live every day. Now some people like to fight 

me on this – like not everybody has a choice – and I know that, I get it.  
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For the folks that are following me and working with me, you all 

understand the power of choice in your life and you want to make sure 

you have these goals and these dreams, not only for the lifestyle you 

want to provide for you and your family, but also for the impact that you 

want to have in the world. The legacy piece; we don’t do it for the 

money, we do it for what the money does for us and for others. So we 

impact our homes first, we then impact our communities and then we 

impact the world. Most of us don’t consciously understand that 

everything that we’re doing has that ripple effect just by default, it’s a 

beautiful thing and the more conscious we can be about it, the greater 

the impact we can have. So this thing to live by is to try and help you 

move into that level of consciousness to know what that is for you.  

So there’s no right or wrong in this, that’s the number 1 thing. As you’re 

looking at it, part of what overwhelms us is 1st, the lack of knowledge 

and then 2nd is it’s too much to think about all at once. So just like you 

wouldn’t eat all your bites at once and the first place that I encourage 

most people to get really clear is income, because one of the things – 

just like you’ll choose not to get your groceries at the soup kitchen, 

there’s also things that you’re willing to accept in how much money you 

make and things that you’re not. Okay and that’s where I want you to 

be really clear. Like when this whole banking debacle happened in 

2008 to ’10, I watched so many people get hurt by that process. Some 

of it was based on a lack of personal knowledge and I was hurt in this 

whole process as well.  

 Some of it was based on not knowing a different way to do it because 

we’ve all been educated financially in our systems in a certain way, and 

some of it was because so many people were led – we’re all led to put 

your money, go to school, get a good job, pay your taxes, put your 

money in a savings account and then put it in an IRA. And all of those 

things, while they’re not bad things, they’re very limiting in what they 

provide in return. Now, do we need to learn how to use those things? 

Absolutely. But part of what drives me, for instance, in my rate of return 

is my investments must provide X percent rate of return. So 1-3% is not 

okay with me, and the reason it’s not okay with me is because that 

means I’m going backwards. In other words if I go to work and I 

generate income to pay my bills and put a percentage to work in my 

community – that’s the give back – and then put a percentage to work 

for my legacy – which means that Robert Kiyosaki little league put 

those soldiers to work, right.  

They go to work for you and you never touch them again. So you’re 

going to invest them, and honestly money is dealt step by step by step 

by step. Repetition, same thing over and over. You just need to learn a 

different game and the numbers get bigger. This is why it’s so important 

if we learn how to master all of this at whatever stage we’re at, it will 
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stand us in good stead later. Sometimes we look at people who are 

making tons of money and we think their life is really easy, and the truth 

is if they haven’t learned what I’m teaching you now, they are having 

the same thoughts, fears, concerns that you are. It’s just a different 

number of zeroes, that’s it. 

[00:20:30] 

Sue: So my goal with this is for you to be able to live a life of ease when it 

comes to money and also be able to create – use the tool of money – 

to create what you’re looking for. So let me go back to my investments 

to provide a certain rate of return. Part of that is even being aware of 

the fact that it can be different. So if I were to say to you “Well I’m not 

going to put my money someplace because I know I’m going to get at 

least 12, 20, 30, 50, 100% rate of return”, one of those numbers 

would’ve pushed a button with you of “I don’t think that’s possible.” Part 

of my goal when we look at your numbers; so remember part of this 

class at the end is I’m going to do a review with you of your numbers – 

part of that is that we’re going to look at what your ROI is. That’s you 

bottom line, your net and what’s coming into your life – your personal 

life because remember I talk about doing it corporately and personally.  

So first we’re going to focus on the ROI in your business because for 

most entrepreneurs, that’s our greatest investment. Then we’re going to 

focus on it at home. So sticking it into an IRA in my opinion – so just 

because I said doesn’t mean it’s gospel, I’m happy to have the 

conversations with you on why I think this way – but sticking it into an 

IRA and leaving and parking and praying and hoping that it does 

something down the road; if you’re not matching funds or getting 

matching funds from somebody else, I don’t think that’s a good 

investment.  

It’s a government-controlled entity if you will, that when all those Baby 

Boomers stop paying taxes and start taking out these IRA money, you 

don’t think the government’s going to take a bigger chunk of tax than 

they are today? They got to get their money somewhere. But anyways, 

so those are the kinds of things that you want to think about in this 

investment side of things. The other piece is not having too many eggs 

in one basket. So part of what hurt me so much in 2008 to ’10 – first 

part was my soldiers, my archetypes, I didn’t understand them at that 

time. I kept my employees way too long. So I was going in the hole 

every payroll cycle thinking “Oh this is going to change” sooner than it 

did and left me with an awful lot of debt at the end. If I had had a money 

principle that said “When my ROI gets to a certain point, I have to make 

a change”, that’s me putting the oxygen mask on myself. It wouldn’t 

have taken me as long to recover, had I not had that amount of debt 

that I incurred. 
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And that was my choice, I created it. So that was my earned income 

side, but I lost hundreds of thousands of dollars because all of my 

investments were in real-estate. Now I still love real-estate, thank 

goodness I didn’t have to get out of everything and truly lose it. But that 

did cost me a lot of money and had I had investments in real-estate in 

different markets or had I been invested in other things. So real-estate 

is a direct investment but investing in other businesses so there’s many 

different kinds of industries. Not every industry got hit in the crash. Most 

of them did, but not everyone. So it’s learning how to look at the 

diversification of what you will do with your income. One of the things 

I’ve learned about my business is I need to have… well I’m very 

focused and very committed on it – having my oxygen mask 

somewhere else so I would’ve had different reserves when everything 

went so south would not have hurt me as much.  

[00:25:07] 

Sue: Now, did I get into a soup kitchen line? No I didn’t. Did some people? 

Yes and it was very tragic for them. The thing is though, they were able 

to make decisions to move out of it quickly and there are some people 

that never did get out of it. So those are the kinds of things that when 

you’re looking at your income, what are the things that are going to help 

you get set up to win in the long run. It’s not going to happen overnight, 

it’s just something that you want to be consciously choosing step by 

step by step. So I will track my income. When I was first doing this, I 

was looking at it probably once every 6 months. I was doing my clients’ 

stuff more often than that but I wasn’t doing my own.  

Then I started to do it once a month, then I started to do it once a week 

and now I look at it every day. So it’s a principle of mine that the first 

thing I do in the morning when I sit down at my computer, before I get 

into email, is I look at where’s the money. Do I need to move 

something? Do I need to collect something? Is that something that am I 

doing all of it? No, I have a team that helps with some of the parts and 

pieces but what’s important is that my brain as the CEO of my finances 

knows where I am with it every day. 

 That way when something comes, I’m never blindsided and I can make 

decisions in the moment rather than feeling like its being done to me. 

So I’m driving it instead of feeling like a victim to it. I will review my 

income strategies ‘blank’ and adjust accordingly. So I used to do that 

once a year, now I do it once a month. So if my CFO level of clients, we 

create a 12-month forecast and call it our Dynamic Planning Tool. That 

Dynamic Planning Tool again keeps us in the driver’s seat. These are 

money principles that are guiding my behaviors, and my behaviors are 

because of the goals that I have set.  

So I can sit down with my forecast – my dynamic forecast, this is not 

something you create, stick in your drawer and never look at again, 
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which is what most people do with their business plan. But this one 

what we do is we create the forecast for the year and then we look at 

the end of a month and say “Okay this is what we thought we were 

going to do. This was the return we were looking for on our investment 

of time and energy and what actually happened”.  

 Now I can say this worked, this didn’t and this is what I’m doing next. 

Then I get to do that every month so I say I’m more apt to stay on track 

than if I were to look at it at the end of the year and go “Hmm, what 

worked?” Unfortunately, I see that a lot with entrepreneurs, is that they 

don’t even look at their revenues until tax time, because a lot of people 

think they’re creating numbers strictly for taxes; just to follow your 

taxes. But if you have those number – so now I’m talking about returns 

of the dynamic tool – but the other part of numbers is looking at when 

do we need to restructure for entity-wise so we’re not paying so much 

in tax?  

When do we need to look at different kinds of setups so that we’re not 

paying too much in tax? Setups of payroll, setups of benefit, setups 

based on your family’s needs. There are entity structures that we can 

pay for your kids to go to school, we can pay for anything medical in 

your family or your extended family depending on how we set it up. It’s 

just whatever your needs are. But the only way we can do that is if 

we’re looking at it. Is this helpful? Is this making sense? 

Client: Yes, so helpful. I think for me what it was, was I was looking at it going 

“How do I know not…okay if I look at it at the end of the week or end of 

the month, then I know and I can make changes.” Does that make 

sense? 

Sue: Okay good. The other thing to know is draw a line in the sand and then 

at the end of the week or the month go “Did that line work for me or 

didn’t it?” And then you can shift it, tweak it over time. 

Client: Yeah. 

[00:30:02] 

Sue: And I think that’s one of the things about this is not to look at it as a box 

that puts you in shackles, but to look at it as this dynamic piece that’s 

living and growing with you as you’re shifting and changing.  

Client: So under that income category, one of the questions – must be 

diversified into a minimum of so many categories and further diversified 

into so many divisions. I’m not sure how to tackle that one.  

Sue: Great question. So when I talk about categories – so business would 

be a category, real estate would be a category, stocks and bonds would 

be a category. When I talk about divisions, in business it can be my 

business or it can be my businesses – like you have different verticals 
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with different…when I say business, I’m talking about operational 

earned income. In real estate divisions could be single-family dwellings, 

multiple unit or commercial-level multiple unit which means things that 

are over 10 units or more. Another further diversification of divisions 

when it comes to real estate could be in my backyard, in the next state 

over, on the other side of the country, international. So those could be 

different divisions.  

 In businesses, it could be the service industry versus widgets and 

products. In stocks and bonds, for folks that do that, some of the money 

principles people use with that are ‘I only invest in companies that I 

actually use their products.’ So for instance if you’re an Apple person, 

you would invest in Apple stock. If you were a Starbucks person, you 

would invest in Starbucks stock, as opposed to choosing to invest in 

something that you know absolutely nothing about. I’ll be honest, the 

stocks and trading are not my area of expertise. I do have a couple of 

clients that work in that, there are a lot of trading tools that are available 

to people to help them have better success with it but I haven’t yet had 

a client, so that means that there are people out there already having 

success who are not my clients. Who invest in the stock market and 

actually do it as a business and make money with it. 

 Real estate you can have earned income by flipping, by doing tax lien 

certificates, by doing – well I guess it’s still flipping – but when you use 

other people’s money, you’re just kind of the broker in the middle if you 

will. You find somebody with money and you find somebody with a 

house and you marry the two of them and you get a cut out of the 

spread, versus buying it, fixing it, flipping it. I don’t know what the 

difference in the names are, but those would be different divisions. 

Does that help? 

Client: Oh so much. Thank you. 

Sue: Okay. And then each category reaches a certain dollar amount in size, 

so again this is ‘I’m going to put 75% of my money into my business, 

and then I want 25% of my money somewhere else. So then I know 

that I’m diversified somewhat.” Then over time it can flip to 50/50, then 

it can flip again and flip again. So part of it depends on where you are 

in your wealth development strategy and then also what’s important to 

you. Again, if you look at your archetypes, an Accumulator loves real 

estate because it’s a nice slow boat that moves over time.  

I, as a Connector and a Nurturer, love real estate because I’m providing 

housing for people. That’s the way I look at it. So I enjoy learning the 

game because it’s a natural fit for me, it’s a good alignment for me. But 

people who are trueborn Mavericks, oh my gosh, real estate puts them 

to sleep. Now they’ll have a piece of it because it’s just a tried, true 

investment but they’re more into the stocks and the bonds and the 

trading and that kind of thing, just because it keeps their juices flowing. 
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So always choose the kinds of things that are in alignment for you and 

make your sing. 

Client: You know what the other thing, is when you’re talking about all the 

different investment types, I can’t remember a time when I ever had an 

investment that gave me a return that I could actually touch and feel. 

You know what I mean? Like every time you have your 401k or you 

have your financial planner person who does all of the investing and 

stuff like that, you never actually see anything other than paper once a 

quarter, that you either went up or down and it’s not tangible to me. So 

it’s just interesting and it’s exciting to know that there actually is stuff 

out there where you can make an investment and then actually get a 

return that you can see right away. 

[00:35:50] 

Sue: Yes, and that’s a really good point. Do you have the Nurturer Connector 

in your archetypes? 

Client: It’s like my next one. It’s really close up there, yeah. 

Sue: Yeah, yeah. So that’s why it’s important to you to be able to connect 

with it and touch it and feel it, see the impact. Which is good to have 

that awareness and to know that as you’re looking at your ROI, part of 

your ROI is simply able to see that impact. So some investors are into 

foundations and non-profits and community organizations and that kind 

of thing with a different ROI, and it’s definitely a place for people to 

begin to invest as they have overflowing abundance to be able to get to 

do those kinds of things. Unfortunately, sometimes I think that the 

investments comes because we feel we should but we don’t allow 

ourselves, give ourselves enough space to be able to put our own 

mask on first and then go for it. 

Woman: That’s been one of my biggest reluctances, like when you talk about 

putting your money into an investment account; to me that means – 

psychology here – that it's going to be locked into something I won’t be 

able to touch for 4 years. It’s a big thing. 

Sue: Yeah and those are more the park and pray kinds of things, right. I think 

that oftentimes when we stick our head in the sand, that’s what we do. 

Having said that, we’re also taught that’s what we’re supposed to do 

and so I’m encouraged for people who join classes like this where we 

get to have…ask a question in a different way and try a different 

investment. Good, good. Okay any other sections on this things to live 

by – money principles to live by – that you have questions on? Okay, 

then I think what I’ll do is I’ll put us back on mute and I’m going to move 

into our content for today, which is about perimeters to guide your 

investments. Then we’ll have time if you jot down your questions as 

we’re going along, we’ll have some time at the end to dive in and 
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answer those questions. Or you can shoot me an email which I truly 

appreciate, so that we can make sure this is valuable for you.  

Okay so for most of us, we’ve said our biggest financial investment is 

our business. But regardless of what your biggest investment is you 

want to know what are the most important things that need to be 

considered when deciding how, when or how much to invest, because 

every expenditure has a return. So when you invest in team, there’s a 

return. When you invest in services that support your business, there’s 

a return. When you invest in marketing for positioning or attracting your 

ideal clients, there’s a return. And what we want to do is we want to 

make sure of that return in all areas. Now most of the time when we’re 

looking at return, it’s in dollars and cents, but there is a return 

sometimes for you in the area of time which then allows you to do 

dollars and cents. So we want to look at all of the levels of how you’re 

impacted, not only from the dollars and cents, but also on your time and 

energy so part of this is – and I’m raising this up because this was a flip 

a switch in my brain, okay. 

[00:40:26] 

Sue:  When you’re looking at…success to me was achieving a goal. You 

would drive, you would do the work, you’d get the goal, the goal would 

mean X number of dollars, you were good to go. When you achieve 

that, there’s not a lot of fulfillment or a sense of fulfillment at the end of 

it. It’s just grind,  it’s just the going at it and while that might be a good 

brain intrigue, it doesn’t provide the fullness of life. So the other return 

that we’re looking for is also the kind of life that we’re trying to create, 

or is on our heart to create. That looks like how we can spend our time 

personally, where we get to invest our dollars and cents, and also the 

nature of how we want to live our life, the kind of house we live in, the 

kind of car we drive, the kind of vacations we take, the kind of life 

experiences that we enroll in. So it’s always considering the bigger 

picture of what the money is for. So the first step…so wealth 

development has many benchmarks.  

 But the first benchmark is cash flow, and when I say cash-flow, what 

that means to me is we’re looking at having enough dollars and cents in 

our business account and in our personal account and in our 

emergency savings at the same time as having a debt reduction plan – 

it’s an issue for us – so that we’re actually always moving forward and 

not going backwards. So let me flesh that out a little bit. In your 

business checking account, the initial goal is to be at least a 30-day 

cycle ahead of the game. So at the beginning of the month, you want to 

have 60 days’ worth of expenditures in the bank account, because at 

the end of the month you’re going to be 30 days ahead, right. Hopefully 

during that month you will also have had revenue sources so at the 
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beginning of the next month, you’re back to your 60 days and moving 

forward.  

 If you are not in that position, don’t think that you have to have that 

instantaneously. What I do want to encourage you to do though, is to 

think through your expenditures and your revenues and say “How many 

of these soldiers can we put into our push-in – our warrior line, that’s 

what I call it – our warrior line so that we never go below that line in our 

bank account. That way, you’re never chasing Peter, robbing Peter to 

pay Paul. You’re cash-flowing. It might take you a year to get that in 

place. What is that number for you to get that in place and how you 

need to focus or what would you need to shift in order to make that 

happen?  

Then the next stage is also in your personal life. Now one of the things 

that as entrepreneurs I see a lot of is when you’re not aware of the 

cash flow needs at home and in their company, we’re always – 

hopefully not co-mingling, but oftentimes we are – robbing Peter to pay 

Paul. What I encourage my clients to do is really clear what do you 

need to have come out of your company account into your personal 

account in order to make your personal life work, and again build up 

that same warrior line in your personal life. Then pay yourself just like 

you would pay an employee. Instead of doing it after the fact what’s left 

in the bank account this week, I want you to get ahead of the game and 

be driving that piece. So you’re building that warrior line over time and 

builds your corporate and your personal life, and you’re getting really 

conscious of…to pay yourself once a week, that’s fine but have it be a 

flat amount. Every Friday I move X amount of dollars from corporate to 

personal, that’s my draw, my paycheck, my whatever; depends on what 

size you’re at.  

[00:45:17] 

Sue: Then as it goes over time and there’s more we can talk about ways to 

do that. But what’s more important is to have that consistency. So we’re 

doing 2 things. 1 is every week, bi-weekly, once a month, whatever it is 

for you, you’re going to have your warrior line increase in your business 

account and you’re going to be transferring to your personal account 

the same amount every week, bi-weekly, whatever it is for you. Then in 

the personal account, there will be a portion of that that’s going into 

your warrior line. Then if you have a debt reduction plan – which I 

would encourage everybody to do and I’m happy to walkthrough how I 

set that up if that would be of value, to send an email and we’ll include 

it in this – but the more we can systematize that piece. Now I know it’s 

going on like “Yeah but my revenue is all over the place. I never know 

what’s coming and going and if your…part of that is the chaos of the 

habit and part of it is the chaos because you’re unaware of the return 
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on some of your expenditures and it’s time to get rid of some of those 

expenditures.  

 Some of it is you just have never stopped to think about it. So when you 

take a step back – just like I asked you to do with the money principles, 

to take a step back – think about it, institute something, see what 

works, what doesn’t and then shift it up and go again. But the trick is to 

get both those things in place, both corporately and personally. Then 

the next benchmark of wealth development is having the debt reduction 

plan and because that’s a tool if you’re using it wisely. Then the next 

step is looking at our team and where we supported because before we 

move in to a lot of deep dive wealth development, what’s important to 

me is that you are supported both corporately and personally.  

So for women that means that personally we are supported with 

somebody helping us to clean the house, somebody possibly running 

errands for us, somebody helping with yard work, whatever it is for you 

and your lifestyle. If you’re doing something, I want you to be doing it 

because you absolutely, truly love to do it. So like I love to work in my 

flowers but I hate to pull weeds. I love to go grocery shopping but I 

don’t like to do the laundry. So it’s what are the things for you that you 

like to do and what are the things that you can hire support for, and that 

will free your time up so that you are staying in your area of brilliance or 

your zone of genius. What that means to me is you’re doing the 

revenue producing activities for your company. So we have to get clear 

on what those are for you, and that’s first your baseline income – 

covers all the expenses, helps us build that warrior line – and then 

topline income which then lets us begin to have some fun in wealth 

development, contribution, all those kinds of good things. Is this making 

sense? I’m going to unmute you so you can just let me know if it’s 

resonating. 

Client: Yes this makes sense. 

Sue: Okay, thank you. So time is a thing that is a non-renewable resource, 

which is why we want to make sure that we’re staying in our zone of 

genius. When we are clear on what that return is when we’re in our 

zone of genius, then we can begin to declare the goals of what it is that 

we want to create in our investments. So to unpack that a little bit, our 

zone of genius is where we are interfacing with our ideal clients and 

sort of connecting to ideal clients. So that exchange of money, and that 

money then is a reflection of the impact that we’re having with our 

clients. When we truly understand the impact of our work, then we can 

package and price what we’re offering based on impact and not trading 

dollars for hours. Trading dollars for hours is a very old modelled 

business and it’s one that is not relationship-based. So most of us 

today – especially the folks that are following me – have a big heart for 
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the work that They do with their clients and want to make sure that 

they’re able to do that on a bigger scale with more people. 

[00:50:51] 

Sue: It doesn’t have to be hundreds of people, it has to be just the people for 

whom you can make the greatest impact. When you are in alignment 

with them, they value what you have to offer and you truly understand 

what it is that you’re providing your client, then you are priced in such a 

way that they are then able to have a greater ripple effect in their life 

and you are priced in such a way that now your life works economically. 

That’s a huge distinction I just shared with you, because most of us set 

our pricing based on industry standards, based on the dollars for hour 

model without ever taking a step back and looking at our packaging 

and our pricing and how we’re presenting what it is that we’re doing to 

the world. So I’ll give you an example. 

 I have a contractor who was doing a standard square foot – this is what 

it’s going to cost you by square foot to build your house. That is the 

traditional model of construction. He happens to build high-end real 

estate, so very custom packages, and he’s like “Yeah but then they 

make their customizations and that raises price per square foot and just 

fill in my labor rate and my overhead burden and we’re good to go.” 

The problem was he wasn’t making his markup on the changes for that 

client. So if you sell a product with your client – and I see this often 

add-on service – the product of the add-on services you always forget 

to build in your burden. And the burden – when I talk about burden, 

what I’m talking about is what does it cost you to keep the lights on? 

What does it cost you to have a person answer the telephone for you? 

What does it cost you to have the person clean your house? All of that 

is the burden of making your life work because none of us were ever 

destined to be enslaved to the work that we do. So we were destined to 

do the work that is in our zone of genius and be compensated in a way 

that we live the life that’s on our heart to live, which is different for 

everybody and if you’re dreaming it, it’s yours to live. 

 If you have the vision for it, it’s yours to live. Believe me, as you step 

into those visions, what happens is you get more new ones and 

different ones. They’re beautiful and you have no idea what they are 

until you get there but being able to embrace that that is how you’re 

meant to live means that the work that you do has an impact and you’re 

to be compensated for that impact. So when we unpacked what it was 

he was creating for these people and we were able to have a custom 

home package that allowed for the individuality – because everybody 

thinks a little bit different – but we can package them and price them in 

a way that the client was really happy to pay for it because what they 

were paying for was the end results.  
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 What they were paying for was standing in that great room with the 

view across the lake and feeling the way they were going to feel when 

they were standing in that room. That’s what they’re buying. They’re not 

buying the X amount of dollars per square feet, they’re not buying the 

cost per square foot of this particular type of flooring versus that one. 

They’re buying how they’re going to feel when they’re living in that 

house, and your client’s doing the same thing. Your client is making a 

purchase based on how they’re going to feel as a result of doing the 

work with you. So the reason I’m spending so much time on this is 

because your return is based on your ability to receive being 

compensated for what you’re doing, which is a different way to look at 

ROI than just the hard numbers. 

[00:55:46] 

Sue: I can do hard numbers with your company, we can walk through all the 

margins of your profit-loss statement, which we will do in your CFO 

review but what’s more important for you to understand is, is what 

you’re getting paid and what you’re bringing in to pay the bills and 

make your life work actually reflecting the impact that you have with 

your clients. That’s the point that I’m wanting to make here. So does 

that make sense? Anybody have any questions? 

Client: No that’s great, it makes sense. It’s great. 

Sue: Okay perfect, thank you. Okay so your money principles are the piece 

that help you declare your goal. Again it’s something that changes over 

time. One of the things that you want to understand is your tolerance to 

risk. Remember we talked last week about direct investment versus an 

indirect investment. One of the things that Grace brought up this 

morning – which I thought was beautiful because I’d never looked at it 

this way before – is that when something is farther out and you can’t 

touch it, not only have you lost your control over shifting as things move 

but you also don’t get to feel the change, to be directly connected with 

the change; which actually goes beautifully with what we’re talking 

about.  

When you’re thinking about investing in yourself and learning 

entrepreneurial skills so that you can do more direct investment – 

whether that be in your own company, in somebody else’s company, in 

real estate, whatever is on your heart to do – you want to think about 

the model that you’re creating. So some people are creating a boutique 

model, and some people are creating a large-scale leverage model. So 

the boutique model is the one where it’s typically you providing a very 

specific kind of service. It’s not scalable – it’s scalable to a degree but 

it’s always going to be you. So this is really a cash machine. 

 So your model is this boutique service that means that…or product, 

whatever it is for you – that is throwing cash. That cash then we’re 
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going to move in to the personal side of your life and put those soldiers 

to work over there in a different way. Or you’re building a large-scale 

leverage model – so I want you to consciously choose one of these 2 

things, because you’re doing it whether you’ve consciously chosen it or 

not. Then we can talk about what are the systems that we need to have 

in place depending on the model that you chose. The large-scale 

leverage model is that we’re going to be building the systems, the 

structure, the team that process these procedures and documentation 

so that it’s a well-oiled little machine, operates on itself. I’m not saying 

you have to build an IBM or a Nike corporation, but my accounting 

practice is a leverage model. A doctor’s office is typically a leverage 

model – not always, but typically. A lawyer’s office is a leverage model. 

 Our building this structures and processes, someday you can totally 

step out of it and it’ll run all by itself. You’ve transferred your knowledge, 

you’ve transferred your skills, you’ve set up the process fees so 

everybody knows that it’s working or not working, which is the 

challenge. It takes getting intimate with your team and your company to 

do that. But now you have this asset that will become part of what 

you’re going to sell down the road. There is a handout for today’s class 

and what I’m talking about is question number 2. So I’m creating either 

a boutique or large-scale leverage business as a cash machine or as 

an asset. I want you to write that down. Again, everything is fluid, it can 

always change over time.  

[01:00:15] 

Sue: But I want you to again draw a line in the sand, just like the money 

principles. You want to start somewhere of what you’re up to. Once you 

know that – once you know that that’s what you’re up to – then its 

learning how to connect with your numbers. So this is your profit-loss 

and your balance sheet, so that you can truly see where your returns 

are, where your returns are in your team, in your marketing, in your 

overhead, in your investments and expenses. So if you’ve been doing 

your business for a while, you’ll be able to find the trends in your 

accounting. So you take your profit and loss, you look back as many 

years as you have. If you have 3 years so that’s awesome because we 

can find some amazing trends in there. Some of it will be if you have 3 

years, some of it is going to be habitual trends and some of it is going 

to be because you’re in growth mode or building more, as you’re 

getting going. If you’ve been in business for a long time like I have, you 

want to look at the last 5 years and see whether shifts and changes 

were of…what were the strategies that were implemented and what 

was the return. So my focus this year is on building team and the 

operating procedures that go with that team. 

 The previous 2 years, my focus was marketing and positioning in the 

market and investing in that and looking at the return. Now sometimes 
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return is right away and immediate, sometimes return is long-term. We 

want to know what it is that we’re doing. When I was first getting started 

in my company, my total focus was on income. You got to have sales, 

you got to have that baseline income that pays the bills. So it was all 

about pricing and packaging and finding the ideal clients to work with. 

When you’ve got sales and people to work with, then it becomes about 

fulfillment.  

How are we providing the most excellent service that we possibly can 

for our end-user? All of these things obviously are not always going to 

be in every project but first focus is sales, second focus is fulfillment, 

then it’s marketing and positioning, then it’s building team and then it’s 

looking at the lifetime relationship with your client because the best 

return on investment in any kind of marketing or any kind of sales is 

having that client who loves you and will work with you again and again 

and again. This goes back to if it’s a boutique-style business or a 

leverage-style business, how does a client transition to your area of 

expertise? So I’ll give you an example. We have accounting services 

that start with you know – after the fact accounting is for small 

companies that are just getting going – we have plus-level of services 

which we start to do it for you so that you’re freed up to do other things, 

we’re invoicing clients, following collections, paying your bills. Then we 

have our CFO level of clients. Our CFO level of clients actually goes 

through 3 stages as well.  

First getting into a CFO level, then growing into…where actually you’re 

a full-on accounting department, then growing into helping you 

transition into CEO of a company where you’re then large enough to 

bring a CFO in-house. Not everybody goes to that size. So we have 

some clients that will focus on that, and we have some clients that will 

always stay our first-level CFO client and then they’re not focused on 

the cash machine that’s bringing money into their home. So it all 

depends on where you’re going but you want to think about that with 

your client. Where do they start with you? What is their lifetime with 

you? And where do they grow beyond you? Because we always want 

to focus on needs, we want to know our piece, our brilliance just shines 

and hums and sings. It can have the greatest impact with our clients. 

When we can do that, then we hone and finesse our returns at every 

one of those stages of corporate development. So I just took you 

through a lot of the stages – if you will – of development of a company. 

Do you have any questions? I’m going to go ahead and unmute you 

again – about those stages. 

[01:05:30] 

Client:  No I think I just need to look into it to get those numbers, but no, makes 

sense. 
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Sue: Okay, perfect. One of the things in that next step which is the return, 

one of the places like I shared with you the example of my construction 

fellow who he was not really clear on his overhead. An overhead is the 

piece where you get to have your operations slow and function the way 

that is good and right for you. A lot of people I see stay as a lone wolf 

way too long without building in a team. ‘I can do it faster, I can do it 

better’. It is a process hiring team, it is a process duplicating yourself. 

And depending on your vision, then if your vision is inclusive of that, 

you will eventually step into wanting to build that team in a certain way 

and not for your processes and procedures; it’s more important. So in 

the homework there’s the trends of what’s happening in your company 

today, so over the last few years 

 Then what were your returns on those 3 areas; your team, your 

overhead and your cost of goods. What percent of your income are 

those 3 things for you and is that percent returned giving you the 

lifestyle and the nature of business and the impact that you desire? So 

one of my frustrations in growing my company was I hit a level where 

we weren’t able to impact the number of clients that I would like to be 

able to impact with this, and that number grew. As I grew and became 

more honed in the work that I’m doing, more clear. We started out 

simply offering accounting services, now we offer CFO services and 

those services are a result of getting really clear on the impact that we 

can truly have with our ideal clients. That will happen for you as well as 

you’re continuing to focus on the growth and development – not only of 

your skills and fulfillment – but also the nature of the work that you’re 

doing in the world. 

 So I want you to – like you said Meg – to go back and look at what are 

your numbers and how is that showing up for you and then just a step 

back from those numbers and say…and they’re just numbers, right? so 

not to have any energy on them, they just are what they are. Say “Does 

that give me what I’m looking for?” and if it does, great. If it doesn’t or 

you’re ready to take the next step, then we can begin to explore what 

those next steps might look like for you. My guess is that you’re on this 

call and this class because there’s something more that you’re hoping 

to be able to participate in when it comes to the work that you’re doing, 

whether it’s with your clients, whether it’s with lifestyle, whether it’s with 

the things that are on your heart to do. That’s the reason that we want 

to dive into this. Okay so we have about 20 more minutes. I am all 

yours. I’m going to unmute you again. Are there any more questions 

that have come up for you around the things either that we’ve talked 

about today or from last week? 

Client: I’m lookin’ at my notes. There is one thing that I want to go back to the 

money principles. Can you review how we figure out that income 

serviceability ratio? 
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[01:10:02] 

Sue: Yes. So you’re monthly income or your annual income, then the total 

number of committed monthly expenditures you have. So all of us have 

fixed expenses, then we have variable expenses. Fixed expenses, 

when it comes to debt ratios, are – or you can do this with your 

expenses as a whole – but that you have X number of monthly 

payments that you are committed to making on your mortgage, on your 

car loan, minimum requirements on credit cards, lines of credit; 

whatever your minimum monthly payments are, when you add all of 

those up, you want them to be a certain percentage of your income. So 

I think last week I gave the example that when I was in mortgage 

lending, all of your debt payments could not be more than 36% of your 

income. So if you were to add up all your monthly fixed expenses 

servicing debt and divide that by your income, you’ll get your 

percentage of serviceability.  

That means that whatever that number lands for you, the next question 

is – is it working for you or not? So if you feel like all you’re doing is 

working to pay everybody else, then my guess is that your serviceability 

ratio is too high for you. So if we flip that around the other way, some 

people will say “Okay well here’s my income, that’s 100%. 10% goes to 

savings or investing or creating wealth. 10% goes to giving back and 

then 80% of the rest of what I’m going to live on.” That’s another way to 

look at it. Then again out of that 80%, how much of that is going to be 

fixed cost of having fun in life? How much of that is going to be for the 

children or whatever it is for you. It’s just that you want to consciously 

look at your spending, as opposed to unconsciously. We put people’s 

profit-loss together for the first time, when we get 60, 90 days down the 

road. 90 days…if you have a profit-loss and you look at the last 90 

days, in quick books you can pull what percent of income is this line 

item. Some people are often surprised, “Oh we spent this much money 

on meals and entertainment.” Dining out or whatever it is for them. 

While we enjoy that, it’s not as important to us as putting more money 

here; I don’t know, paying down the house or getting rid of the credit 

card or whatever. Then you consciously shift it. You don’t get rid of 

going out to eat, because obviously you love to do it. It’s just a matter of 

making a choice of “I’m going to allocate my resources so that X 

percent is going out to eat and X percent is going in to investing. Does 

that help? 

Client:  That’s great. That’s really great, thank you.  

Sue:  Yeah of course. So it looks like we lost a couple of folks. 

Client:  In that case can I ask you one more question? 

Sue:  Absolutely. 
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Client: So last week it was so helpful when you said the rate of return, the rate 

of investment on your staff, and you have those perfect numbers. One 

of the things you said is if your bottom line isn’t 30-35% after you pay 

yourself, you’re losing money. Is that before you pay all the expenses – 

and I’m looking at business here obviously – so is that before you paid 

all your expenses? Tell me how you figured that out, because that 

might be really helpful to me. 

Sue: Sure. So in profit-loss, we’re going to start with all our income, then we 

have cost of goods sold, if that’s appropriate for you. Then we have that 

gross profit of that line. Gross profit, depending on your industry, we 

want that to be 50% or more. So if you’re in total retail, that number can 

be a lot lower, or you can do these segments of income so your service 

ratios would have a greater gross profit than your product ratios. Then 

we go down to all of the expenses of operating the company, which 

includes payroll – and my hope is that you’re in that payroll. Now we 

have our net profit, and our net profit line we’d like to see at 35% or 

more. 

[01:15:55] 

Sue: So it all depends on the nature of your industry. What I find is that a lot 

of entrepreneurs don’t pay themselves, and then they get that income 

and whatever’s left is theirs. Oftentimes, it’s not what makes life work 

for them. So then it’s a matter of going back through all of the 

expenditures and getting conscious on what’s the return from those 

expenditures. Am I really getting my return on my team? Am I really 

getting my return on this software product? Am I really getting my return 

on even my phone service? Those are the things that you want to begin 

to pull apart because that’s taking money out of your pocket. And if it’s 

taking money out of your pocket, is it because I’m consciously investing 

in something different?  

So for example, last year my net income percentage dropped because I 

made a conscious choice to rebrand, and rebranding is very expensive. 

Not only in hiring a company to help us think through it, but also my 

team having to rework a lot of our products and documentation and all 

that kind of good stuff. It was a conscious choice. A return will come in 

the next 2 to 3 years on that particular income. Does that make sense? 

Client: Yes. Yes that’s wonderful, thank you. 

Sue: Yeah, good. That was a good question. Alright what else? Anything else 

I can do for you today? How’s that? 

Client: I’m good. Remember at the beginning you said at some point you get 

full? Yeah, I think I’m full.  

Sue: Alright, perfect. Well again I appreciate your questions and…so funny, 

we have 10 people registered in this class, which is what I wanted. I 
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wanted 10 to 12 people. But not everybody is able to show up live. So 

we’ll keep looking for those questions an answering them as we go 

along, and make sure…I had one other…yeah one other question I did 

get was…clarity on what’s next so I can make life decisions about 

what’s next. I think that clarity comes on looking at the return and that 

whole pricing thing.  

If you go back and listen to this recording and listen to that pricing 

piece, that will have the answer to that question for you. Okay, alright 

well thank you everyone for being here today and for participating and 

making this a class that is helpful for you. Again if you have any 

questions, feel free to shoot me an email along the way during the 

week. I’ll look forward to visiting with you again next Thursday. Bye 

everyone! 

Client: Thank you. 

[01:19:27] [End of Audio] 

 


