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6 | It’s Not About the Money

WIRED TO WANT

All beings in nature have a biological imperative to survive. Without this 
imperative, they die. A tree grows toward whatever available sunlight is 
piercing through the forest canopy. Whales migrate thousands of miles to 
birth their calves in the warm Sea of Cortez. A human baby screams with 
hunger until she is fed. Without this inherent drive for survival, living or-
ganisms would die and evolution would cease altogether.

This drive is the very core of our wanting. Our physiology is wired to con-
stantly deliver messages about what threatens us and what will make us more 
likely to survive, more secure. We naturally want to eat until we are no longer 
hungry, and usually a fair way beyond that. Our skin senses a drop in temper-
ature, and we want to be warmer. Pain and suffering, or even mild discomfort, 
are taken as warning signs that our very survival may be threatened.

Nothing in modern society is as closely tied to our survival as money. 
Is it any surprise that when we fi nd our-
selves wanting to buy a new pair of jeans, 
a portable DVD player, or a vacation we’ve 
been longing for, we exclaim, “I’ve just got 
to have it!” as though our very survival 
depended on that one purchase? Even 
though our rational minds know it isn’t the 
case, the Wanting Mind attaches a certain 
life-or-death urgency to objects we crave. 
In fact, we often can’t get something we 
want out of our minds until we’ve bought 
it. This is the same kind of focus and in-
tention that was biologically programmed 
into us over millions of years. But today, 

this physiological, refl exive response is carried over into all but the most 
mundane purchases we make.

Wanting more is a universal phenomenon. If you pay attention, you’ll 
fi nd that there isn’t a whole lot you can do to stop this desire—you just go on 
and on wanting material things or better emotional states, wishing the  people 
around you were different or that the weather were a bit better, or wishing you 
were less stressed out, more generous, or kinder. There is no way out when we 
are seduced by our mind’s endless chatter for more, better, bigger, faster.

“When you begin to really 
understand how wired 
you are to want pleasure 
and to want to avoid 
pain, that sort of basic 
instinctual wiring—when 
you start to see through 
that clearly, you begin to 
take it less personally.”

—Wes Nisker, 
meditation teacher
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The Nature of Mind | 7

I recall a retired dentist who sat at our conference room table at Aba-
cus. Sporting a polo shirt and khaki pants, he looked down through gold-
rimmed reading glasses at his portfolio report. It clearly showed that his 
original $4 million net worth had grown to almost $8 million in just 
under fi ve years. He looked up at me and said matter-of-factly, “I know 
that I’ll feel truly fi nancially independent when I have $15 million. That’s 
my number.”

To those who have less money than this dentist, his statement probably 
seems absurd. “I wouldn’t be saying that if I had eight million!” you might 
retort. It is quite easy for us to peg others as having extreme desires. But in 
labeling others, we may miss the ways in which our own interactions with 
money are almost always motivated by a desire to move beyond our innate 
sense of scarcity and insecurity.

The numbers really don’t matter. The truth is that we all have the ex-
perience of “not enough” thousands of times every day. In fact, many of 
the thoughts that arise in your mind have a component of “not enough,” 
and each of these thoughts wants you to do something, to change your 
experience in some way. Our thoughts are con-
stantly telling us, “This moment, just as it is, 
is not enough, and so I want .” 
Underscoring every thought is an outcome that 
the mind believes will make us happier or more 
secure.

IF ONLY

Almost everyone I’ve ever met, whether rich or poor, has at one time in 
their life had an experience of not having enough money. For some  people, 
the most horrifi c experience of their life involved the family running out of 
money just before the rent was due and going through the trauma of be-
ing evicted. For others, there were feelings of social inferiority in school in 
the face of kids who could afford better clothes, vacations, or cars. Because 
these experiences are so painful, many  people compensate by making sure 
they will always have more than enough money in their lives. Even  people 
who seem to have enough money fi nd their inner thoughts focused on their 
fi nances, on how things could be even better. Just like all our thoughts, 
those that concern money are almost always targeted at rejecting our present 
experience. Do any of the following examples sound familiar?

“There is never 
enough in the 
world to satisfy the 
dissatisfi ed heart.”

—Christina Feldman, 
meditation teacher
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INTRODUCING THE ARCHETYPES

No matter who you are, you come to your fi nancial life with remarkably 
unique life experiences, all of which have conditioned you to respond to 
money in particular and sometimes peculiar ways. Your life experiences 
caused you to develop certain fi nancial beliefs and habits and to avoid oth-
ers. The good news is that you are not alone! In my professional work with 
 people from all fi nancial walks of life, I have noticed that although the details 
of  people’s behaviors and problems are unique, there are great similarities 
among certain groups of  people. Drawing on the work of various teach-
ers, mentors, and philosophers, as well as my own observations, I’ve created 
some broad defi nitions of these groups, or archetypes, so that  people can 
learn from others who have gone through similar experiences.

Archetypes can be thought of as energies within us. They are not per-
sonal but more like collective patterns that are manifested within us and 
recognizable in others. The value of defi ning these archetypes is that they 
give us a basis for understanding 
how we got the fi nancial life we 
have today, as well as a plethora 
of tools with which to create the 
fi nancial life we most want.

To this end, the coming chap-
ters defi ne eight of the most com-
mon sets of behaviors and beliefs 
about money. These Core Story 
archetypes can help us to identify 
the powerful internal forces that 
affect us in our daily lives. If you 
haven’t yet identifi ed your personal Core Story, read on. These archetypal 
forces, which are so ingrained in our culture and personalities, can affect us 

“All of our conditioning is to get 
away from the hole, the abyss of 
being human. We avoid facing 
this edge in complex, myriad 
ways. A whole lifetime is spent 
in avoiding because it feels like 
death, and the whole organism 
is designed to avoid death.”

—Gangaji, spiritual teacher
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40 | It’s Not About the Money

in balanced, healthy ways as well as in unhealthy ways. As we’ll see, there 
is no getting rid of our predominant archetypes, but it is certainly possible, 
and fundamental to a fulfi lling fi nancial life, to cultivate a healthy balance.

Coming chapters will teach you strategies that can strengthen the desir-
able qualities of the archetypes already present in you, and awaken dormant 
archetypes. Many of the most successful  people I know are a combination of 
at least three or four types; in fact, everybody is a combination of more than 
one. One or two are probably dominant, perhaps even in a power struggle. 
Depending on our past conditioning and current circumstances, certain 
patterns emerge or even erupt suddenly, while others recede into the back-
ground.

In my opinion, the optimal human being would be balanced among all 
eight of these archetypes. Who wouldn’t want to be the person whose fi nan-
cial life was experienced as secure and abundant, pleasure-fi lled and joyous, 
powerful and creative, self-suffi cient, signifi cant and worthy, relaxed, gener-
ous, and compassionate? Chances are you’ll fi nd yourself and your behavior 
when it comes to money in at least one of these archetypes:

• THE GUARDIAN is always alert and careful.

• THE PLEASURE SEEKER prioritizes pleasure and enjoyment in the 
here and now.

• THE IDEALIST places the greatest value on creativity, compassion, 
social justice, or spiritual growth.

• THE SAVER seeks security and abundance by accumulating more 
fi nancial assets.

• THE STAR spends, invests, or gives money away to be recognized, 
feel hip or classy, and increase self-esteem.

• THE INNOCENT avoids putting signifi cant attention on money and 
believes or hopes that life will work out for the best.

• THE CARETAKER gives and lends money to express compassion and 
generosity.

• THE EMPIRE BUILDER thrives on power and innovation to create 
something of enduring value.
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The Eight Financial Archetypes | 41

Learning about these archetypal energies and patterns gives you the in-
sight and power to change. This is not intended as a system to objectify, di-
agnose, or limit yourself or others. It’s not so important that you peg yourself 
as one or two of these archetypes—you may recognize parts of yourself and 
other  people in all eight. For instance, we all worry to some extent when it 
comes to money, so we all have some Guardian in us. We all experience the 
pleasure of buying things, so all of us are familiar with the Pleasure Seeker.

In real life, however, we usually lean too much in one direction. We fi x-
ate on one set of beliefs and strategies—one archetype—in response to our 
particular life experiences. It is most often the  people who fi nd themselves 
fi rmly rooted in just one or two archetypes who feel the least freedom to 
choose and create the fi nancial lives they want.

In addition,  people are imbalanced to varying degrees within each ar-
chetype. Even though behaviors may manifest in imbalanced ways in our 
adult lives, there is something very intelligent at the source of each arche-
type’s coping strategy. For example, a dysfunctional Saver might be penny-
pinching or saving much more than he or she needs to, but at heart this 
person is focused on fi nancial self-suffi ciency, which is a reasonable goal. 
What follows is a list for each archetype with a few words describing its 
lower-functioning attributes, or pitfalls, as well as its higher-functioning at-
tributes, or gifts:

ARCHETYPES

The Guardian

The Pleasure Seeker

The Idealist

The Saver

The Star

The Innocent

The Caretaker

The Empire Builder

PITFALLS

Worry, anxiety

Hedonism, 
impulsiveness

Distrust, aversion

Hoarding, penny-
pinching

Pretentiousness, self-
importance

Avoidance, helplessness

Enabling, self-
abandoning

Greed, domination

GIFTS

Alertness, prudence

Enjoyment, pleasure

Vision, compassion

Self-suffi ciency, 
abundance

Leadership, style

Hope, adaptability

Empathy, generosity

Innovation, decisiveness
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74 | It’s Not About the Money

MY HANDS ARE EMPTY

Plum Village is a lovely Buddhist community in the Bordeaux region of 
France. Founded by the Vietnamese monk Thich Nhat Hanh, it is set 
among lush forests and rolling green hills and provides a permanent home to 
about three hundred monks and lay practitioners.  People come here for re-
treats and to learn to practice Buddhist principles. On one such retreat I had 
the opportunity to speak with Brother Phap Ang, a former engineer from 
Vietnam who had been educated at some of the top schools in the United 
States before giving up a successful career to become a monk. For over forty 
years, Ang has lived a simple life devoted to prayer and meditation. Like all 
Buddhist monks, he abstains from alcohol and remains celibate. He does 
not own anything. As I sat with this unassuming man, I couldn’t help but 
ask him about how money worked at Plum Village.

He answered readily, explaining that the  people who lived at Plum Village 
had no possessions but were given forty euros for spending money per month.

“And what do you spend that on?” I asked him, calculating that this 
amount was less than some American families dole out in allowance to their 
school-age children every week.

A DAY OF REST

Pleasure Seekers need to make a paradigm shift, fi nding different ways 
to experience pleasure in their daily lives. Rabbi Harold Kushner, author 
of many best-selling books, including When All You’ve Ever Wanted Isn’t 
Enough: The Search for a Life That Matters, reminds us of the importance 
of taking a day of rest from wanting. Many religious traditions have a sab-
bath, which can also be a time to take a break from money. Try this: once 
this week, whatever day you choose, commit to twenty-four hours in 
which you will not handle money in any way. Buy groceries ahead of time; 
pay your bills another day. Avoid handing out cash or using credit. But 
this should not be a day when you become an ascetic. Find other ways to 
enjoy life. Why not play with a child, get out in nature, listen or dance to 
music you already own, or read a great book? Whatever it is, fi nd sources 
of pleasure that don’t require you to transact. There are many ways to 
feed your senses without ever spending a dime. Be creative!
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He paused to consider the question. “Oh,” he said. “I might spend a few 
euros in town on this or that.” But he usually has a lot left over each month, 
which he gives to orphanages and schools in Vietnam that Plum Village 
supports. His attitude toward money is simple: “I don’t keep it. So most of 
the time, my hands are empty.”

I sat, considering his words. I was struck by the fact that the inhabitants of 
Plum Village had little money, and yet what they received they gave away. They 
seemed to me to be the happiest  people I’d ever seen. As they sat in silence, not 
doing anything in particular, they simply beamed from deep inside.

What was their secret?
The answer, Brother Ang explained, was that they had learned to “be 

with one thing.” Although they don’t drink alcohol or have sex, they are by 
no means sensorily deprived. They pay attention to one thing at a time. If 
they walk, they pay attention to the path in front of them, the trees they 
encounter along the way, or the fl owers. I got a taste of this at Plum Village. 
When you walk there, you pay attention to one thing at a time, not a hun-
dred things at once. Sitting down in the forest, you feel the wind on your 
face, smell the spring essences, the dampness of the soil, the oaky mustiness 
of the trees. Indeed, I experienced as much sensory pleasure in the week I 
was there as I had in years.

ONE THING AT A TIME

You don’t need to go to a remote village in France to have this kind of 
epiphany. In your everyday life, learn to resist the mind’s tendency to jump 
and shift, seeking a better experience through things you buy or do. When 
you eat a meal, chew your food a little bit longer, and don’t talk. When 
you walk through your city or town, pay attention to your breathing, and 
notice how your senses respond to the  people and things you encounter. 
When you talk with someone, listen deeply, noticing their expression, their 
words. When you do something, “be with it”—give it your full attention, 
putting aside for a time all thoughts of what’s next on your agenda. Allow 
your senses to relish the world around you, just as it is. When your experi-
ence is pleasing to the senses and you give it your full, undivided attention, 
the joy you experience will be multiplied many times over. Full attentive 
presence enhances pleasure in a way that money never can.
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In the World and of It | 189

have had. If you can’t remove this subjectivity on your own, a professional 
advisor might be just what the doctor ordered. For some, trying to follow 
their own fi nancial and investment plan is as diffi cult as trying to perform 
psychotherapy on oneself—there’s just too little objectivity.

Bottom line? Use a pro or some other objective third party to temper your 
emotional impulses.

WHEN THE PAST DOES NOT EQUAL THE FUTURE

As we saw in the coin-fl ipping example above, there are always better-per-
forming stock-pickers and worse-performing stock-pickers, whether we’re 
looking at actual money managers with their computers and MBAs or coin-
fl ipping monkeys. As the following chart shows, even if you employed a 
strategy of buying the top thirty performing funds over a historical fi ve-year 
period, the likelihood is that none of them would be among the stellar per-
formers in the subsequent period.

This chart shows us that of the thirty top-performing funds in the pe-
riod from 1991 to 1995, a full seventeen (57%) dropped into the bottom 
quartile (the quarter of all funds with the worst performance) between 1996 
and 2002. Only 13 percent, or four funds, were even in the top quartile, 
even after their stellar performance in the fi rst time period.

1991–1995

Subsequent Performance of the Top Thirty Mutual Funds

Source: Micropal™ (excludes international, balanced, and specialty funds).

1st Quartile

2nd Quartile

3rd Quartile

4th Quartile

1996–2002

13%

13%

17%

57%

Top 30
mutual funds
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(Just in case you’re wondering, look-
ing at ten years of historical performance 
rather than fi ve doesn’t provide better re-
sults. In fact, the winning managers tend 
to drop even further.)

Bottom line? Great past performance is 
not predictive of better-than-average future 
performance.

DOING GOOD AND DOING WELL

Some of you may be cringing at the thought that a book on conscious 
investing would suggest that you buy the S&P 500, given that it includes 
several companies that social activists deem to have dismal environmental 
or workers’ rights records, or whom our court system has forced to pay huge 
damages for intentionally trying to get our kids addicted to nicotine. There 
are indeed too many examples of companies that build products that many 
 people believe are useless or even harmful, as well as wealthy investors who 
enhance their fortunes at the expense of others. In the mid-1980s, socially 
responsible investing (SRI) began to become a large-scale movement in the 
investment markets, with major players like California Public Employees 
Retirement System (Cal-PERS) and large university endowments decid-
ing to withdraw their investments from companies that still did business 
in South Africa, which at the time was led by the Nationalist government 
and its racist system of apartheid. Mutual funds began to spring up with 
a variety of social screens, including funds that avoided investing in South 
Africa, tobacco companies, and environmental polluters, to name but a 
few. Though these mutual funds broke new ground by incorporating their 
shareholders’ values into the investment management process, they unfor-
tunately exhibited the typical behaviors that have hurt investors’ perfor-
mance for decades, including subjective stock-picking, high expenses, and 
tax-ineffi ciency. In other words, doing good came at the cost of doing well 
fi nancially.

In 1991, Amy Domini, a former stockbroker who was one of the earli-
est proponents of SRI, combined passive indexing and social screening and 
created the fi rst socially screened index fund, the Domini Social Equity 
Fund. Then, in mid-2000, Vanguard teamed up with Calvert to offer the 

“To buy when others are 
despondently selling and 
to sell when others are 
greedily buying requires 
the greatest fortitude 
and pays the greatest 
reward.”

—Sir John Templeton
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refi nanced the mortgage, or sold it. Compared to the information readily 
available on stocks, there’s just a lot less data fl owing into one’s brain when it 
comes to home ownership. If the newspaper 
or TV news told you the value of your home 
as often as it does your stocks,  people would 
likely exhibit very similar fi nancial behaviors 
with their homes as with their other assets.

The other retort to my statement about 
every investment losing money at some 
point could be that if you invest in CDs, 
they never lose value. But this leaves out the 
effect of taxes and infl ation. If you earn 5 
percent on a CD and then pay 25 percent 
tax on that return, you’re down to 3.75 per-
cent. Higher tax brackets would reduce your 
after-tax interest rate even further. What’s 
more, cost-of-living increases have averaged 
3–4 percent over the long term, depending 
on which basket of costs you’re counting. In 
the case of our CD investor, then, he might 
actually be losing real purchasing power, 
slowly but surely, even though he believes 
he’s in a no-risk investment.

Bottom line? The more risk you’re will-
ing to take in the short term, the greater the 
chance that you will have enough to fund your 
long-term goals. In the last hundred years in 
the United States, there have been virtually no ten-year periods and abso-
lutely no fi fteen-year (or longer) periods in which stocks have underper-
formed bonds, so if your goal is that far out (and most are), you’re taking 
far less long-term risk by having a portfolio that is tilted to stocks and real 
estate rather than bonds. To put it another way, would you rather face the 
upset stomach of seeing your portfolio decline 25 percent next year and 
staying invested or the emotional distress of running out of money in your 
eighties or nineties?

The following graph illustrates how both the upside and downside risks 
decline the longer we are willing to stay in an investment. (Note that for this 
table, I’m using the S&P 500 for stocks.)

“There’s one interesting 
piece of research 
around on behavioral 
tendencies—it should 
be put into a little red 
book and circulated to 
everybody. This says 
that  people who trade 
a lot, on average, gross 
the same amount as 
everybody else. And 
net, of course, they do 
a lot worse, because 
excessive trading leads 
to excessive fees and 
costs.”

—Dr. Harry Markowitz, 
Nobel Prize–winning

 economist
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ASSUMPTIONS

Desired value of gift: $10,000

Cost basis in her assets: $0*

Capital gains tax rate: 15%

Income tax bracket: 25%   

  DONATE CASH  DONATE THE ASSET

Sale of asset: $11,765   $10,000   

Capital gains tax (15%):  ($1,765) $0

Amount donated:  $10,000   $10,000

Charitable deduction (25%):  ($2,500)  ($2,500)  

Net cost of donation: $9,265   $7,500   

This shows that it effectively would have cost my client about $0.93 
for each dollar had she given cash, but only $0.75 for each dollar of the 
highly appreciated asset she gave. This means that she could give about 25 
percent more in highly appreciated assets than cash with the same net after-
tax effect. You might retort that she didn’t need to sell the asset, and so she 
wouldn’t have paid the capital gains tax. But she (or her heirs) may well sell 
one day. And many  people will die with highly appreciated assets in their 
estates. If they’re subject to estate tax, the rate will likely be much higher 
than the capital gains tax rate, making the comparative value of contribut-
ing the appreciated asset even greater. If your cost basis is above zero, you 
will still likely be better off than if you gave cash. Basically, the lower the 
cost basis the better.

If the asset you own is much more valuable than the amount you’d like 
to give to charity in one specifi c year, there is an alternative, called a donor-
advised fund. With a donor-advised fund, you are able to donate cash or 
other assets into the fund, which is usually administered by a local com-
munity foundation, and then slowly distribute your charitable funds over 
time, at a pace that is comfortable to you. This is much more convenient if, 

* Note: The cost basis is almost never zero for an asset we bought as an investment, but 
can often be zero for stock inherited or gifted a long time ago or for fully depreciated real 
estate.
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for example, you are thinking of selling a piece of real estate, a business, or 
another less liquid asset and don’t want to donate the whole amount at one 
time (if, for example, the piece of real estate is worth $500,000, but you only 
want to give away $25,000 a year). See page 264 for more.

WHAT’S YOUR CAUSE?

Each of us is touched by different causes, which is why philanthropy takes 
on such a wide variety of expressions.

Some of us are most moved to protect the environment. With the United 
States consuming 26 percent of the world’s energy—especially in fossil fuel 
use—and the average American consuming 270 pounds of meat per year, 
environmental degradation is rampant.

Some of us are most touched by the arts or music and wish to support 
those causes. In the past fi ve years, public funding for the arts has declined 
by over 60 percent, but solid research has shown that arts education greatly 
enhances learning across the disciplines, especially for children from low-
income backgrounds.

Others are moved to help end global poverty. Three billion  people in 
the world live on less than two dollars per day. A full 640 million children 
do not have adequate shelter, and 400 million children do not have access 
to safe water.

Religious
Organizations

60%

How Americans Give

Human Services 9%

Social Welfare 2%

Arts, Culture, 
& Humanities 3%

Other 14%

Education, Health, 
& Science 13%
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Still others are moved to give closer to home, either in our own com-
munities or our own families. And as the chart above shows, the vast major-
ity of giving is to religious institutions, many of which give in turn to such 
causes as protecting the environment, eradicating poverty, and supporting 
the arts.

CREATE YOUR PERSONALIZED GIVING POLICY

Whatever our causes are, and no matter how much we have to give, it 
is often helpful to form a giving policy, which is a written plan that de-
scribes the following:

 1. To whom you’re going to give (including either specifi c names of 

charities or general causes to which you’d like to give),

 2 . How much you’re going to give to each one each year (in money 

or time), and

 3. Whether and how you’re going to measure the effectiveness of 

your giving.

As a start, write down all the causes that you’ve ever given to. In 
addition, focus on causes or  people whom you have felt most touched by 
in your life. If you “ran the zoo,” what would you change in the world?

Make sure to leave some percentage—between 10 percent and 
50 percent of your annual giving budget—for spontaneous gifts. If you 
have Caretaking tendencies, this document will help you instill more 
discipline in your giving process and not overgive. When new causes 
or  people ask for your help, you can agree to put them on your list 
for next year, or fund them from your spontaneous giving budget. If 
you are a Saver and tend to hoard your resources, this document will 
empower the inner voice that is suggesting you loosen up a bit with 
a concrete giving plan. (See p. 263 for further information on how to 
fi nd out what percentage of your gift will ultimately reach the  people 
you want to benefi t.)
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DEBT REDUCTION SER VICES

Consumer Credit Counseling Ser vices (CCCS) is a nonprofi t organization 
that will help you renegotiate all your credit card and other debts into one 
monthly payment. They are often able to obtain reductions in interest rates 
and minimum payments from fi nancial institutions, who are willing to offer 
those reductions knowing that they are likely to get back more of their money 
because you’re receiving help and advice. No matter how bad your situation 
is, CCCS has likely seen worse (www.cccsintl.org or 800–273–2227).

DONOR-ADVISED FUNDS

Donor-advised funds are similar to a charitable foundation, except that they 
are much easier to set up and maintain. These funds, generally run by com-
munity foundations or fi nancial ser vices organizations, allow you to donate 
cash or securities today but give the money to the end-recipient charities 
over time. Let’s say you have $10,000 in stock you inherited from your late 
grandmother that you’re not attached to keeping. However, you’re not quite 
ready to give away $10,000 this year. A donor-advised fund will allow you 
to effectively fund in advance several years (or decades) of your charitable 
giving and receive the tax deduction today. You can generally give your fund 
any name you wish (for example, the Fillmore Family Charitable Fund), 
and some give you a choice of how the funds are invested. Go to www.
BrentKessel.com for more information or check out the Schwab Charitable 
Fund (www.schwabcharitable.org/scf) or the Giving Back Fund (www.giv-
ingback.org).

CHARACTERISTICS OF AND PRACTICAL RECOMMENDATIONS 

FOR EACH ARCHETYPE

The Guardian 

CASH FLOW AND BUDGETING Some Guardians keep meticulous records of 
their spending, keeping track of what categories have gone up or down. 
They are analytically astute, which leads them to live within their means. 
Other Guardians use “retail therapy” to calm their nerves, allowing short-
term relief to take precedence over long-term sustainable well-being. 

To relieve yourself of the hyperalertness you think is compulsory, set up 
a system to alert you if your situation deteriorates. If things get to a point 
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where action might really be required, you will be alerted; until then, you 
need not concern yourself. For example, hire a bookkeeper (or buy a bill-
paying program like Quicken or Microsoft Money) so that you can be alert-
ed by an outside party when you are not meeting predefi ned goals (i.e., when 
your expenses exceed your income in a calendar quarter). If you can’t afford 
these measures, write down the major thresholds that you feel will require 
you to take action. For example, you might feel that if your investments 
have underperformed a major index (like the S&P 500) over the past three 
years or have had negative returns for two years in a row, it’s time to make a 
change; or if you accumulate more than $10,000 of debt to get through job 
training, you’ll get a night job to supplement your income. These types of 
rules, along with the internal practices recommended in the Guardian chap-
ter, will allow you to focus your time and energy on calming and rejuvenat-
ing activities. Schedule these activities so that they also become automatic!

INVESTING Many Guardians tend toward ultraconservative investing, or 
they bounce around between different investment vehicles in an attempt to 
avoid losses. For these reasons, they often earn a subpar return, which ironi-
cally increases the chance that they might really have something to worry 
about in the future.  

Follow the recommendations in chapter 12 about long-term investing. 
The best investment program for the Guardian is one that requires no in-
tervention or monitoring. For example, buy a collection of index funds or 
exchange-traded funds that track the market year-in and year-out, and just 
keep adding to your investment no matter what. Alternatively, go through a 
very careful process of selecting a fi nancial advisor you can trust and then 
trust your advisor! Why? Because she is more objective than you can be. 
You’ll have to summon up a healthy dose of inner discipline to pull it off, 
but if you’re willing to do that up-front, you’ll have much more inner peace 
over the years, as well as a strong likelihood of much better results than if 
you continue making investment changes in an attempt to alleviate your 
emotional distress. If you can’t afford a paid advisor, there are free fi nancial-
literacy and credit-counseling ser vices (see p. 264) that can give you objec-
tive, helpful advice.

INSURANCE Guardians in general have too much insurance. They are fo-
cused on catastrophes of all kinds, which unfortunately makes them easier 
targets for overcovering themselves. Alternatively, some Guardians get so 
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consumed by particular risks that they don’t pay attention to other risks that 
might be more signifi cant.

Some Guardians have no insurance. This is one of the surest ways of 
putting yourself in a situation that justifi es your worry, and for a long time! 
Buy the minimum you need to be secure. 

Allow a trained, objective professional to worry for you. Insurance is 
a wonderful tool when used appropriately. However, you need to be quite 
careful to select an agent who has integrity and who asks questions about 
your needs before recommending an amount of coverage or type of policy. 
Be wary of agents who make generalized statements like “You ought to have 
X times your annual salary in life insurance” or “Let’s select the highest 
amount available from this company to make sure your needs are covered.” 
These statements appeal to the Guardian’s yearning for peace, but they’re 
likely to provide either too much or too little coverage. If you want a com-
pletely unbiased opinion, hire a fee-only® fi nancial planner through www.
napfa.org or www.garrettplanningnetwork.com to do an insurance-needs 
analysis for you.

TAXES Guardians avoid putting the money they should into retirement 
plans, because they worry about not being able to touch their money until 
age 59½ without a penalty. Also, Guardians are more likely than those in 
other archetypes to prepare and fi le their own tax returns. Though this gives 
them a feeling of control, they don’t have the professional training and con-
tinuing education requirements that CPAs and enrolled agents do, leading 
them to miss out on legal tax-saving strategies.  

Delegate, delegate, delegate. Unless you’re a CPA yourself, have some-
one else do your tax work. In fact, even if you are a CPA, barter with an-
other tax professional. Chances are that if you’re a Guardian, you can’t be 
objective about your own situation. With very few exceptions, you should 
contribute the maximum amount permitted by law to retirement plans and 
rely on other means for your emergency funds. The economic benefi ts are 
just too great.

GIFTING AND ESTATE PLANNING Often worried about how the next generation 
will handle money, Guardians try to control from the grave. Many Guardians 
just can’t get themselves to sign their wills or other estate-planning documents 
because they believe the  people they’ve chosen as executors, trustees, or guard-
ians of their kids won’t be as careful as they themselves are.  
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Get an estate plan signed. You can always change it later. Yes, no one 
will be as good as you, or know your situation as well, but if you don’t 
have an estate plan, the state will decide who plays these roles, which is far 
worse than any decision you could make. If you don’t have the money to 
hire a lawyer, use a free legal ser vice or buy forms from a stationery store or 
Quicken Willmaker Plus.

PHILANTHROPY AND GENEROSITY Most Guardians do relatively little phil-
anthropically, commensurate with their level of income or assets. Their fo-
cus is on themselves, which unfortunately exacerbates their worries.

Start inquiring into how you might do something philanthropically 
now, no matter how insignifi cant in your mind. Volunteer time or money. 
What causes or  people are dear to your heart, and how might you sup-
port them? Each time you write a check or volunteer, you send a subliminal 
message to yourself that there’s nothing to worry about, because you have 
enough to help others.

The Pleasure Seeker

CASH FLOW AND BUDGETING Pleasure Seekers spend on credit cards with high 
interest rates

Don’t buy anything on credit, period, unless your net worth has been 
growing more than 4 percent per year.

INVESTING  Pleasure Seekers’ investments are often concentrated in lifestyle 
assets, such as a nicer home than might be fi nancially prudent. For the more 
affl uent, investments might include second homes, country-club member-
ships, boats, and other assets that bring pleasure.

Because this archetype is more impulsive than most, if you do have stocks, 
bonds, or mutual funds, you are more likely to be plagued by frequent changes 
of investment vehicles or advisors, leading to drastic underperformance. 

Only own assets that appreciate. Rent or lease assets that have a plea-
sure component to them (like cars or boats), as they often depreciate. Most 
 people should rent rather than buy vacation homes because there are better 
fi nancial assets in which to invest. Also, most Pleasure Seekers, when try-
ing to justify the purchase of a second home, don’t include, as they analyze 
the true cost of their purchase, the interest they would have earned on their 
down payment had they put it in higher-yielding investments.
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