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When do you renovate something? You renovate something when it's broken down, needs 
some refreshing, needs to be updated, or you a just desire to make it different. Well, I probably 
should have titled this book: “Completely Destroying, Knocking Over, Rebuilding from Scratch, with 
Integrity, The Retirement Planning Industry”, but that title is too long. Renovating Retirement will 
be sufficient enough..  

The retirement planning industry is a total disaster. I've been in this industry for 11 years now, 
or if you count being a real estate agent and mortgage loan officer, that’s 14 years. And what 
I've seen has absolutely shocked and disgusted me.  

The lack of oversight, the lack of integrity, the lack of collaboration between financial 
professionals, the lack of quality control is absolutely astounding. I'm self-proclaiming myself 
the disciplinarian, the one to give the industry a spanking and stand up to be the whistle-
blower, and say, "Enough is enough."  

A close family member of mine retired being a cancer survivor, after decades of hard work in 
the public school system. After 2001 she found herself coming out of her retirement and 
working another 13 years – missing the time that could have been spent with her grandchildren 
for the first several years of their lives. How do you put a value on that missed time? You can't. 
It's gone forever.  

What you'll see in this book is what's being done to you by the industry bullies, the liars, the 
cheaters, and the thieves. What's being purposely done to you to line their pockets, takes money 
away not only from you and your family during your retirement years, but also, less money to 
leave for future inheritance. Every single generation for the rest of your lineage will suffer and 
have less so that someone else could make a lot more now.  

This industry needs a wrecking ball of truth to come in swinging and crash into the wall of 
deception, knocking it completely to the ground. It needs to be rebuilt from scratch with a new 
foundation of integrity, honesty, openness, and clarity. The deception needs to end. The 
governing boards letting it happen, need to end. There needs to be quality control.  

This book is for two types of people. 

1.) The Consumer 

A retiree or someone who would like to retire in the future. You are the person who 
needs to listen to financial professionals and make decisions on what to do. In the 
current state of affairs, you have absolutely no hope, almost a 0% chance of getting 
honest advice and being shown exactly what each and every one of your options are 
when it comes to retirement. You have almost a 0% chance that the person you pick is 
going to build you a financial plan that gives you the best possible future, whether you 
have a long life, short life, rough life, sick life, and into the next life.  

You have an incredibly high chance, if you look at advertising, choose from the 
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phonebook or go on the internet, that you're going to end up getting a "financial plan" 
from a retail mutual fund salesperson, from one of the big organizations, who's going to 
build you a "financial plan" using basically only one tool. That one tool will be securities, 
or things that can go up or down. It doesn't matter if it's stocks, bonds, real estate 
investment trusts, ETFs, gold etc., that is one asset class or one type of investment, things 
that could go up or down, and you don’t want to build a financial plan with that as a 
foundation, though almost all of you are currently doing that because of these lies and 
the amount of money that's being spent to keep you in the dark.  

Would you ever carry a tool belt with twenty different screw drivers in it and say you 
are ready to build a house? Would you serve a meal consisting of twelve different types 
of rice only? Then why would you allow some joker to give you a “diversified portfolio” 
of blah blah.. when each and every one of them are different versions of just one tool: 
securities?  

This book is going to teach you everything you need to know to stand up to your 
financial adviser and say, "Enough is enough." or fire them completely and walk away 
for what they've done to you. So, for the consumer, the retiree, or potential retiree; by 
the end of this book, you're going to know what's being done to you, how to stop it, and 
what to do to protect yourself. 

2.) Financial Advisers 

If you're one of the bad guys, you're going to hate me. I am coming for you. What you 
are doing is absolutely wrong. If you are steering people into only the investments or 
insurance products and annuities that your company allows you to sell and you're not 
telling your company, screw you. I'm not working for you. If you limit what I can put 
my people in, then I am coming after you and you deserve to be disciplined.  

If you work for one of the big-named brokerage firms and you don't even carry the 
license requiring you to do what's right for your clients and you stick them into 
whatever mutual funds are giving a kickback in the revenue sharing agreement to the 
company you work for, you're helping people make one-time financial decisions that 
will affect them forever, and you're steering them into investments that your company 
tells you, you need to put them in; I am coming after you. You're going down. You 
either need to repent and change your behavior, or you need to go out of business. How 
in God's name do you sleep at night putting people into your limited set of investments 
whether you work for an insurance company or for a major brokerage?  

If you're a captive agent working for a name-brand company where you cannot work for 
your clients and do what's in their best interest but you have to sell them the crap that 
your company offers, whether it's good or bad? You need to stand up tomorrow and tell 
them, "screw you, I quit” and walk out the door!  

What you're doing is hurting people and every future generation from here on out, so 
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that you can make money or have a convenient place to work. You're a coward. If you 
don't go independent so you can do what's best of your clients, you're an absolute 
coward.  

However, if you're an adviser who just doesn't have the information but you would die 
for your clients, no matter how much money you make or don't make, you always do 
what's best for them, you're going to take a lot away from this book and all of my other 
materials. This is for you. I am for the good guys. We eliminate the bad guys, kick them 
in the gut, get them out of the business, take their clients, and treat those clients as they 
deserve to be treated!  

If all you want is to be able to see clearly on what's best for your clients, to have access to 
every tool possible in a clear and possible way, to do what's best for clients and easily 
walk them through a process where they understand what's best and doesn't matter if 
they have a long life, short life, rough life, sick life, and into the next life, you and 
your clients know that they're going to be okay; you're going to love this book.  

So, if you're already upset with me for what I've said in this book thus far, that means you're 
probably one of the bad guys. You should go ahead and just repent. If you're one of the good 
guys and you're excited about what I've said in this book, keep reading because you're going to 
love it. 

If you're a retiree or somebody who desires to retire one day, which very possibly could be 
today- many, many, many people I've met after reviewing over a thousand financial plans who 
didn't think they could retire could actually retire instantaneously when they got rid of their 
addiction to the stock market and the trance that the retail mutual fund salespeople have put on 
them. If you're in this group and you want to retire one day or you are retired, you're going to 
love this book. It is going to help you.  

I'm not asking you to like me. I don't even think I'm that likeable. I don't want to like my 
attorney; I just want him to be a bad-ass and go kick some butt in court and win. I don't need to 
like my brain surgeon; I just need him to be the absolute best. For God's sakes, I'm under 
anesthesia. I won’t even experience his personality. I don't care if he's a Jerk. It’s time that this 
industry begins to be treated the way other industries are. Stop hiring jackass advisors because 
you like them personally. Hire the jerk who gets the job done right. I know what the liars are 
doing. I know what you want in your life before I meet you. You want steady income. You want 
to pay less taxes. You want your family to be taken care of if you die. You want to be able to 
afford the things you want to do. You like to keep up with inflation. You don't want major 
losses that screw up your emotions and hurt your portfolio.  

I don't need to meet you to know what you want – maybe some basics. But you; retiree, are 
being purposefully steered, manipulated and screwed, and the amount of allowable malpractice 
in this industry is staggering. The governing boards won't do it at a federal level or the state 
level. The insurance companies, brokerages, and banks won't do it. So, I'm going to do it, and 
it’s time for this to end. Today, we're going to start Renovating Retirement. Get on board. 
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Part 1: The Industry Professionals Need to Repent 

CHAPTER 1:  
Why Even Write This Book?  

Why Risk My Reputation, My Income, or Possibly, My Life? 

Why in God's name would a successful insurance agent and wealth manager doing business in 
California and Hawaii going back and forth between two states with palm trees wearing flip-
flops and an aloha shirt staying on a 70-foot boat in the Harbor in Honolulu, stand up to the 
industry, take the industry by the balls, throw a rock into the hornet's nest, and wake these 
slimy people up? I know they're going to come after me. I know what type of people they are. 
We couldn't have gotten here unless they were like that. Nobody is stupid enough to not see 
what's going on. It has to be willful ignorance or purposeful immorality for them to do to you, 
what they're doing.  

So why would I write this book? First, the confession. Seven years ago, one of my clients who 
makes movies in Hollywood approached me about doing The Shockumentary or maybe a reality 
TV show; something along the lines of extreme financial makeover because he heard me teach 
these things. He heard what I discovered and I helped him in his own financial plan to avoid 
some of the pitfalls and the slimy, evil creatures that perpetuate these lies.  

As we dug in and looked around, to be very candid, I got scared. I didn't know if I could take it. 
I was married with young children. I didn't know what kind of heat this was going to bring on 
to me. If I'd get death threats or just disappear at some point and my car found at the bottom of 
a cliff. I don't know what these people were capable of. They're stealing your money. They're 
steering you into investments that they know are not best for you. What else were they capable 
of?  

I don't know what is going to happen to my reputation. I don’t know if my licenses are going to 
be pulled. I don't know what levels these people will go to in order to hide the truth from you. 
Look how far they've taken it already. I don't know what's going to happen to my income. I 
don't know what's going to happen to my life. I don't know what's going to happen to my 
health. I don't know what's going to happen to anything in my life.  

The answer to why write this book is because I can't sleep at night. I'm so pissed off, I'm so 
angry at what's being done to you. I'm so angry for what is being done to the American retiree 
and the paralyzation, being screwed again and again has put them into. I've done over a 
thousand financial plans for people, and because of what's been done by our industry, they can 
barely even get themselves to make decisions. They're terrified to move money. Unless as an 
Advisor, you employ psychological manipulation techniques to reach client’s emotions and 
make them feel comfortable and cozy, it’s hard to get people to do anything anymore.  
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So the reason I'm writing this book is because I have a burning passion in my heart that 
America's retiree deserves to be told the truth and shown all of their options, not to be 
manipulated, steered, and directed into what puts money into their Advisors pocket.  

If you're a stockbroker who doesn't carry the proper licenses to do what's right for your client, 
you're going down. Quit your job now. Wave the white flag because I'm coming after you and 
your clients, because what you're doing is wrong; you're hurting people, and somehow, your 
ability to sleep at night, shows something drastically wrong with your character.  

I'm writing this book because things need to be shaken up. I don't want to get stung by bees but 
somebody's got to get rid of the beehive. If I keep doing what I'm doing, just running a small 
practice on the West Coast, I can help maybe 20, 30, 40 families a year. That's not enough. You're 
hurting 20, 30, 40 million families a year and it's pissing me off.  

So today, I'm declaring war on you. I'm self-appointing myself the one to grab the paddle, bend 
you over my knee, and spank the hell out of you. I'm standing up and protecting the American 
retiree from you and telling you I don't care if the SEC allows it. I don't care if the insurance 
departments of each state allow it. I don't care if your licensing allows you to do evil things. Evil 
things are evil things; they're wrong and somebody's got to stop you. At some point, every 
bully has somebody stand up to them. Today is your day. you're going down. 
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CHAPTER 2: 
Aren't things fine just the way they are? 

Poor Training, Licensing, and Exams/Certifications 

Have you ever looked into what's required to get your license? To manage investments? To 
make recommendations, or to get an insurance license? You'd be shocked. I certainly was. 
Studying for the exams and actually taking the exams to be able to tell you what to do with 
your money, make recommendations, and earn a commission or charge a fee for doing so has 
absolutely nothing to do with being good at our jobs or proving that we're going to do what's 
right for you. Nothing. They're legal exams. They're exams that test short-term memorization of 
legal facts and maybe some basic math.  

Nothing in the licensing requires that we actually be good at our jobs, that we actually prove 
that we know how to build a retirement or financial plan that takes care of you whether you 
have a long life, a short life, a rough life, a sick life, and into the next life. Yes, there are some 
certifications that have come out that have improved upon this a little, but how does it make 
you feel that we are not even tested to see if we know how to do our jobs well? Can you 
imagine if a pilot could get a license having never flown a plane? Does just answering a bunch 
of questions about planes or about the laws governing the airline industry prepare a pilot to get 
you safely from LA to NYC? I'm not saying their first time after being licensed I’m saying this 
would be their first time ever flying any airplane. That’s the financial services industry.  People 
get their licenses and then go practice on the consumer because they were never required to 
build financial plans in the licensing phase.   

Is that really what you would want from this industry? Aren’t they supposed to be protecting 
you? You work 30-40 years to save up a nest egg and then you're going to go into 30 years of 
unemployment where you have no income and this nest egg has to take care of your income, 
costs going up due to inflation, the high cost of medical expenses, leaving an inheritance, all the 
leisure you want to do, any charitable giving. This nest egg has to take care of everything. And 
the person you're going to take advice from – your trusted adviser – the one who tells you what 
to do, never had to prove that they know anything about actually helping retirees accomplish 
these goals. Do you feel comfortable with that? Are you aware that there are licenses in this 
industry, that if Advisors carry them, we are forbidden from showing prospective clients how 
we’ve performed in the past with other clients? How do you hire someone who cannot show 
you how they’ve done in the past putting people’s money at risk?  No wonder this industry 
focuses so much on getting the potential client to like and trust us as individuals…more about 
this later.   

I could point online to the big brokerage firms, show you how much of America's money is with 
them, and then take you to their website and show you a disclosure where they basically say 
“We're not going to do what's best for you; we're going to steer you into a very small selection of 
investments that give us a kickback.” Those are the people; the representatives from those 
particular investments, are the ones we let come into our offices, buy us lunch, pay for our 
marketing. Basically they're saying, “We're in bed with some people who may not be good for you but 
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that's just a model. That's what we do so we're just going to do it to you. We spend crap loads of money 
on commercials, suits, and offices to distract you from the fact that behind the scenes we are not 
Fiduciaries and don’t have to do what’s best for you” 

How can that be? How can that be allowed in an industry that is so important and when 
dealing with one time decisions that have such a profound effect on people’s lives? When it 
comes to someone giving you advice on investments or helping you to create income for your 
family wouldn’t you prefer they NOT be allowed to steer you into inferior products or 
strategies just because it’s better for them? Why is this still allowed?   

The fact of the matter is the person you're with right now, are probably practicing with your 
money, and particularly if they can't show you a track record, they have probably been failing 
for the last 10 or 20 years and still practicing, still trying to get it right and using your money to 
do it.    

I know this is not what American retirees want. They just don't realize it's going on. You can 
look at the licenses yourselves or call the people that control the licenses. Call the Department of 
Insurance. Call the people that run the Series 65. Call the Series 6, the Series 7. Call a brokerage 
and ask them when they took their license, what kind of questions they had to answer. Did they 
have to prove they were good at building financial plans? No. The answer is no. You can take 
the licenses yourself. You're not going to learn a thing about how to do your financial plan.  

Things are not fine the way they are because the professionals do not have to prove they know 
what they're doing or be good at their jobs. Every day people give or leave their money with 
“Advisors” who must comply with Revenue Sharing Agreements and take all the hard-earned 
money that took these people 30-40 years to save and stick in inferior investments just because 
they get paid to do that. They're legally allowed to put you in an unsafe position, lose your 
money, not protect your family from death of a spouse, the cost of long-term care, or the rising 
cost of inflation. They're allowed to make a commission or charge a fee for that as they practice 
on you. This needs to change.  

Poor Oversight: Federal and State Departments 

Yeah, this chapter will probably get me in trouble and that's fine because quite frankly, anybody 
who won't do the right thing, I am going to stand up to and confront today. And if they come 
back and punish me because I told the truth, I'm just going to put their name on my website 
under a big, long list of jackasses who won't repent and it's going to be there for you all to see.   

If any group hears me telling the truth and gets upset that I'm helping the consumers they're 
supposed to be protecting - they deserve to be outed, they deserve to be exposed, they deserve 
to be on a website that gets millions of hits a month for everybody to see what a freaking scam 
they are. You either need to repent or you're going down. Something has got to change. What 
you're doing to the American retiree, is absolutely shameful. 

The governing boards in this industry – State Insurance Departments, the SEC, the state 
departments that oversee the registered investment advisers before they have $100 million 
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under management, are not providing a level of oversight that actually protects you from 
anything. It's the same crap. They come after us if we do something wrong. They start lying and 
cheating but they don’t require or have any oversight looking into whether or not we're actually 
doing a good job. I know a very large, popular independent advisory group in Hawaii…the 
locals all know who they are. Over an eight-year period, EVERY single client of this company, 
who came to me, had annuities and life insurance. It happened to be the company that pays the 
highest commissions as well.  

Now, every time I shop for a new client, I run every product in the country and I can promise 
that this highest commission company does not show up at the top of the list, being the best 
product for the consumer, every single time. Why is this influential and popular company 
allowed to hurt retirees just to make life simpler for their employees (one company's paperwork 
is much easier to master than 40) and in order to earn higher commissions? Why is there no 
oversight as to what recommendations they’re actually making? Why doesn’t someone step in 
and say “we’ve noticed you don’t shop for your clients and just jam them into the highest paying 
annuities with the same company every time. Show us why that was best for each and every client.” 

In my state of California, the department of insurance actually makes it ILLEGAL for me to get 
paid the same as other insurance agents if I do what’s best for the client when building a life 
insurance policy. Every single person who bought cash value life insurance in California could 
have had higher cash values in the early years, lower expenses throughout the life of the policy, 
1-2% higher annual returns, and leave more death benefit behind when they finally die…but it’s
illegal for the agent to get paid what they’re worth if they build the plan right for the client. I’ve
made 25% of what I’m due for the last seven years because I refuse to do less than my best for
my clients. What do the majority of agents do? What do you think agents do when faced with
making their full commission vs. making 25% of their commission for the same work?

The real question is how can the department of insurance make it illegal to do what’s best for 
clients? If you, as a consumer, were allowed to “pay points” to buy down the rate in your 
insurance policies they would be safer and much more profitable. You would leave more 
behind to your loved ones. You’re allowed to pay points in the mortgage industry! Decide how 
your fees are structured when buying stocks. It’s only insurance that stops you from doing what 
would be best for your family and allowing the agent to be paid what they are due. For now, far 
greater than 99% of the cash value life insurance policies sold have unnecessary bloated 
expenses because the agents get punished if they take those expenses away.  

If anyone doesn’t believe me, gather the last 1000 whole life or universal life policies sold in 
your town or state and put me on TV with no preparation with just my laptop. I’ll do what 
every one of those agents should have done BEFORE selling the policy, shop it around to find 
the best product, and then BUILD that product correctly. If any of the 1000 are set up correctly it 
would be a first for me but let’s say 49% of them were actually done with the client’s best 
interest in mind. Are we really ok with more than half of the retirees in the world getting 
screwed by their insurance agent, living on less money and leaving less behind when they die?  
All so someone can make a higher commission? I’m not.  
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One major brokerage firm, as of the last time checked, had $876 billion worth of hard-earned 
retirement savings that Americans worked their butts off to save. Eight hundred and seventy-
six billion, with a “B”, and they have a disclosure on their website saying "we're going to steer 
you into the investments that give us a kickback, not what's best for you."  

The overseeing governing agencies, whether at the state or federal level, allow that to be the 
case. They allow them to heavily advertise at the Super Bowl with cute logos and cartoon 
characters to manipulate your emotions through advertising, butter you up, get you in the 
doors to their big, beautiful mahogany wood and marble countertop ocean view offices, so that 
your emotions are completely deceived and will allow them to put you into inferior products 
risking your entire retirement so that they can make money, because that's what they sell and 
how they make the most money.  

Is that the way you would want it? Is that a good example of do unto others as you would have 
done to yourself? Would anybody on any of these federal or state boards and overseeing 
committees actually want their adviser to steer them into something that wasn't best for them? 
100% no, yet they'll allow it to happen to the American public and nobody's saying anything. 

If you work for the SEC or a state insurance department, and you’re pissed off by what I’m 
writing, stop for a minute, take a breath, and do something better with that passion you are 
feeling. Stop acting the like the bad guys do where they hear something they don’t like and 
think “how do we stop this guy?” Be the good guys and say “that’s not comfortable to hear...but is he 
right? Do we actually allow professionals to hurt those we claim to protect? Do we actually financially 
punish people for setting up policies and investments in the way that’s best for the client?” Much more 
good will come from you being humble and fixing this problem.  The truth will set you free, so 
take a chill pill, put down the gun, and look into what I’ve said.   

We have poor oversight that needs to be renovated. We can't change one tiny little thing like 
whether or not an annuity can pay a 7% commission. It needs to go to a foundational level and 
the world needs to say, "It's not okay to lie to people. It's not okay to steer people into something that's 
not best for them”. Fix it at a foundational level! 

Poor Accountability 

How can an industry as important as this one have literally zero quality control built into it? I 
don't know the manufacturing industry very well, so forgive me if I get this wrong, but I've 
heard of something called “Quality Control”  

For example, let’s talk about cars. “Hey, let's test these cars. Let's put a bunch of crash test dummies 
in them, spend a ton of money destroying these perfectly beautiful vehicles we just built so we can watch 
how these dummies bounce around and watch their necks break." -And that's for a car. That's just so 
you can drive around and get places, and yet it's a matter of life or death; so I would consider it 
very, very important.  

Well retirement planning is a matter of life and death as well. Whether you have income to live 
on or you run out before you die, whether your spouse has enough income to live on if you pass 
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away...these are important things folks. Whether you can afford the healthcare you need to stay 
alive or you run out of money and are forced to live out your final years in a Medicare Facility, 
comes from your retirement planning decisions. Whether or not you have any money left over 
after living a long time and paying for medical expenses is another issue.  Having money to live 
is just as, if not more, important than having a safe care to drive.  

So why is no one checking our work and holding us accountable to actually doing what’s right 
for the consumer? How can the financial services industry have no quality control? You 
wouldn't know this unless somebody comes from inside the industry to tell you. I've been 
involved with five or six major organizations, companies with integrity, and I'm telling you, I 
could do anything I want and nobody's going to question me. What do I mean by that? I mean I 
can lie and cheat if I chose to and no one would catch it because they are not looking at the 
plans we build and asking “is that the best thing for the client?”. When I pick the tools I’m going to 
use to cover my clients no matter which of the five lives of retirement they might experience 
(long, short, rough, sick and next) no one questions me as to why I chose those tools.   

If I'm offering life insurance for tax free distributions or if I'm offering an annuity to create 
lifetime income for both spouse’s no one ever asks “why that one?”.   

If I’m offering life insurance for a large inheritance death benefit or as a modified endowment 
contract, as a bank savings account alternative; whatever product I choose, no one has ever 
come back to me and said, "why did you choose that one, there's one I think might be better."   

To be fair, if I ask the case design department, "hey, I'm thinking of using this product. Is there 
anything better?", they might answer the question. But there's absolutely no proactive quality 
control coming from above the adviser level down to us saying, "show me what you're doing for 
this retiree that will affect them forever, and let's see if it's what's best for them." 

I understand why there’s no quality control in the majority of financial services professionals 
lives because most financial professionals work for a captive agency or a certain brokerage 
where they have to sell only their own products, not what’s best for the clients. The disclosures 
on the website say they're going to do something that's not in the consumer’s best interest. So all 
quality control would really be saying is "Did you sell our products or are you trying to sell 
something else that we don't want you to?"  

But for those of us, who are independent fiduciaries working with every product available on 
the market for you, why is there no quality control to protect you? There is nobody above us 
looking out for you. You're 100% dependent on the character, the experience, the level of 
education, the streets smarts, and the creativity of the adviser you choose, and nobody is 
watching your back. Only you can hold them accountable, which is what I will teach you later 
in this book.   

Things are absolutely not fine the way they are. Everyone I've met in eleven years was living an 
inferior retirement compared to what they could have without adding any extra expenses. With 
very easy minor little tweaks, they could have more income that could last longer, have more 
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available for medical expenses, and leave more behind when they finally pass. It got to where I 
could improve someone’s finances, and build a better plan, in five minutes.   

If every plan I review has major flaws, huge mistakes and easy to fix errors…what does that tell 
you about the state of our industry?   

I challenge you, send me 100 financial plans. If 100 of you had financial plans you just received 
from some brand-name mutual fund retail sales organization, in three to five minutes; I could 
beat those plans using integrity, and by not being restricted to selling one company's crap. No, 
Things are not fine the way they are. This industry is a rat-infested, termite-infested, moldy 
building, with a cracked foundation and needs renovating. 
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CHAPTER 3: 
The Age of the Financial Adviser is Over: 

Why Trusting Does Not Work 

Ever since the very first day I got into this industry I was told to become the “trusted advisor” I 
got my insurance license first; that’s where I started. Well, before that, I had a real estate license, 
and that license, in my state of California, allowed me to also do mortgage loans. So I was a loan 
officer and a realtor where they also told us to become “trusted advisors”.  

It was eleven years ago that I started in this business with tax-free retirement planning, getting a 
life insurance license. Ever since the very first day, every conference I went to, every book I read 
on how to build a big, successful practice, talked about earning the client's trust.  

Ah, trust! Doesn't it just sound so nice? Doesn't it sound so harmless? Just so wonderful – we 
should all trust each other. Yeah, there's nothing wrong with trust if the person's trustworthy. 
So how are we taught to earn your trust?  

We aren’t taught to earn your trust by being the best, by being trustworthy, by offering every 
product all the time and only putting you into the best, by laying out very clearly all of your 
options making it an easy decision. Wouldn’t that be nice if your advisor attended 3-6 
conferences per year that taught them how to earn your trust by giving you the absolute best 
PLAN and PRODUCTS available to you? Unfortunately, that’s not what we are taught at 
conferences. We are taught how to psychologically earn your trust, by what you touch, taste, 
see, hear, and feel, and then we’re allowed to do anything we want to…within very loose legal 
guidelines (It’s legal to sell someone the worst paying annuity product on the market or to put 
someone into mutual funds with excessive fees because there’s a revenue sharing agreement 
with your broker)...with that trust.   

Every conference, every book, every practice-building strategy that I've seen, has either been 
100% focused on the elements of psychological manipulation, or perception management. It's 
not really about being good at our jobs. It's about making you feel good. It's about making you 
feel like we're trustworthy, reaching your emotions, talking to you about your children, 
building rapport.  

One seminar went as far to say, building trust is about touching their arm beneath the elbow 
and imitating how you sit! If an adviser, who steers you into things that aren't the best for you, 
can earn your respect and trust by touching your arm beneath your elbow, would you really 
want them as your advisor? That's what's being taught. Now hear me out: the people teaching 
us these techniques are not saying “use these techniques and go hurt people”.  Their intentions are 
fine because creating an environment that helps people make decisions THAT ARE GOOD FOR 
THEM is necessary and loving. But coupled with the facts that every financial plan I’ve 
reviewed has flaws and having no quality control in the industry; these tools and techniques are 
NOT BEING USED TO GET YOU TO DO GOOD THINGS YOU NEED TO DO. They are being 
used to get you to do what the advisor, or their company, wants you to do.   
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Any advisors reading this pissed off yet?  Ok, meet me on any TV show any day of the week 
with the last 20 financial plans you built, and let’s review them in front of all of America. If I 
find flaw after flaw using the Five Lives Test, how are you going to feel then? How are your 
clients going to feel?  

Our job is to become the trusted adviser so you will do what we say. I wouldn't have any 
problem with that if after reviewing over 1,000 financial plans in the last eleven years, I’d found 
that the person who earned your trust did what was best for you. But I never find that.  I'm 
sorry to use such strong language, and I'm sorry if the real statistics are bothersome to some of 
you out there, but it’s shameful.   

If I review someone else's work and I look into the plan, over 90% of the time, it's just a portfolio 
of only one type of tool: things that can go up or things that can go down. The adviser might 
have spread you around, you might be in a whole bunch of different things: gold, ETFs, bonds, 
stocks, real estate investment trusts – all of which might go up or down. So the very same 
people who say “Don’t put all of your eggs in one basket actually end up recommending only 
one “basket” called “Securities” but they put twenty kinds of eggs in there. You’ve got a quail 
egg (bonds), a duck egg (stocks), some turtle eggs (REITs), and some ostrich eggs (ETFs)......why 
is this ok? Have you ever asked your “advisor” to run a correlation report? Do you know how 
to do that yourself? Have a correlation report run on your “basket of eggs” and see if they all go 
up and down TOGETHER? If so, your “diversification” is a sham, and someone is making 
money deceiving you.   

Greater than 90% of the plans I reviewed basically weren't even financial plans. They're just 
pots of money in advanced gambling. A portfolio that might go up or down is just a big giant 
'maybe'. You’re paying someone thousands maybe millions of dollars per year to guess what 
will happen in the future. And you call that a financial plan? You and your advisor just cross 
your fingers and hope for the best? “I sure hope things go up forever as ten thousand baby boomers 
retire each day!” That's not financial planning folks.  

A diversified portfolio of blah, blah, and blah has the least paperwork for the advisor to do. The 
money transfers to the new account in the least amount of time, it has the lowest barrier of 
resistance from clients (as they are also addicted to the stock market) and pays the advisor the 
highest and most consistent amount of money. So that's what happens when you give someone 
your trust, they do the least amount of work to earn the highest amount of money, in the least 
amount of time.   

I'd be fine with all the psychological tricks and tools advisors use IF everything the adviser was 
doing was best for you. I'd be okay with the peanut butter of a nice office and touching base 
every seven days, going to the funeral and wearing a three piece suit all the time, but the 
problem is the majority of the advisers are wrapping something harmful in the peanut butter, 
and your swallowing it with a big “yum!”. Telling your friends how good the peanut butter 
tastes, and referring your friends to advisers, who on their own websites are admitting they 
don't carry the licenses required to do what's best for you. They're going to steer you into 
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investments that give them kickbacks, or only sell you what their company has to offer instead 
of what you actually need to take care of your family.   

No one needs to give you peanut butter to trick you, or wear a nice suit and invite you to dinner 
to get you to know whether you want to have income you can count on, be able to pay for 
medical expenses, pay less taxes, earn higher returns and leave money behind when you pass 
away. You know what to do. You're smart.  

I've told people this same thing from the very beginning of my career. I don't need you to trust 
me and you don't need to trust me. Maybe you'll grow to trust me, because I'm going to do the 
right thing every time. I don't need you to trust me to be able to make the right decision.  

Let me give you an example of this because you say you need a trusted adviser, and you keep 
voting with your money by sending money to people who are doing you wrong because they 
earned your trust with the relationship building tools. Nothing wrong with relationships; 
nothing wrong with client parties; nothing wrong with any of it if when I review the last 
hundred financial plans that person built, I can't find anything better to do and I give it an A+ 
stamp of approval. But if I look at the last 100 financial plans from any brand name, captive or 
independent advisor, and in less than five minutes find that there were two, three, or four 
pieces where they used inferior parts because they get a kickback putting you at risk for the rest 
of your life hurting every generation after you, then there's something very, very wrong that 
needs to be corrected. You are suffering because of how this industry operates. You need to vote 
with your money and leave anybody who's doing that to you.  

Here's the example. I know you don't want a trusted adviser. I know you just want to see 
clearly. I know you just want to be able to know exactly what the options are, have it be clear, 
have one of them jump out as so obvious, pick it and move on with your life. How do I know 
that? How do I know you're a genius when you can see clearly?  

Here's a question I've asked people for over a decade: In the last week, how many people have 
you run over while driving your car? I usually get a laugh or two, and I say "Why are you 
laughing? It's a fair question. There are people out there and you're driving a car 40, 50, 60 miles per 
hour. How many have you hit?" Typically, they say zero. Anything above zero is a too many.  "So, 
why didn't you run them over? I mean I don't understand that. Why didn't you run them over?" 
They'll say, "Well, we'd see them and hit the breaks or don't go until the light is green." To them, it's 
very easy. I'll say, "How did you make those decisions without an adviser? Don't you need a trusted 
adviser sitting in the front seat telling you what to do?"  

"No, Charlie. I don't need that. I can see. I can do it myself, and nobody tells me what to do. I have eyes 
and I have a windshield."  

You don't need a trusted adviser when you have a windshield. Renovating Retirement, the 
book, the podcast, the courses, my consulting services, anything through this group is the 
windshield you need to tell the advisers to take their lies and shove it because you can see 
perfectly clearly ON YOUR OWN.  
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Wouldn’t you rather see perfectly clear, understand each decision that needs to be made, 
understand your options, see the best option in each area, pick it with confidence, and move on 
to enjoying your retirement? Or do you want to continue having the joker mutual fund 
salesman put the colorful pie chart up on the fifty-inch TV in his office while discussing your 
gambling plan using industry jargon that makes risking your entire lifestyle sound like a smart 
idea. Why do you even go to those quarterly and annual advisor update meetings if you have 
all of your money in one big basket of securities? I can sum up everything the advisor is going 
to say without you having to listen to an hour of it.  

“Mr. and Mrs. Jones, I’m gambling with all of your money and have no idea what’s going to 
happen.” 

The age of the trusted adviser is gone. When there was no internet, maybe you had to depend 
on somebody because it was awfully hard to find this information you needed to do it on your 
own. You certainly didn't have Renovating Retirement and all of the tools I’m going to provide 
you with. With the internet available to you, the team of good guys who do want to help you, 
and my materials, there is no reason that you will ever have to trust anybody again. It's very 
simple.  

Three types of money in your life: 
In-Case money 
In-Come money 
In-Crease money 

Anybody could have a tremendous retirement with just these three and it's only the non-
license-carrying retail mutual fund sales organizations that don't want it to be this simple. 
They're the ones that say, "Well, there's 40,000 different stocks, and it’s all very complicated and you 
need asset allocation, and diversification and alpha and... it’s all very complicated…look at this pie chart”  

That’s a load of crap designed to make them money by hurting you. You decide how much you 
want in your in-case accounts. That's your emergency fund. For most of you, that's going to be 
between $20,000 and $100,000.  

Then we work backwards from how much reliable income you have with Social Security and 
pensions to find out how much income you really need during retirement. If you’re making 
$2,000 a month from Social Security, have no pension, and it costs you $5,000 a month to live; 
you need another $3,000 a month coming from reliable income sources. You simply look at 
every annuity in the country and buy the one that gives you $3,000 a month reliable income for 
the rest of your life. It may be a single premium annuity or an indexed annuity, depending on 
your goals for leaving money behind if you pass away in the early years, but it’s a very simple 
purchase of income. It’s not an investment, it’s a purchase. You are buying a pension like 
income stream from the same companies many people have pensions with. Simple.   

So you've got in-case accounts for your emergency fund, you've also taken care of your income 
accounts and have all the income you need, so what’s next? Growth! The fun stuff.  The leftover 
money can be invested according to your risk tolerance and emotional needs. You can use 
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securities (e.g. the stock market), you can use growth annuities for some of it, you can use a 
properly structured life insurance policy, you can use real estate, gold, dog races…whatever 
you want.   

You see it’s very simple: you have a piggy bank, a paycheck, and some potential. The bad guys 
get paid to tell you potential is the only thing worth looking at, and has made blah blah over 
the last blah blah and you should risk your entire retirement lifestyle so that they can get paid 
what they call “Mailbox Money” every month.  

If some well-dressed joker shows you past returns and pie charts, while talking about how your 
money will provide you with income; or tells you that securities can create reliable income, 
going into a demographic scenario the country has never seen (baby boomers not putting 
money into the stock market but taking it out), thank them for their time and walk out.   

There are sources of reliable income that happen to have taken incredible care of many of our 
grandparents. Oh boy, I’m about to use a dirty word…they’re called “annuities”.  Meats and 
beans do a good job providing protein; automobiles do a good job getting us around town; 
Philips head screwdrivers work really well when you need to screw in a Philips head screw; 
and annuities work better than anything else when you need a steady paycheck. Has your 
advisor talked bad about annuities or said “they have really high fees” or worse yet handed you a 
copy of “I hate Annuities and So Should You” by the bigger Joker of them all Ken Fisher? Run as 
fast as you can away from that person. They are openly admitting that they have not done their 
research, are under qualified, and are willing to put your retirement lifestyle at risk to make 
money.   

What would you think of a nutritionist who said “I hate proteins and so should you”? Or someone 
building your home that says “I hate hammers and so should you” and every time you see him he’s 
charging you by the hour and using a rock to drive in the nails? What if your child’s English 
teacher said “I hate conjunctions; so should you” and refused to use them or teach your child how 
to speak properly?   

Every tool is made to do something better than all the other tools. They are not good or bad, 
they are neutral. If something on the market already accomplished what a Philips head 
screwdriver is designed to do, they would never have created the Philips head screwdriver.  
Tools are created to solve problems NOTHING ELSE SOLVES. For someone to steer you away 
from annuities, life insurance, securities, or any of the tools available to you, because they don’t 
like them, is a huge red flag. Run from these jokers, they will hurt you.   

Now, I’m going after the bad guys in the annuity industry as well. I’m an equal opportunity 
ass-kicker so don’t think any old annuity is good for you. I think 95% of the annuities on the 
market are not worth buying, and I think of all the annuities sold in any given year, even the 5% 
that were the right PRODUCT, we probably not designed properly.   

Let me ask you a weird question: do musicians make good money?  Do people who play an 
instrument, or sing, really well get paid really well? Some people say no, some people say yes 
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and some people say, it depends. As a whole, very few skilled performers make great money 
but Taylor Swift and Pit Bull are doing ok. So you can’t say musicians don’t make good money 
just because MOST don’t. You also cannot say annuities have high fees, annuities are not very 
liquid, annuities don’t pay very much, or any such thing because there are “Taylor Swift” good 
annuities. An annuity is a contract and you either get incredible terms or you don’t. I will show 
you how to get incredible terms and how to love your annuity income.  

People, take the power back! The age of the trusted adviser is over and the age of the 
windshield, the age of clarity, the age of putting you back in the power position is here. Do you 
still wear a pager? Did you ride your horse and buggy to the Doctor’s office so he could drill a 
hole in your head and let the sickness out last week? No, they are outdated. Then why would 
you still be trying to trust someone and ask them “what should I do with my money?” 
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Part 2: 
CHAPTER 4:  

The Three Pillars: Risk Brokers: The Big Companies 

Good for Almost Nothing Investments: Should securities be the foundation of your plan? 

There are three main pillars or options to choose from, in the financial services industry.  
Brokers, Banks and Insurance companies. Let’s tackle the most popular one first: Brokers 

There is no arguing, after doing this for as long as I have, and talking with many other advisers 
who have been doing this for 30 to 40 years, that the foundation of the American financial plan 
is the stock market, its securities, or in other words, its risk. People think that spreading their 
money among a bunch of different investments, that could all go down, is the safest, most 
profitable way to invest.  

I was even on a website recently, and somebody claimed that stocks have grown at 10%, and 
stocks are the best place to put money if you want it to grow. I imagine you can find time 
periods and say “if I had bought this at this time, did not have any emotions, wasn't paying any fees, 
and waited until this time it would have made __%.”  Who cares? Past performance means 
absolutely nothing. The next 30 to 40 years determine how much your money will grow, not 
some exaggerated version of how it grew in times past.   

Has anybody ever questioned this? Should the foundation of a house be built on sand? What if I 
could find a house somewhere that was built on sand that didn’t sink or fall apart? Is it now 
safe for everyone to do it everywhere in the world? Just because one house, in one place in the 
world, built on sand didn’t get damaged does not mean that EVERY house built ANYWHERE 
on sand won’t! So some joker showing you how the market grew, or how other portfolios grew 
in OTHER times in our country means…drumroll…NOTHING! You are gambling.    

What are securities actually good at? What do they do well? What are their strengths? I don’t 
hate any tool. I don't hate the screwdriver. I don't hate the hammer. I don't hate a wrench. I love 
all of them when I need a problem solved that they each, in their own way, solve really well. So 
any advisor who limits the tools they’re willing to use with you, that either doesn’t have the 
mental capacity to study what they are all good at, or has an agenda to go hurt people by 
earning their trust and getting them to do what HE/SHE wants them to do.    

Let's talk about it. I don't hate securities. I just love retirees. I love truth. So let's ask the 
important questions. This should have been gone over with you the first time you met your 
current adviser who's probably ripping you off.  

What's this tool good for? Where do stocks, bonds, mutual funds, REITs, gold, etc. fit in the 
toolbox of financial planning? What does it do better than anything else? Ask some basic 
questions about a long life, short life, rough life, sick life, and into the next life and we’ll find 
out?  



RENOVATING RETIREMENT 

21 

COPYRIGHT 2017 © CHARLIE JEWETT    WWW.JEWETTWEALTH.COM 

1. Long life – you live a long time, you need income. If you have all of your money in a
portfolio of securities, that might go up or might go down, and we don't know what it's
going to average, do you know how much of an income you can safely take and not run
out of money before you die? Well, the answer is no. You'd be safe if you made 6% every
year. So you have $1 million. You make 6%. There is $60,000 of interest for you to spend.
You spend it. You still have your million because you never touched your principal.
Next year, it makes $60,000. You spend it. Next year, it makes $60,000. You spend it.
That would be safe if it was a guaranteed 6%. The problem is that the portfolio doesn't
provide guaranteed income. You could lose 6% and if you spend 6% that year, you're
down 12% for the year. Well, if it loses again, it loses again. So with a stock portfolio or
portfolio securities, you don't know what income you can take but the financial advisers
are guessing what income you can take! It used to be that 4% was a safe guess. Today,
after the two market crashes we’ve experienced in the last 16 years, I've heard as low as
2.8% is the safe GUESS as to what you can take out and have a low chance of running
out of income before you die. Okay, so we don't know how much income we can take;
we don't know how long it's going to last.

2. What about short life? What if you pass away? How is your spouse going to be taken
care of? Do we know what income they'll have or how long it will last for them? Well, of
course not. We don't know that for you. So we can’t know that for them. So we don't
know what income you can have. We don't know how it's going to last. We don't know
how well it's going to take care of your spouse or how much the account is going to be
worth when you died because we don't know when you're going to die. Huh.  Ken
Fisher says “Almost always, anything that can be done with an annuity can be done a
better way," and rather than punish him, the industry rewards him, and retirees flock to
give him all of their money. Forbes should be exposing this liar but instead, choose to
jump on the deception bandwagon, and use their reach to spread his lies. You have to
first have an agenda, and then try really hard, to say something that stupid. In my book
there’s Hitler, pedophiles, and then people like Ken Fisher who use their influence to lie
to and hurt people. Last I checked there is not a single solution offered by this joker that
provide in-come for life, that will never go down, that has a perfect track record, that
might go up, and then leaves the remaining balance to your family.

3. Okay, what about rough life; the third test? Is the money accessible when it’s in a
portfolio of securities? Yeah. I mean I think this is one of the strengths of the tool. There
are typically not going to be penalties to take money out of your stock portfolio. I could
tell you, emotionally and psychologically, it's not the most liquid or accessible money
because when it's making a ton of money and growing, nobody wants to take anything
out. On the flip side if it loses a ton of money; 20%, 30%, nobody wants to take money
out because they want it to be there and be able to grow it back up again. So if it's just
going to sit and make nothing, it's probably pretty liquid but to be honest, I have to say
this is one of the more accessible types of money, so securities have a strength.

4. So what about if someone has a long-term care incident? What if you get Alzheimer's or
have a stroke and need to live in a care facility? You know the average long-term care
stay right now I think it's somewhere over two years, and last I heard, a couple has 71%
chance of one of them needing long-term care before they pass away. Most people don't
drop dead or get hit by a truck. They kind of fade out. That fading out is expensive to



RENOVATING RETIREMENT 

22 

COPYRIGHT 2017 © CHARLIE JEWETT    WWW.JEWETTWEALTH.COM 

the tune of $7,000, $8,000, $9,000 a month for nursing home care in a lot of the states 
right now. Do securities provide a whole bunch of extra money to cover these expenses? 
Do we even know how long of a nursing home stay you could afford? No, because you 
don't know what your balance is going to be or what rate of return you are going to be 
earning. You don't know how long the stay is going to be. Do we know how well the 
portfolio is going to do after a two-year stay, let's say? No, because we don't know 
anything about the future balance of your account. So we don't know what your in-come 
can be. We don't know how long it's going to last. We don't know how well your spouse 
will be taken care of if you passed away suddenly. We don't know if you could afford a 
long-term care incident…this tool sounds awful? How did it become so popular where 
everyone has it?  How did this become the foundation of the American financial plan? 
Very careful and deceptive marketing.   

5. It sounds like a terrible tool for three of the first four but let’s ask the last of the five
questions. Do we know how much is going to be left over to pass on as an inheritance
when you move into the next life? Of course not. It’s the same weakness of this tool that
tells you that you CANNOT know how long your income will last, whether or not your
spouse will be ok, whether you can afford medical expenses and how much you can
leave behind to loved ones. YOU DO NOT KNOW HOW MUCH INTEREST YOU WILL
EARN AND THEREFORE WHAT YOUR ACCOUNT BALANCE WILL BE. How can
you call that a financial plan if it literally plans for nothing? If the market goes straight
up by 10% every year until you die the plan works really well…all other possibilities, we
don’t know how your life will be.

So take a look at this chart and what you'll notice is, we basically don't know anything when 
using securities (along the top line). It doesn't solve any problem except for you to get the 
money without penalties in most cases. Okay, great. So it's an advanced emergency fund, and if 
the market went straight up for the rest of your life at 20% a year, it would do really well.  
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What else do you call it when you put your hard-earned money into something where you 
might lose it or, in the best case scenario, you might do really, really well? Yeah, we call that 
gambling. Go to Las Vegas and see who's really winning in the gambling industry. Is it the 
person gambling who is putting all the money in or is it people taking the money? I manage 
money! I get paid by putting client’s money into managed accounts of stocks, bonds, ETFs etc.  
But that doesn’t change the strengths and weaknesses of the tool. Unless you have so much 
money that you can easily pay all of your bills by taking 1-2% of your balance out each year you 
don’t have any business looking to securities to create income for you. If someone suggests that 
to you run away.  

Hundreds of millions or billions of dollars are spent each year to convince you that the market 
is the place to put your money and that gambling is what you should be doing with most or all 
of your savings.  

If your adviser – and I'm sorry if this is the case –  but if your adviser works for one of the 
brand-name retail mutual fund sales organizations, with disclosures on their websites saying 
they're going to steer you into only products that give them a kickback and don't have to do 
what's best for you, I could almost assure you that the majority of your money is being gambled 
right now. They are charging you to guess what will go up in the future in a time where the 
demographic makeup of the country is different than it’s ever been before. NO ONE, not one 
single financial professional, has ever seen what happens to the market while a group the size of 
the baby boomers stops putting money into the market and begins to take it out to live off of. 
Anyone showing you the past 30, 60, 120 years of market growth...and assuming that means 
anything about the future...is not putting your best interest in mind UNLESS you have already 
set up your IN-Case and IN-Come accounts and are just looking to have some fun with your 
growth money.   

So think about this. Look at the chart again. Does it make sense for anybody, who's going into 
30 years of unemployment, to say "I think the foundation of my financial plan, since I don't know 
how long I'm going to live, don’t know what my medical expense needs will be, don't know what the 
inflation rate is going to be or what taxes are going to be, and don't know what my income going to be. 
think the smartest way to build a foundation for that plan would be gambling” 

The test I used above is called The Five Lives Test and I’m going to teach you how to use it 
later to hold your advisor accountable. There’s a very specific reason your advisor does not use 
this test with you. They should have used it to BUILD your financial plan BEFORE making 
recommendations but they don’t. Do you know why? It would create five times the work, for 
much less pay to do what’s right for you. Do you think it’s easier and more convenient to help 
retirees plan for EVERYTHING, or just jam them into a portfolio and collect a paycheck each 
month?   

Again, I don't hate any tool. There are two types of people who I think can put all of their 
money into securities for emotional reasons only. I DO NOT believe the lie that securities have 
outperformed every other tool over the last blah blah years and would meet any money 
manager on any TV show any day, without preparing at all, run a properly structured Indexed 
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Universal Life Insurance Illustration, and go head to head on which provides more after tax 
growth.   

The first person who I think is fine to use all securities is the person who has Social Security and 
Pension Income that meets or exceeds ALL of their living expenses. You do not need to buy 
pension income or use annuities, if you don’t need income. Having an emergency fund and a 
large portfolio of stock, bonds, and mutual funds is fine if something else is paying for all of 
your bills. A properly structured Indexed Universal Life Insurance Policy; Maximum Funded 
with Minimum Death Benefit and low commissions, will probably earn you more money than a 
portfolio of securities, plus, come with a nice death benefit and sometimes come with long-term 
care. But there is nothing wrong with this person's securities if it’s more fun for them.   

The second person who I think is fine to use all securities would be someone who can live off of 
1-2% of the portfolio each year. That’s a safe withdrawal percentage with super high probability
of success. So if you’re loaded and addicted to the market, knock yourself out.

My goal with this section is to challenge the choice you allow advisors to make for you that 
securities should be the foundation of your financial plan. Hopefully, I’ve at least caused 
“reasonable doubt” that this should the case. Securities are an unnecessary part of any financial 
plan and over 80% of my clients choose to have a non-market portfolio involving zero 
securities. Losing money is optional these days and you can use Indexed Annuities and Indexed 
Universal Life Insurance to build your entire retirement strategy. Any money you take AWAY 
from these products, to make room to fund a portfolio of securities, will have the following 
effects: added risk of losing money, increased fees (growth annuities have zero fees), less money 
for loved ones if you die, and in most cases less money for long-term care expenses.   



RENOVATING RETIREMENT 

25 

COPYRIGHT 2017 © CHARLIE JEWETT    WWW.JEWETTWEALTH.COM 

CHAPTER 5:  
Three Pillars: Banks and The Convenient Companies 

One thing is for sure. Everybody loves the banks. Everybody keeps money in the banks. Some 
people I've met have up to a million dollars in the bank, just in case there's an emergency. I'd 
have to say, over the years, the norm is probably more often between $20,000 and $50,000. Why 
do people do this? Why do people put money in the banks? Is it because they pay an incredibly 
high interest rate and it's just such an attractive investment? No. We all know that's not true. 
Banks today, at the writing of this book, are paying less than 1%; sometimes less than half a 
percent, for the use of your money. So why do I still meet people with hundreds of thousands of 
dollars in the bank? Because they know they can get it. Just in case something goes wrong they 
want access to it. It’s not about earning interest, it’s about the ability to easily get a hold of the 
money if they need to.  

Every tool and every strategy has strengths and weaknesses, and the bank has a highly 
emotionally comfortable strength, which is that they have branches everywhere. They have 
brick and mortar buildings that you can drive up to, walk right into, and if you're unable to 
walk in because they're closed, the ATM machines will take care of you. Even if your bank is 
not around, you can pay a small fee and take money out of any other bank’s ATM machines. So 
the biggest strength of the banking system is really just convenience. It's purely emotional why 
people use banks. However, it hurts you over time to have money that's not earning enough 
rate of return to keep up with inflation or to potentially even beat inflation. 

Inflation is a real problem. A hundred thousand dollars today is not going to buy as much in 10 
years as it would today. The cost of things are going up. So with all that against us, can we 
really afford to not be earning compound interest on 10k, 20k, 30k, or even a million dollars, just 
because we want to have convenient access to our money? Well, the answer is personal 
preference, but I teach my clients to split their bank money up into two different types of 
accounts. One account is an urgency fund and the other Account is an emergency fund. Your 
urgency fund is for the money you need to be able to walk in and get within a day or two. This is 
if your washing machine breaks or your car breaks down – something that you could not wait 
to repair.    

Credit cards can fill that role as well where you have expenses that need to be paid immediately 
and you put it on a credit card, then access your emergency funds in two or three weeks, and then 
pay back the credit card. Although, it's just comforting to know that you can get your hands on 
$5,000 or $10,000 whenever you want it at the bank or ATM.  

So let's pretend I'm talking to a client and they have $60,000 just sitting in the bank earning 
nothing. We might leave $5,000 or $10,000 there for their urgency fund but what I'm going to 
show them with the other $50,000 is how to set up an emergency fund, account instead of an 
urgency fund account, where they can earn interest, along with all kinds of extra benefits as well.  
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So this short chapter really was just intended to show you that the second of the three pillars is 
banks. When I meet someone, most of the time, they have money split between just these two 
pillars: the stock market and the banks. And there's good reason for this. Both of those pillars 
have representatives that spend a lot of money advertising to let people know what they do. If 
you sit and watch TV in the evening or on a Saturday afternoon, you'll often see investment 
firms or banks advertise. When you drive around town, you're going to see a bank and these 
retail mutual fund sales organizations. They spend tons of money to have brick and mortar 
buildings that you can walk in and out of because they know it works. 

So the banks are the convenient companies. Everybody has some money in the banks, however, 
we don't want to overuse the banks, and I'm going to teach you in another book or on my 
website, www.jewettwealth.com, how to set up an emergency fund that's averaged 3% to 5% 
annually, without penalties, so you can get your money whenever you want to. But now, onto 
the third pillar. 
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CHAPTER 6: 
The Three Pillars: Life Insurance Companies -  

The Little-Known, Grossly Misunderstood Companies 

There are three pillars, which are the market – everybody knows the stock market – banks – 
everybody knows the banks and use these banks – and the third pillar - insurance companies. 

When people think of insurance companies, they're going to think of the car insurance company 
that run constant commercials, or they’ll think about where they send their fire insurance bill, 
etc. Those are property and casualty insurance companies, and they do something completely 
different than life insurance companies. Life insurance companies have been around for 
hundreds of years and typically provide a death benefit if you pass away. You pay monthly and 
your family gets a big chunk of money so that they'll be okay without you working, without 
you providing an income.  

However, in the early 1980s, some large financial services groups also discovered that life 
insurance companies could be used to grow and compound money on a tax-free basis. Even 
better than that once a life insurance policy holder had accumulated enough in the policy they 
could then take out tax-free distributions during the retirement years. Life insurance companies 
became popular in the '80s, and today, many families use these tax-free distributions from life 
insurance policies to cover their retirement needs. So it's not about death benefit for them in this 
design but rather about creating tax-free distributions later in life to be able to cover living 
expenses.   

Insurance companies also backed most of the pensions in our country for a long time. They do 
this using different types of annuities but mostly the Single Premium Immediate Annuity where 
the employer pays a chunk of money for the former employer to have a steady paycheck for life 
that either covers their life or will cover the spouse’s life as well.  

So the three main outcomes that life insurance companies provide to consumers are 
1) A chunk of money paid to loved ones when we pass way
2) a way to grow and use money without paying taxes on the growth or distributions and
3) a steady reliable paycheck for life.

As you know, annuities get a lot of bad press; which is fine! I'll explain why and how to not get 
into a bad annuity. But why aren't life insurance companies, products, and annuities more well-
known? Why aren't they more popular? Most choose not to spend billions of dollars having 
brick and mortar offices all over the country. They may only have one office in Topeka, Kansas 
or Des Moines, Iowa.  

The fact of the matter is companies, in any industry, only advertise if they have to. They spend 
money on advertising!  
1) They do not have enough business and want/need more and
2) the return on investment for that advertising is attractive enough to make them want to
spend the money.
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So what does it mean that life insurance companies are not spending millions or billions on 
advertising? Frankly, one option is maybe that they don't have to. Some Life insurance 
companies don't use a model that says, "We need to spend millions or billions to interrupt strangers 
and get them to call us trying to earn a relationship with them and then selling them things over the 
phone." or "We need to spend millions or billions on having multiple buildings in every state so the 
people driving by see our logo and see what we do so we can get them in the door." They have a 
different distribution model than banks and brokers do. Does that make them better or worse 
than the banks and brokers? No, they're just different! Just like every tool, just like every 
company, just like every strategy. They're just different. 

Another difference between Banks, Brokers, and life insurance companies is that insurance 
companies don’t say “Let’s spend a ton of on advertising and then send all of those prospects to our 
employers who try to sell them stuff”.  With the insurance companies that have the really well 
designed products the independent insurance agents ARE their advertising and those agents go 
find all of the clients. You can check for yourself but from my point of view there is a DIRECT 
correlation between how much an insurance company spends on marketing and buildings and 
how well their products work for you, the consumer.  

The big, strong companies you’ve never heard of, because they don’t spend tons of money 
making sure everyone has heard of them, but rather get all of their business through 
independent agents, have the “Taylor Swift” amazing annuities and life insurance policies that 
you didn’t know even exist. When you don’t spend tons of money finding clients, you can put 
all your money back into the product.  

Now, you need to be careful because there are two types of life insurance agents, and they 
really are night and day. This is the difference between you getting an amazing, incredible 
product/strategy and you having an inferior product/strategy, and losing potential compound 
interest. Just this difference could mean 20-40% less income from your annuities or paying 20%-
40% more in premium if you get this wrong. 

There's what's called a captive life insurance agent. Captive – just listen to the term. It sounds 
very restrictive. It sounds like a jail. Captive life insurance agents, in my opinion, cannot work 
for the client. They work for a specific insurance company. Now, these insurance companies 
actually do sometimes run ads on television. They do spend money on driving business to a 
website or to a phone number, and typically, as I compare insurance products, it's not 100% true 
but, typically, the more well-known the company is, the more they advertise, the worse the 
products are, and the less of the money they share with you, as they go make money on your 
money.  

Now, a captive agent’s job is to decide which products to sell you based on only the products 
that his company offers. So he's not going to compare every insurance product or annuity in the 
country to see which one is better for you. So it could be that this insurance agent is offering 
you a pension or an annuity that has 20% or 30% less income than you could have with an 
equally strong company, yet he has no legal obligation to tell you that and is perfectly within 
the current laws and guidelines to sell you that inferior annuity.  
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Rule of thumb: if there is a name of an insurance company on their business card and office they 
are not independent.  

Now, the second type of insurance agent you might bump into is an independent insurance 
agent or insurance broker. Just like when I did mortgages, I chose not to work for a retail bank 
but I chose to be a broker, which meant I could work for my client and shop their loan to every 
bank to then pick the loan that has the best interest rate. An independent insurance agent does 
the same thing. They don't have to work for any one company. They could work for all 
companies that are willing to take business from a client, which is most of them – believe me – 
they want your business.  

So the last time I ran an annuity comparison for someone in Hawaii, there were 198 different 
choices. Which would you prefer, to have 198 different choices and choose the best, or to have 
just the one choice that a captive agent gives you and have to live with whatever income that 
gives you? Can you imagine working your butt off for 40 years, to save for retirement, and then 
all you do is choose the wrong type of advisor and you get 20% or 30% less income for the rest 
of your life? It happens every single day and is completely legal in our country. We could solve 
world hunger on just the lost revenue retirees, who use captive agents for annuities, are 
experiencing.   

Independent is definitely the way to go. Now, as an independent, two or three times in my 
career, I have found that a retail product, only sold by captive insurance agents, worked better 
than everything that I could get my hands on as an independent. So what do you think I did? 
Steer my clients to the less-than-perfect product because I want to make a commission? 
Absolutely not. I put them in the retail product and just make nothing because it's the right 
thing to do, and I'm a fiduciary.  

Some insurance companies don’t have buildings all over the place and they don't advertise on 
TV typically, particularly the insurance companies that focus only on working through 
independent agents. They trust completely in the independent agents to be their sales force, and 
so you might get dinner seminar invitations of the mail to someone who's speaking, you grow 
to like them and ultimately find out about a great insurance company. That’s how these 
companies advertise-through independent agents. So these companies are not very well-known. 
Most people have never heard of the companies, yet many of them have been around 50, 100, 
150 years.  

Now, insurance companies are also incredibly misunderstood. What is it that an insurance 
company does? Well, property and casualty insurance companies, cover you in case something 
goes wrong, if you crash your car, your house burns down and health insurance companies take 
care of you if you're sick. I know they share the word "insurance" so life insurance companies 
have that same word in it as property and casualty insurance but what a life insurance 
companies actually do is very misunderstood. Life insurance companies and banks basically do 
exactly the same thing. These may shock you but they're trying to get into debt. Yes, that's right. 
They're not trying to get out of debt. Banks and insurance companies have multiple different 
ways they try to get you to give them deposits or pay premium that they will then turn around 
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and invest. They're going to turn around and try to make money investing your money. At the 
writing of this book, banks are allowed to use leverage and lend out the money up to nine 
times. So for every $100,000 you give them, they could lend $900,000, which means they don't 
have the money if too many people go ask for it, which is where we get something called a “run 
on the banks”. Have you ever heard anyone say “a run on the insurance company”?  Nope.  
Why doesn’t that phrase exist? Insurance companies are not allowed to leverage and take risks 
like that. They're only allowed to invest the money one time which makes them infinitely safer 
than banks when things go badly. So what insurance companies are trying to do is find ways to 
get you to give them premium, just like the banks, just like the market. Everybody wants your 
money. One thing all three pillars have in common, they all want you to choose them and give 
them your money. 

What life insurance and annuity companies do is compete with each other to try to create 
products that solve problems for people or do something valuable that people want. Tell me if 
you see value in any of the following things: 

● Your spouse dies, you lose a $50,000 income and an insurance company gives you
$1,000,000 tax free

● You need a place to put your emergency fund and the banks are paying nothing. An
insurance company says they’ll pay you up to 8% each year but if you ever need the
money you can have it back with no penalties

● A reliable paycheck for life even if the stock market never went up again.
● A way to live off of your life’s savings and never pay taxes on the gains or distributions

I am dumbfounded that today there are still advisors who due to either ignorance or immorality 
will not go out, do their jobs, learn these products, and do good in the world using the right 
tools for the right jobs. Insurance company products have strengths but also have weaknesses. 
They create products to try to solve a need that Americans have.  

Let me teach you a simple truth that will help you as you build your own retirement plan: Stop 
Talking Bad About Rice Because It Doesn’t Have a Lot of Protein. Just have rice AND beans, 
fish or meat. In nutrition everyone knows you can’t get all of what you need from one, single 
food.  Ok, maybe kale comes close but who wants to eat kale for every meal every day! So why 

are you still looking for the perfect investment? Why do you find what’s wrong with every 
investment option someone provides you? EVERY TOOL you will use, to build your retirement, 
will have something wrong with it just like carbohydrates, proteins, and fats each have 
something they DON’T do well. Stop listening to the ignorant or immoral advisors who say 
things like “annuities are not really liquid” or “cash value life insurance is expensive” or God forbid 
anything Ken Fisher says. You need a Financial Nutritional Plan made up of many DIFFERENT 
types of tools which will ALL have weaknesses. Do not evaluate each tool for what is wrong 
with it, like the ignorant and immoral advisors who have ruined this industry have done, but 
rather evaluate the SUM TOTAL of all of the tools using the Five Live Test below.  I’ll take care 
of punishing the bad guys, making sure they pay, and changing this industry but you need to 
take care of you so stop ruling out certain tools because of their weaknesses. Use each tool for 
its STRENGTHS. Annuities for income, banks and Modified Endowment Contracts with Full 
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Return of Premium, Life Insurance Policies for leaving an inheritance or creating tax-favored 
distributions, securities for gambling and fun, etc.   

So insurance companies are out of sight, out of mind, because they don't have ATMs, they don't 
have buildings in your town. They're going to have one central office in the middle of nowhere 
and they're going to have a force of independent insurance agents who are appointed with them 
to sell their products. And whether you bump into one of those agents or not, would really 
determine whether you would hear of any specific company. 

If what you believe, or have heard from others about insurance companies, is not true, you will 
absolutely cripple your retirement. It will be like trying to run with a ball and chain on your 
foot, trying to speak with peanut butter in your mouth, trying to type with gloves on etc. You 
cannot cover the Five Lives of Retirement with Securities and Bank products. If you think 
insurance companies are evil, you have two options: 

1. Take the time to study them and you’ll find they are not evil. The amount of money you
will be making per hour, clearing up this misconception, is staggering.

2. If you’re not willing to do that than just embrace that they are a necessary evil, get over
it and use them to take care of your needs anyway

Insurance companies – are they safe? Well, let's go back to what I already mentioned. Do banks 
go out of business? Yes, they do. We lost the bank called IndyMac just in the last decade 
because of a “Run on the banks”. A “Run on the Banks” is when people get scared and too many of 
them go in and ask for their money. Wait a minute. How can there be too many of them? If 
everybody gave them money, obviously they have it so everybody could go ask of it, right? No, 
as I mentioned before banks are allowed to use leverage. Banks are allowed to lend out more 
money on car loans, home loans, and personal loans, than they actually have. Well, that sounds 
odd. How much more can they lend? Nine times. And if it's an investment bank, they can lend 
up to 30 times more than they actually have. Don't you wish I had that investment option for 
you? You give me $100,000 and I go earn interest on $900,000 for you? 

Some banks get in trouble and we do have a history of banks going out of business. Insurance 
companies are not allowed to leverage and use your money like that. They are required to be 
much more conservative. This one piece of information alone makes them infinitely safer than 
banks. If you look at an insurance company’s balance sheet like the one I'm providing here in 
the book, you see that their total liabilities (what they owe), if everyone asks for all the money 
back, is $34 billion. I don't know why they dropped the last three zeroes on this report but that's 
how this report works. They quote it and it looks like millions, but it's billions. Now, how many 
assets do they have? $36 billion. They are not allowed to leverage. They can lend the money out 
one time which they typically do using government bonds and AAA-rated corporate bonds, 
which are conservative investments. But literally every single client could call the insurance 
company on the same day and say, "I want my money back." I'm sure it would take the insurance 
company some time to sell all those bonds and gather the money but the point is they have $36 
billion, and if everybody asks for the money, they'd have to pay $34 billion. They'd have $2 
billion left over. They'd be sad and need to have a major layoff but every policyholder would 
receive their money.  
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Banks and insurance companies are on completely different planets as far as safety. The other 
thing about insurance companies is if they do begin to get into trouble, the state or the federal 
government will step in, take over, and start to nurse them back to health. They'll fire the 
money manager or they'll bring in new management or chop them up and sell the policies to 
other insurance companies. When your policy is sold to another company all of the guarantees 
go with it to the new carrier, kind of like if your mortgage is sold. Insurance companies also 
reinsure each other. They also pay into a fund and say, "Hey, if any of us get in trouble, we're going 
to help each other" and on top of that, there's something called the state guarantee fund.   

Look up your state's guarantee fund or insurance guarantee association, call them up and ask 
them these questions: 

● In this state, how many life insurance and annuity companies have gone out of business,
in which they didn't pay back the money to the investors?

● What would cause a large well established life insurance and annuity company to go out
of business and not be able to pay back all of the money to their clients. Not the
investors who buy stock in the company but the people who put premium into annuities
and life insurance?”

● If they need a little help, would it be if the government stopped paying their bonds?
● If the representative you're talking to says, yes, that would do it. Would that cause the B

rated and companies to go out business? They'll say yes.
● What would happen to the A-rated companies? Every time I've done this, they'd say,

"Oh, yeah. They'd go out of business, too."

The same thing that would cause the B-rated and C-rated companies to go out of business 
would also cause the A-rated companies to go out of business. That happens to be a virtual 
meltdown of the financial planning system, and the safest investment that everything is built 
upon, the government back bonds are no longer safe.  

Well, considering there is nowhere you can put your money that would not be affected by that, 
insurance companies can be considered very safe. They never lend out more money than they 
have. They're backed by each other. They're backed by a state guarantee fund, and they're 
invested mostly in government and AAA rated bonds.  If the government stopped paying on 
their bonds the stock market would drop incredibly fast. Housing prices would drop. Banks 
will have trouble lending. It would be a mess. So insurance companies historically are one of if 
not the safest place to put money and their track record is tremendous. 

The Market-Less Portfolio 

Now, I want to take you through an exercise that I've walked many many people through 
because luckily, I started with nine years of doing only life insurance and annuities. Instead of 
starting as a stock broker, where most people start in this industry, I focused on tax-free 
retirement planning, mortgage planning, and creating pension income with annuities. Now, it's 
not that I did not want to have securities and more aggressive investments to use for my clients. 
It's that it took me nine years of interviewing people, who managed money, to find someone 
who had a good track record that I would trust with my clients' money. This is a very, very 
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difficult industry, and one of the hardest things to find is somebody that knows how to put 
your money at risk and earn enough compound interest where that risk makes sense.   

I want to take you through an exercise called, The Market-Less Portfolio, which I think is very 
helpful.  

When a person is blind their sense of hearing becomes more acute. It gets better. They're better 
at using their hearing than the rest of us who can see because something was taken away from 
them. There's something missing. They only have access to certain things. I want you to pretend 
the stock market didn't exist. What if we had to build a portfolio and we could not use stocks, 
bonds, mutual funds, REITs or ETFs? We couldn't have securities that go up and down like that. 
How would we build a portfolio?  

I want to introduce you to The Market-Less Portfolio, and this is not a suggestion that you put 
all of your money in insurance and annuity products. It's an exercise that's important to take 
you through so that on the other side, you can look at it and see that there's 100% of your 
money in a “market-less” portfolio, and you ask yourself, is it missing anything? Can I find 
anything wrong with it? Whether I have a long life, short life, rough life, sick life, and into the 
next life, would this take great care of me or do I need to add some stocks, bonds and mutual 
funds? And then, you can argue back into it – the stocks, bonds, and mutual funds – because of 
a certain strength that they have or purely for emotional reasons because you like the rush of 
the ups and downs. Seeing the stock market as an unnecessary tool is VERY helpful to break 
yourself out of the meditative trance that the big brokers spend millions of dollars to keep you 
in.   

So let's talk about this. Let's say somebody's saved up a million dollars and I sit down with him 
and say, "Okay. Let's talk about how much money you should have in your IN-Case accounts, your IN-
Come accounts, and your IN-Crease accounts." One of them is chosen; one is solved for; one is the 
rest of the money that's left over.  

"Okay, Mr. and Mrs. Jones, let's talk about your IN-Case accounts. Right now, you have a million 
dollars. What is your comfort level for emergencies, what amount of money do you need to have available 
to you at all times quickly so that you can pay for non-medical emergencies? I'm not talking about if you 
have Alzheimer's, a heart attack or a stroke because most of the places I put my client’s money will waive 
the penalties, and are totally accessible if you have the need to go into a nursing home or you have a 
terminal illness or a critical illness. I'm just talking about non-medical emergencies like your washing 
machine breaking, or to replace your car if it breaks down, or you need a new roof. How much money do 
you want to be able to get to quickly, at all times?”  

Then maybe Mr. and Mrs. Jones say, "You know, what if my car breaks and I need a new roof at the 
same time? Let's say $100,000." Now, I say, "Great. Where are we going to put that?" 

"The bank." 

No. Let's not overuse banks. We just talked about that. Banks pay nothing. They're not as safe as 
insurance companies, but they do one thing really well, which is you can get the money quickly 
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and easily. So for quick car repairs, washing machine replacement, etc. how much would you 
like to have access to that, that you could get within a day or two? Let's say they said $10,000. So 
now we have $10,000 in the bank. That's the beginning of our non-market portfolio. Ten 
thousand of a million goes into whatever bank they choose. They're not making any interest 
and that's not what it's about. It's about being able to get to it conveniently and quickly. Now 
we’ve set up what I call the urgency fund and its time to move on to the emergency fund for the 
other $90,000?  

Well, what they don't know yet, and what you may not know either, is a little-known secret. A 
savings account alternative at an insurance company instead of a bank. Now, there's no ATMs 
so you can't get the money as quickly, it may take you two or three weeks, let's exaggerate it 
and say it took a full four weeks to get your money back but you could always get your money 
anytime you want to. No penalties, you take your money out plus returns in some cases. Most 
people don't believe it when they hear it but I'll pick one contract that exists at the writing of 
this book and just give you the terms: 

● You put in the $90,000 and they give you a 12% bonus on day 1.
● Each and every year, depending on the strategy you choose, you can make either up to

8% or up to 36%. I know you think it's too good to be true but I could point you right to
the data on company paper, right on their brochure, that shows If all things lined up
correctly, you could make up to 3% per month for that year.

● There are no negative years. When the market goes up you get the first 8% (the most
conservative strategy) and when the market goes down you make 0% AND DON’T
LOSE ANYTHING...EVER.

● Since it’s an insurance company, if you pass, your family gets a death benefit two to
three times larger than the premium you put in. Banks won’t do that

● In many states, you can use that 2-3 times larger figure, to pay for medical expenses if
you need to go into a nursing home.

What are the negatives? 

Every tool has negatives so here you go: 
● No local buildings to walk into
● No ATM access to the cash
● If the market goes down for five straight years, and you earn 0% in the contract, you can

get ALL of your money back, but have lost the small amount you could have earned at
the bank

● Only earns 3-5% historically

Now is when my clients usually freak out and say "That is absolutely too good to be true." And I 
just say, "I don't know what to say. I'm sorry, but it is true. If I gave you an ice cream and you licked it 
and said, 'that's too good to be true.', I wouldn't know where to go with the conversation. I just say, 
'well, throw it on the ground and don't enjoy it' or 'continue enjoying it because it is true. It's right 
there in your hand.' I can put this tool right in your hand and you can enjoy it and have it. Saying 'It's 
too good to be true does absolutely nothing for you.' You should say, 'That sounds good. I want to find 
out if it's true.'" 
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Okay, so where do we stand so far in the million-dollar portfolio? We got $10,000 in the bank. 
We got $90,000 in a single premium simplified issue life insurance policy with full return of 
premium…sorry to give you such a geeky term but I want you to know exactly what I'm talking 
about. So the IN-Case accounts, where the amounts are chosen subjectively, are taken care of.  

Let’s move on to IN-Come accounts that are SOLVED for rather than chosen.  

Income. How much of your assets should be put into income-producing annuities? Notice how 
I didn’t even consider other tools here? If you had to drill a hole into a piece of wood would you 
consider multiple tools like a screwdriver, an electric sander, and an electric drill or would go 
right to the drill? People who are great at their craft go right to the appropriate tool.  Captive 
agents and captive stock brokers have to try to force you to use the screwdriver and the sander 
to drill a hole because they are not allowed to work for you and cannot have access to every tool 
on the market. If a billionaire says that gravity is not real, do we believe them?  No, they are just 
stupid. If a billionaire featured on Forbes magazine says anything annuities do can be done 
better with other tools do we believe him? Many are deceived and do but he’s still just stupid.  

Two plus two is four and nothing does what annuities do. Once there are more than one tool on 
the market to create guaranteed paychecks for life backed by a company that has all the money 
all the time, I’ll talk about more than one. While there’s only one way to create safe, reliable 
income I’ll just talk about that and continue to let arrogant billionaires makes asses of 
themselves while feeding me material to disprove everything they say.   

The stock brokers have to use pie charts and psychological manipulation to distract you from 
how simple this really is. Let's make it very, very simple. While you were working, you receive 
a paycheck and you enjoy that. When you stop working, you stop getting a paycheck and you 
probably won't enjoy it. Should you replace a steady paycheck with crossing your fingers, 
hoping the stock market is nice to you, hoping your high-paid professional “guesser” at 
Edward Mortgage Lynch Financial does a good job and risking running out of money if the 
stars don’t all line up? Not my clients. Let's just buy a steady paycheck if you lost a steady 
paycheck.   

"Well, Charlie how big should the paycheck be and how much of the money is that going to take?" 

Let's just go through the process and figure it out. Figure out what income you’re going to have 
during retirement. That's probably Social Security; maybe Social Security for both you and your 
spouse. If either of you have pensions, you're going to want to put that in there, and if you got 
rentals that’s not really guaranteed income – so I'll leave it up to you whether or not you want 
to put your rental income in there; conservative, you would leave it out; less conservative, you'd 
put it in. Let's say you say to me, "Okay, Charlie, between Social Security and pensions, we know that 
after we stop working, we're going to have $3,000 a month coming in like clockwork." I then say "Great. 
How much are you spending each month?"  If they don’t know, I just have them look at the last 12 
months’ bank statements, add up the total withdrawals for each statement, and divide by 12. If 
they had a major expense like paying cash for a car, or college tuition, etc. – then they can back 
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that out before they divide it by 12. This is a great way to just see how much is actually being 
spent without complicated budget worksheets.   

You say, "Okay, Charlie, I did it, I used that number and we are spending $5,000 a month." 

So when you retire, you have $3,000 coming in but to live the life you want, you really need 
$5,000, and while you were working, you had that coming in the front of a paycheck, right? But, 
we're short $2,000 a month. Let’s fix that! 

You have two choices. 
1) You can roll the dice, put all your money into investments and hope they make enough,
2) Or you just buy yourself a paycheck.

You can do what we all used to get with defined benefit programs. When you left the company, 
they'd give you a paycheck for life. Today, they took those away from most people and made us 
use 401Ks and IRAs, but it's a little known secret that you can use your 401K or IRA money to 
buy the same defined benefit plan that we used to get and they're actually better products! So 
you and I go into the software, we run all 198 annuities in the country, and we say,  

Who's got an annuity? Who has a pension? What life insurance company would give me a 
defined benefit pension type of a product using annuities where I can have $2,000 a month for 
the least amount of premium possible?  

We run the software, results are different for every state and age, but let's say the best offer is 
$500,000, which will buy them a $2,000 a month paycheck for the life of both spouses.  

Now, this is not a book designed to teach you everything you need to know about annuities, so 
let me just tell you this. Annuities are a tool. They are a contract. They're only as good as the 
terms of the contract. You cannot ask if annuities are good or bad. That depends on the contract. 
Maybe 95% of the annuities in the country may not be worth buying, but boy, oh boy, that top 
5% do something that nothing else will do in creating a guaranteed income for life that's just 
magical and wonderful. So this chapter is not to convince you that annuities are safe, good, or 
okay. It's to show you that this is the only tool that creates a steady paycheck. For $2,000 a 
month, that will come in like clockwork no matter what happens in the world if we didn't have 
a stock market. 

Okay. So where do we stand? 
● $10,000 in the bank
● $90,000 in the single premium, simplified issue life insurance policy with full return of

premium
● $500,000 sent to another insurance company or a combination of insurance companies to

create $2,000 a month of guaranteed paychecks coming in for life, and, oh, by the way,
some of those companies will double that to $4,000 a month if you have a heart attack or
get Alzheimer's or need to go into a nursing home



RENOVATING RETIREMENT 

37 

COPYRIGHT 2017 © CHARLIE JEWETT   WWW.JEWETTWEALTH.COM 

Now’s a good time to mention that a different type of annuity has a nasty side effect if you 
should die earlier than planned. If you used a Single Premium Immediate Annuity, rather than 
an Indexed Annuity with a Guaranteed Income Rider, then the insurance company can KEEP 
all of the money you put in when you pass. So if you pass in year two, the entire $500,000 is 
gone. The type of annuity most of the top advisors use today, does not have this nasty feature.  
When you pass, no matter how long you’ve been in the contract, your family gets the premium, 
plus growth, minus fees, minus anything you’ve taken out in income, and the insurance 
company keeps nothing.  

So we have $100,000 in the IN-Case accounts and $500,000 in the IN-Come accounts, so from the 
original $1,000,000 nest egg, what's left over for IN-Crease accounts or for growth?  The left 
over for increase or for growth is $400,000. This is where I would normally talk to a client about
securities as ONE OF the options for growing their money but I would also cover growth based 
annuities with no losses and no fees as well as properly structured cash value life insurance for 
tax free growth. Remember though, we are pretending securities don’t even exist to force 
ourselves to become more skilled at using the rest of the products and strategies...just to prove a 
point that securities are OPTIONAL and most would only need them for emotional reasons 
(they like the rush). 

Since this particular case has $500,000 already in annuities, I’ll use cash value life insurance for 
their growth. No matter what anybody says online, if you picked the top 5% best contracts at 
any given time, AND DESIGNED THEM THE RIGHT WAY, they do magical, wonderful 
things. Cash value life insurance policies averaged 8.2% per year tax-free and recently, there 
was a law passed where we're not even allowed to illustrate them doing as well as they have 
actually done. I don't quite understand that because stock brokers are allowed to illustrate 
ridiculous amounts of compound interest that are nowhere close to what the market has done 
or what you're going to get, but, hey, we got to work inside the restrictions, and frankly, if we're 
illustrating at 7% growth compounding and its tax-free, that's fine. That's enough. You don't 
need more than 7% tax free that’s plenty of growth and will most likely beat the market 
anyway. If you work with an independent agent AND they choose the product that is best for 
you, AND they really know their stuff, as far as designing policies to have low expenses, your 
total costs inside the policy will be 1-2%. So you earn 7% and keep 5%-6% tax-free 
compounding, PLUS death benefit, PLUS long-term care features in many states.   

So let’s take a look at our completed Non-Market Portfolio 
● $10,000 in the bank making very little
● $90,000 in a Special Single Premium Life Policy making 1%-3%
● $500,000 creating $2,000/month in income and earning some rate of return as well
● $400,000 in a Cash Value Life Insurance Policy netting you 5%-6% TAX FREE which is

like making 7%-10% in taxable investments

Folks, that is EXACTLY what portfolio managers TRY to do for you with securities!!! Some is in 
cash making nothing, some is in really safe investments making 1-3%, some is in dividend 
paying stocks or bonds creating income, and some is in stocks and mutual funds going for 7%-
10% growth. The difference is in the Non-Market Portfolio you NEVER EXPERIENCE LOSSES 



RENOVATING RETIREMENT 

38 

COPYRIGHT 2017 © CHARLIE JEWETT   WWW.JEWETTWEALTH.COM 

as every tool pays 0% when the market goes down but you lose nothing. Another difference is 
guaranteed income, that may double if you need long-term care, rather than cross-your-fingers-
nothing-changes-income. By the way, the Non-Market Portfolio also pays your family WAY 
more money if you die before your time AND pays WAY more money to you if you need long-
term care. 

On the $90,000, we're earning, say 3% to 5% on the annuities. It's not about earning. We get our 
$2,000 a month income forever; it might double. And then over in the top of our portfolio, the 
growth, let's say we're earning between 4% taxable to 7% tax free so we're earning between 4% 
and 10%.  

So this exercise I took you through is to prove a point. Insurance companies have a place in 
financial planning and retirement planning industry. They're little-known, they're grossly 
misunderstood, and you're not going to bump into them walking down the street. They have 
one office somewhere in the middle of nowhere.  

In an earlier chapter I asked you if you really want the foundation of your entire financial plan 
to be the stock market? The Non-Market Portfolio works whether you have a long life, short 
life, rough life, sick life and when you pass into the next life. Is it missing anything by not 
having stocks, bonds and mutual funds? When understood correctly everyone gets to where 
they say no. I then ask “so why do you want money in the stock market so badly?” They usually 
respond with “I don’t know...it’s kind of fun”.  Bingo, now...for the first time in their lives, they 
understand the stock market, see the strength it has and can finally make decisions about how 
to use it. The stock market has a strength folks...it’s FUN! It sucks at everything else but it’s fun.  
Use it with play money because it’s fun. Set up your IN-Case accounts, then your IN-Come 
accounts, and if you want every single dollar of your IN-Crease accounts in the market because 
it sounds fun...let’s do it! Just stop asking the market to provide guaranteed income to pay your 
bills.   
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SECTION 2:  
You, The Consumer, Needs to Repent! 

CHAPTER 7: 

Now, I know nobody likes to be told that what they're doing is wrong, and I'm sorry, but this is 
going to be an uncomfortable chapter. And before we dive into it, I want you to think of other 
valuable, amazing things that are also uncomfortable in the process of achieving them. No 
football team, who's ever won the Super Bowl, enjoyed the long practices and all the hard work 
being forced to do things they did not want to do to become their best. Nobody enjoyed every 
single minute of anything that's worthwhile as you prepare for it. Even a great marriage has 
uncomfortable moments if you choose to work through your issues. Parenting -- raising 
children -- has uncomfortable moments if you choose to be a good parent and use the teachable 
moments to guide your children or to provide proper discipline. It's never pleasant to take 
something away from a child that they see as a privilege or a joy. It's never pleasant to confront 
your spouse and tell them they're hurting you and possibly receive a short-term lashing before 
it's worked through or maybe, in some cases, the good that comes from it is the relationship 
ends. It's never comfortable to eat as healthy as you possibly can. Saying no to somethings you 
want doesn't feel good but it does good things for you. It doesn't often feel great to get up on 
time for work but that paycheck sure does feel wonderful.  

My message, one of the big messages, Renovating Retirement is bringing to the world is that 
you need to stop asking for financial advisers to make you comfortable, you need to stop 
looking to trust somebody. You need to stop making emotional decisions based on what 
someone's office looks like, how they dress, how they speak, or some of the more ridiculous 
things I've heard over the year like, what their fingernails look like. Whether or not they 
themselves are wealthy. Are you kidding me that you think somebody with a lot of money or 
fancy cars is more honest than somebody who has not made a lot of money? Fancy rich people 
lie more than anyone I know! You need to stop voting with your money for the bad guys. There 
are good guys and there are bad guys, and you can know exactly which is which with what I'm 
going to teach you, there are tools to hold your adviser accountable.  

The bottom line is you do not even need a financial adviser. You do not need somebody to tell 
you what to do. I know before I ever speak to you and you know before you ever speak to me, 
what it is that you want. You want your money to be safer than it is now with fewer losses. 
You'd like to have less fees. You'd like to have more compounding rate of return, therefore 
more money. You'd like to have income for life no matter what happens. You'd like to take care 
of your family or spouse if you should suddenly pass away. You would like to be able to afford 
medical expenses and would love it if someone else would pay for them instead of you. And 
maybe some of you would like to leave some money behind for your family, and I'd say, the 
rest of you, if it didn't, because you to live a compromised lifestyle while you’re alive, wouldn't 
mind leaving some money behind to your favorite charity.  

I know this before you walk in my door, before we talk on the phone, before you watch any of 
my videos. You do not need an adviser to tell you what to do. You need somebody who's done 
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the research and gathered the data to show you, with crystal clarity, what your options are for 
your IN-Case accounts, your IN-Come accounts, and your IN-Crease accounts. You need all 
three types of money during retirement just like you do while you are working. You need an 
emergency fund, you need income, and you need growth money to keep up with inflation or 
cover possible emergencies and health problems in the future, to just leave as an inheritance to 
your loved ones, or to just watch it grow and have some fun, take some risk, and play a little bit. 
So you need a piggy bank, you need a paycheck, and you need some potential -- piggy bank, 
paycheck, potential. It's easy -- 

IN-Case, IN-Come, IN-Crease. Piggy bank, Paycheck, Potential. 

If you are allowing some retail mutual fund salesperson, or some insurance-only licensed 
captive agent, to invest your money in just one type of investment (securities) or just their 
brand-name, expensive insurance products, your chances of living the optimal retirement are 
virtually zero. Why are you allowing them to do this to you? Look inside and if it is because 
you like their office or because a friend recommended them or, God forbid, because they're a 
family member then you, more than anyone, need to hold them accountable and make sure they 
are doing what’s best for you. This is not personal folks. This is business. This is the business of 
how you cover long life, short life, rough life, sick life, and into the next life. You don't know 
what's going to happen and the odds are stacked against you.  

If you are trusting somebody, if you currently trust your adviser, there's a chance that you are 
in deep trouble if you don't know how to hold them accountable. Now, the good guys are going 
to love this book. The good guys are going to jump up and down and hand this book out to 
their clients and prospects. They will join the revolution and play their part in fixing this giant 
mess we call the financial service industry.  So if you're with a good guy, don't be surprised if 
they give you a copy of this book and teach you how to hold them accountable because they're 
not afraid of anything. The good guys do the right thing behind the scenes when nobody's 
watching so they’ll say knock yourself out! Dig as deep as you want looking into the decisions I 
made with you.   

So the number one most important thing you need to know is, yes, my calling you to repent is 
going to be uncomfortable, and I'm so sorry for that, but it's uncomfortable to put your bone 
back in place when you've broken an arm. You should not be looking for comfortable. You 
should not be looking to trust someone or to find someone you like personally. You don't need 
to like your attorney and you probably want somebody who's a jerk and gets the job done. You 
want somebody that tells you the truth who says, "You've got cancer. We have to take it out. It's 
going to hurt, or else you're going to die." I say, tongue and cheek, that the greatest compliment a 
client could give me is “I don’t like you very much, I find you kind of brash, but I believe I will have the 
best retirement available to me by working with you” It’s just business, it’s not personal.   

My job and the job of Renovating Retirement, is not to get you to trust me. It's not to get you to 
feel comfortable and to like me. I am trying to protect you from the overwhelming army of 
dishonest financial advisers and insurance agents who have settled in to the perfect niche where 
all they have to do is spin the right combination of psychological manipulation, wear the right 
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clothes, give you the right cookies, touch you on the arm below your elbow, move the way you 
move, which is called mirroring. All they have to do is make you comfortable, and like a zombie 
in a trance, you'll stick your arms out and say, 

"Fine..I..will..buy..whatever..you..sell. I..didn't..even..think..to..ask.. 
you..whether..I'll..be..okay..if..my..life..was..long..or..short..or..rough..or..sick 
or..into..the..next..life. I..will..do..whatever..you..say..because..you..seem..like 
a..great..guy."   

They have figured out the combination of the lock on your money.  
1) Dress Nicely,
2) Rent a Fancy Office,
3) Keep in Touch a Lot

Yet behind the scenes you don’t have a real plan but some version of advanced gambling or 
highly expensive retail insurance products. Change your combination, don’t let the bad guys in 
anymore.   
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CHAPTER 8: 
Using the Five Lives Test to Hold Your Adviser Accountable 

Do you have a crystal ball that tells you exactly what's going to happen to you, your spouse, the 
market, taxes, the economy, your family, your house or your health over the next 30 to 40 years? 
So who is it that has that crystal ball? Does your adviser have the crystal ball? Then how did he 
give you a financial plan to prepare you for all these unknowns? Have you ever stopped to think 
really what we're up against and how many unknowns there are in making financial decisions?  

Let's think of the things that we don't know. We don't know how the stock market is going to 
perform. We don't know how long we're going to live. We don't know what's going to happen 
to your health or how much it will cost to fix it. We don't know what taxes are going to be. We 
don't know what inflation's going to be or what things are going to cost. Certainly, the cost of 
medical expenses in the future is a huge unknown. We don't know if either of you are going to 
need long-term care. We don't know what's going to happen to the value of your house. We 
don't know anything about what's going to happen in the future which makes financial 
planning really interesting and difficult to try to pull off.  

So how does one prepare for all of these unknowns? All you can do is prepare for all the known 
possibilities that we've already seen happen in the world. It's pretty hard to prepare for an 
unknown, possibility, that hasn’t happened before. However, the market crashing, living a long 
time and needing income, having Alzheimer's and having to go to a nursing home, your house 
dropping in value or being destroyed by a natural disaster, a spouse suddenly passing away – 
these we've seen over and over again. So I want to teach you how to know instantly if your 
financial adviser has built a plan that's going to take care of you or if they just sold you a bunch 
of crap their company wants them to sell, and it really will be that clear. I don't care how much 
you think your advisor is a good person. If you are not prepared for retirement, you need to 
find someone to take care of you. Stop making this industry about personality, relationship, and 
likeability. You are hurting yourself and, cumulatively, all of you who are doing this are 
destroying American retirement.  

The Five Lives Test says this: What happens to my income if I live a really long time? What if I 
have a long life? Will I have income for as long as I live and how much? If you're with a brand 
name retail mutual fund salesperson, who's with an organization just because of the 
conveniences, not because it enables them to do what's best for you, their answer to every one 
of these five lives is going to be "I don't know."  

Let's just look at it. Assume you are like most of the people I meet and you have a portfolio with 
stocks, bonds, mutual funds, cash, some REITs, whatever – you got stuff spread all over the 
place using only one tool--securities, which is the equivalent of having a tool belt with 20 
different screwdrivers in it and trying to build a house. If you just have a big portfolio of 
securities and I were sitting in front of your advisor, I would ask, “how long is their income going 
to last?" He'd say, "I don't know. It depends on how the market performs.” Then I’d ask him "how 
much income can they take out each year and know they will never run out?" 
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"I don't know. It depends on how the market performs." is his answer again. 

"What happens if one of them predeceases the other? What happens if one of them passed today? Will the 
other person have enough income they need, and how long will it last?” 

"I don't know. It depends on how the market performs."  

"So for long life and short life, your current plan is to just roll the dice with their money? 

“What about rough life? Can they access their money penalty-free if they need to for an emergency?" he 
says yes.  Great, this professional is now one out of three.  

"What about sick life? If they get sick, will they have enough money to cover the long-term care expenses, 
at say, $8,000 a month for three years? If they are able to cover those costs will they still have enough 
money left over to have the income they need for the rest of their lives?”  

"I don't know. It depends on how the market performs." Why does he keep saying this? It seems to 
be the same answer for everything except the emergency fund.  

“Okay Mr. Advisor when they pass into the next life, how much of the inheritance will they be leaving 
and do they know they will be able to leave the amount they want to their children, heirs and charities?" 

To put the finishing touches on his pathetic answers he says "I don't know. It depends on how the 
market performs."  

"Wow! So you're telling me that your current plan for these clients...and you charge fees for this...is to 
completely roll the dice on them having income that lasts as long as they do; to roll the dice on each of 
them being able to live if the other dies; to roll the dice on their being able to pay for medical expenses if 
they get sick; to roll the dice on their being able to leave money to loved ones at the end? So basically your 
financial plan leaves them where they can’t plan on anything going the way they want UNLESS the 
market performs perfectly AS WE GO INTO A TIME WHEN THE BABY BOOMERS ARE NOT 
PUTTING MONEY INTO THE STOCK MARKET BUT TAKING IT OUT”   

A good financial plan, with the proper tools and strategies, would account for every single one 
of these things. Though the financial services are dominated by these joker brokers who will 
charge to help you plan for absolutely nothing at all. I’m going to show you how to build a plan 
all on your own. It’s easy you just need to get a GRIP, get a CLUE, get a JOB, get a ROOM and 
Get a LIFE. Here are the five lives of retirement, and how to make sure you are prepared for 
each and every one of them you need these five plans working together in harmony 

If you have a Long Life you need to “Get a GRIP” Guaranteed* Retirement Income Plan 

If you have a Short Life you need to “Get a CLUE” Covering Living expenses Upon Expiration 

If you have a Rough Life you need to “Get a JOB” Journeying through Our Bad times 
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If you have a Sick Life you need to "Get a ROOM” Responsibly Outsourcing Our Medical 
expenses 

When you move into The Next Life you need to “Get a LIFE” Legacy Investing for Exit 
strategies 

If you've not talked about all five of these possible lives with your adviser, that already tells you 
that they are under qualified and you need to leave them. If they’ve covered all five of these 
using their own terminology, then you are good to go, but still need to hold them accountable 
that they have given you the absolute best tool in each and every area.   

For an easy way to breakup with your advisor, send them a copy of my book Nothing Personal, 
It's Just Business: Why You Just Lost Another Client. Remember, our goal here is not to try not to 
offend unqualified financial advisor’s feelings. Your goal is to make sure you and your family 
have the best retirement available and my goal is to make sure that EVERY FAMILY IN 
AMERICA has the best retirement available to them. It is your DUTY to leave the unqualified 
advisors, whether they are just ignorant (doing it by mistake) or immoral (doing it on purpose) 
because not only is he or she not fit to take care of you, if you have to bring this to their 
attention, but they're hurting every single family that they work with and, cumulatively, all the 
other advisers doing what they're doing, are helping to destroy American retirement. If I’m 
reading the data correctly there are over 65,000,000 people on Social Security with 10,000 more 
retiring every day. If we don’t rid the industry of the bad guys, millions of people per year will 
continue to suffer and live inferior retirement lifestyles. They saved for 30-40 years and deserve 
the best. You must help the cause by refusing to work with any advisor, no matter how you feel 
about them, that is either ignorant of how to take care of a retiree or so immoral they just don’t 
care. I will keep a running list of the bad guys, those who get angry at me for telling you the 
truth, on the Jackasses section of my website, but you need to do your part, vote with your 
money, and move it from the bad guys to the good guys.   

You must use The Five Lives Test on your current financial plan, and when your plan comes 
up faulty, when you realize that what your advisor is doing to you is just like a brain surgeon 
leaving some of the tumor inside of the patient’s head because they're too lazy, or too unskilled 
to get it all, regardless of how much you like them or what family relations you have with them 
– tell them, "Nothing personal. It's just business. I cannot be your client anymore. I must have the
absolute best and be ready for everything."

I’ve said it before and I’ll keep saying it until I die: the money being wasted inside of crappy 
financial plans could solve world hunger. Literally we are deciding, as a nation, between 
allowing selfish, unskilled nitwits to keep building terrible retirement plans or solving world 
hunger! At an estimated thirty billion dollars per year to solve world hunger FOR GOOD the 
extra fees, lower returns, huge losses, more money going to health care therefore less money left 
over for inheritance could EASILY solve world hunger every year.   

Look at the mortality table below for the center for disease control and prevention. If roughly 
2,000,000 people over 65 die each year all we need to solve world hunger each year is for each of 
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them to have $15,000 to $16,000 more at death that they contribute to the cause.  Though 
meeting with every human over 65 would be impossible on my own, even for my team of 
certified advisors, any one of us could create an extra $15,000-$16,000 of net worth at death IN 
OUR SLEEP using the basic strategies I’m sharing in the book AND THERE ARE ADVANCED 
STRATEGIES WE USE ALL THE TIME TO SHOW PEOPLE HOW TO LEAVE AN EXTRA 
$300,000 TO $1,000,000 TO THEIR FAVORITE CHARITY AT NO EXTRA COST TO THEM.   

I could solve world hunger alone if everyone in the country just let me review their life 
insurance policy and compare it to all others asking “can we pick up any extra death benefit for the 
same price?”. So please forgive me if I’m ticked at any of you who say “Yeah, maybe my plan is not 
the perfect plan and my advisor is not the perfect advisor, but I’m comfortable with them and don’t really 
want to bother with the hassle.” The cumulative effect of that kind of thinking is causing parents in 
other countries to watch their children die in their arms. If it was your kid doubled over in pain, 
with flies in his eyes, I’d bet you would find the motivation to fire the lazy advisor giving your 
family less than you deserve.  
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CHAPTER 9: 
America's Addiction to the Stock Market, 

and Why We Just Can't Live Without It 

Have you been investing in the stock market for a while? Have you felt the excitement and the 
joy and pain of the ups and downs? It has all the qualities of a good drug, a form of crack 
cocaine. America's need and desire to be invested in the stock market, with most of their money, 
has reached epidemic levels. I've reviewed over a thousand clients' financial situations and am a 
part of a group of over 550 advisers, some of which have decades of experience more than I do, 
and we can tell you, without even blinking, that most people come to us with most, if not all of 
their money invested in securities or some form of investment with downside risk. How can 
that be? What is it about the stock market that has such a draw for people? As with most of 
what I'm teaching you, it is purely psychological rather than logical or rational. If you study the 
data accurately, you would not put all of your money into a risk position. So what is it that's so 
wonderful about the stock market? Well, the ups and downs are exciting. It's like a good roller 
coaster. People just enjoy the opportunity and the thought that they might make a lot of money.  

Fear and greed are not new concepts in the world of investing. Back in the day, I took 2 1/2 
years of training for Forex or trading foreign currencies. I took a bunch of classes, I learned from 
some mentors, and basically, what they taught us was nothing is guaranteed and the entire 
game is about controlling your emotions (fear and greed). It's all about probabilities, trying to 
get probability on your side, trying to win more than you lose and your enemies are fear and 
greed. The market is going up, you'll get out too soon because you're afraid and you're greedy. 
You want that money. When the market is falling, you don't buy because you're afraid. You're 
greedy. You don't want to lose all of your money. Those two things make most people fail when 
it comes to investing, whether or not you're doing it on your own or whether you're calling 
your investment adviser and telling him when to get in or out. So there's a lot of excitement 
having your money in the market. It does something emotionally to you that other safe 
products and strategies, that don't lose money in the down years, just don’t do. Safer growth 
and income strategies just doesn't give you that intravenous cocaine-like excitement like the 
market.   

What else do you get? You get a monthly statement instead of other strategies that might only 
have an annual statement. In some strategies, you don't even know what you make until two to 
five years later. Could anything be more boring than not knowing what interest you’ve earned 
until two to five years later? America has voted and they say no! Nothing could be worse than 
that! Not even safety and a guaranteed paycheck make most people willing to give up their fix. 
For the monthly statement that comes in, it shows you with either a win or a lose this month but 
there's always next month.  

It’s incredible to me that someone will come into my office and we're working through their IN-
Case, IN-Come and IN-Crease plans -- one is chosen, one is solved for, and one is the left-over 
money. I asked what their reliable income is from social security and pensions, what their bills 
are, and how much they need to live on comfortably. So you have $3500 a month coming in 
from existing sources, but when your paycheck goes away when you quit your job and you're 
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still spending $6000 a month, we're short $2500 a month. Do you want that income? Yes, you 
want that income. You want to know you can pay your bills. 

Well you’ve done a great job saving so let’s buy a lifetime paycheck so you can pay your bills 
now. We need $2500 a month which is $30,000 a year of income. Let's work backwards looking 
at every annuity in the country and see which company requires the least amount of your 
money to give you a personal pension paycheck for $2500 or $30,000 a year for the rest of your 
life. Working backwards, we may find out that lowest amount might be $500,000 or $600,000 or 
$400,000. Whatever the number is, it doesn't matter. It just is what it is. This is what it takes, 
what it costs in today's market to buy the income, and annuity is not an investment. It's a 
purchase. A car is not an investment. It's a purchase. You buy it because you want to get 
around. An annuity is not an investment. You don't buy it for what the money might be worth 
in the future. You buy it so that you have a paycheck and you can live an amazing life. What 
amazes me, what astounds me, and leaves me dumbfounded is when somebody says “$500,000 
in annuity? Isn't that too much money to put into an annuity?” 

I don't want to say out loud to this family what I'm really thinking in my head. It’s not really 
their fault because the thoughts they are having have been strategically put in there by the bad 
guys in the industry who want to cause them to live a compromised life while lining their 
pockets with money. What I'm thinking is “what the hell are you talking about? We just worked 
backwards from how much money you want in a paycheck and the market price for that paycheck gave 
you accurate information, told you exactly what it takes in today's market to buy that incredibly valuable 
guaranteed lifetime income no matter what happens in the market. What measurement, what ridiculous 
over advertised lie could you possibly be using that would have told you there's something out there such 
as too much money in an annuity?” 

There's no such thing as too much money in annuities. There's just what you want to buy. Is 
there such a thing as too much car? Is there such a thing as too many couches? Wouldn't that 
just be preference if you want to drive a Tesla or a Lamborghini? Isn't that okay if you have the 
money to purchase the car you want? What right does someone else have to come along and 
say, that's too much car? They’re not paying for it, you are. They didn’t work 30-40 hard years 
to save that money, you did. That's not even close to 2+2=4-style truth. This is your retirement. 
You either choose to gamble with your income or you choose to secure your income with a 
personal pension...period. That's all there is.  

If somebody tells you, you shouldn't put any more than ______ amount into an annuity, or that 
too much of your portfolio was put into annuities? They are on crack. They are either ignorant 
or immoral and cannot be thinking what's best for you. Maybe if you want to excuse them for 
their professional ignorance, we could just say they have good intentions but are incredibly 
undereducated. That is a ridiculous statement for somebody to ever make. Now, having said 
that, the insurance companies themselves, the industry themselves are beginning to limit how 
much of your money they will take. That seems a little bit like discrimination to me but let's just 
roll with it because it's the environment that we live in. So I have had people with a total of 
$600,000 and I solve for the income they need, the software comes back and says you need to 
put $525,000 into income-producing annuities to create the income you need. Because of current 
laws I have to say to them, "You're not even allowed to do that, and I can lose my license if I somehow 
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allow you to do this." For most companies, they don't want more than 50% to 75%. At the writing 
of this book, these are the numbers. They don't want more than 50% to 75% of your total 
investable assets to be invested in annuities that have penalties if you quit and walk away. So 
you do have a limit. Industry-wide, there's such a thing as too much money being put into 
annuities. We’re not allowed to do it. But there's absolutely no such thing as having too much 
money in annuities if it is under the industry limit and provides the income you want. When 
somebody says you shouldn't have more than $300,000, you shouldn't have more than 30% of 
your income, or you should have blah blah blah, that's absolutely ridiculous. It's terrible, 
terrible, amateur financial advice.  

They have an agenda believe me. This is financial architecture folks; you are designing the plan 
that creates the life you want. What right does anybody have to come along and tell you they 
hate your design, that your plan sucks, and you should not have all the income you want.  If 
you handed construction blueprints to a carpenter and he said “five bedrooms is too much you 
should not do any more than 3”, what would you tell him? I’d tell him to screw off, and that he is 
fired and to get out of my house! That is what I am calling all of you do, the price you, and the 
country as a whole, are paying to allow these jokers to keep doing this is way too high.  Fire the 
bad guys, improve your life, and solve world hunger with the extra money.   

The reason this too much money in annuities, comment comes out of their mouths is to make more 
if you have less in annuities. What you need to understand is the average broker, let's say he's 
charging 1% per year to manage your money, is making $10,000 a year on every $1,000,000 
under management. That's $100,000 every 10 years you are with them.   

Any of that money that comes out of that portfolio and goes to an annuity, at the writing of this 
book -- any of that money that goes into an annuity, for every $100,000 that comes out, that 
person might only make $2,750 on the low-end, maybe $8,500 on the high-end one time IF 
THEY ARE ALLOWED TO ACCESS EVERY ANNUITY IN THE COUNTRY. If they are limited 
to just their company’s stuff it could be worse and they may only get 40-70% OF THAT $2,750 
to $8,500. Even the $8,500, which would be really rare, that would be the best annuity for you. 
But even if they made $8,500, they get a one-time upfront commission and never get paid again 
for the rest of their life in most cases----yet have to service of their annuity clients even though 
they won’t be paid every again. It is possible to structure some annuities for them to get paid 
forever, but to pick those, we have to not put you in the best annuities frequently.  

So America's addicted to the stock market. Retirees love the stock market. The advisers like the 
stock market because it's easy and it pays more. It pays consistently. They call it mailbox money. 
The consumer loves it because they get all the ups and downs and the excitement, all the 
statements every month to show you whether you won or lost. You’re kind of have a running 
scoreboard as you play the game of, let's risk my entire retirement lifestyle and what the market does, 
as baby boomers are retiring and taking their money out of the market. It is just an addiction.  

If you’ve been addicted to the stock market, it's not going to feel good breaking that addiction. 
It never feels good. The drug addicts that I’ve talked to said they miss drugs like a close friend; 
they miss the partying and the fun; they miss the friends they had to leave behind to get off of 
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drugs, but that their life is so much better. I am telling you, there is life beyond your addiction 
to the stock market and it's an incredible life. Going through withdrawals will not feel great 
when you don’t get that monthly statement and your fear and greed buttons aren’t pushed 
every time you watch the news. It’s kind of boring when only once per year, you look at your 
statement and the only outcomes are maybe you made money, maybe you didn't.  

You can create a new life where you enjoy OTHER things though. Like having a shopping spree 
every month!!! Ladies, do I have your attention now after all of my sports and tool analogies? 
What do I mean by shopping spree? When you have pension/annuity income every single 
month your paycheck shows up...you spend it all on anything you want…and then magically at 
the end of the month IT SHOWS UP AGAIN!!!  Holy smokes, money does grow on 
trees...annuity trees! Even farmers don’t get the EXACT same amount of apples on every tree, 
but you harvest your money tree monthly and get THE EXACT SAME AMOUNT OR MORE 
each and every month until you both pass away. It’s an awesome lifestyle. When you have 
annuity income you have purchased the right to spend all of your money, on anything you 
want, every month and know that it will show up again next month and you can do it all over 
again. You see on the news that the market crashes, you look at each other, smile that you are 
not affected and you go out and spend money on whatever you want.  

If your advisor has been selfishly forcing you to live the “I can’t, in good conscience, spend the 
amount of money I want to each month because I’m afraid of running out” lifestyle then fire him 
abruptly and try the “I can spend every dollar of my income every month with a clear conscience 
knowing it will replace itself every month until I pass” life.  You won’t miss the dark side.  
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CHAPTER 10: 
You Have Work to Do...You Are Severely 

Undereducated About Life Insurance Companies 

I had a chapter about this earlier in the Professionals Need to Repent section but now, I want to 
address you, the consumer, as the one who cares the most about your money. Let's get one 
thing straight, nobody cares more about your life, your money, and your retirement than you 
do. Pick the best adviser in the world, pick someone on my team, still you're going to be one of 
hundreds of clients – and they’re going to do a great job, be a windshield for you and make 
your decisions easy– but you're still going to be one of hundreds, maybe thousands, of clients 
that advisor is serving. You're the only you and no one cares more than you, that will always be 
the case and it's not wrong. It's right. You are responsible for who you choose to work with, and 
ultimately for the results. That's why it's so important that you know how to hold your advisers 
accountable.  

Now, you need to do some learning. Unless you've already taken the time to do this, you're 
probably going to need to do two to five hours of research studying for yourself using my 
materials, or someone else's, on the truth about life insurance companies. Misunderstanding 
this third pillar, or blindly believing the lies the selfish bad guys tell to steer you away from 
them, will CRIPPLE your ability to plan for your family to be ok in all of the five lives of 
retirement.   

Think of some of my examples in this book of people buying annuity income with $500,000 of 
their nest egg. If you would be nervous writing a check for $500,000 to an insurance company 
(Whether rates A+ or B-) you have some work to put in. If you feel you would lose money 
invested in an insurance company BEFORE you lost that money in a brokerage account, your 
home equity or the banks...you’ve got some learning and research to do.  

Here’s how to educate yourself so you will not be crippled by things the bad guys NEED you to 
believe to get you to risk everything and give them all of your money. 

● Call your state guarantee association and ask the questions in Chapter 6 of this book.
You can start here to find the guarantee association in your state
https://www.nolhga.com/policyholderinfo/main.cfm

● Call several of the main Life Insurance and Annuity providers and ask them a series of
questions like

○ What makes you different than a bank or brokerage company as far as safety?
○ How many companies your size have gone out of business?
○ What would cause you to go out of business?
○ What is reinsurance?
○ How do I know my money is safe?

■ A few of the companies that have had the highest payouts/best products
over the years are

● Life Insurance Company of the Southwest
● Minnesota Life

https://www.nolhga.com/policyholderinfo/main.cfm
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● Athene
● Security Benefit
● Nationwide
● American Equity
● National Western Life
● EquiTrust

■ Call as many as you like.
■ As a side note EVERY Life Insurance Company has complaints online of

angry customers and most have been sued by angry customers. I have
read the chat rooms were the angry vent went on and on to find no value
in reading what they say.

● Think really hard and talk with your family about what it would mean if the
government stopped paying on their bonds. Insurance companies are heavy investments
in government bonds, so yes...half of a truth is that if the government stops paying on
their bonds that could hurt insurance companies for the first time. What’s the second
half, the more important half of this truth though? The truth is that if you DON’T use
Life Insurance Companies, because you think the government might stop paying on
their bonds, where are you going to put your money to be safe from that event? Talk
with your family about how you think the stock market would react if the government
stopped paying on their bonds. What would happen to your home equity if this even
happened? What about your bank? If you base your decisions on this event being a
possible reality you will have to completely avoid investing your money anywhere.
Saying no to insurance companies and putting the money into the market and banks
reflect a major misunderstanding of our financial system.

It’s never “fun” to do research on topics you don’t really want to study.  You only have to do 
this once and the amount of money, (and peace of mind) you will be earning per hour is 
staggering.  Do the work, you’ll be glad you did. The truth will set you free.  
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CHAPTER 11: 
You Want This to be Simple So You Settle for Less 

Simplicity is a wonderful thing. Isn't it incredible when something can be made easy to 
understand, easy to learn, easy to grasp right away, and you know exactly what to do? 
Everybody loves that scenario, and I can tell you after reviewing over a thousand financial 
plans and talking to all those people about retirement and financial planning, that people want 
this process, their plan and the individual pieces of their plan to be simple and easy to 
understand. The problem is it can't be. And if you're trying to make it simple or you're 
requiring your adviser to make it simple and easy to understand, you're going to suffer. You 
and every generation after you is going to pay the price of that.  

Let's think of a few analogies. Is a car simple? That depends on how you look at it. A car is fairly 
simple. You get in, turn the key, put it into gear, press the gas, and you drive. Turn left and 
right with the steering wheel; hit the break if you need to stop. Many of us have learned how to 
drive cars and we could even do it while talking on the phone or, in my case, while recording a 
book. Now, open the hood, look at the car's engine and ask the same question. It's simple to 
enjoy. It's simple to use. But is it simple to understand the inner workings of it and everything 
that's going on? The answer is no, it's not. Cars are complicated much more today than they 
used to be. Look at a Ford Mustang from the '70s. It's a pretty simple engine. Now, today, open 
up the hood of a Ford Mustang or some other car. There's computers everywhere. It's packed 
completely tight. There's no space for anything in there. But do you require the manufacturer of 
your car to teach you every single thing you need to know about every working piece of your 
car or else you're not willing to drive one and enjoy one? Of course not.  

Let's use another example. Do you get on an airplane to take a trip across the country, and look 
into the cockpit and all of a sudden, you throw a big hissy fit and say, "No way am I going to fly 
this plane. Look how complicated they've made it. Look at all those buttons, lights and dials! I don't want 
complicated. I just want it to be simple. I just want two buttons, “up” and “down”. I need it to be simple 
or I'm not flying this airplane." Well, it's a very silly analogy but why does a cockpit have so 
many dials, lights and buttons and screams and noises? I'm not a pilot but I'm guessing it's 
because they need to be ready for every possible known situation that might happen while 
you're 40,000 feet above the earth. My guess is that the complexity is actually because they're 
better prepared to serve you and take care of you no matter what happens, than an airplane that 
just had up and down buttons. Do you need to understand the cockpit to sit in the back and 
enjoy watching movies while having drinks and snacks? No. You get in the plane. You talk to 
your friends or your neighbor; you take a nap; you put on your headphones or watch a movie; 
you get your laptop out and do some work and you just enjoy the results of all this well-
thought out and well-engineered complexity. 

Now, let's talk about financial planning and what you, the consumer, have grown to think you 
need to require of your financial adviser. I've met with hundreds, hundreds of families and 
asked them, "what is it that you want?" To make a long story short, they want some money in 
emergency funds, they like to have some income, and then they like to have some growth 
money. Really, to make it even more basic, they want to be okay if they live a long time. They 
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don't want to run out of money. They like their spouse and family to be okay if they die. They 
like to be able to cover emergencies. They like to be able to make it through an expensive 
sickness and not run out of money, and oftentimes, they like to leave behind an inheritance, 
which is where long life, short life, rough life, sick life, and into the next life come from.  

Well, let's just use this as an example. When we get to the income part of the process and they 
client needs $3,000 a month coming in like clockwork. I might say annuities do that better than 
anything else, and it's not that I like annuities better than anything else, it's that they do it better 
than anything else. They offer a guaranteed income no matter what the market does. So is that 
okay if we just put this much into annuity and purchase an income stream? 

Here's where the fun begins. The American consumer has learned to now say, "It's not enough 
that I'm going to get a paycheck every single month for the rest of my life no matter what happens, and I 
might leave the same amount of money I put in behind when I die or I might leave more or I might leave 
less, and I have access to the money in an emergency – I can take 10% out – and after a certain amount of 
time, I can cancel if I wanted to in order to move to a better product." That's not enough. People are 
not satisfied with just enjoying what the annuity does like they would with a car or with an 
airplane, but they say, "tell me how everything works." Alright. So if you are inclined to do that 
and jump into the process of trying to teach the inner workings of the annuity, if you open the 
hood and start to walk through every piece of the engine, or you take them into the cockpit of 
the annuity, talk about every single dial over and over and over again, what happens is that the 
consumer gets confused, that complexity freaks them out, they're trying to compare one annuity 
to another annuity with all of the inner features. They're comparing the caps, the participation 
rates, the stacking roll-ups, the annual resets, the liquidity features, the surrender penalties. Oh, 
my gosh! People get completely lost, and they don't need to because the reason it is purchased 
in the first place is to enjoy a paycheck just like the reason you purchase the car is to enjoy 
driving, and the reason that you buy a plane ticket to enjoy getting from one place to another.  

There's a problem here. I know that you've been damaged. That's the reason I wrote this book 
and then created my podcast. This industry is rotten. It's sick to the core. It is pillaging and 
raping you, scamming you, and ripping you off. You should not trust this industry. However, 
the answer is not to try to understand every single working part of every single piece, product, 
and strategy inside your financial plan. The answer is to find someone who's telling the truth 
and acting as a windshield for you, allowing you to see clearly so that you know you can get 
exactly what you want every time. You cannot have a simple financial plan. I've built what I 
think might be the simplest financial planning process in the industry. Maybe that's arrogant. 
Maybe it's not the simplest. I think it's pretty simple. You need three types of money: IN-Case, 
IN-Come, IN-Crease. You got to have a piggy bank, you got to have a paycheck, and you got to 
have some potential for the future. That's pretty damn simple, but we haven't even gotten into 
where the money goes. You might say, "I need $50,000 in my piggy bank. I need to use $450,000 to 
buy an income of $20,000 to $25,000 a year, whatever it is, that leaves $500,000 for my potential or my 
growth funds." But then when we start to shop for the annuity, it's actually very easy for an 
adviser to compare every annuity in the country. That's easy. It's easy to show the different 
places you could put your growth money as well; growth annuities, cash value life insurance 
with the minimum death benefit, managed money with the portfolio manager, real estate, gold, 
private loans, whatever it is. But if you go a step further and say, "I want to understand every 
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single thing, every part of every one of these places I'm putting money. I want to understand every single 
piece of this one and compare it to every single piece of all the other options." I promise you you'll get 
lost. You'll be paralyzed. Paralysis in this industry is rampant. People do nothing because 
they're so confused. Can you imagine how long it would take to buy a car if you tried to 
understand every piece of the engine on a Mazda 3 and then tried to compare each of those 
pieces to every piece of the engine of a Lexus?   

A great retirement does not come easily. There’s some work that you have to do, and that work 
consists of reading to understand some things you currently don’t understand fully. Fire the 
bad guys and move your money away from them. Make some phone calls to gather information 
you’re missing and wrap your head around some different concepts. It’s hard work but you 
only have to do it once and the payoff is HUGE. You don’t have to understand every single 
thing that's under the hood of every single piece of your plan. You need to know what you 
want. You need to know what each piece does so that you can know that you're going to be 
okay if you have a long life, short life, rough life, sick life, and into the next life. If you're 
wanting to leave $2 million behind to a loved one when you pass into the next life, you choose 
to use life insurance, which in my opinion is a tool that probably does that better than any other, 
and you have a guaranteed universal life policy where you pay X amount of dollars every 
month, as long as you do, someone gets $2 million when you die, that's enough. That is enough 
to understand.  

If you're an engineer and you want to dig further because you find it enjoyable, that's fine. If 
you're a regular person digging into every single piece of the inner working of each of the index 
crediting strategies, you can choose from you'll find it paralyzing and do nothing. The reason 
you mistrust the industry is because of the bad things that have happened in THE SECURITIES 
MARKETS and THE BANKING AND MORTGAGE SYSTEM. Stop taking your rightful 
mistrust of lying brokers and using it to say you cannot trust insurance companies.  Insurance 
companies did not let anyone down in 2001, in 2008, or 2009. There was no insurance company 
crash...it was a market crash. There was no insurance company meltdown...it was a mortgage 
meltdown. Insurance companies sell contracts, written contracts, with guarantees...why 
mistrust them because the investments you had WITHOUT CONTRACTS did not go well? If 
you pay your premium for life insurance, someone gets the exact amount of money you want 
them to get when you pass. If you buy an annuity you get a guaranteed income as long as you 
live. That’s it, you don’t need to understand every single detail under the hood, just drive the 
car, enjoy the shopping spree income every month, and know your family will be well taken 
care of, if you pass.   

When certified Retirement Renovators work with clients, we make it as simple as possible, but 
there has to be some complexity. Taking care of you no matter what happens in the world, no 

matter what happens in your life, cannot and will never be simple. If you're requiring 
somebody to give you a simple plan like one statement every month, one type of strategy, 

which is securities, and they just spread you all over the place, that is going to hurt you, hurt 
every generation after you, and stop us from solving world hunger in your lifetime...which we 
can do with JUST the lost money due to people staying with their crappy advisors because they 

like them personally.
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CHAPTER 12: 

Here we are, folks, last chapter of the book. We've gone through why the financial professionals 
need to repent and stop hurting people, stop steering people, stop hiding things from people, 
stop being addicted to the stock market because it pays them better, more consistently, and 
more money. We've gone over why you, the consumer, need to change your behaviors, needs to 
repent of your addiction to the stock market, of wanting it all to be about trusting and feeling 
good and liking your adviser, which will cause your family to suffer if you're not holding them 
accountable, how you need to repent of your need for it to be simple, how you need to repent of 
not doing the research, and not doing the work to study insurance companies and the safety of 
insurance companies, etc.  

We've covered a ton of the things that have got me so worked up, that have caused me to go 
into basically being a full-time author, full-time podcaster, whistleblower, industry consumer 
advocate, standing up against bad guys and bullies, challenging the entire industry and fighting 
on your behalf.  

Now, here's where the rubber hits the road. What should you do? Because the industry is not 
going to change quickly. It's not going to change overnight. You cannot wait 10, 20, 30 years for 
this industry to change. You need to be okay now. I'm going to teach you how to renovate your 
own retirement right now.  

Here's where it starts. Get a piece of paper and write down the total amount of the investable 
assets that you have. I'm not talking about equity on your homes. I'm not talking about the 
investments you made somewhere and some crazy private loan you could never get back if you 
ask for it. I'm talking about money that you can access and have choices of what to do with. For 
now, you need to ignore all surrender penalties. I know you might have an annuity that you 
just bought recently and said, "I'm never going to move that because it has a 10%, 15%, or 20% 
penalty" I want you to resist that temptation and just for now, I want you to list all of your 
investable assets, your nest egg, not real estate. So if you have money in an annuity, money in 
an IRA, money in a 401K, some money in the bank, and some CDs, write it all out and write 
down that total. I'm going to assume, just because it makes for easy math and it's an example I 
always use, I'm going to assume that you have $1 million. You might have $400 million, you 
might have $200,000. It does not matter. Write your total nest egg. That's step number 1. 

Step number 2, write IN-Case, IN-Come, and IN-Crease, or if you prefer piggy bank, paychecks, 
and potential, from left to right across the paper. We're going to decide how much money needs 
to go in each of these buckets. One is chosen, one is solved for, one is the left-over amount. Let's 
start with the one that you choose that's completely subjective. For your IN-Case accounts, I 
want you to speak with your spouse or just think to yourself, "What's the most expensive non-
medical emergency that I can think might happen in my life?" Now, the reason I'm saying non-
medical, you might know this but where you put your IN-Come money to get a paycheck 
(Annuities) and where you put the growth money most often (Annuities, Cash Value Life 
Insurance or Securities) you can either just get it because it's liquid or if you have a medical 
emergency bad enough to put you in a nursing home, like Alzheimer's, you have a heart attack 
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or a stroke, or you find out you're terminally ill, most of the time, any penalties or time 
commitments are going to be waived and you'll be able to get all the money back anyway, so 
preparing for medical emergencies is a different thing.  

Emergency fund, you're going to think of the most expensive non-medical emergency that you 
might experience. If you'd like to lean on my interviewing several other advisers in my field, the 
most expensive non-medical emergency we've been able to come up with is the cost of a new 
car or potentially a roof, so maybe $50,000 to $100,000 if the car and the roof needed to be 
replaced at the same time. But I want you to pick your number where you're saying, "I want to 
be able to get my hands on this much money no matter what, without asking permission, without any 
penalties if my roof or my car breaks." And I want you to write that number down under IN-Case 
or under piggy bank. For my example, I'm going to assume that that number is $100,000. I want 
you to go one step further and just divide this. Under IN-Case, I want you to write two things, 
from left to right, urgency, and then to the right of that, emergency.  

The urgency fund is the money that we're going to leave in the bank and you truly are saying, "I 
don't need to make any interest on this." It is purely about going to an ATM or driving to a location 
and getting it almost instantaneously within a day or two. Of the amount you chose for your 
IN-Case accounts, I want you to pick what you need to be available immediately in which you 
don’t need to wait 2-3 weeks to get it. Many families have chosen $5,000 to $10,000. In my 
example, I'm going to put $10,000. You pick whatever it is for you. If you cannot sleep without 
being able to get $30,000 overnight, fine write down $30,000 under urgency. If you're fine with 
$5,000, great. So in my example, I'm going to put $10,000 under the urgency fund which leaves 
$90,000 for the emergency fund. Right now, we're not talking where to invest the emergency 
fund, what product to buy, or where to store it. We're just saying how much do you want in the 
bank, how much of your portfolio or your nest egg do you want to be in the IN-Case account, so 
the piggy bank first. In my case, we've got $100,000 broken down to $10,000 in the bank and 
$90,000 is going to go somewhere else. Right now, we're not talking about where. 

All right, let's move on to IN-Come accounts. This one has a bit more complexity but I'm going 
to try to make it as simple as I can. I want you to think about when you retire, if you're younger 
or not retired yet, you're going to need to grab your Social Security statement. Go online to 
https://www.ssa.gov/myaccount/. Create an account if you don’t already have one. I believe 
they only send statements every five years now so this will give you up to date information. 
Take a look at what income you could have at age 62, 66, 67, 70 etc. Now either write down the 
Social Security income you currently have, both you and your spouse, or what it's estimated to 
be if you retire at the age want to. That's one number. If you have any pensions in your life, or 
you're going to have any pensions, I want you to write that amount down as well. So you have 
the Social Security income and then you have any pension income written down. For your 
pension, if you're still working, maybe you're going to end up with 70% of your last three year's 
salary as an example. You're going to do a little estimating or go online to your company's 
retirement planning website, punch the numbers in, and see what it comes up with. Come up 
with an estimate of what your income is going to look like when your paycheck goes away. If 
you're already retired, I want you to list what your steady income is right now. If you have 
rental income, you can choose to ignore this, which is more conservative because rent is not 
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guaranteed, or you can include it, which is more aggressive. If you want to be moderate, I 
suppose you could include half or 3/4 of it. You could pretend you have a lot of vacancies. But 
in my example, I'm just going to leave it out. I'm going to say the person has $4,000 a month 
income between both spouses. They have $3,000 a month Social Security, and they have $1,000 a 
month in pension, and that's step number 1 in solving for how much of your money needs to be 
in your IN-Come accounts. So step number 1 is the income that is coming in. You should have 
that number written down.  

Step 2, look at 12 months of bank statements. If you use multiple banks, you have to do this 
multiple times, but just look at your bank statements over the last 12 months and just add up 
the withdrawals. How much money came out? Add those numbers up, divide by 12. That's 
what you spend per month. Shocking right? Now, if you know for a fact that there was a major 
purchase that does not happen very often in the last 12 months, back that number out before 
you divide by 12. In my example, I'm going to say my family spends $6,000 a month. What you 
should have is the income you have coming in from guaranteed or steady sources, and the 
amount you spend to live the lifestyle you've lived over the last year. And by the way, if you 
don't like the lifestyle you lived over the last year, and you would not be happy with that 
lifestyle in retirement, add to your expenses number. This is your life; you can design it anyway 
you want to. Do you want $7,000 a month? Do you want $8,000 a month? This is your 
retirement. You've either saved enough money to do it or you haven't. So in my example, I'm 
going to say they spend $6,000. I'm going to say they have $4,000 a month in income and they 
spend $6,000 a month. So we need to purchase a $2,000 a month paycheck which is $24,000 a 
year.   

Here’s the fun part: in a book, I cannot run every single annuity in the country. It's not possible.  
If you are working with one of our certified Retirement Renovators, it’s easy...they’ll do it right 
in front of you. They go shopping WITH YOU rather than the bad guys who say “here’s what I 
recommend you do” and you have to blindly trust them. Your numbers will be different but let’s 
say the people in my example are both 66 and live in Hawaii. If I ask every Indexed Annuity 
with a Guaranteed Income Rider in the country, how much of these folks’ nest egg do they need 
to give you to buy a paycheck of $2,000 a month for life AND if they die early on all the 
remaining account value goes to their beneficiaries (you probably don’t want the annuity where 
the insurance company keeps the money you put in).  Here’s what I get back: 

Now, this is BEFORE applying advanced annuity income design strategies 
like laddering or withdrawal strategies, which could take this premium 
amount down below $400,000.   

Look at what this software that we use just did for you, how much time and 
headache it saved you, and how helpful it is in avoiding mistakes. Take a look 
at this line from the report: 
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How long do you think it would take the average retiree to reach 84 product brochures then do 
the math to calculate the 207 different ways those riders could be paired with each insurance 
company’s products? How many people do you think are receiving less income than they 
deserve because their advisor did not use this software, hand them the report, or let them see 
clearly just like a windshield? I would estimate the majority of annuity income rider owners are 
receiving 20-40% less income than they deserve and we could solve world hunger with just the 
amount they are losing being in the wrong product. But the sloppy agent got paid because they 
seemed “trustworthy”. Stop trusting people. Don’t look for someone to trust, look for someone 
who respects this industry and allows you to see clearly to make your own decisions. You are a 
genius when you see clearly.   

I don’t know your age, which drives the amount you have to pay for this paycheck. But if you 
are not both 66 living in Hawaii, I want you to have some numbers, some understanding in how 
this works. It's probably going to get better once you end up talking to a certified Retirement 
Renovator or other qualified advisor. So for now, even though these numbers are just educated 
guestimates, if you're aged 50 or under, you're going to use 4%. If you're aged 50 to 65, you're 
going to use 5%, if you're 65 and older, you're going to use 6% – very, very basic rules of thumb. 
These are not totally accurate. It's probably going to be better for you but I want you just to see 
how this works and to have some type of financial blueprints. You're going to take your income 
need (expenses), minus your steady income (SS plus Pensions), and multiply by 12 to get an 
annual income shortage.  

If you are 45 and short $12,000 a year, divide $12,000 by .04 (4%) and you will see you’ll need to 
pay about $300,000 to buy this paycheck. With laddering and other advanced strategies, that 
number will probably go down in the final design, but I want you to be able to build your own 
plan BEFORE ever seeing an advisor.   

If you are 55 and short $18,000 a year, divide $18,000 by .05 (5%), and you will see you’ll need to 
pay about $360,000 to buy this paycheck. In the final design you will probably need less. 

If you are 65 and short $30,000 a year, divide $30,000 by .06 (6%) and you will see you’ll need to 
pay about $500,000 to buy this paycheck. In the final design you will probably need less. 

This is not an investment. This is like buying a car. You buy a car to get places, not because it's 
going to be worth more when you die than when you bought it. We don’t buy cars or income 
annuities for appreciation or rate of return. It is the exchange of money for something valuable 
in your life. It is not an investment. It's not about future growth. As a matter of fact, with 
annuities, even if they run out of money, you still get paid as long as you can live. This has 
nothing to do with the account value. Most of the 401Ks and IRAs exist because they took away 
the defined benefit plans anyway and the defined benefit plans. All you're doing is buying your 
own defined benefit plan. You're buying your own pension. You earn a pension one of two 
ways. You either earn it by working for 30 years and your company buys it, or by saving for 30 
years and then buying it yourself. They're exactly the same. So you're solving for how much of 
your nest egg needs to go into annuities to create the paycheck you need to know that you're 
going to be okay and live the lifestyle you want no matter what the market does. You do not 
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judge this number. You do not say, "Wow! That might be too much to put into annuities” which is a 
ridiculous comment made popular by the companies that lose their high incomes when you 
move money from securities to annuities they are not allowed to sell. Don't judge it. Just write it 
down. It's probably going to get less expensive than this number anyway, and that's fine. Be 
conservative. Have a number that's too high. It’ll be fine. So my family now looks like this: 
$10,000 in the bank, $90,000 in emergency funds somewhere. After applying a few advanced 
laddering and withdrawal techniques, they will only need about $400,000 in their IN-Come 
accounts, their annuities, their paycheck. Your number is going to be different. If you're 
spending $3,000 a month, and your steady income is $1,500 a month, you're going to have a 
different number than I do, but you should have some chunk of money written in here.  

Now, the third bucket is the easiest because the first one you chose is subjective, whatever 
makes you comfortable. The second one, we solved for. The third one is the leftover money. My 
client started with a million. We put $100,000 in into their piggy bank. We put $400,000 into 
their paychecks. So that's $500,000. A million minus $500,000. They have $500,000 left over for 
growth strategies or strategies with potential designed to keep up with inflation, maybe cover 
medical expenses, grow the estate – whatever. It's the play money. This is the money you can 
take risks with because your paychecks are taking care of by the paycheck accounts. So my 
clients have $10,000 in the bank, $90,000 in emergency fund, $400,000 in some type of annuities,
and $500,000 in growth strategies.  

My final plan looks like this (yours will just have different numbers and no choices for where to 
put the money yet): 
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Where should my clients put the $500,000 IN-Crease or Potential Money? ANYWHERE THEY 
WANT TO! When your bills are paid every month by a magic shopping spring tree, where you 
spend the money and it shows up again every single month, NOW AND ONLY NOW do you 
have any business looking at strategies with risk involved. Some common choices are: 

● A real money manager. Not a retail mutual fund salesman but a real money manager
who keeps the fees low, shows you their performance and beats the S&P 500.  It took me
nine years to find one.

● Growth Annuities. If you’ve not hit the 75% of your investable assets maximum then
you can consider growth annuities which have NO FEES, NO LOSSES and at the writing
of the book average about 5%-6.24% per year

● Indexed Universal Life Insurance with Minimum Death Benefit and Minimum
Commissions. I’ve built these for eleven straight years, and work with hundreds of other
agents, and I can tell you this is almost impossible to have built properly for you.  If it is
built properly, which all of our certified Retirement Renovators know how to do,
nothing beats it over the last 30 years. What’s better than stock like returns over 30
years? Tax-Free stock like returns that come with a two to three times death benefit,
lower fees, the ability to borrow against it, and often times money for long-term care.

● Real Estate, Micro lending, Life Settlements, Gold...whatever you want. This is growth
money.
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What do your numbers look like? These are your financial blueprints. If you don’t have this 
BEFORE you go talk to an adviser, you're already in trouble because they're going to tell you 
what you should do. Nobody knows what you should do better than you. If you want to be able 
to live the lifestyle you're currently living, and your choices are to buy a paycheck or gamble 
your entire lifestyle having some joker tell you to put $30,000 in the bank and the rest of it in 
some diversified portfolio of stocks, bonds, and mutual funds so they can make steady 
paycheck on you. That's the allowable malpractice this industry condones and rewards. No one 
gets paid as well as the crooks in this industry.  The worse your financial plan, the better the 
advisor is getting paid.  Put me on TV with ten of them and let’s test it. They are allowed to do 
that. We can actually get in trouble if we don't talk to you about your need for life insurance 
and help your family be taken care of if you die, but if we completely skip your need for a 
paycheck, and just stick you in a diversified portfolio of risk, risk, and more risk, we don't get in 
trouble. It's absolutely shameful for this industry to allow that. 

So you now have a set of financial blueprints. You have what I call a G.R.E.A.T financial plan.  
Once you’ve built your Financial Blueprints the next step is to talk to somebody who does not 
focus on trying to impress you, doesn't try to get you to trust them, doesn't try to distract you 
by spoiling you rotten with gifts and a fancy office, and fancy car, fancy clothes, but rather sees 
themselves as just a windshield, just a teacher, just a partner of yours helping you see what each 
of your options are for your emergency fund, looking at every single annuity in the country and 
showing you which one, two, or three are the best, or maybe how to get an extra 10%, 20%, or 
30% income out of the number one annuity using a laddering and withdrawal strategy. 

If you need help from this area, you can get on my waiting list. Go to www.JewettWealth.com 
or you can go to www.TalkWithCharlie.com and get on my waiting list. I have a growing team 
of certified Retirement Renovators throughout the country who have gone through the most 
rigorous training available from any certification, and have the highest level of accountability 
and quality control from any certification. Being a part of this team is not easy, and sometimes 
not fun, as my members are required to do what’s right by you every single time no matter 
what it pays. They have to be proficient in The Three Types of Money, The Five Lives of Retirement 
and all five areas of MERIT Planning (Mortgage Planning, Estate Planning, Retirement Planning, 
Insurance Planning and Tax Planning). I don't know how long you’re going to have to wait for 
an appointment but it's worth it.  

If you want to try to pick your own person, and take your blueprints to them, and just cross 
your fingers that they're going to do right by you, that is your choice. It often does not work out 
well. You can go to my website www.JewettWealth.com. I have a service where you can pay me 
to review what the other adviser is recommending, and I will make them do what is right by 
you.  

Right now, as it stands in the industry, you still have to use an insurance agent or an investment 
adviser to finally get the pieces of your plan that you need, and so I want you to be able to be 
protected, to see clearly and to be treated the way you deserve to be treated, not manipulated, 
deceived, and steered into something just because somebody sells it to you. You cannot 
accomplish the goals you've laid out here by going to a captive insurance agent, captive 

http://www.jewettwealth.com/
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insurance company, or a stock broker. They do not have the tools to do what's best for you. 
They are not going to be comparing every annuity, every insurance contract, every money 
manager in the country. I wish they were but it's just not possible. You will be limiting yourself 
if you don't use an independent fiduciary, who's a broker and able to sell you all of the products 
that are available in the country. and just work for you regardless of what the commissions are. 

So that's it folks. We're going to stop right there. Once this plan is built, you can use the five 
lives of retirement to stress test it and make sure your family will be ok no matter what 
happens. I hope you enjoyed this book. The time is up for the brokers who have been steering 
you wrong and hurting you. This industry is going to change and I’m declaring myself the 
paddle to spank this industry for what they’ve done. I'm calling everybody to repent. The 
advisers need to repent for what they are doing to retirees. If they don’t they need to know my 
team is coming after their clients. The consumer needs to repent as well. In my books and the 
Renovating Retirement Podcast on iTunes, I'm going to teach you everything you need to know. 
I'm going to give you the tools. I'm going to show you what to do and how to hold these guys 
accountable.   

Vote with your money and fire the bad guys. Punish them for what they’ve done, improve your 
retirement and solve world hunger.  How’s that for a successful renovation? 

For updates and more information, you can follow me on Facebook at 
www.facebook.com/RenovatingRetirement/  

Twitter @reno_retirement 

And my website at www.JewettWealth.com/Renovating-Retirement/ 

http://www.facebook.com/RenovatingRetirement/
http://www.jewettwealth.com/Renovating-Retirement/



