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INTRODUCTION

Between the years of 1946 and 1964, seventy-six million 
babies were born in the United States; today, the baby 
boomer generation represents nearly a quarter of the 
American population. At this moment, these seventy-six 
million Americans are on the verge of retirement—and 
some have already passed that threshold. Americans are 
now retiring earlier than any other time in history, with 
the average retirement age currently sitting at sixty-three, 
and millions opting to retire even earlier, in their late fif-
ties. Concurrently, Americans are now living longer than 
they ever have before.

The confluence of these sociological shifts has created a 
landscape of uncharted territory for those about to retire. 
What income, precisely, can be expected or counted 
upon? What kind of preparation and planning will be 
required? Exactly how much money will one need for a 
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retirement that lasts thirty or forty years, rather than ten 
or twenty?

If you’re among those feeling uncertainty about your 
financial future as you move into retirement, you are the 
person for whom we wrote this book.

It’s natural, and even reasonable, to have myriad questions 
about how to prepare for retirement. Are you financially 
prepared for this transition? How much will you be able 
to spend each year? What will happen when the stock 
market takes an inevitable future downturn? Will you 
be able to maintain your current standard of living? The 
baby boomers, after all, are the healthiest, most active 
aging demographic the country has ever seen. In contrast 
to earlier generations, baby boomers have more money 
and are accustomed to spending more money. They are 
also known broadly as the “sandwich generation”; many 
baby boomers simultaneously care for both their elderly 
parents and their cash-strapped children.

This creates a somewhat scattered puzzle to assemble as 
retirement approaches. Many of our clients come to us 
with a host of questions that reveal a lack of confidence in 
their ability to maintain the strong self-reliance ingrained 
into them by their Depression-raised, WWII-forged par-
ents. Deep knowledge of personal financial planning is 
uncommon among the general population. Personal 
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financial education is essentially nonexistent; there are 
few “personal finance” courses offered in high school or 
college, even though a basic foundation of knowledge in 
that discipline is possibly the most important thing we 
can teach our children to ensure that they will not just 
survive as adults, but thrive.

Without that basic foundation, it’s no wonder that many 
retirement-age Americans feel deeply unsettled, and even 
afraid, of what comes next. And without the context of 
financial literacy, it’s nearly impossible to make decisions 
in the face of shifting social security and Medicare policy, 
and the de-prioritization of pensions in favor of what is 
referred to as a Defined Contribution Plan, i.e., 401(k), 
403(b) etc. The retirement landscape that baby boomers 
must prepare to navigate is simply not the same world 
their parents lived in. Some anxiety is to be expected.

That’s why we wrote this book. This fear can be mostly 
overcome with a straightforward education of the basics 
and practical tools to help you plan for the road ahead. 
Throughout our careers, which span a combined forty 
years, we’ve helped hundreds of clients (and thousands 
of others through our workshops) like yourself build con-
fidence and security in their upcoming retirement; we’re 
eager now to share this wealth of knowledge with you, 
and help you envision your future as one not of uncer-
tainty, but of opportunity, and even abundance.
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PLAN FOR YOUR FUTURE

Where should you begin your retirement planning? With 
so many elements of socioeconomic change at play, so 
many pieces of the puzzle to sort and organize, and so 
much at stake, what starting point makes the most sense?

Unlike previous generations, who were able to rely on the 
primary safety nets of social security benefits and pen-
sions when defining and mapping their post-retirement 
income and spending, baby boomers are best served 
by learning the fundamentals of investing and the fun-
damentals of converting their savings to an ongoing, 
growing income stream. This is not to diminish the poten-
tial impact of a good social security decision. Planned 
well, a good social security claiming decision will easily 
represent tens or hundreds of thousands of dollars of 
additional income in retirement. However, social secu-
rity planning deals with a static source; once you’ve made 
your decision and executed that part of your plan, for the 
most part, it’s done.

By contrast, your investments, and how you go about 
converting those investments into income, represents an 
ongoing opportunity to a continuously growing income 
stream; as such, a solid and well-planned investment 
and income strategy is where you’ll create the greatest 
impact on your retirement. It’s been our experience that 
most people lack confidence when it comes to investing. 
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Some may consider themselves unlucky in the market 
(when, in reality, they’ve probably just been receiving 
the wrong advice), or others may write themselves off 
entirely, chalking up their lack of investment knowledge 
to the idea that investing is a specialized skill they never 
learned and will probably never understand.

Even those who made good investments over the course 
of their working years with an eye toward retirement may 
feel burned by the recent market events in 2008 and the 
resulting recession. They may have lost a sizeable portion 
of their safety net, and along with it, their confidence.

Our goal with this book is to rebuild or create from 
scratch that confidence so that you can feel safe, not 
fearful, as your retirement approaches. We’ll give you 
the tools to make informed choices, and we’ll deliver 
the clarity you’re seeking in the form of accessible, prac-
tical exercises that will build your skills in retirement 
income planning.

By the time you’ve finished reading this book, you’ll have 
a clear idea of how to organize your finances and how to 
develop an impactful investment and income strategy. 
We’ll answer the most common questions we’ve heard 
about retirement planning, which are probably most of 
the questions you’ve accumulated, as well. You’ll learn 
how to focus on what you can control versus what you 
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can’t—and you’ll learn how to distinguish between the 
two. You’ll be far better prepared to know what further 
questions to ask if you choose to work with whomever you 
choose to work with, whether they be a discount broker, a 
full-service broker, or a true financial advisor—and you’ll 
gain insight into how those roles differ, and what kind of 
advice you should seek.

Put simply, you’ll come out the other side of this book 
exponentially better-informed, better-prepared, and our 
hope is far more confident. Most importantly, you’ll be 
in a strong position to make informed choices that will 
have a positive impact on your future.

MASTERING THE FUNDAMENTALS

We constructed this book to be a straightforward, acces-
sible education in how to invest your savings to create 
a growing stream of income in retirement. Our aim is 
to help you get organized and provide you with a strong 
foundation for creating your retirement income strategy.

We also intend to show you that preparing for your retire-
ment is simpler than you may assume—it takes work 
and a little bit of personal responsibility, but it’s not the 
labyrinth most people think it is. The blame for this mis-
conception can be largely laid at the feet of the American 
news media, in which personal finance has been pack-
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aged largely as entertainment. Soon-to-be-retirees tune 
in to financial news shows hoping for a hint about what 
they should do with their money, and instead, they’re 
bombarded with out-of-context, sensationalized content 
that provides little in the way of actionable information. 
What action is one expected to take in response to upcom-
ing trends in oil prices? How does that provide a retiree 
with a clear direction forward?

By contrast, we’ve kept this book focused. Our aim is to 
provide you with context and clarity on what will matter 
most to your retirement: converting savings to income.

What this book isn’t is a comprehensive, exhaustive 
guide to each and every aspect of retirement income 
planning. There are countless books and resources that 
can guide you through the intricacies of tax planning, 
estate planning, insurance planning, and the numerous 
details of social security and Medicare planning. We’ll 
touch on some of the other fundamentals of retire-
ment income planning, like social security, taxes, and 
spending, but for the most part, we’ve kept the focus 
where it belongs: building your confidence in the basics 
of what will create the biggest financial impact in the 
years ahead, which is how you go about converting your 
savings to income.
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A LIFETIME OF EXPERIENCE; A LANDSCAPE OF OPPORTUNITY

Over the combined forty years we’ve served in the finan-
cial planning industry, we’ve watched markets go up and 
down, trends come and go, financial services multiply 
with complexity, and disruptions like technology change 
the face of the industry. Our own knowledge and skill sets 
have evolved alongside the ever-changing dynamics of 
the business. Through it all, though, the primary needs 
and wants of most people remain the same: people need 
to feel secure in their future, and they want to live out their 
retirement decades in happiness, health, and comfort.

That’s why we decided to keep this book simple and 
aimed to serve the needs of people like the thousands of 
clients and workshop attendees we’ve advised. Empow-
ering people with the knowledge they need to make 
good choices with their money will always be the most 
satisfying part of our careers. Our intention is to inspire 
you to a state of planning, control, knowledge, and for-
ward motion.

At the time of this writing, both authors are in our fifties. 
We understand what it feels like to be facing retirement, 
and we understand that it can appear foreboding, like 
uncharted territory. We’ve been in the industry long 
enough to know what works, and what doesn’t; our expe-
rience is a map through that uncharted territory, and 
we’re eager to bring you along.
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When social security was enacted in 1935, the average 
American’s life expectancy was fifty-seven. Today, it’s 
eighty-three. It is an unprecedented event in our country 
for its largest demographic to be almost entirely com-
posed of retirees, but unprecedented doesn’t necessarily 
mean unpredictable. Feeling unprepared for retirement 
is entirely reasonable; fear, though, doesn’t have to color 
your planning. Understanding the fundamentals of retire-
ment income planning isn’t a matter of aptitude, it’s a 
matter of education. This book will help provide that.

Put simply, if you don’t know what you don’t know, the 
first step is to learn. Join us as we uncover the basic finan-
cial knowledge that will empower you to make the right 
decisions with your money, begin to pull together a basic 
retirement income plan, and position yourself to create 
income for life.



Part One

PUTTING 

RETIREMENT 

INCOME INTO 

FOCUS
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C H A P T E R  O N E

THE RIGHT 
MINDSET FOR THE 

BIG TRANSITION

Recently, we met with a prospective client who seemed, 
on the surface, to be well-prepared for retirement. He was 
in his early sixties and had responsibly saved his income 
throughout his working years; by the time he started plan-
ning his retirement transition, he had well over a million 
dollars in his 401(k), a small pension and social security.

When we began working with him during that first 
meeting, though, we discovered that the majority of his 
savings was in cash, CDs, and bonds. As we’ll explain in 
great detail later in this book, this type of very conserva-
tive allocation can represent an unnecessary challenge 
to the investor who needs to create a growing stream of 
income for upwards of thirty years!
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This client had had the best of intentions, but he simply 
was operating with an outdated perspective. He’d fol-
lowed the popular wisdom passed on to him by his 
parents and put his money in “safe” places, avoiding 
the volatility of the financial markets. In reality, he had 
unknowingly set up himself and his family for an income 
that will become increasingly difficult, if not impossible, 
to keep up with inflation.

“Have you given any thought to investing a portion of your 
money to stocks?” we asked him.

“Oh, no, I couldn’t do that,” he told us. “What if the 
market crashes? I’ll lose everything.”

This client was petrified of the mere notion of investing in 
the stock market. He was immensely distrustful of what 
he saw as a volatile and rigged system, and without any 
real education in how to handle his investment portfolio, 
he’d unwittingly made himself and his family vulnerable 
to two of the long-term risks a retiree faces: inflation risk 
and longevity risk, which we will discuss in depth later on.

Moreover, this client isn’t the first we’ve seen with this 
confused and fearful mindset—not by a long shot. If 
anything, his mindset is shared by many people near-
ing retirement.
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WHERE DID THIS MINDSET COME FROM?

By and large, people operate in a fear-based mindset 
when it comes to their money, and especially when it 
comes to their retirement income. Some people might 
not be afraid, necessarily, just confused, because they 
lack basic financial literacy; but that confusion still leads 
them to make the same bad decisions as their more fear-
ful cohort. For instance, they’ll invest their money in 
less risky assets in order to be “safe” or, arguably worse, 
they’ll pull their money out of the right places prema-
turely because they’re worried it’ll be lost.

Why does this fear-based mindset seem to be the norm 
among many of the baby boomer-aged retirees? There 
are multiple historical and social factors that have con-
verged to create a common atmosphere of confusion and 
trepidation. Understanding the root causes of this mind-
set is crucial to take steps toward changing it.

DEPRESSION-ERA PARENTS

It’s true for almost everyone: much of what people know 
about money, they learned from their parents.

The current generation of retirees and soon-to-be retirees 
had parents who were raised during the aftermath of the 
Great Depression. This experience made an immense 
formative impact on them and created a scarcity mindset. 
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To a Depression-era person, the worst possible thing that 
could happen to someone was losing all their money.

Those who lived through the Great Depression’s after-
math also largely shared a common misconception about 
the cause of the event; most people were convinced that 
the Depression was the result of the stock market crash 
of 1929. In reality, the crash of 1929 was just one factor 
among several, and not at all the root or even primary 
cause of the economic situation the country found 
itself in.

The parents of the baby boomer generation had the best 
of intentions, but were, for the most part, operating from 
a skewed guidebook when they passed on their financial 
knowledge to their children. As a result, some of them 
inadvertently raised adults who are distrustful of the 
stock market and so worried about losing all their money 
that they neglect to invest it in the ways that would serve 
them best.

LITTLE FINANCIAL EDUCATION

As we discussed in the introduction, the United States 
education system suffers from a glaring lack of attention 
to personal finance. It’s exceedingly rare for high schools, 
let alone university-level institutions, to offer students 
courses on personal finance; most would-be adults walk 
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the stage at their college graduation without any idea how 
to manage their money, and certainly very little sense 
of the fundamentals of portfolio management, let alone 
how to create an income from a portfolio of stocks, bonds, 
and cash.

With such a paucity of information on such a critical 
subject, most adults simply follow conventional wisdom 
throughout their working years. They follow the prescrip-
tion laid out by their parents, general rules of thumb, and 
the financial-media celebrities. This, as we’ll explain next, 
is not a formula that sets anyone up for financial success.

MEDIA MISINFORMATION

The financial media, including many cable news and 
print publications, do the public an enormous disservice 
in their focus on short-term financial projections. Worse, 
fear-based reporting is amplified in the existing wor-
ried mindset of retirement-aged people, and as a result, 
they’re more likely to latch on to reactionary advice that 
is likely irrelevant to their particular financial situation.

Financial news organizations inadvertently express to 
their audience that the two most important aspects of 
investing to focus on are timing and selection.

Timing is exactly what it sounds like: when it’s good to 
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get into the market, and when it’s good to get out; or, 
less obviously, when one should over-weight or under-
weight a particular type of investment. Put simply, 
timing refers to when a consumer investor should buy 
or sell investments. Selection is also what it sounds 
like—should I pick Google over Amazon? Is Microsoft a 
better pick than Apple? For day traders, people whose 
job it is to make as much short-term profit as possi-
ble for clients, timing and selection are certainly of 
primary concern. But the vast majority of the finan-
cial media’s audience does not consist of day traders, 
and in fact is made up of people looking to maximize 
their long-term financial resources to fund real-life 
long-term goals. Although these kinds of discussions 
can sell air time and magazines and drive commis-
sions, they have very little impact on investor results 
long-term.

We often talk with prospective clients who recount to us 
how fearful they felt during the financial crisis of 2008, 
and how they made decisions in hindsight that cost them 
a lot of money. If we can agree that the financial media 
concentrates too much on timing and selection, we can 
also make the case for the general media skewing the 
news toward an “end of the world” mentality. They are 
forever crying foul and focusing on what’s going wrong 
versus what’s going right. Think back to 2008, partic-
ularly after the collapse of Lehman Brothers; what we 
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heard from the media was, “The world as we know it is 
going to end! The sky is falling!”

At what point in history have we sustained a real crisis 
that does not eventually work itself out? Human nature 
is programmed to more easily believe bad news, and 
be skeptical of good news—hence the famous saying, 

“Human nature is a failed investor.” But how does this 
media hype help anyone make the best decisions that are 
consistent with their real-life, long-term goals?

INDUSTRY CHALLENGE

It’s incumbent upon us to bring up an important subject: 
in the decade since the financial crisis of 2008, we have 
had time to look back and assess what transpired and 
what has changed. Lasting damage occurred on many 
fronts, not least of which was a serious erosion of trust in 
the financial services industry—and deservedly so. Our 
industry as a whole continues to fall short of delivering 
on what consumers really need and want: financial ser-
vice professionals who can consistently offer value to 
clients by demonstrating professionalism and providing 
solutions, not simply pushing products. And for those 
investors in or on the verge of retirement, having a choice 
of professionals who focus on retirement income plan-
ning and who will address their individual needs becomes 
vitally important; most importantly, those professionals 
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should provide unbiased advice that cuts through the 
noise, thereby helping their clients mitigate unforced 
errors and emotional decision-making.

A primary reason why we wrote this book is precisely to 
address this issue. Our goal is to make up for some of the 
informational gaps that exist, and for this book to be a 
trusted resource for an entire generation of people who 
haven’t been offered the guidance and information they 
so dearly need in order to comfortably and confidently 
live out their coming decades of retirement.

RATIONAL FEARS

By no means do we want to create the impression that 
people who exhibit a fear-based mindset are suffering 
from irrational fears; on the contrary, their fears are 
highly rational.

Many clients who seek our advice, for example, saw 
their financial portfolio suffer greatly as a result of the 
recession of 2008, and the fear of that time still reso-
nates. They saw their account values drop anywhere from 
twenty-five to fifty percent. They’ve formed a recency 
bias when it comes to their opinion of the stock market; 
having been, as they feel, so recently burned, they’re 
reluctant to again go near what they perceive to be a 
dangerous flame.
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This is completely rational. Who wouldn’t be leery, having 
been through such a damaging market event so recently?

What we want to make clear is that the fears people have 
about their retirement income aren’t irrational. It’s the 
decisions they make as a result of those fears that can be 
irrational, depending on how short-term and reactionary 
their outlook becomes.

As we’ll show in detail later in this book, even a market 
event as impactful as that of 2007–2009 can be managed 
to some extent, as long as a retiree has a well-formulated 
plan and commits to sticking to that plan no matter what 
day-to-day worries arise.

THE KEY TO CONFIDENCE: DEVELOP A PLAN

To make good decisions, it’s vitally important to educate 
oneself on the basics of planning income for retirement, 
and use that knowledge to build a strong long-term plan.

What we’ve seen in our many years in this industry is that, 
once a plan is in place, people’s mindsets change from 
fear and confusion to confidence. That confidence is an 
important component of a successful retirement.

A client of ours, Gary, had accumulated enough resources 
during his working years that, by the time he began plan-
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ning his retirement with us, he had three million dollars 
to work with. Even with that sum at his disposal, when 
asked if he felt confident about his retirement income, he 
always answered: “We should be okay.”

It’s rare that a person, even one as well-prepared as 
Gary, exhibits confidence in their retirement finances. 
The answer is never, “Yes, we’ll definitely be okay!” It’s 
usually something more along the lines of, “I think we 
should be okay.”

On some level, retirees without a plan are simply guessing 
that they’ll have enough money for the rest of their lives, 
and there is very rarely any confidence in that guess.

We worked with Gary to create a comprehensive and 
well-thought-out income plan for his retirement. Once 
we showed him in detail where his income was going 
to come from, how his resources were going to be dis-
tributed, and how his plan would be able to weather any 
inevitable market downturn, Gary gained assurance in 
his ability to retire successfully. He suddenly looked at 
his retirement with confidence, where once there were 
ambiguity and anxiety.

It had nothing to do with the amount of money he had; 
it all came down to the plan. Once the plan was in place, 
Gary followed it to the letter. He’s now enjoying every 
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moment of his retirement, comfortable in his income and 
confident in the coming decades.

FROM CHALLENGE TO OPPORTUNITY

Retirement will happen one way or another; to make it 
as successful and fulfilling as possible, actively planning 
for it must be the top priority as one heads into the transi-
tion. The bottom line is that retirement, for all that it can 
seem like an enormous, confusing challenge, is actually 
an enormous opportunity if one is smart, dedicated, and 
willing to change their mindset.

It’s critical to commit to educating oneself on the basics 
of retirement income planning so that potential future 
income isn’t lost to ignorant mistakes. It’s also important 
to understand when to ask for help and seek the advice 
of professionals, if needs be. Having a rock-solid plan in 
place is the key to confidence, knowledge, and well-set 
expectations are the recipe for success once the transition 
to retirement is complete.

MAKING THE TRANSITION

The transition into retirement is one of the biggest and 
most impactful transitions of a person’s life. The only 
bigger transition, in fact, is the eventual decline of health 
that goes with the progression toward old age. With a 
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mindset of preparation and confidence, the transition into 
retirement will be much smoother and less stressful for the 
retiree, but that doesn’t mean the transition itself is easy.

When a person moves from decades in the working 
world, with so much of their time and even their iden-
tity wrapped up in their career, to the post-career state 
of retirement, they go through more than just a financial 
transition. They endure an emotional transition as well, 
and it’s vitally important to acknowledge and prepare 
for that transition even as income plans are being put 
into place.

FROM ACCUMULATION TO DISTRIBUTION

The two phases of one’s financial life, accumulation (the 
saving years) and distribution (the spending-of-savings 
years), share several similarities. They take place in 
similar time frames; each phase lasts between twenty-
five and forty years (recall, however, that this is a recent 
occurrence; in past generations, the distribution phase 
represented only a decade, maybe two if the person lived 
a very long time). During both phases, foundational 
principles of investing are of critical importance. Con-
currently, in both phases, market risk is an inevitability 
that must be managed.

A person spends their working years accumulating 
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resources that will be distributed during retirement. The 
money accumulated will serve as the basis for the per-
son’s retirement income for decades. We’ll focus on this 
more over the next several pages on the distribution phase.

DISTRIBUTION IN DEPTH

Financially speaking, the place where a person can make 
the single greatest impact on their retirement is in exactly 
how they plan to turn their accumulated resources, their 
savings, into income for the rest of their lives. Other 
forms of income, like social security and pensions, also 
come into play; however, we know that where you can 
have the most ability to impact your retirement income, 
for good or bad, is in the proper management and distri-
bution of your accumulated savings.

In simple terms, planning income for the distribution 
phase involves deciding exactly how to create a regular 
income out of a retiree’s accumulated investments.

For many retirees, the distribution phase represents the 
first time in their lives that their investments and their 
income are tightly intertwined. Throughout the accumu-
lation phase, a person’s investments are largely separate; 
they likely have a 401(k) that remains untouched, and 
they may have non-retirement investments. Their income, 
though, is totally separate from those entities; it’s the 



34  ·  I N C O M E  F O R  L I F E

steady check deposited into their bank account to be used 
in the now, whereas investments are money planned for 
the future.

In the distribution phase of a person’s life, suddenly their 
investments are their income; or, at the very least, those 
investments constitute a component of their monthly 
or annual income. In order to produce a consistent and 
dependable income that can grow to offset inflation, one 
must marry their investment and income strategies in 
such a way that they are prepared for the shorter-term 
risks (market and withdrawal) and longer-term risks 
(inflation, longevity, tax) a retiree will face. Having a plan 
in place in order to manage these risks is so important to 
a retiree’s future income that we have dedicated an entire 
chapter to it later in the book.

Another key impact on the distribution phase is the finan-
cial concerns that are unique to people of retirement age, 
primarily the rising costs of healthcare. A distribution 
plan that does not adequately take these costs, which 
increase with age and can be unpredictable, into account 
will create a retirement in which carefully won confidence 
is lost when things go wrong.

Without a plan, the distribution phase can quickly go 
wrong. Mistakes made early on compound as the margin 
for error compresses over time. More than anything, it’s 



T H E  R I G H T  M I N D S E T  F O R  T H E  B I G  T R A N S I T I O N  ·  35

important for a retiree to carefully and thoroughly plan 
for the distribution phase of their life.

We worked with a couple years ago who made several 
common errors in the time leading up to their retirement. 
At first glance, they seemed reasonably well-prepared for 
their retirement, with a paid-off house, social security, 
and several million dollars. The problem, we discovered, 
was that on the advice of their broker, they had recently 
moved their money into a more conservative portfolio, 
from which the expected rate of return has little chance 
of keeping up with normal rates of inflation.

Inflation is like carbon monoxide. You can’t see it, taste 
it, or smell it, but it’ll kill you—or, metaphorically speak-
ing, compromise your financial security, if not properly 
planned for.

As a result of the rise of inflation, these clients had dipped 
into their principal again and again over the decades just 
to keep pace with the rising cost of living. By the time we 
met them, they were in their late seventies. At that point 
in a person’s life, it’s difficult to even consider a differ-
ent approach to their investment and income strategy; 
they’re locked into a dangerous pattern.
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PULLING THE PIECES TOGETHER

This book will focus on the distribution phase and all the 
most impactful factors that go into successfully planning 
the distribution phase of a retiree’s life. We’ll dive into 
subjects like how inflation plays into the equation, when 
to apply for social security, how to budget and set income 
goals, how to invest well and intentionally, and how to 
manage market risk. Our intention is to create confidence 
through knowledge.

Once the foundational principles of this crucial time are 
understood, and the biggest mistakes to be made are 
identified and avoided, an actionable, simple plan for 
resource distribution in retirement will hopefully appear 
much more accomplishable than perhaps you’ve previ-
ously been led to believe.

A SUCCESSFUL RETIREMENT STARTS WITH A PLAN

The act of constructing a sound retirement income plan 
requires an investment of time and money on both sides: 
that of the financial advisor, and that of the retiree. It 
requires a commitment to educating oneself on the basics 
of investment and income planning, and to doing the 
work of creating and sticking to a plan. This investment 
of time and energy will pay dividends for years to come.

Recently, a prospective client made clear to us that he 
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simply wanted the work to be done for him and that edu-
cating himself wasn’t high on his priority list.

“I don’t want to be educated,” he told us. ”I want you to 
tell me what to do. You’re the experts, right?”

“We are,” I said. ”But with all due respect, Louis, our pro-
cess is to lead with education in order to help our clients 
make informed decisions. What we have found over the 
years is that when a client plays a role in the decision 
regarding planning and strategies, they become intel-
lectually and, more importantly, emotionally committed 
to the plan. And as a result of that commitment, they typ-
ically experience more successful outcomes.”

We didn’t take him on as a client because we knew that 
a retiree who can’t even commit to creating a plan likely 
won’t be able to follow one once he’s retired.

By contrast, we’ve seen hundreds of clients move from a 
mindset of anxiety and immobility to one of confidence, 
education, and commitment simply by doing the work to 
create their retirement plan. Creating the plan is simple, 
but not easy. It requires work, discipline, and trust in 
the process.

The benefit of a well-planned retirement, though, 
speaks for itself. If you’re entering the transition to your 
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retirement, you’re moving into a period of tremendous 
emotional transition, as well as financial flux and some-
times physical upheaval. The plan you set now will act as 
a guide and as reassurance throughout, and ensure that, 
on the other side, you’re able to enjoy what you’ve been 
looking forward to: freedom.


