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To the U.S. military and America’s first responders, 
the great protectors of the free market. 

Thank you!
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PREFACE

the road to Here

Iwas a senior in college when Black Monday hit, driving the
Dow Jones Industrial Average down 508 points and planting

the seed for what would eventually become my business, my
mission, and this book. 

That day the Dow lost 23% of its value and lit up my finance
professors like Christmas trees. They couldn’t have been more
delighted to be teaching what they were teaching in such excit-
ing times. And yet they could not agree on what had just hap-
pened or on what we should do next. 

One professor thought it was 1929 all over again. His advice
was to steady the market by buying mutual funds. Another 
believed it was nothing more than a blip on the radar. He also
advocated buying mutual funds. And this big swoon we’d just
witnessed? No big deal. But a third instructor thought it was 
exactly that: a Big Deal. I remember him skipping into class 
on that dark Monday night with a huge smile on his face.
“Everything is on sale,” he said. “It’s like going to Wal-Mart.” 

It was the first time I’d ever heard of Wal-Mart, as the 
discount retailer had not yet entered my local market in 
the American northeast. Before I could inquire, he rattled off 
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the names of many other companies, one right after the other.
“Buy them all,” he said. “But if you can only afford one, buy
Wal-Mart.”1

“What about mutual funds?” I asked. 
“They stink, ” he said.  His tone was calm, cool, and confi-

dent. 
I didn’t really ponder the stink factor of mutual funds again

until I’d embarked on my career. While working in corporate 
finance, I decided to go back to graduate school at night. Near
the end of my studies, I was given a project in a marketing class
that resurrected my Black Monday experience. The assignment
was to create a viable product, then write a complete plan to
launch it to market. I recalled the Black Monday professors’ wide
deviation in attitude toward mutual funds. 

The disparity in their opinions gave me an idea: if mutual
funds did in fact stink, then there was room in the market for a
better type of fund. I set out to create a super mutual fund, one
that would outperform all the rest. That was when I discovered
the scam called mutual funds—that they’re overpriced for the
performance they deliver. I also discovered that Wall Street bro-
kers purposely overcomplicate the investment task. They do this
to feed their own gluttonous desires, not because investment is
hard to do or understand. It was then that I began to develop
the investing process you’ll read about in Lose Your Broker, Not
Your Money. 

The method outlined in this book has evolved over time. The
model has been fine-tuned, the scope expanded, and the mes-
sage refined. The results are dramatic. They prove that you don’t
need to be an “expert” to be successful with investment. All you
need is common sense, basic math skills, your life experiences,
and a mechanism to transform those elements into successful 
investment techniques. That’s what I’m here to deliver. And I can
do it.   

DAN CALANDRO2
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For the past fifteen years, I’ve spent my career at the grass-
roots of investment—raising private equity capital, launching
new products, revitalizing brands through leveraged buyouts
and operational turnarounds, and consulting to high-net-worth
individuals and their family businesses. One of my roles in life is to
transform complex financial matters into language nonfinancial
people can understand. My business is built around it. This book
is one of the ways I’ve chosen to get the word out. 

You can understand this! Everything you need to invest 
successfully on your own is here. My method is guaranteed to
produce the high-octane results you’ve always dreamed of. It’s
all based on fact and mathematics, and has proven itself over
the long term. Take each chapter slowly, step by step, and soon
you will have the courage to lose your broker, not your money.

LOSE YOUR BROKER 3





CHAPTER 1 

Lose Your Broker: 
step one in the 

Investment Process 

Over time, because of their costs, approximately 80%

of mutual funds will underperform the stock market’s

returns.

—The Motley Fool (Fool.com), April 3, 2006 

It’s a bold step, I know. You think you can’t do it, that you can’tinvest on your own and be successful. You think investing is
too hard, too complicated, and therefore beyond your capabil-
ities. You think you’re not smart enough, that you need a broker
to have a chance at investment success. Of course, that’s exactly
how brokers want you to think. This kind of inferiority complex
doesn’t appear out of thin air, it doesn’t happen by chance, and
it’s not uncommon. It’s there for a reason. And as the old saying
goes, it’s not personal—it’s just business. 

Wall Street is a place where business and investment have 
become so synonymous that it’s hard to tell the difference 
between the basic act of investing and the business of investment.
The Wall Street establishment, a.k.a. the Business of Investment,
is in the business of connecting those who need capital with 
those who have capital to invest. They “broker” the transaction
of stocks, bonds, and other investment products. They do it 
to make money. That’s their business. That’s the Business of 
Investment.
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The goal of all business is to earn profits; more and more
every year. Business therefore is about growth. In order for the
Business of Investment to grow, either more people must invest
more money, or more people must pay more money to invest,
or both. And what’s the easiest way for the Wall Street estab-
lishment to do that? By performing a function you simply cannot
comprehend. And how do they do that? They overcomplicate
everything so you can’t understand it. That’s marketing. That’s
the Business of Investment. 

Not investment itself. 
Investment follows basic logic and common sense. It’s not

hard to do or understand. For instance, the best products are
supplied to markets by the best businesses, which in turn 
produce the best investment results. This concept is quite easy
to grasp, and success is no harder to achieve. Successful invest-
ment requires nothing more than basic math skills, common
sense, and the experiences of your life. Once these are combined
with the tools and techniques provided in this book, building
and managing a successful portfolio is embarrassingly easy to do.

Want some proof? Here’s a sample of what you can expect
from the rest of this book.

DEFINE YOUR OBJECTIVES: 
OUTPERFORMING THE PROS

The easiest way to achieve success is to begin by clearly 
defining your objectives. For example, it’s no secret that the vast
majority of mutual funds fail to achieve “market returns.” This
well-known fact makes it appear that beating “the market” is a
particularly hard thing to do, perhaps even impossible. This is an
illusion. But since most professional fund managers fail to
achieve this high-water mark, success to us will always mean the
creation of investment portfolios that beat “the market” over a
long period of time.

DAN CALANDRO6



Just two steps are required to beat “the market” consistently.
Define what it is, then build a better mousetrap.

Step 1: Defining “the market”

The definition of “the market” is a topic of much debate on
Wall Street. Though most people commonly refer to the Dow
Jones Industrial Average (DJIA) as “the market,” there is a large
contingent on Wall Street that touts the Standard & Poors 500
(S&P 500) as the superior market indicator. Let’s settle that 
dispute right now. 

During the modern era, which I define as the twenty-eight-
year period from 1980 to 2008, the DJIA outperformed the S&P
500 by 245% points (810% versus 565%, respectively), or 8.8%
per year. A comparative chart (fig. 1.1) looks like this.2

LOSE YOUR BROKER 7
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DJIA vs. S&P 500
The Modern Era (1980–2008)

Fig. 1.1
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That’s a pretty telling view, don’t you think? The DJIA clearly
outperforms the S&P 500 over a very long period of time. No
doubt about it. This makes you wonder how there can be 
so many people on Wall Street who tout the S&P 500 as the 
“superior” market indicator. They do so to establish it as their
benchmark for success because it’s easier to reach. 

We’ll aim higher. To us, success will be defined by outper-
forming the Dow Jones Industrial Average, a.k.a. “the market,”
because it’s the highest benchmark for success. To outperform it
is to outperform most professional fund managers.

Since short-term success can easily be called a fluke, we’ll
prove performance over a long period of time, viewing results
through three different time frames. The first viewpoint is the
thirteen-year period from 1995 to 2008. I know thirteen years is
an odd block of time to review, but it’s perfect. Think about it.
The period begins with President Bill Clinton and the tech boom,
followed by a recession, then the tech bust, a change in admin-
istration to President G. W. Bush, September 11, war, recovery,
another war, the housing boom, recession, the housing bust,
ending with the collapse of the financial markets. It’s a potpourri
of volatility and a perfect proving ground for our method. 

Fig. 1.2, on the next page, shows the trend line of the DJIA
and S&P 500 during this thirteen-year benchmark period, 
signified as 13YBM-08, or simply 13YBM. During the 13YBM, the
DJIA outperformed the S&P 500 by twenty-five percentage
points (72% versus 47%, respectively). Along the trend line, the
DJIA experienced less volatility and rebounded faster after down 
periods, eventually outperforming the S&P 500. 

But the trend line in this chart looks different than it does in
the twenty-eight-year chart. There, the S&P 500 trend line never
crosses over the DJIA as it does here. That’s because of scaling.
This chart was scaled in 1995 and the twenty-eight-year chart
was scaled in 1980. The performance trend shown in fig. 1.2 is
what actually happened during this thirteen-year time span,
but it starts from a different point and has fewer years of 
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DJIA vs. S&P 500
13-Year Benchmark Period (13YBM–08)

1995–2008, Fig. 1.2

experience, thus producing a different trend line. That’s why
multiple viewpoints are helpful when assessing performance. 

The S&P 500 rose above the Dow during this 13YBM because
of the Internet-driven tech boom, which transformed all businesses
into global entities overnight. As a result, more stocks participated
in the run-up during this period. It was after all “irrational exuber-
ance.” So when the bubble burst, more stocks had to participate
in the run-down, which explains why the S&P 500 suffered a
greater decline during the sell-off. It makes total sense.

The next two charts (figs. 1.3 and 1.4, on the next page) are
ten-year perspectives, the best block of time to view. Ten years
provide enough time and enough market dynamic to accurately
assess the trend of “the market.” Both ten-year benchmark 
periods are confined within the 13YBM. The first block of time
is the beginning ten years of the 13YBM, or 1995–2005, signified
as 10YBM-05; the second is the last decade of the 13YBM, or
1998–2008, signified as the 10YBM-08. 
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DJIA vs. S&P 500
10-Year Benchmark Period (10YBM-05)

1995–2005, Fig. 1.3

DJIA vs. S&P 500
10-Year Benchmark Period (10YBM-08)

1998–2008, Fig. 1.4
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What a difference three years make! In the 10YBM-08 chart,
the tech boom was replaced with the “financial crisis” of 2008,
and it shows. Never once did the S&P 500 trend line cross over
the Dow’s during this volatile downward period. And even
though both portfolios lost ground during the 10YBM-08, which
would you rather own? 

Look at the table in fig. 1.5, which compares the returns of
the three benchmark periods. 

Return on Investment 
Fig. 1.5

Besides setting low expectations, those who tout the S&P 500 as
superior to the DJIA are also too smart for their own good. They
are quick to point out that the S&P 500 is bigger than the Dow
and therefore better than the Dow. This is where logic and
treachery collide. 

Consider this anecdote. Major league baseball is a sport
where statistics provide a basis of comparison for players span-
ning generations. It’s also a sport where a 70% failure rate over
the course of a long career can easily land a player in the Hall of
Fame. For instance, the late great Ted Williams was considered
one of the best hitters the game ever saw. Ted ended his career
with a .344 batting average (a .656 failure rate) and was the last
player to hit above the coveted .400 mark for a season. Actually,
Ted ended a season with an average better than .400 three
times, in 1941, 1952, and 1953. But no one ever talks about Ted
doing it three times. It’s always just the one: 1941. Why?

In baseball, a player is required to accumulate a certain num-
ber of at-bats to be eligible for the season batting title. In 1952

LOSE YOUR BROKER 11
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Ted had only ten at-bats and in 1953 he had just ninety-one
plate appearances, well short of the four hundred at-bats 
required to qualify for the season title. So why would the league
have such a requirement? 

Because it’s easier to outperform with smaller numbers! 
This is true not only in baseball, but in anything else where

large numbers exist. The stock market is no exception. The S&P
500 contains a much larger sampling of stocks than the DJIA,
with almost seventeen times the number of stocks (five hundred
versus thirty, respectively). The Dow moves more swiftly, 
rebounds faster, and incurs less damage on the downside 
because it’s smaller, with its strong companies closer in number
to its weak companies. Not true with the S&P 500, which has a
larger number of weak companies than the Dow; this forces 
the average to fall. And even though the S&P 500 average is
comprised and calculated differently than the Dow, it’s still
harder to raise the performance level of a much larger section
of the stock market when compared to the much smaller and
much more agile Dow. 

This brings up the old risk-versus-reward debate. Some 
believe that portfolios must be comprised of a vast number of
stocks in order to “minimize risk.” This is one of the great 
contradictions of the Wall Street mantra. How exactly do you 
assume less risk by owning more stocks? It doesn’t make any
sense in theory and in practice it doesn’t prove true. 

Wall Street sells diversification to “smooth out” the peaks
and valleys of the stock market’s movements, to thus provide
less volatility. But the opposite is actually true. With 470 more
stocks than the DJIA, the S&P 500 experienced higher highs and
lower lows in the 10YBM-05. In other words, more volatility. In
the 10YBM-08, the S&P 500 experienced lower highs and lower
lows, and in both time periods underperformed the DJIA. Which
portfolio has more risk? Which has more reward? 

More is always better in business, which makes bigger better.
That’s business, not investment. Investment is about performance.
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Knowing that our ongoing objective is to consistently 
outperform the DJIA over the long term, let’s assume that we’re
not confident in our ability to select quality stocks, that we 
don’t know how and where to find them, and that we don’t
know how to assemble them in a manner that will achieve
above-average results. What to do? 

Let Dow Jones select and assemble your stocks for you. 

Step 2: Building a Better Mousetrap

Current DJIA components are made public on the Dow Jones
website (www.djaverages.com). To outperform it, simply own a
tighter sample of “the market.” In other words, why own “the
market” when you can simply own the highest-performing
pieces of it, say, twenty-eight, twenty-one, or even fifteen of the
Dow’s thirty stocks. Doing so, and eliminating stocks by the 
lowest weight first,3 these three smaller “market portfolios” 
outperform the DJIA by double-digit percentages over the long
term, while Wall Street’s unreachable benchmark, the S&P 500,
is the only underperformer in the bunch. Look at the results in
the table, fig. 1.6, below, and chart, fig. 1.7, on the next page.

Fig 1.6
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Market 
Exposure4

13YBM 
ROI

+/- 
DJIA

DJIA 100% 72% 0%

Dow 15 50% 126% +54% 

Dow 21 70% 113% +42% 

Dow 28 93% 106% +35% 

S&P 500 1667% 47% -25%

3  DJIA weightings as of February 2, 2006, the day I began building data for this book.
4  As defined by the DJIA. 



Look at the trend line of the fifteen-stock portfolio! It’s less
volatile, experiences higher lows (the preferred dynamic), recov-
ers faster after downturns, and retains more upside than any
other portfolio size. It has half the risk and produces 54% points
more return. Why? 

Because it’s easier to outperform with smaller numbers.
The reason most mutual funds “underperform the stock 

market’s returns” has nothing to do with “costs,” as the Motley
Fool suggests. It’s because they’re not built to beat “the market.”
The average mutual fund owns more than a thousand stocks.
How the heck are they supposed to outperform a thirty-stock 
average? It’s damn near impossible. That’s why mutual funds
aren’t sold for performance, but for diversification. Which is why
you need more of it—not just one mutual fund, but a basket of
them. Yet despite mutual funds’ lackluster performance, 
market penetration for them continues at astounding rates. 

In 2008, 92 million individuals in 52.5 million U.S. households

DAN CALANDRO14
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owned, on average, four mutual funds.5 Let’s face it, if investing
successfully on your own were easy to do and simple to under-
stand, a third of all Americans wouldn’t pay someone else to do
it for them—and in such poor style. That’s why Wall Street makes
investing seem so complicated. 

Mutual funds are Wall Street’s answer to the “complicated”
world of investment it has created. Mutual funds are managed
by experts, make diversification easy, and appear to be cost 
effective. Whether or not they’re a frugal way to invest doesn’t
matter. Their performance stinks, which makes them expensive. 

The reason Wall Street brokers love mutual funds so much is
that they make a lot of money from them. After all, Wall Street
is in the business of stock trading, and mutual funds are a great
way to sell a thousand stocks in a single clip. Remember, bigger
is better, and more is better in big business. Mutual funds are
great for big business. 

But how are they working for you? 
It’s time for something different: a new and simple recipe for

investment success. Success is well within your reach and no
harder to achieve than beating “the market.” But in order to be
successful, you must be comfortable investing. And the only way
to begin achieving that comfort is to understand why you feel
you can’t succeed. 

Understanding Why You Feel the Way You Do 

The reason you lack the confidence to invest on your own 
is because the establishment has drilled a false sense of 
incompetency into your head. Wall Street spends a lot of time,
money, and effort convincing you that it’s crazy—even financial
suicide—to lose your broker and invest on your own. Perhaps
you’ve even heard horror stories about some poor soul who
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tried to go it alone and lost their shirt, like so many day traders
did during the dot-com implosion. Since then, those kinds of sto-
ries have been enough to convince most people that they are
safer, and even smarter, to relinquish control of their financial
assets and place them in the “hands of professionals.”

But how far has that gotten you? 
Portfolios holding the oft-touted basket of mutual funds got

clobbered during the most recent financial collapse; accounts
down 60% to 70% were commonplace. But none of the pros on
Wall Street saw it coming, and in the midst of calamity none 
of them had any palatable explanations or measure of the 
situation. Then to top it all off they sidestepped disaster with
multimillion-dollar bonus payouts and taxpayer-funded bailouts. 

How did they get away with it? 

Understanding the Strategy 
of Overcomplication 

It begins with the commercials that pop into your evening
news, your ballgame, or your favorite sitcom. “Making sense of
investing.” “Profit from our experience.” “Timely in an untimely
world.” What’s the collective message? You need Wall Street.
You need their experience, their knowledge, and their precise
execution because you can’t do it. Hey, an Edward Jones ad ac-
tually had the audacity to end with “investing on your own isn’t
so smart either.” Are they kidding? That’s a nice way to say, “Hey,
stupid, give me your money. You’re not smart enough to know
what to do with it.” What nerve. But that’s all you hear, so over
time you begin to believe it. That’s called classical conditioning,
and it’s a tactic Wall Street uses to keep its party going. 

By creating a complicated world, the Wall Street establish-
ment maintains the fiction that you’re not smart enough to 
invest successfully on your own, so you need them to do it for
you. They use the strategy of overcomplication to cause a level
of confusion so great that it produces investor dependence. 

DAN CALANDRO16



Investors dependent on financial guidance are most prone to
buy more investments than they logically need. That’s how Wall
Street makes the most money it can. 

But they’re not the only ones using this tactic. The U.S. 
government has also adopted the practice. After all, look at
what it’s done to the nation’s retirement account, Social Security.
To this day it is the only underfunded and overborrowed 
retirement plan that is legal to exist. It is bankrupt by any
reasonable account, a disaster waiting to happen. 

And how does the government get away with it? 
The same way Wall Street gets away with taking your money

year after year while producing poor results. It maintains that
running Social Security is difficult, complicated, and damn near
impossible to do successfully. As a consequence, it endorses the
notion that viable retirement planning is impossible for the 
ordinary American to perform. Otherwise we might rise up and
reclaim the process, by demanding back more of our tax dollars
to invest on our own.

To put it plainly, overcomplication that causes confusion is a
tactic used to gain power, control, and money at your expense.
This is why no one can understand their elected politician’s 
reasoning for the failure of Social Security or their broker’s 
explanation of basic market dynamics. If you can’t understand
it, then you need them to do it for you, and you have no way of
holding them accountable when they do it poorly. 

I know that in a perfect world Wall Street would make
record profits, Social Security would be solvent, and you 
would consistently exceed your financial objectives. But in an
imperfect world like the one we live in, if one of these three
must suffer—their business profitability, their political success,
or your financial objectives—which do you think will lose out? 

This is why you must take control of your investment assets.
I can say quite confidently that no one cares more about your
financial well-being than you do, and that’s why no one will do
a better job of managing it than you will. The only reason you
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think you can’t do it is because you have been fooled into be-
lieving you can’t. It doesn’t get any more complicated than that.

In fact, it is absurd to think that a person with the skills to
earn enough money to invest does not also have the skills to 
invest that money successfully. Investment requires effort, not
hard labor. It requires common sense, basic math skills, and your
life experiences, not a sophisticated degree. Your problem isn’t
that you don’t have the ability to invest successfully, it’s that you
don’t know you have it. The only things you’ve been missing 
are the tools, techniques, and confidence to perform the task 
successfully. 

That’s what I’m here to deliver. 
You can do this!

THE LOSE YOUR BROKER METHOD: 
A ROAD MAP TO SUCCESS 

Success begins with a clear definition of your objectives.
Know up front that it’s impossible to establish real, legitimate
investment goals without understanding how everything works.
So you might not be able to establish your objectives until you
finish reading this book. And that’s okay. Everything you need
is here. But take your time with it. Investing is a multiple-step
process and therefore complex by definition.

Markets are also complex. And because they’re comprised of
multiple parts, they can be viewed from various perspectives.
The next chapter covers the many meanings of the word 
“market.” It also provides a thorough but easy to understand
explanation of basic market dynamics, as well as effective tools
and techniques to monitor and assess those dynamics. This is 
essential reading. Markets are where investment begins and 
performs. To understand markets is to understand investment.
After you finish reading chapter 2, you will never look at “the
market” in the same way again. And that’s a good thing. 
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Let me caution you about skipping ahead to the chapter on
stock picking. Poor portfolio construction is the number one 
reason most investors fail to achieve their investment objectives.
Chapter 3, “Assembling Your Investments,” unveils a stock 
allocation model of my own creation. It’s easy to understand, 
simple to use, and produces superior performance results. An 
allocation model is useful for many reasons, but perhaps the most
endearing element of a model is that it serves as a blueprint for
construction, thus highlighting the components (stocks) required
for building a winning portfolio. Trust me when I tell you, stocks
are much easier to select when you know what you’re looking for. 

Of course, a collection of poor stocks, assembled any which
way, will ultimately produce poor investment results. Stock 
selection too has been portrayed as something much more 
scientific than it really is. In a nutshell, the best products are 
delivered to markets by the best businesses, which in turn 
produce the best investment results. How could it be any other
way? Chapter 4 provides effective techniques for building a list
of quality investments.

Once you have a robust stock selection list, it’s time to 
narrow it down to the best ones. Chapter 5 is dedicated to 
enhancing your stock selections through a fundamental analysis
(the financial statistics of a business). Don’t let this scare you off.
The language is straightforward, the math is basic, and the 
overcomplication has been completely removed. It does require 
effort, but it’s well worth it. As you’ll see, a fundamental review
has a powerful impact on performance.

By the time you’re through with the first five chapters, you’ll
know how to build a winning stock portfolio. But investment
goes beyond that. Portfolios comprised of stocks alone are at
the mercy of stock market movements, which as we know can
be quite unnerving. There are two surefire ways to mitigate that
risk. Expand a portfolio to multiple asset classes and implement
an effective buy low, sell high strategy to lock in profits and 
rebalance risk.
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Chapters 6 and 7 demonstrate the most effective strategies
to hedge stock market risk while answering the age-old myster-
ies of when, why, and how to buy, sell, or hold. Investment is an
active sport. As such, there’s no room for a set-it-and-forget-it
mentality. Adjustments must be made, and these chapters show
you how. 

Chapter 8 contains a few parting thoughts and my personal
guarantee: you can outperform that portfolio your broker sold
you, and you can be comfortable doing it. 

THE INVESTMENT BEFORE YOU

My objective for this book is that it be the best investment
you’ve ever made, in both time and money. If I succeed in this
mission, then it will also be the best investment I ever made, in
both time and money. That’s the way investment works. 

But why should you listen to me? Why should you invest in
this book? After all, I’m a virtual unknown. I’ve never worked a
day on Wall Street, never run a billion-dollar hedge fund, and
I’m not a college professor. What gives me the authority to write
such a book, and with such boldness? 

To begin with, I know how easy it is. I know that you don’t
need a sophisticated degree to understand investment, that there
is plenty of time in the day to stay on top of your investments,
and that you have everything required to do so successfully. I’m
certain. I’ll also bet that you’re fed up with getting blindsided 
by the stock market, tired of being confused by its complicated
rhetoric, and frustrated by lackluster performance results. I 
know you’re looking for something you can understand and 
comfortably perform. I know you’re looking for results. 

My method produces them consistently over the long term.
There is much proof in this pudding. Perhaps that’s where my
confidence stems from. Only someone like me, completely 
outside the Wall Street bubble, could write such a book in such
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a way. I don’t know anyone on Wall Street and I’m not looking
to join a fraternity. My only commitment is to you, the reader.
And for my investment to succeed, you must be successful at in-
vesting. Our successes are tied together. I’m good with that. 

I think there are many people who can’t understand why
they consistently underperform average stock market returns
and who don’t know where to turn for an understandable 
explanation. I think that many people feel hustled, and that Wall
Street is an insider’s game. This has led me to believe that there
are many people looking for something completely different. 

That’s me. 
Lose Your Broker is a guide to investment from the grass-

roots, not the Ivy League–filled towers on and around Wall
Street. So if you’re looking to invest in advice from yet another
Wall Street mogul or stuffed-shirt college professor, this isn’t the
book for you. Put it down and move on. No hard feelings. 

But if you’re looking for a blueprint to investment success
that you can understand and comfortably perform—that is 
guaranteed to produce the high-powered investment results
you always dreamed of—then you’ve come to the right place.
That’s my objective. 

Are you ready to get started? I’ll see you on the next page.
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