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Introduction: Welcome to Starting from Nothing – The Foundation Podcast, the place 
where incredible entrepreneur show you how they built their businesses 
entirely from scratch before they knew what the heck they were doing.  

Frank: Welcome to another edition of Starting from Nothing. I’m your host today, 
Frank Mocerino.  

 Today we’ve got a special guest on. His name is Todd Tresidder, the Financial 
Mentor. He’s a serial entrepreneur and a former hedge fund manager who 
“retired” at age 35, nearly 20 years ago. Todd enjoys outdoor recreational 
lifestyle, raising his kids, and really practices as a financial coach.  

On top of that, he’s written five personal finance books including the 
bestseller How Much Money Do I Need to Retire? Today we’re really going to 
get into some interesting topics around money and the best places to put 
them for entrepreneurs who are running young businesses. 

 Todd, welcome to the show. 

Todd: Thanks for having me, Frank. 

Frank: Not a problem. We’re happy to have you. 

 I’m going to jump right in here because I’ve got some stuff that is on my mind 
and I know that it’s on the audience’s mind since I tapped their brains for 
knowledge in the past couple of days.  

 So what I’m curious about is I’m running businesses that are less than two 
years old so the capital that I’m generating isn’t huge yet. So my question is 
how do I balance putting money back into my own business versus putting 
money into outside investments? I guess when’s the right time for me to 
channel money from my business into outside investments.  

Todd: Yeah. This is something it took me a while to kind of figure out the balancing 
act on. 

 The thing you understand is there’s three asset classes for building wealth. 
There’s your own business or entrepreneurship which is the single best way 
to build wealth. Then there’s investment real estate that you directly own. 



That’s your second best path to wealth. And then there’s paper assets which 
is the most commonly taught one and the one that’s most promoted but it’s 
actually in a distant third place.  

So you’ve got these three paths to wealth, you’ve got these three asset 
classes, and you have to balance how you distribute capital to them.  

 The reason I set up the conversation that way is to really kind of lay it out 
that these guys are on an equal footing, right? So it’s completely appropriate 
for you to reinvest back into your business but at some point you want to 
start respecting the principles of diversification and at some point you want 
to start pulling capital off the table as far as the business framework, right? 
Off the business table and translating it back over to your personal asset 
column.  

That can be through retirement plans. It can be through the real estate that 
you directly own at the businesses leases. It can be a lot of different ideas 
and a lot of different strategies to try to translate that money out of the 
business and into your personal asset column.  

So that something goes wrong with the business -- because I’m assuming 
your entrepreneurs are not personally signing for all debts on the business 
and things like that, you know, standard risk management strategies. If 
something goes wrong or the business eventually rolls down at least she got 
something to show for it down the road.  

If it continues to explode and do wonderful things then great, you’ll only have 
more and more, what we’ll call too much cash problems. It’s a good problem 
to have where you’re translating more and more over to the asset column.  

To put a cap on this, the concept is that you’ve got three asset classes and 
your business count is one of them. So it’s okay to reinvest in that business 
because, really, you are reinvesting in an asset, and it’s your fasting growing 
asset hopefully, right? Because you’ve got all kinds of different principles of 
leverage applied in it. That’s why business entrepreneurship is one of the 
best ways to build wealth is leverage and tax principles.  

And so it’s okay to re-invest in it but you do have to have on your radar to 
start translating money out of the business into assets that you control that 
are in your personal name.  

Frank: What do you think that looks like in terms of a dollar amount? Let’s say my 
business is generating $5,000 profit per month. Is that too early? 

Todd: It doesn’t work that way. You got to think about what’s strategic in your 
business. Let me change the example up on you to make sense of what I’m 
trying to say here.  



Let’s say that your business is a real estate intensive, like, maybe it has a 
store front to it, for some reason. I don’t know what because I know you guys 
teach a lot of digital business but I’m just trying to give an example.  

Frank:  Okay. 

Todd: You’d have a physical storefront and you’re leasing that storefront to the 
tune of $1,500 a month of which you’ve got $5,000 a month of revenues, 
right? It might make sense to very promptly purchase real estate that the 
business can then be housed in, the business then leases it back from you 
personally. And in that way, you can control [unclear 00:05:04].  

It’s a very low risk investment for you personally and there’s a lot of tax 
advantages in applying that strategy so you could do that really early on. Like 
the earlier the better actually. That would be an example of where even at a 
low dollar amount that strategy can make sense. 

Frank: Okay. 

Todd: So it’s not like there’s a dollar threshold.  

 The other thing, too, that you can do very early on is pick up the government 
tax deferred retirement plans. Either a 401(k), SEP, depending on how much 
money you’re earning, what your other tax structures are. You can pick up 
those and just start pulling money off the top if you will. 

 Because one of the problems with those government tax deferred retirement 
plans is that when you pass a year, if you skip a year and you don’t max out 
those retirement plans, you can’t go back and do it. So any opportunity 
forsaken on that is gone forever.  

The early you star maxing those out -- and I know a lot of people would 
disagree but I’m a big fan of -- Once you build wealth you’re going to wish 
you had as much as you did as possible in tax deferred plans.  

Frank: Okay. 

Todd: And so a lot of people will say, “Oh, you don’t want to do that. That’s like old 
school and that’s the old world and all that.” No, it’s not, okay? It’s just being 
tax smart about where you’re deploying your capital.  

And the other neat thing about tax deferred retirement plans is that it puts a 
fence around them, right? Because you paid penalties to get the money out 
before you’re age 50 -- what is it? 59 or whatever it is. You pay penalties if 
you pull the money out. And so that penalty is usually just enough barrier to 
keep you from going to it as an easy solution when you have cash flow 
problems. 

Frank: Okay. 



Todd: And so it really works well for accumulating wealth and it’s something that I 
advocate. It’s a powerful tool. 

Because usually what happens is if you pull money off the table straight out 
of payroll before you ever see it, you’ll never miss it. Because you can 
comfortably live on whatever you have if you know how to run your money 
and so most people miss money if they pull it out early. Whereas if you see it 
and then you have to go ahead and invest it, you’re never going to do it, 
right? Because once you have the money, you’re going to find a way to spend 
it. 

Frank: Yup. Sounds like me.  

Todd: Yeah, yeah.  

 These are different strategy you can do to start translating money out of your 
business in your personal asset column. The first example I gave was the real 
estate that the business owns and the second one was government tax 
deferred retirement plans.  

Frank: Okay. 

Todd: They’re not income dependent, they’re more situationally dependent. You 
want to do them earlier rather than later. It’s always about time.  

Frank: Okay. So go early and you’re never going to regret going in as early as you 
did.  

Todd: In hindsight you will never regret savings for asset accumulation. I’ve never 
heard somebody say “Gosh! I wish I hadn’t save so much.” It’s not that way. 

Frank: Okay. 

Todd: Right? 

Frank: One thing that I’m wondering about just seeing right a little bit about the fact 
that you were able to retire so early. Something that kind of comes to my 
mind is am I investing to kill the average stock market return? I mean how do 
you look at investment? Am I looking to make the best picks with my money 
and just crush it with high levels of returns, or am I looking to save or, excuse 
me, invest a large percentage of the money that I might take home to build it 
that way? 

 I mean I guess what I’m asking is, are we looking for homeruns or are we 
looking for jus the long-term? 

Todd: Well, no, no. That would be a complete myth, okay? This whole idea of the 
homerun is actually playing to a myth, right? That’s where your 
entrepreneurship comes in. That’s your homerun. 



Frank: Okay.  

Todd: What you guys teach at The Foundation is where you’re going to get your 
highest return on your capital and for your time and all those things. So that’s 
where you’re trying to seek your homerun.  

 There’s mathematical limits to what you get returns on capital; return on 
investment actually, in paper assets which is what you’re referring to when 
you’re talking about like a stock market investment. In a properly diversified 
portfolio, there’s pretty much mathematical limits and you can get guys that, 
for periods of time, can beat them by a factor of 1 and 1.5 or 2 but it’s very 
different from a homerun.  

The homerun mentality is this idea of, you know, like picking Microsoft in its 
infancy or something like that. Probabilistically that’s just not going to 
happen. You can do micro investing and startup investing and things like that 
and you’ll increase your odds of doing that, but you also increase your odds 
of coming up with zero on quite a few investments. You got to know what 
you’re doing, you got to be -- you really got to have your entrepreneurial 
chops in place and know how to put these deals together.  

Frank: Okay. 

Todd: That’s a whole specialty in itself.  

In terms of conventional publically traded paper assets, there’s pretty much 
mathematical limits to return you can expect. And so this idea of a homerun, 
no, you don’t play it that way. You play with very high savings rates. 

 So, like, there’s a post on my site How Anyone Can Retire in 10 years or less 
and that’s literal, anyone can retire in years or less. But it’s all done from the 
standpoint of saving a high-percentage of your earnings.  

I was a hedge fund manager but I never raised my spending back then. This is 
a long time ago. I’ve raised a family of four since and my spending went 
through the roof. But when I was just a single guy, I never raised my lifestyle 
that much. I mean some but not all that much above a college kid because I 
was happy.  

I was an outdoor recreation nut. I played beach volleyball, I water skied, I 
mountain biked. Once you have your toys, it doesn’t cost much to do that. 
You just need your health and the time to do it, right? And I’ve lived in Lake 
Tahoe and life was good. And so I wasn’t spending a lot.  

My friends didn’t have much anyway. Most of them were ski bums, you 
know? I was making multi six-figure income working just in the mornings to 
do and trading the markets.  



I save 70%, 80% of my income from very high-level income and then my 
expenses never went up much. Never put on any debt. I paid cash for 
everything and it was not that hard to become financially independent. 

Frank: Whoa! So I feel surprised at 70% to 80%. That seems like a really, really high 
number.  

Todd: Yeah, yeah. My mom used to say, “Why don’t you go buy a Corvette? Go do 
some flashy. You’re this young male. You should be doing all this flashy stuff.” 

 And so eventually -- I lived in Lake Tahoe, right? We get huge amounts of 
snow and everything. A Corvette’s like a total useless car, right? But 
eventually I did get a nice 4-wheel drive truck. But funny, for a long time, I 
just drove my same old Toyota that I’d had forever. A little Toyota 2-wheel 
drive and I just put snow tires on it. Eventually I just said, “Oh alright, alright, 
I’ll go get a new truck.” I went and bought a new truck. I drove that one for 
170,000 miles.  

I’m not a big consumer. I’ve never made the error of believing that joy comes 
from stuff. It doesn’t. It comes from a life well-lived. It comes from living the 
adventure of life. It comes from experiences, not stuff. I’ve just never gotten 
pulled in to the whole stuff thing. If you could look at me now, I’m at a t-shirt 
and jeans. That’s just who I am. A lot of money doesn’t change that if you’re 
really centered about who you are.  

Frank: Yeah, very Millionaire Next Door. 

Todd: Yeah. You know it was funny when I read that book because I thought, like, I 
was a freak, right? Because in my world I was a freak, right? I mean here I 
built this wealth.  

And if you go to the hedge fund world, like I would go to these conferences 
and they’re shuttling me around in limousines, and taking me out for caviar 
and Dom Pérignon, and these high-level steak dinners and wining and dining. 
Literally, I mean, all this stuff goes down with the prostitutes and all the stuff 
you hear about, right? I’m just chill. I’d come in there like a foreigner, you 
know. None of that stuff resonated with me at all.  

 Later on I read The Millionaire Next Door and I go, “Yeah. Okay, so I’m not a 
freak. I’m actually normal for people with chief financial success.” Those guys 
were all walking the cliché existence and I was actually doing what works. But 
it was just who I was. 

Frank: I like that. I like that a lot.  

Todd: What do you like about it? 

Frank: I like the fact that you’re focusing -- and actually reminds me of a Robert 
Kiyosaki quote. Something about how the lower class and the middle class 



invest in luxuries first. The truly wealthy understand that luxuries are the very 
last thing to ever put your money toward.  

Todd: I really question if I will ever purchase luxuries.  

In my mind, I have very high value on the environment. I understand that my 
consumers [unclear 00:14:12] on the environment. The whole Indian 
philosophy -- [unclear 00:14:16] Native American when I say Indian; Native 
American philosophy of walking lightly on the earth. I would just assume send 
the money elsewhere and do other things with it. That would hold more 
purpose than excessive luxury.  

It’s a nice middle class lifestyle. I’m at a beautiful home. Nothing flashy but 
it’s nice. It’s in the right end of town. I’m not trying to live across the wrong 
side of the tracks to save a nickel. All my cars are good reliable cars but 
they’re not flashy. It’s a Honda CR-V and a Toyota minivan.  

The one luxury we have, we have a Motorhome but we use it a lot. I mean we 
live out at that Motorhome a month to two months out of every year 
because we travel a lot in it and go to national parks, do a lot of hiking. We go 
to music festivals. So we use the Motorhome a whole lot. So you could call 
that frivolous but we’ve had a lot of life adventures in that thing that 
wouldn’t have happen otherwise. 

Again, it’s about adventures and about the experience of life and putting that 
as the priority and the focus.  

We’ve done some very expensive vacations but we didn’t do them luxury. So, 
like, the whole family went to France for a month. We mixed up. We did 
coast, mountains, and city. We spent a couple weeks in Paris and a week in 
Chamonix and a week out on the coast line, you know? But it was an 
expensive trip. I mean there’s no question, it was an expensive trip, but we 
never went luxury. We did the vacation rental by owner thing, VRBO’s, and 
booked condos for a week and flats for a week and stuff like that.  

I don’t know. It’s just understanding what your priorities are and I’ve never -- 
I actually read a post on my site about finding your efficient spot for wealth. 
It’s in the true wealth section and it came from that French trip where we 
were walking the coastline, Monaco. I don’t know if you’ve ever been there. 

Frank: I have not. 

Todd: It’s a harbor. And in that harbor are the biggest, baddest, most beautiful 
yachts in the Mediterranean, right? You’re hard press to distinguish between 
a private yacht and a cruise ship. These things are just monsters, right? And 
they’re all these private yachts.  

I wrote about the experience of the incredible day we spent in town and on 
the beaches there. We went to these nice restaurants and we went through a 



few hundred dollars that day. That was coin, right? But you compare that till 
we watch like three generations of a family coming on their private yacht, 
there’s not a smile on one of their faces as there’s multiple. 

Ten guys on the boat bringing the yacht in and there’s the harbor master and 
the harbor people trying to bring it in and they got to get in in the dock. And 
you think about the tens of thousands, if not hundreds of thousands of 
dollars these guys are going through to run this operation, not one of that 
family was smiling. And we had a blast that day. There’s no way they’re 
having more fun than we were.  

Frank: Ah, okay.  

So what I feel curious about this is I’m thinking about the way that -- and I’m 
not extremely wealthy, I’m not a member of that class. So I’m wondering 
reading about how time is essentially the most valuable asset on the planet. 

Todd: Yes. 

Frank: And I feel curious about -- So let’s say you’re going to France with your family 
and you have the financial resources to, say, use some sort of a private jet. In 
that scenario you save yourself time, you spend more direct one-on-one time 
with your family; you essentially optimize time in exchange for a larger sum 
of money. And I’m curious, how do you think about that in terms of 
balancing, okay, I’ve got resources to buy myself more time, what do I really 
want to put that money toward and how important is the time to me? 

Todd: Well, I would have to look at the cost of the private jet. I’ve never priced it so 
I don’t actually know what the differential is between that and coach, or that 
for first class tickets for the family. So I would have to look at the cost 
differential. But I actually like flying because I rarely fly for business, I only fly 
for personal. I like the flying. I like being a part of it. What I found is that -- 
okay, I’ll give you an example. 

Frank: Okay. 

Todd: When we go travel abroad somewhere, you’ve always got the American five-
star hotels and then you’ve got the local fair, the local pensiones or 
whatever. We like to stay in the local fair. It’s way less expensive but it also 
has the character. Usually you’re dealing with a couple as an owner, or family 
as an owner. The places have character.  

They’re not sterilized down to the American standard with American 
breakfast and all of that. They’re not in the exclusive parts of town so you’re 
now in neighborhoods and things like that. That’s how we like to do because 
we’re there for the experience.  

 We find that the price of luxury -- one of the prices of luxury [unclear 
00:19:35], not just the dollars, but that you insulate yourself.  



Frank: Ah, interesting. Okay. 

Todd: When you insulate yourself, you don’t get the full experience.  

So I’ll give another example. My wife and I, before we had kids, we went 
traveling to Egypt. It’s kind of a funny story because what had happened is -- 
it was very unfortunate -- there was a massive tour bus massacre which 
happens every now and then in Egypt, right? Terrorist group will decide they 
want to get attention for themselves and they’ll wipe out a tour bus. It’s 
terrible. And then all of a sudden all tourist [unclear 00:20:08]. So then we 
went and booked our trip because now hotel rates are the cheapest and 
there’s no crowd anywhere. And so we just go as two people. 

Now what happens when you go as two people in a land where a lot of 
people don’t is you have a full experience. Both good and bad, right? So we 
had, like, a nightmare-ish experience coming out of the airport because we 
looked like fresh gringo meat, which we were, coming right out of the airport. 
It was wild but it’s a memory we’ll never forget, right? We laugh about it now 
but it was intense at the time.  

And then being at the pyramids. We got to walk all through inside the 
chambers in the pyramids and we stayed at the local hotels. But I’ll tell you, 
my wife got sick when we were -- ah, I’m forgetting the name of the town -- 
Aswan. We’re in Aswan. It was so hot that the pavement [unclear 00:20:58] 
underneath your feet was, like, semi molten. When you would walk on it, it 
would squish like normal pavement. Yeah, it was just blazingly hot and my 
wife had like kind of a heat sickness thing. And we had to get back to 
Mediterranean.  

And so I went ahead and paid for luxury, right? I rented up what they called a 
private limousine which back then was just a Peugeot 504. I didn’t know it, 
right? But I figured she’s not feeling well, I’m not going to put her through 
public transport. I’m renting a private limo. We’re going to work our way 
back down the Nile.  

And so I rented this private limo for what seem like an astronomical sum. 
Well, I didn’t realize it but when I rented that, because we were two 
American tourists, I had also rented at the same time for that “astronomical 
sum” two truckloads of machine gunned arm guards.  

Frank: Wow!  

Todd: One would go out in front of us to protect us and clear the road, make sure 
there was no roadblocks or anything in front of us and then the other group 
was behind us, with us, escorting us so they were on top of the car in case 
anything happened like if we got sideways ambushed or something. And 
literally we were the only tourist around. We would go into a set of ruins and 
all of a sudden everybody go, “Oh my gosh! We’ve got tourist.” They would 
open up the whole set of ruins just to let us in. 



Frank: Whoa!  

Todd: We’re, like, the only ones there. We’re coming in with machine gun armed 
escorts. And I thought it was like this really expensive thing. I might have paid 
-- I don’t even remember now -- maybe a hundred or $200 and these guys 
escort us the whole way down the Nile, you know? 

Frank: Wow! 

Todd: Yeah, yeah. 

Frank: Oh my God! Okay.  

Todd: So I’m trying to explain like -- It’s not about being cheap, it’s about embracing 
the adventure of life, right? You can hear the adventure with this. It’s about 
embracing adventure life, build memories, having fun, having experiences, 
and paying what’s appropriate but not trying to buy your well in to insulation.  

Like we’re also pay like you’re asking about business -- I think it’s important 
to buy business leverage and this is something you guys apply a lot at The 
Foundation, I’m sure. So I have assistance, I have a technology guy, I have all 
kinds of people that do stuff way better for my site than I could ever do, 
okay? That allows me to focus on stuff I have to focus on which now is going 
to be towards product creation, right? That’s the next step for my business.  

I call it my foundation which is the content marketing foundation and the 
conversion foundation on the side. All these basics are in place now so now 
it’s time to develop products and so I have to focus on the parts. So I’ve got a 
team of people that runs everything else and I pay for that, you know? So you 
got to pay.  

In business, you want to pay so you can focus on those parts that you’re only 
essential to you required, do just these things, and you’re not being diverted 
by all this stuff you don’t need to be doing.  

Frank: I like that. 

Todd: And, frankly, that I’m not even the best at that. I mean my technology guy -- I 
can’t even hold a candle to him. He’s brilliant.  

Frank: It’s an interesting observation because I’ve experienced slow business growth 
in the past because I wanted to do everything. I wanted to be the website 
guy, I wanted to be the Facebook ads guy, I wanted to be everything. And as 
a result, I was doing everything pretty half-assed. 

Todd: Yeah. Chris Ducker has a great name for that in his book Virtual Freedom. He 
calls it Superhero Syndrome. I think that just so aptly describes it, right?  

Frank: Yeah.  



Todd: Every entrepreneur thinks he can be a superhero, right? He has superhero 
visions of himself that he could do everything best. I’m going to be -- not 
going to use words here because it’s a family-friendly podcast or whatever =--
but, you know, bull … whatever, right? This is not true, right? You’re not the 
best at everything. You don’t need them fantasize that.  

My VA can do ten times the social media I can at half the time. She does way 
better job at Pinterest images and Pinterest posting than I’ll ever do or ever 
know how to do. My technology guy is brilliant at programming. The code 
base on my new site is 10%; 10% of the old site with increase functionality. 
Without any CDN or caching or anything, it’s in the top 10% of sites load 
times. I mean he’s brilliant. 

Frank: So when you got the financial mentor up for the first time, did you 
immediately outsource these types of things or did you go until you used the 
amount of knowledge that you have? I guess what I’m really asking is how 
early did you start looking for, “Okay, this isn’t in my wheelhouse. I need to 
get somebody to do this.” 

Todd: Well, again, I’m in the [unclear 00:25:41], right, so my answer is it depends. 

Frank: Got it. 

Todd: You got to think this through. My process is I prove it out and then I roll it 
out. 

Frank: Prove it out and roll it out.  

Todd: Yeah. So you got to first prove it out through bootstrapping and keep your 
cost down until you’ve got something that you’re ready to roll out. So 
financial manners at the roll out stage now, okay? I had to first prove it out.  

And I spent a decade coaching people. And during that decade I spent 
content marketing and building up the base of the site. It was a viable 
business so it was this cute little boutique coaching business because that 
was the depth of my vision for it.  

But as I did I realized, well, I could help more people by turning it into a 
product-based business. Which, obvious, is a smarter business model but I 
didn’t have to have the wealth. I mean it’s nice to have but I didn’t have to 
have the wealth from the business. I was really kind of into the boutique 
coaching business and that’s what I want to do and so on.  

That’s why I did it for a while until I had approvable business model that I 
wanted to roll out. And then at that point, now, it’s turned into the roll out 
phase where I’m leveraging up. 

 It’s going to be different for each person’s vision and their plan and how they 
put it together. That’s why I’m not giving you a pad answer.  



Frank: Okay.  

Todd: And so what happens is a lot of will get money early and that’s dangerous. 
You don’t want to throw money at the problem until you know you’ve got a 
proven solution that you can roll out. And so you want to bootstrap early on 
and be really thrifty, and really creative, and really smart about how you go 
about stuff, and keep the money tight and work it, work it, work it until you 
got something that works. And when you got something that works then you 
leverage it up and multiple it out. 

Frank: Okay. Okay. 

 So this is bringing up a question for me based on the fact that in the way that 
I introduced you a little bit people kind of think, “Okay, that’s the dream. I 
make a ton of money and then I retire when I’m 35 or 40 and …” whatever 
that retirement looks like in people’s brains. Maybe it looks like they’re going 
to live on a beach or just constantly traveling. 

 I’m curious, what drives you now? Why not just do nothing? What about 
what you’re doing -- 

Todd: Yeah, the answer for is nothing isn’t fulfilling. I mean, it goes back to what I 
said earlier. What’s your adventure in life? What experience do you have 
from doing nothing? If you really think -- where the delusion comes in, right, 
is because people imagine.  

When they spend a week on a tropical beach with umbrella drinks laying in a 
hammock, that’s really satisfying for that week that they’re on vacation 
because it’s in the context of meaningful work. And they’re fried out and they 
just need to chill for a week so it’s killer, right? And so the natural thing is we 
think, “Oh wow! Just imagine if I could do that all the time, how cool that 
would be?” It doesn’t work that way. It’s cool for a little while, then it’s 
boring, then it’s dull. It’s self-indulgent. It’s not fun.  

 Vacations are awesome. I had no problem with vacations in the context of 
meaningful work. I like chilling as much as everyone. But that’s because I like 
what I do and I work aggressively when I do work.  

Frank: Okay. 

Todd: The answer is that you get a lot more from meaningful work than people 
realize on the surface. I mean you’ve got social connection, you’ve got a 
sense of purpose, you feel a sense of contribution. There’s a reason to wake 
up, there’s commitment, there’s purpose. I probably ran across some of the 
words more than once.  

 Anyway, there’s a lot of underlying stuff that’s associated with [unclear 
00:29:28] your self-identity that you don’t understand or don’t realize until 
it’s gone.  



Frank: Okay. 

Todd: The reason you see serial entrepreneurs, guys who build a business, sell out 
for millions, and then come back and build another business and sell out for 
millions, and then “What’s up, dude? You did it again? You come back and 
you build another business?” It’s because that’s the adventure of life. It’s 
fulfilling to go build these things and create. 

 I get emails from people every week telling me how I’ve changed their lives. 
That’s kind of fulfilling. That’s a sense of contribution. I’m not going to get 
that if I lay around drinking, destroying my liver. 

Frank: Yup. 

Todd: You know? 

Frank: Okay. 

Todd: Anyway, I call it the pro leisure circuit myth, right? Where everybody things 
life and retirement and all of this is about the pro leisure circuit. No. No. Pro 
leisure circuit is fine in the context of meaningful work. It’s actually really cool 
in the context of meaningful work. But without any meaningful work, it gets 
really dull really fast.  

Frank: The idea of financial freedom reminds me of something that Tony Robbins 
says where you want to be spending your time doing work that is important 
but not urgent. And when you’re at a point where you’re financially free, it 
sounds like that’s exactly where you’re at. It’s not urgent for you to make 
money off of the financial mentor or coaching clients but it’s important.  

Todd: Yeah. That’s why I did it as a boutique coaching business. I didn’t have to 
urgently make a lot of money. I was just kind of really -- I was experimenting 
with this idea, could I actually help normal people achieve extraordinary 
financial results? That was the question I was playing with.  

 And so I started with this coaching model. I got introduced to a coaching 
model. I went, “Ah, that looks like the answer right there,” and so I started 
playing with it. I had to create my own brand of coaching. And then after a 
few years it kind of jelled into like the seven-step process. I started breaking 
it down into steps and I start figuring out, like, everybody [unclear 00:31:31] 
into it.  

 And then by piece I started solving holes in my model. So for instance, I had a 
hole that I didn’t even understand because it wasn’t an issue for me around a 
lot of self-beliefs, right? 

Frank: Mm-hmm. 



Todd: And so if you go to my list of my podcast, you’ll see that Dane and I did a 
podcast together where we did a whole thing on the work by Byron Katie 
about how you use the work to blow out your limiting self-beliefs. That was, 
like, a hole in my work that I hadn’t mastered, that I had developed and then 
Dane and I did a whole podcast on it.  

 And so piece by piece I put the puzzle pieces together until I got a reliable 
assistant that produce consistent results. At that point I said “You know …” By 
then I was sold out, like, many times over my coaching practice. I’ve been 
close for a year-and-a-half because I just couldn’t take more clients. The 
whole thing worked way better than I’d ever planned.  

And so then I was like, “Okay, the only way I’m going to be able to really take 
this to the next level is I got to put Todd in a box. I got productize Todd.” And 
so that’s where it’s going now is I reworked the whole platform so that it will 
work as the content marketing platform for the product so it transitions from 
coaching.  

Now I’ve done that piece, which I just finished up a few months ago, now I’ve 
got to start building up the products. And the first product should come out 
around the turn of the year. And then I’ll build them out one by one by one 
because there’s seven of them. There’s seven steps to seven figures.  

Frank: Cool. So I feel curious. We talked a lot about that 70% to 80% number and 
then it feels, like, that’s kind of step one is taking a larger percentage of 
income that you might have thought that you would be spending. And 
instead, channel with into investments.  

 What are the next steps overall kind of look like? I know we’re not going to 
have time to go into in-depth but after I’m saving a good percentage of … 

Todd: Well, that’s not actually a starting step. 

Frank: Okay. 

Todd: What I do -- Okay, so step three is wealth plan.  

Frank: Okay. 

Todd: That’s the first one that’s going to be coming out here around the turn of the 
year. And I’m not pitching or anything because it’s not even for sale, right? I 
have no idea when this is going to be published. We’re recording this, what, 
October 2015 and so it will come out around the turn of the year. So it 
depends on whenever you publish this whether it’s available or not. 

Frank: Okay.  

Todd: But, anyway, that is the starting point for most people even though it’s step 
three because step one and two are about getting your financial base in 



order, right? So step one is about getting your financial base in order and 
step two is about getting your personal habits. I call it Habitudes of the 
Wealthy.  

And I’m sure Dane and Andy talk a lot about this in The Foundation about 
how your health, wealth, and happiness are a function to your habits and 
you’ve got to get certain habits in practice, daily practices in order. Because it 
compounds your wealth and it compounds your business, just like money 
compounds in an account.  

 Those are step one and two. You have to get those as your personal 
foundation. You got to get those right. Then step three, you actually get in 
the wealth building process and step three is your wealth plan. The wealth 
plan is unique to every person. You were talking about saving 70%, 80%, 
that’s not a generic answer at all.  

Frank: Okay. 

Todd: That happened because my values where I didn’t have a big spending habit 
and I had a huge fat income for a kid my age, right? I mean I’m 54 now but 
back then I was in my 20s. Middle six figures back then was a lot of money 
and I just didn’t need that much to live off of, you know? And so it was really 
easy to say but it wasn’t, like, I was being so disciplined monk or some crazy 
guy. It’s just I didn’t care. I just didn’t need the money. So I save it and 
invested it. Investing was my expertise because I was running a hedge fund. 
So it just was an obvious pattern. 

 So that worked for me. That worked for my life situation.  

Frank: Got it. 

Todd: Every listener is going to have a different life situation. That’s what happens 
in step three is you design your wealth plan for your life situation and it’s got 
to be unique to you or it won’t work and that’s what step three goes through. 
And then from your wealth plan then you go into the implementation stage 
and that’s where step four is massive action. I don’t want to go through all of 
them, but step four, how you translate the wealth plan into taking massive 
action. And that’s where, like, some of the work that Dane and I did where 
we talked about the work, right? 

Frank: Yup. 

Todd: That’s one of the pieces in that step four because you have to overcome your 
limiting beliefs in order to take massive action. That’s just, like, one piece of 
that puzzle right there.  

Frank: I feel curious about steps one and two a little bit and I like what you said 
about cultivating daily habits. I’m curious, what are some of the daily habits 
that you cultivate to create that personal base for yourself? 



Todd: Oh boy, you’re going to make me pull them up off the top of my head. 
[Unclear 00:36:15].  

 One is a daily habit of growing myself personally in terms of my learning. So, 
for example, as a content marketer, I’m constantly reading stuff relative to 
my business or relevant to my business so I’m constantly increasing my 
knowledge. And even the stuff I read on the internet is relevant to that. So 
that would be, like, a daily habit of increasing my knowledge base. 

 So, as an example, I started out a few years ago into this business and I was a 
total newbie and I was making tons of mistakes; whereas now, a lot of people 
consider me to be quite expert on the subject of content marketing on the 
internet.  

Frank: Okay. 

Todd: And that was developed through a daily habit of feeding my brain very 
specific, well-design knowledge and compounding it and growing it. Same 
thing with money, there’s all kinds of daily financial habits people can 
develop.  

One is daily accountability for your finances where you track your finances 
every day. As you track, you’re spending every day and then you run a couple 
of questions past your spending and that will get your spending in alignment 
with your values and that’s a habit of the wealthy as they spend based on 
values.  

 Poverty mindset is that you spend based on what you can afford to live 
without. People think like, “Can I not have that? Can I do without that?” 
Right? Whereas wealthy people, they don’t think that way. They think like, “Is 
that a good value for my money? Am I getting the best value for my money?” 
or “Can I get what I want in some other way?” So [unclear 00:37:49] about 
how they can do without something. 

Frank: Okay. 

Todd: Right? Because once you’re wealthy, you can have pretty much anything you 
want, right?  

So the wealthy mindset is one of, “No, am I getting the best value for my 
money?” and that’s why people will be surprised sometimes where wealthy 
people will appear cheap, right? And it’s not about being cheap, it’s about 
being value-oriented, or aligning your spending with your values. And that 
goes back to what you were asking me earlier about like the jet airplane 
thing, right? 

Frank: Yup. 



Todd: I really don’t know if leasing a private jet is anywhere near my wheelhouse of 
alignment of values. Probably more likely I might up myself to first class on a 
public jet just because I don’t want to [unclear 00:38:31] the fuel and the 
resources [unclear 00:38:33]. And then maybe, maybe I would take that 
difference and donate it to a cause I’m really committed to or fund a real cool 
green startup that has just got great ideas and they’re just starving for 
capital. Maybe I’ll take those thousands of dollars I would have wasted on the 
private jet and send it over there and get a new green startup started. Maybe 
they’ll go big and maybe I’ll actually make money off of it, I don’t know. But 
at least I got a green startup off the ground, you know? 

Frank: Yeah. Cool. 

 One of the things that I was wondering about what you said when you were 
starting content marketing you were spending time every day cultivating that 
by doing your research and by doing on it. I’m curious how you look at taking 
action and kind of figuring it out that way versus consuming the right 
information so that you have a baseline of understanding.  

 When you were very early on, as a lot of the entrepreneurs are that are 
listening to this, how did you balance not getting too caught up and trying to 
figure everything out mentally by reading versus getting out there and really 
just putting it out there or seeing what happens and going off of that.  

Todd: Yeah. I’ve been told I’m unusual this way because I’m a highly analytical mind 
as you can probably tell from this discussion but yet I’m an action taker. And 
that combination’s kind of a little weird, right?  

Frank: Yeah.  

Todd: It’s how uncommon.  

 What I’ve done is I developed a process of isolating the key factors to 
success. Once I get those, I take action. I improve in there. And so, like, in 
content marketing, you just got to publish.  

Frank: Yup. 

Todd: Right? 

 You will not know your voice at the beginning no matter what you try, no 
matter how analytical you get. The issue you’re comforting here is what’s 
called paralysis by analysis, right? That’s the slogan for it. What you want to 
do is you --  

There’s two layers to this. One is isolate the key factors. So learn enough that 
you know the key ideas and then manager your risk. So, in the place of 
content marketing, I would look at and go “Okay, the key thing is I’ve just got 



to get publishing and find my voice and start attracting my target audience,” 
right? 

Frank: Yup. 

Todd: You’re not going to do that unless you start publishing. So you just start 
publishing, of course, your early stuff’s crap and that’s natural but you have 
to start somewhere so you just start doing it. It’s not going to hurt you, right?  

 Now, compare that to investing, that’s a little different because you can put 
capital at risk and it’s vanished and it will hurt you. And so you have to go a 
little deeper down the rabbit hole and understand risk management in that 
situation because blowing it can hurt you.  

 The idea is two layers: one is understand the key principles and take action as 
soon as possible without any further delay, without any further analysis. 
Once you get the bones of the idea, start taking action because most of your 
learning will only occur through action, right?  

Frank: Mm-hmm. 

Todd: As soon as you get those critical things but you always pay attention to your 
risk management.  

 I’m not an expert on The Foundation but I know that Dane talks about selling 
it before you build it. 

Frank: Yup. 

Todd: Right? So that’s a great example of risk management, right? Because you’re 
testing your idea by marketing before you ever invest capital in it. What that 
does is keep you from falling in love with a really stupid idea that has no 
market value. And so that would be a brilliant example of risk management 
and action.  

Frank: Cool. Yeah. Okay.  

 So one of the things now that I wanted to kind of circle around, the 
community had some questions for you that I think are really interesting and 
that I’m wondering about too.    

Todd: Okay. 

Frank: So I’m going to go over a few of these.  

 So really what someone was wondering was if someone was starting over 
knowing nothing, right? So you or yourself 30 years ago or however long ago 
to be at the very beginning, how would you go about teaching yourself 
investing from scratch and specifically wondering things like what books 
would you read and what books would you re-read over and over? 



Todd: I’ll tell you what I actually did. It’s pretty close to what I would do still today. 
What I did back in the day when I decided I was going to get wealthy is I 
started reading biographies for people who became wealthy and just starting 
to try to put together the commonalities and the puzzle pieces. So if I was 
going to try learning investing, I’d try to learn from people who are successful 
investors.   

 Now, with that, is a caveat because what they do today may not be what they 
did to become successful in the day. And what they did in the day may not 
still be applicable to you today. So let’s take Warren Buffett as a great 
example. 

 Warren Buffett has a certain investment [unclear 00:43:16] today because 
he’s Warren Buffett, and he’s huge, and he can walk in to anywhere and 
negotiate a deal, right, because he’s Warren Buffett. But in the day, he began 
as a value investor. He had a very strict discipline in criteria by which he did 
value investing at the very earliest phases.  

He was a disciple of Ben Graham. He learned the idea of building it all inside 
the wrapper of an insurance company from Ben Graham who did a similar 
thing.  

 You see these patterns of what these two very successful, very wealthy men 
did and how they did it of investing inside an insurance company. There’s a 
reason that existed, right? You’re investing with the insurance company 
capital, you got the float from the policy, you’ve got the revenue from the 
policies, and then you’ve got --  

There’s just tons of advantages of how they grow wealth geometrically inside 
the wrapper of an insurance company. So it’s not a coincidence both those 
men did it and Warren learned it from his mentor, Ben Graham.  

 And then you see Warren transition his strategy later on as he got bigger and 
bigger. It was harder for him to move large capital through value as well as 
value place become less common because it was a better known strategy and 
more people are implementing it. He started moving to cash flow motes.  

So that’s where you see examples like the Coca-Cola play where he started 
playing with the dividend streams and the revenue models and they had 
large motes around the business model such as cash flow had the patented 
syrup. They were very capital -- not capital intensive, the opposite -- capital 
efficient business models that just produces reams of cash flow and he 
transform then.  

And then he’s transformed again in the last decade, decade-and-a-half, 
towards negotiating specialty deals like he did with Goldman during the 
financial crisis. He got those specialty bonds that convert equity or whatever. 
I’m not a huge follower but you can see the pattern of him changing. 



Frank:  Yup . 

Todd: And so you can’t look at that and go, “Oh, I’m going to be Warren Buffett.” 
You got to look and see, like, what did he do right? What were the different 
phases? What can I apply? What can I not apply? And so principles evaluation 
are valid, principles of tax advantages are valid. You can look at what he did, 
his disciplines in the principles he applied and you can take those. You just 
can’t exactly mimic him. 

Frank: Okay, that makes sense.  

Todd: And so I would do the same thing today. I’d look at successful investors and I 
learned from those that are willing to teach.  

Now you can see it poorly applied in the book by Tony Robbins Money 
Master the Game. Tony took the premise, “Hey, I’m just going to interview a 
bunch of successful hedge fund managers and they’re going to tell me the 
truth about investing.”  

There’s just so many classic mistakes wrapped up in that book that I’m not 
even going to go into it. There’s some excellent reviews where people are 
just really torn apart online but it was built on a false premise. And that false 
premise was “I’m going to interview the smartest money managers and 
they’re going to tell me all the answers.” Wrong. That’s not going to work 
that way, Tony. Sorry. Go back to teaching people how to walk on fire.  

Frank: I find it really interesting. Something that they talk about a lot in The 
Foundation is that more often useful to learn from someone two or three 
steps ahead of you than it is a thousand steps ahead of you. 

Todd: Yeah. As long as they prove it. 

Frank: Okay.  

Todd: You got to get somebody who’s currently playing the game, using strategies 
now, and they already prove it.  

Frank: Okay.  

I’m curious. So aside from somebody like Warren Buffett -- let’s say I’m 
starting from nothing and I’m looking to educate myself by people who have 
done it. Let’s take the example of biographies or people. Who specifically 
comes to your mind as someone where you’ve read the book or you would 
go out and kind of study them? 

Todd: Well, you’d given me a lay up to pitch my course coming out, right? 

 So, my step five is going to be called expectancy investing. Remember I told 
you of seven steps, five is expectancy investing. Here’s kind of the big picture 



overview. You got to walk before you run. And so the walking stages low cost 
passive index asset allocation like it’s commonly taught everywhere, and you 
can learn everything you need to know from get two or three of the top 
selling books on Amazon or the topic asset allocation and it’s everything you 
need to know. You don’t need to pay some clown financial adviser, 1% plus 
he’s going to put you on all those high cost funds and you’re going to come 
out 2%. And it’s going to rob 75% of your retirement. Seriously, 2% will rob 
75% of your retirement over your lifetime. And I can walk through the math if 
you want to, it’s shocking. 

Frank: Yeah, I feel really interested in hearing that. 

Todd: Okay, I’ll do it. Let me just finish this point though and then remind me to 
come back. 

Frank: Sounds good. 

Todd: You don’t have to pay somebody 2% for that, just go to Amazon, pick up two, 
three books; simple, simple stuff. It’s really easy to execute nowadays. 
Sometimes you can even get it done inside a single fun, you know? It’s, like, 
so boringly easy. I know there’s some zero cost funds out now [unclear 
00:48:21] just to get people into the fold.  

Frank: Okay. 

Todd: So, anyway, that’s the walk part. Now the problem with that though is there’s 
three holes with it that I teach that open to the next level. And so what I 
teach is quantitatively driven investing. It’s all based on expectancy analysis 
and it’s the next level. What it does is it adds layers of risk management as 
we’ve been talking about and layers of improved expectancy to the classic 
model. So think of it as standing on the shoulders of classic index asset, low 
cost index asset allocation models.  

Frank: Okay. 

Todd: Okay. It stands on the shoulders of it. It’s not negating it, it’s just improving 
upon it and adding layers of risk management and expectancy and it’s the 
next step. 

Frank: Okay. 

Todd: And so you’re asking where to start, you should start with the really basic 
stuff and just get the savings and start building the assets and then you can 
expand your education from there because by then my course will be 
available. Bing! Got the layup.  

Frank: Bam!  

Todd: Bam! 



Frank: Okay, that’s some great stuff. So now the 2% will rob you of 75%. 

Todd: Yeah, thanks for bringing it back. 

Frank: Yeah. 

Todd: Okay, so it’s not intuitive but let’s go through it, okay?  

Frank: Okay. 

Todd: If you understand cutting edge retirement planning, research. There’s a rule 
that’s been thrown around forever, 4% rule, which is you can spend 4% of 
your assets in retirement and you won’t outlive your money. 

Frank: Okay. 

Todd: Right? And there’s a lot of analysis behind. There’s a lot of controversy 
behind it. 

 It’s not totally correct. There’s more advanced understanding of it. If you take 
evaluation for a model, the amount you can spend varies between, like, 3% 
and 10%; depending on the year and evaluation and all that. That’s a better 
way to understand it. But let’s just use that benchmark just to make a point 
here, okay?  

So you can spend 4% of your retirement and then you got the Rule of 72. The 
Rule of 72 explains if you divide the interest rate, your compound rate into 
the number 72, it tells you roughly the number of years it takes to double 
your capital. 

Frank: Okay. 

Todd: Right? So if you’re compounding it -- Let me pick a number that makes math 
easy. If you’re compounding 6%, you double every 12 years.  

Frank: Okay. 

Todd: If you’re compounding at 12%, you double every six years, right? 

Frank: Yup. 

Todd: Okay. So let’s say that you have 1% management fees that you don’t need 
because you got this advisor and he’s brilliant and he charges you 1% for the 
privilege of parking your money in passive funds, right? A little cynical here 
but you get the point. 

Frank: Yeah, I get it. 

Todd: Okay. And then you’ve got -- he puts you in high-cost funds because he gets 
trailer fees that he’s not going to tell you about and he’s got commission 



incentives and other things he’s not going to tell you about. And so he puts 
you in these high cost funds and maybe they have a 1% higher fee structure. 
And, again, I’m being generous. Normally the numbers are worst than that.  

Frank: Okay. 

Todd: But maybe it’s got 1% higher fee structure than is really necessary if you 
really knew your fees and were paying attention to it, okay? So now you’re at 
2% and you’re really gaining nothing and often you’re actually getting hurt. 
But let’s just say that the funds and the asset allocation that are selected are 
comparable to what you would have done if you just done it passively on 
your own, okay? 

Frank: Mm-hmm. 

Todd: But now you got this 2% fee structure.  

 So according to Rule of 72, every 36 years you’re going to lose an entire 
double, right?  

Frank: Mm-hmm. 

Todd: So let’s say that you are -- Well, let’s just be conservative. Let’s say you’re 55 
or 60 and I’m sure most of your listeners are younger than that. This is going 
to be very conservative for them, right?  

Frank: Okay. 

Todd: Their picture is going to be worst than this. Let’s just be conservative and say 
you’re 55 or 60. So maybe you got one doubling period left where that 36-
year doubling period didn’t actually exist, right? You missed the whole 
doubling period.  

Frank: Yeah. 

Todd: And so you end up with half as many assets. Bam! You got half the 
retirement. Again, I’m being conservative. I’m trying to emphasize this. But 
it’s worse than that because during your retirement he’s sucking out that 2% 
which means you’re getting half as much revenue, right? Because you’re 
spending 4% but now you can always spend 2% because the 4% rule assumes 
no fee structure. So if he’s sucking that 2%, he’s taking half your income. 
Which means he’s taking half of where the half that’s left.  

Frank: Okay. 

Todd: So that means you’re getting 25% of what you had otherwise.  

Frank: Yikes. 

Todd: And, again, I’m being conservative. (Laughs) 



Frank: Is there ever a situation when it is beneficial to work with someone? 

Todd: It’s simple, the rule is simple. If they can add value in excess of cost they’re 
benefit. 

Frank: Okay. 

Todd: If they cost more than they add value then they’re a liability.  

Frank: Okay. 

Todd: And so they either have a way of adding value in excess of cost.  

The problem is most financial advisors believe that setting up a passive index 
asset allocation portfolio, or passive asset allocation portfolio, using 
conventional asset allocation standards is adding value. That can be 
replicated anywhere with almost no cost. So that’s not really adding value.  

Then they’ll turn and say the handholding and the guidance and keeping the 
client from doing really stupid things is adding value. That’s arguable. It’s 
possible that that might actually add value in excess of cost, depends on the 
client. But the equation is simple. They either add value in excess of cost in 
which case they’re helping you, or they take more value than they cost in 
which case they’re hurting you. So you got to decide, is he worth 75% of your 
retirement.  

Frank: Alright. Cool. 

 So, I’ve got one last question for you and it’s really kind of an overall 
question.  

So you’ve had an incredible journey entrepreneurially and otherwise. What is 
something that you want entrepreneurs who are starting out to know that 
you now know? 

Todd: Go for it. It’s all an adventure, right? You’re going to die anyway. Your life’s 
going to go on anyway. So just be prudent, be smart. Don’t just say, “You 
know what, Todd said go for it.” So you ran out and tell your boss what to do 
with it or he can stick it. And then you run off and you’re going to start to 
build -- With no idea, you have no idea or anything but you’re going to go for 
it. No, no, don’t be stupid but go for it. 

 Start developing the plan. Follow the Foundation’s model, you know? Start 
figuring out how to put the software business together on the side. You don’t 
have to go quit your job. Be financially responsible. It’s like I said, test it, test 
it, test it until you got it right and then roll it out. When you’re ready to roll it 
out then go ahead and quit, you know? But go for it, get started. 



 And even if you fail early on, that’s okay. That’s just the lesson along the way. 
You just got that much closer. You’re more skilled. You learned one way not 
to screw it up and you just keep going forward. I mean I’ve made tons of 
mistakes. It’s alright, it’s all an adventure.  

 So just embrace the adventure. Embrace it for what it is, an adventure. It’s 
another stage on which you get to act out your stuff and once you get to 
play. And so go for it because time will go by. You will get to be older like I am 
getting to be older and thank God I went for it. I would hate to be at my age 
now, like so many of my friends, fill with regret wishing only I had tried.  

Frank: Prove it out, roll it out. 

Todd: Yeah, yeah. Prove it out safely, smartly, manage your risk, and when you got 
it right, roll it out. And just keep trying. Keep trying. Go for it. Go for it. 

Frank: Great message. Alright.  

Where can people go to find you, Todd? Because, I think, that people are 
going to really like a lot of the things that you have to say. So you’re at the 
financialmentor.com, right? 

Todd: Yeah. Don’t put the ‘the’ in front of it. It’s just financialmentor.com.  

Frank: Financial Mentor. 

Todd: Yeah. So it’s financialmentor.com. Just like it sounds, the two words put 
together.  

Frank: Okay.  

Todd: Financialmentor.com. I give some free giveaways for new subscribers just to 
build relationship. I give away a free book, 18 Essential Lessons from Self-
Made Millionaire. And I give away a free course that’s called 52 Weeks to 
Financial Freedom and, no, we’re not get rich quick around here.  

 What it does is it maps out the process you will go through and, again, I 
developed this over years of coaching and understanding what is the process 
to building wealth that everybody follows, or at least nearly everybody. It’s a 
pattern process and it will take you through it. It will help you understand the 
framework so that’s all familiar to you as you go through it.  

It sets the roadmap for you in 52 weeks and that’s all freedom that just builds 
relationship, introduce you to the site. 

Frank: Great. Financialmentor.com, we’ll throw it in the show notes. Todd, thank 
you so much for coming on. 

Todd: Hey, thanks for having me. It’s fun talking with you, Frank. 



Frank: Yeah, you too. 

Closing: Thank you for joining us. We’ve taken this interview and created a custom 
action guide so you know exactly what action steps to take to grow your 
business. Just head over to thefoundationpodcast.com to download it for 
free. Thanks for listening and we’ll see you next week.  

 

 

 


