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CREATE YOUR THOUGHT & TAKE ACTION







THE SCULPTOR MICHELANGELO KNEW

SOMETHING MOST OF US DON’T.







THAT MAY NOT BE YOUR BIGGEST SURPRISE TODAY, BUT WHEN

YOU LOOK AT HIS FAMOUS STATUE OF DAVID IN FLORENCE, ITALY,

YOU MIGHT NOTICE THAT HIS HEAD AND HANDS ARE LARGER IN

PROPORTION THAN THEY WOULD BE IN REAL LIFE.




WHEN ASKED WHY, MICHELANGELO REPORTEDLY SAID, “TO 

ACCENTUATE THOSE PARTS OF THE BODY ASSOCIATED WITH

 THOUGHT AND ACTION”.




IT’S NOT ENOUGH TO KNOW WHAT TO DO.




YOU HAVE TO TAKE ACTION. YOU HAVE TO ACTUALLY DO IT.













“START WITH SOMETHING PEOPLE

UNDERSTAND, SOMETHING THAT 

SOLVES A PROBLEM THEY CAN SEE.







DO THAT, AND THEY’LL HAVE 

CONFIDENCE IN THE WORK 

YOU DO TO FIX THE THINGS 

THEY CAN’T SEE.”







FORMER US REPRESENTATIVE BARNEY FRANK WAS IN 

THE PROCESS OF WRITING THE DODD-FRANK BILL 

IN 2009 TO HELP AVOID A REPEAT OF 

THE GREAT RECESSION OF 2008. 




HE ASKED SENATOR ELIZABETH WARREN 

FOR SOME ADVICE.




THE ABOVE IS WHAT SHE SAID TO HIM.


CHARACTERS







THIS SERIES OF EBOOKS INVOLVES A FICTIONAL CHARACTER, 

KELLY CARTER. KELLY IS A MILLENNIAL SINGLE MOM WHO 

BELIEVES THERE ARE DIFFERENT INVESTING OPPORTUNITIES BUT 

HASN’T BEEN TAUGHT TO USE THEM.




ALSO INVOLVED IS A NON-FICTIONAL CHARACTER. JOHN IS THE 

FOUNDER AND CEO (CUSTOMER EXPERIENCE OFFICER) OF 

OPEN MIND GENERATIONS. 

HE HELPS TO EDUCATE AND GUIDE KELLY IN THE WAY HE’D 

ALWAYS WANTED TO HELP CUSTOMERS.




THIS PROVED TO BE INTERESTING TO WRITE AS A HYBRID OF 

FICTION AND NON-FICTION.




ALL OTHER CHARACTERS EXIST TO ADD TO THESE STORIES. 

THEY MAY OR MAY NOT REFLECT ASPECTS OF REAL PEOPLE.




IF YOU DON’T ALREADY HAVE ONE, I SUGGEST THAT YOU 

GET A COPY OF NAPOLEON HILL’s 

“THINK AND GROW RICH” 

AND PATIENTLY STUDY, ABSORB AND PUT IT INTO ACTION. 

THERE ARE NUMEROUS VERSIONS AT JUST AS MANY PRICES 

ON AMAZON. THERE IS ALSO A FREE PDF VERSION IF 

YOU’RE A CAREFUL GOOGLER.




DO THIS, AND YOU CAN BE A CHARACTER IN YOUR OWN MOVIE, 

YOUR OWN GREAT ADVENTURE!
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The afternoon sun bore a steady beam into the broker’s office that afternoon. It brought considerable light and warmth, but nonetheless did not help to illuminate the problems that needed to be solved. Quite the opposite, the glare from the sun reflecting off the cars made for quite a contrast.




The man behind the desk, in the office where this glare was happening, was somewhere else, picturing himself in a situation where he could really help customers the way they needed.

Despite the fairly common name of John, he was by no means a fairly common thinker. He wanted to see a situation where customers didn’t have to worry about their money being all in one brokerage, in case that company should have a bad time of things. It should be a place where they didn’t have to worry about their money person generating trades just for income. Even though that’s illegal, it happens. Last, it should be a place where the customer doesn’t have to think about paying too much while getting service that mostly benefits the brokerage instead of the customer. But he was probably thinking about it too hard. The important thing to him was to help people succeed, especially where people had told them they couldn’t.




He stood and stretched, wondering how best to attract the ideal customers to consult with him. It was the 477thth month in a row he had wondered this, but he was certain a breakthrough was near. The only problem for him was that he had no idea how. The good news is that he knew it was going to happen anyway.




	He’d decided to figure out the “how” part when

he got there.




One thing John found difficult was when a customer, knowing that John respected different kinds of real estate, asked a question about it.

John’s job was to sell stuff that his company sold, so when a customer wanted to know about anything else, he had an underlying motive to redirect that customer’s attention to something his company was able to sell. This made a lot of economic sense for business, but it was absolutely the wrong thing for customers. That bugged John, which should not be surprising. What should be surprising is how many people had no idea this was true.







A win-win solution was needed, without question.




The girl decided to try one more office, having a great interest in a particular topic. She knew that she didn’t know everything, which can really be a great strength. The question was, could that one more person make a difference?




John’s office manager, Katrina, buzzed John’s phone. He picked it up. “Hello, Katrina, what’s up?”, he said.




“It’s a new walk-in customer with a question.”

	Do you want this?”, Katrina asked. “Sure, send them in," said John.




“OK…name’s Kelly. Kelly, um, Carter”.

Katrina hung up the phone.




John got up and opened his office door, making sure that the music wasn’t either too loud for a professional appointment or too soft to matter at all. He was certain that no other financial consultant would dare play the Grateful Dead on office speakers, at least not during office hours.




This was not lost on Kelly Carter, who immediately sensed she was in the right place. Certainly it was a place that was more interested in helping her than impressing her.




Then came her question. It was about Self- Directed IRAs.




She’d been surfing articles on one of the most searched topics out there. Some had good information, others not so much, but it wasn’t the job of the Internet to decide which was which.




He sighed and sat down behind his desk, after inviting Kelly to have a seat.




“What I really wanted to know,” she said after getting comfortable, “is can I, or can’t I buy a rental house?”

John leaned forward slightly, almost as if about to reveal a secret. It wasn’t a secret at all. It just involved a thing his company didn’t sell.




“With your IRA," he confirmed, already

knowing that was the direction.




“Yes,” she said.
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“Yes, you can do that,” he began, the obvious pause leading her to believe there was a “but” coming, and there was.




“But what?” Kelly looked at her phone, vaguely hoping a new app would appear which would make her succeed. None had so far.




“OK, so here’s how it goes," John said tentatively, hoping to determine her response before diving in further. He felt it was important to know if her energy and enthusiasm would change.




“It’s possible to do that,” he went on. “But just not here, or any other traditional brokerage house”. “You have to do it at one of a few specialty places in the country that handle doing what are really 'self-directed IRAs”.




“The last place told me they had self-directed IRAs.” Kelly laughed. “I had to push them to find out what they meant. That was I could buy different stocks and choose them myself. That’s not what I was reading about, I don’t think.”

“Not hardly, Kelly," John said. “It’s a long story, but what really matters to you, I’m guessing, is that it doesn’t answer your question at all.”




“That’s for sure,” she replied. “So, do you like them? Do you recommend them? Maybe more important, do you have one yourself?”




John thought about how to answer this. He’d long ago discovered that many of the things that were “normal” in the brokerage industry were things that “normal” people might find crazy, even outrageous. He thought about people who’d trusted the majority opinion, even though the majority often didn’t own things they told everyone were great.




He had discovered though, that it was much more useful to help people with the problems they could see and understand. Once they trusted him to do that, he could go about fixing the things they couldn’t see.




Finally, he said, “I do, and I’ve been doing it for 10 years.” “Bought and sold three houses,

gained on the sales a lot, plus had them rented

the entire time.”




“OK! Now we’re talking…I think. I know there’s a lot more questions," she said.




John put up his hand to stop her. “Down, girl,” he laughed. “There’s more to the first answer, though”.




“This brokerage firm has to know about anything I’m doing and approve it. That’s true across the business. They approve what you’re already doing, and probably you can do more, but you just can’t tell anyone else.”




Kelly sat back down. “Wait, what?” she said. “I don’t get that”.




“Yeah, I know. The weird thing is, what they’re doing makes economic sense for them. If they don’t sell something, they’re not going to give their employees time and space to talk about it.”

“It’s just not right for the customer,” John finished. “At least, I don’t think so," he added.




“So, Kelly, much as I agree with you and as much as I want to help, I can’t. As a stockbroker, I’m not legally allowed to even have a real estate license.”




Kelly sighed. She wondered what to think of all that. Someone who knew about a topic and had done it, couldn’t help a customer who asked. Or might get in trouble for it.




She thanked John and Katrina and made her way out to her car. On the way, she noticed that the spring flowers, daffodils and tulips, were making their way up through the ground yet again.
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With all the busyness that comes with everyday life, it was suddenly fall. John had made a decision that summer to change companies. He wouldn’t be a “financial advisor” anymore, he’d be a “wealth manager”. That sounded better, but the reason was still to be able to offer more to meet people’s needs. He figured that a smaller nimbler company could easily accommodate more things, and he was even a little bit right.




On the flip side, he’d gone from being in a small shoe box to being in a slightly bigger shoe box. If he’d stumbled across Kelly anywhere and she hadn’t gotten something going, he still would not be allowed to help. The “bigger shoe box” place didn’t do those things either. This frustrated John to no end.




He knew that something needed to change, but even well-known people were only complaining instead of doing something about it. The people who needed the change most seemed to have the least power to make it.




There had been, a few years back in 2011 The Occupy Wall Street movement, which was copied in other cities around the world.




It seemed as if a serious nerve had been struck in the 2008 meltdown known now as The Great Recession. Reform bills like Dodd-Frank were on their way to being written and protesters were making themselves felt.




John grimaced a little remembering all the “201(k)” jokes from the time. His

recollection of how things turned out a few years after the problem was much more positive, but there was one core thing he couldn’t let go: he’d done pretty well by doing exactly the opposite of what everyone else was doing.




His wasn’t a new idea at all, just one that took

a little bit of self-confidence.
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Kelly glanced down at the flower pots she’d been filling for the pre-school down the street. Jimmy, her three-year old, had started going there a month ago. She’d gotten lost in some thinking while putting them together, and now realized she had about 10 pots more than they’d asked for.




“I guess it’s not a bad thing,” she said to herself, “they can certainly find a place for these, too!” She gathered them all together in a couple of boxes she’d found in the garage earlier that morning. It was getting to be about time to take Jimmy to school along with the project for the teachers. After that, she figured she’d persist a bit more with some of that investing research she’d started the year before. It just didn’t seem reasonable that there was so much out there, so many different ways to have your money make money, and yet nobody she knew was doing anything about it.




With that flash which comes with insight, she thought that thought again: “Nobody she knew was doing anything about it.




“What if that’s the key?” she exclaimed suddenly to no one in particular. Jimmy could hear her of course, but only one side of the conversation, and anyway he hadn’t grown into much of a deep conversationalist quite yet.




She couldn’t shake this nagging idea that the last financial guy she’d talked to knew something. Knew what she wanted and how to help, but for whatever reason couldn’t. Or maybe wouldn’t.




What was she going to do about that? How can it be fixed?




Go to some other office? She was already oh- for-five trying that. Maybe this needed a different way of thinking. Not necessarily a new way, just something that other people weren’t doing. After all, who was anyone to tell Kelly that she couldn’t do something? She was a grown-up - no one had that kind of power over her anymore. That was when it hit her.




“Yeah, I’m going to fix this," she said to

herself. “And I don’t care how! In fact, I have no idea how…yet!” Jimmy stared out the car

window, thinking about his new school.
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The atmosphere at John’s new company was not a great one, and it was getting even less great. This was because of a general downturn in the market, which is pretty basic once you realize that when there’s more sellers than buyers stuff gets cheaper. In the wealth management market though, without a lot of great alternative investments going on that don’t involve buying stocks and bonds, that’s a recipe for a bad environment.




So, many people have developed a “Now Now Now” approach, upset when their money person doesn’t call them back within a few minutes, instead of developing the patience you just have to have.




John began to believe there was something fundamentally flawed about this company and how it was run. It had been handed down from the founder to his son, who could hardly impress himself enough with how rich he was. This was not exactly the customer service John had in mind for his people.




Slowly, things began to piece themselves together - things he had known for years.

Snippets of old conversations, things he’d read and seen, but simply hadn’t needed to view them in relation to one another. This time, he probably wouldn’t be able to avoid taking things into his own hands, so to speak. He remembered a quote he heard once: “You never change things by fighting the existing reality. To change something, build a new model that makes the existing model obsolete.”




Easy to say, he thought to himself. After all, he wasn’t Elon Musk. But couldn’t he still do something that left people feeling good about it?
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Kelly’s first call after dropping Jimmy off was to John’s old office. He no longer worked there, and apparently Katrina didn’t either.

Someone named Linda answered the phone, saying she’d taken over the office the previous summer. Linda was just about to go into her “pitch” when Kelly changed tactics.




“Do you know where he went?”, she

interrupted.




Linda thought about that for a minute, realized she wasn’t going to get this business, and said, “Um, yes, he went to a local firm called Thomas, Joseph & Young. Thanks for calling!” Click.




“Typical," thought Kelly. “She just wanted my money”.




Fortunately for Kelly, she’d figured out a while ago how to let things like that go. It just didn’t make any sense to carry them around. It wasn’t hurting anyone except Kelly to do that, and she knew it made no sense at all to sweat over things you didn’t control. With that, she was

back on the phone, calling Thomas, Joseph & Young.




A pleasant young woman answered the phone and immediately directed her to John, who had just finished a video phone appointment a few minutes earlier.




“Hi, John,” Kelly began, “I don’t know if you remember me. I came in to your previous office last February, about 7 months ago, I guess.”




“Yes,” he smiled, “I remember. You came in to

ask me about real estate.”




“And you couldn’t or wouldn’t answer my questions,” she quickly finished.




“I guess if you want to put it that way, then you can.”




She decided to reset. She knew that having a negative feeling about anything was not going to get her where she wanted to go.

“Let’s back up,” she offered. “I’m sorry about that, but I have to ask, can you talk about it now? Is that why you moved?”




“Actually, that was part of it, but I still didn’t have my eyes open all the way,” he answered. “This place does more stuff, some better than before even, but they still don’t do real estate”.




“So, you still can’t talk about it.” And she was right, he couldn’t. It just wasn’t for a very good reason.




In fact, it was worse than that. As he stood up and closed the office door, he said: “Okay, so I can close the door, and we can chat a bit. It’s perfectly normal to have client meetings that way, for personal privacy.”




“But what?”, she asked.




“But, yes, but…the but is that I don’t get paid for it,” he frowned. “I can tell you how to do it because I do it and it works. It would take a few days overall where I don’t bring in money for this company. And even that’s not the biggest issue.

The big thing is that a problem which should be for the company to solve quickly becomes a problem for me and my family instead.”




“Hhhmmmm,” she said, “I’m beginning to think you guys have a really strange business model. I mean, why would they even want to put you in such a conflicting position? Isn’t helping out the customer supposed to be the one thing every business person does?




“Yep,” he agreed, “plus all the supposed consumer protection laws that don’t really work”.




The answer was right there. It wasn’t that it couldn’t be done. It was just that nobody had done it before, and that was only a problem if John let it be a problem. What a change in perspective that was!




But what would whatever it was be?




It was the day after Labor Day. In just over a week, the world would start to change.

Kelly’s first call after dropping Jimmy off was to John’s old office. He no longer worked there, and apparently Katrina didn’t either.

Someone named Linda answered the phone, saying she’d taken over the office the previous summer. Linda was just about to go into her “pitch” when Kelly changed tactics.




“Do you know where he went?”, she

interrupted.




Linda thought about that for a minute, realized she wasn’t going to get this business, and said, “Um, yes, he went to a local firm called Thomas, Joseph & Young. Thanks for calling!” Click.




“Typical," thought Kelly. “She just wanted my money”.




Fortunately for Kelly, she’d figured out a while ago how to let things like that go. It just didn’t make any sense to carry them around. It wasn’t hurting anyone except Kelly to do that, and she knew it made no sense at all to sweat over things you didn’t control. With that, she was

back on the phone, calling Thomas, Joseph & Young.




A pleasant young woman answered the phone and immediately directed her to John, who had just finished a video phone appointment a few minutes earlier.




“Hi, John,” Kelly began, “I don’t know if you remember me. I came in to your previous office last February, about 7 months ago, I guess.”




“Yes,” he smiled, “I remember. You came in to

ask me about real estate.”




“And you couldn’t or wouldn’t answer my questions,” she quickly finished.




“I guess if you want to put it that way, then you can.”




She decided to reset. She knew that having a negative feeling about anything was not going to get her where she wanted to go.

“Let’s back up,” she offered. “I’m sorry about that, but I have to ask, can you talk about it now? Is that why you moved?”




“Actually, that was part of it, but I still didn’t have my eyes open all the way,” he answered. “This place does more stuff, some better than before even, but they still don’t do real estate”.




“So, you still can’t talk about it.” And she was right, he couldn’t. It just wasn’t for a very good reason.




In fact, it was worse than that. As he stood up and closed the office door, he said: “Okay, so I can close the door, and we can chat a bit. It’s perfectly normal to have client meetings that way, for personal privacy.”




“But what?”, she asked.




“But, yes, but…the but is that I don’t get paid for it,” he frowned. “I can tell you how to do it because I do it and it works. It would take a few days overall where I don’t bring in money for this company. And even that’s not the biggest issue.

	The big thing is that a problem which should be for the company to solve quickly becomes a problem for me and my family instead.”




“Hhhmmmm,” she said, “I’m beginning to think you guys have a really strange business model. I mean, why would they even want to put you in such a conflicting position? Isn’t helping out the customer supposed to be the one thing every business person does?




“Yep,” he agreed, “plus all the supposed consumer protection laws that don’t really work”.




The answer was right there. It wasn’t that it couldn’t be done. It was just that nobody had done it before, and that was only a problem if John let it be a problem. What a change in perspective that was!




But what would whatever it was be?




It was the day after Labor Day. In just over a week, the world would start to change.
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The morning of September 16th was another great summer morning again. Well, end of summer. The previous week, John had decided to “burn a bridge”. By that he meant make an absolute commitment to something so thoroughly that he would have to succeed - there would be no “Plan B”, no turning back.




It was proving to be the only way to really succeed.




Less than a week before, John had taken the step of registering his own LLC for the purpose of doing what his employer already did. That meant they would find out and he would have no choice but to move on. No one can serve two masters, as they say.




But, there were some obstacles of course. The big one was John was one person, not a whole financial firm with thousands of employees. It’s one thing to want change. It’s completely another thing to be the one having to do all of it.




What could he do that would make a big positive difference in the lives of his customers, and in turn help him to do well too?




He decided to go over his questions with Kelly. After all, it was her persistence that caused him to take action.
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“So, tell me more about this new company idea of yours,” Kelly began as he poured some more coffee.




“Okay, it’s probably a really long story, but I’ll cut to the chase for now and if you want more background, then just ask! Deal?”




“That works. Go.”




“Here’s the picture as I’ve been able to piece it together so far,” he began. “I’m going to make this into different little piles of reasons…for now just go with it, okay?”




“Okay”.




“I’ve invested in many different kinds of things,” he started, “the stuff I call traditional, like stocks and bonds and mutual funds, and the stuff that usually gets held up by some promoter as ‘the best’, or even ‘the only’, good alternative.”




“Some of it is really good, but some of it is

totally misleading, and the ones who pay the

price for that are the very customers talked into something 

they didn’t really understand. There’s enough other things to 

 do that banks and investment places should have to tell the truth.”




“Seems reasonable,” she agreed. “But I’m big on pictures, so draw me an example.”

“With words”, she added. “Real Estate”.




“Wait, what? That’s what I came in to get help with”, she exclaimed.




“And it’s a good thing you did,” he said confidently. “See, you could have gone to one of those seminars where there’s a promoter, usually a few of them. They’ll tell you all about your 401(k), and how it became a 201(k) back in 2008. Remember that time - speaking of banks telling the truth?”




“When they start going on about how the

stock market is a fool’s errand, and real estate is 

the only way, that’s when to know where your 

wallet or purse is.”




“You see, Real Estate is not the only way. Neither is Bitcoin, or the stock market or an index fund or a hedge fund, or anything else.”




He was up now, walking around the office as he talked, a habit he had when he was firmly convinced of something.




“They’re all good for some particular purpose, and we shouldn’t be afraid to put them to work if they fit what we want to do.”




“In fact,” he continued, “I’d like to show you how I’d help you put your money to work and answer your questions along the way.”




“Okay,” she said, committing herself because it just felt right. “Start by telling me just what this Self-Directing IRA does and how it works.”




“You got it. Have you had lunch?”, he asked.

She hadn’t, and they took the conversation

next door.
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“You know what a regular IRA looks like,

right?”, he asked. She did.




“And you know there’s two kinds?” Yeah. “OK, good. We’ll want to use that later to know which one to set up.”




“The IRS has lots of rules and instructions for all their forms as we know, and there’s a whole publication on this one. It’s IRS Publication 590 if you can’t sleep tonight.” She laughed.




“Anyway, there’s specific things listed in that publication that you just can’t buy with a regular IRA, and one of them is real estate. With me so far?”




She nodded - taking a few notes.




The waiter brought menus for them along with some water.




“There’s other things too, plus a few so-called prohibited transactions that would cause your IRA to blow up. Basically, this is not an area that a brokerage firm wants to handle. It’s not their specialty or their business model so they don’t.”




“Instead, there’s a handful of firms around the country that deal only in Self-Directed IRAs.” He hadn’t corrected her use of “Self-Directing” earlier because it wasn’t spelling it that mattered, it was doing it.




“Some are better than others - some less expensive than others. Like anything you have to shop smart.”




“I use one out of Ohio that has worked pretty well, and I’d recommend that’s where we start.

So, we get the account opened, then you can “roll over” your money from wherever it is now to the new firm, after which you can buy a house or a part of one.”




“You could even buy part of a business,” he

added.




“And you’ve done this?”, she wondered.

“Many times, and in different ways. We’ll talk about that”, he assured her.




“Different ways…what was the first way?”,

she asked.




“Residential real estate, just like you’re asking about. My wife and I bought two houses right at the beginning of the housing crash. Well, actually the bottom of the housing crash, after it crashed. It was pretty scary, but I knew I was going to learn in a way that was second to none.”




“We knew we got a great deal. What we didn’t know is that they were both also going to be rented almost the entire time for additional income. I was sorry to sell them in a way because the cash they generated every month was phenomenal. I was just worried about them getting older and the market being pretty high.”




“Which leads to my second recommendation for you, Kelly”, he said.




“Make sure you have a property manager.

Even if you’re renting out the house next door to yours. 

They are worth their weight in gold, screening tenants, 

collecting rent, coordinating necessary fixes. I have one 

just because I don’t want any 2AM phone calls about anything broken.”




“Okay,” she said. “I can see how delegating things is going to be necessary. And patience.”




“That’s right. The Holy Grail of investing is knowing the future for certain or getting rich without saving. And despite how much people hope for that kind of an easy solution, it just doesn’t work.”

“What’s next after the property manager?”. 

“Find a house, of course!”, he laughed. “Now,

you’re going to put this house into an LLC. But,

the LLC is often best served when it’s in the same 

 state as the house. That’s true for taxes, anyway.”




“So, I find a house. How?”.




“There are a few different what I call “turnkey” real estate companies around. I’ve had pretty good luck with one of them. I owned a house near Phoenix with five other people including my wife, and they found it for us, then helped us sell it. It was a good profit, not great, but good,” he remembered.




“What makes them useful is that they find the property, put it under contract so it’s for sure, then sell the contract to you along with the property manager lined up and any needed repairs planned out and estimated for you. You don’t have to be local.”




“Something tells me there’s more I have yet to learn about this stuff,” she grinned.




“Yes and no,” he assured her. “There’s a few easy basics and once you get those in place you see patterns and it’s not that hard.”




Glancing down at the menus, she decided on the Asian salad. He went with the fajitas.
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“What else have you done…what was the second way you invested?”




“We formed a partnership. I and another person each had 50% of the needed cash to do the Phoenix house. A third person had no money but outstanding credit. So, we arranged to have him hold the mortgage with our money, then we split it 40/40/20 when it was sold last year. That was a different way to do it. It had some unique challenges, but we got past that,” he said as he refilled his water.




“After that, crowd funding. You know what that is, right?” He wasn’t exactly sure if she did know.




“Yes, but how is that done with real estate?”,

she asked.




“There are companies which have come on to the market in the past few years to do exactly that,” he began. “Through them, with a regular investing account or an IRA, you can buy a small portion, as low as $5,000.00 of a residential house or a commercial property. For example, I own

$5,000.00 worth of a $2,000,000.00 hot dog

restaurant in Chicago.”




This surprised her. She hadn’t thought of that

way of going about it, but it made a lot of sense.




“You know what I think has impressed me more than anything about what you’re saying?”, she asked him.

“No, but I’d sure like to know”, he responded. “You haven’t once asked me how much money

I have”, she told him.




“Well,” he said, “Your questions let me know you’d done some research and were thinking about it. I took the chance that you had thought that through already!”




“Anyway, I like it,” she began. “I’d like to get started on this whole thing, so what’s first?”




“Agreeing to be a customer is the first thing,” he said. “I have a very quick document for that. For years, I had to give people a 100-page version that was so small it was hard to read. This time, I wrote 3 light-hearted pages and ran them by a lawyer who said they covered all the bases. You actually might like it.”




“We’ll see about that. I know what lawyers

like in those documents. At least I think I do.”




“I look forward to your feedback on it!”, he laughed. “Then, there’s two tools you’ll have access to use the whole time you’re a customer. One of them is called Wealth Access…it’s a…do you know what an aggregator is? I know I ask a lot of questions…”, he grinned, “just remember I do this all day, no reason to make any assumptions that might not fit you right!”.




“I’m not sure,” she said. “Sounds like it’s supposed to add stuff together.”




“Exactly right!” he exclaimed. “It’s a secure place on the web where you can see everything you have all together. You can allow me to see the result to make recommendations, but it’s important you know that I can’t change a thing.”







“Interesting. That’s good.”




“There’s a lot of options in there so it may take a few runs at it before everything is classified right. It’s totally normal, but it also says don’t wait to get started.”




“Then I’ll be able to see the total picture in this…Wealth thing?” she asked.




“Yes, absolutely,” he said, “You’ll mostly want to make use of the second tool for that as the charts that come from Wealth Access are pretty standard in the industry and don’t match up your money with your goals. So, we go a step further.”




“The second tool,” he continued, “is called Money Guide Pro. That’s also something only the very well off usually get.”

“What’s cool about it?”, Kelly wondered. “It helps you to define your goals, and the

 things that keep you awake. Then, it automatically 

takes numbers from Wealth Access and matches them against those goals, using a success meter to show how well your plan is likely to work. If it doesn’t, we simply change a few expectations or priorities to make it work.”

“Sounds a little too easy”, Kelly said warily. “Oh, it’s not. Like my financial competition, I

use in this what’s called a ‘Monte Carlo Simulation’. 

Don’t worry, it has nothing to do with the casino. 

What it does is take a pretend set of market returns 

every year for the rest of your expected life. Then it 

sees if your plan works with those random market 

returns. Then it starts over and does it again with 

different returns. It does this 1000 times and then 

shows a percentage of how well you’ll probably do.”




“What about other things, like Social Security…that is, if it’s still around.” Kelly was leaning forward now, a sign which usually meant ‘interested’.




“We adjust for all that,” said John. “We can adjust you working an extra year or retiring earlier. We can adjust what you’ll spend. If someone didn’t have enough to retire in their favorite place, it’s pretty likely that some interesting and more affordable idea is somewhere else.”







[image: Image]






“Okay, so let me review just a bit,” Kelly began. “You’re saying that, as long as I do it right and follow the rules, I can buy a rental house with my IRA. Right?”




“Yep. Or 401(k) even,” he added.




“And, with your business model, I can save because you don’t have as many costs.”




“Right again.”




“And how much saving was that?”, she had

started taking notes.




“About 90% less than a broker,” he came back. “And a lot more options.”




“Sounds like you decided to follow that advice of building a new model instead of fighting the old one,” she said lightheartedly but seriously.




“Oh, you know that one?” He’d finished his lunch and taken care of the check. “Yep, you’re right. Let’s go do a little paperwork, then we can get together again in a few days to start using the software.”

“Okay,” she agreed. “I’m on board with this!” She was very glad she’d persisted.































Remember, no more effort is required to aim high in life, to demand abundance and prosperity, than is required to accept misery and poverty.




Napoleon Hill
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