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Forward 

 

There’s a problem in the financial service industry and very few people are 

willing to talk about it. For those who do, they are often criticized and attacked. 

 

Have you ever wondered to yourself, with all the financial information that’s 

available to us today through the internet, TV, radio, books, journals, 

magazines, financial planners, and the financial services media with 

communally known financial media stars, why aren’t more people wealthy? Why 

are people still struggling financially and why has the gap between the have and 

the have-nots gotten wider than ever before?  

 

If you have never thought about this, I have. 

 

I have been in the financial services industry for over 16 years and I come from a 

career of being in the Aerospace industry as an Electrical engineer for over 22 years. 

As an Engineer, you are conditioned to be logical and in the positions, I served in, I 

was trained to solve problems by looking at every angle.  

 

I entered into the financial services industry in late 2000, when I saw what 

happened to my parents because nobody had ever educated them about money. 

They followed the “typical” financial advice and were dependent on a pension only 

for their retirement. Because I wanted to help my clients in the most effective way, I 

studied and got my Life and Health insurance license, Series 6, 63, 26, and 65. 

 

After going through the 2000 and the 2008 stock market corrections and having 

clients call me and being frustrated about the I advice I gave them, I got fed up!  

 

I was highly frustrated because the advice I had been taught to give to my clients, 

worked and then didn’t work. I watched their accounts grow, then fall. Product and 

service providers came in and said, “Here’s a new strategy, that old strategy doesn’t 

work anymore.” I adjusted, the new strategy worked and then didn’t work again! 

The process kept repeating itself over again and the clients kept calling me and 

asking me, “What’s going on?” 
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I couldn’t take it anymore, I went into engineering research mode and started 

looking for alternatives. That’s when I found Kim Butler again. I had heard Kim 

being interviewed by Robert Kiyosaki on one of his CD series years before I got re-

introduced to her through her books I found on Amazon. 

 

I found her information refreshing and it validated what I had been feeling all the 

time. Individuals who are wealthy don’t follow “typical” financial advice because 

wealth is not “typical.” They follow a different playbook that’s not taught to the 

masses. 

 

If you want to get on the path to prosperity and wealth, read and study the 

information that Kim and Kate have put into this eBook. 

 

I once read a saying by the late Sam Walton, founder of Walmart. He said, “If the 

masses are swimming downstream, you better swim upstream.” 

 

This eBook is not “mass” advice and it will challenge you on what you have been 

conditioned to believe in when it comes growing and protecting your wealth. 

 

Sheldon 

 

 

Sheldon Singleton owns Robotic Financial Concepts and is a 

Prosperity Economic Advisor with Partners for Prosperity LLC, a 

Registered Investment Advisory Firm. 

His office is in Newport Beach California. For more about Robotic 

Financial Concepts, visit Roboticfinancialconcepts.com. 

  

http://www.roboticfinancialconcepts.com/home
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INTRODUCTION:  
 

Confessions of a Former "Typical" Financial Planner 
 

Two decades ago, I left typical financial 

planning.  I had come into it with high 

expectations. I succeeded tremendously in a 

short period of time. And I left because I was 

having a crisis of conscience.  

I had prepared long and hard, earning my CFP® 

and my Series 7 and Series 65 licenses. I had 

built a client base doing all of the things I 

learned from the financial planners in my office.  

And then, I abandoned the typical financial advice I had been doling out, even calling 

clients to let them know the advice I had given them was mistaken. I left my office 

and let my CFP® designation expire.  

Why? Because I no longer felt that "typical" financial planning 

advice allowed me to do what was best for my clients. 

I had come to believe that what we were telling clients was misleading at best, 

and at worse, flat-out WRONG. 

To give you a peek behind the curtain, let me tell you what it's like in a typical 

financial planning office. 

Clients would come in with questions. "How much do I need to save?" "Where 

should I invest?" "Will I have enough money to last?"  

In turn, we asked THEM questions. "When do you want to retire?" "What kind of 

income and lifestyle do you want?" "What's your risk tolerance?" And twenty more 

questions the clients often had no way of accurately answering from where they sat. 

(However, we didn't ask them to anticipate huge stock market crashes, divorce, or 

spells of unwanted unemployment.) 
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First, the client would guess when they might want to retire, how much they could 

save, and so on. Then, as advisors, we would make guesses and assumptions about 

how much their investments might earn and what future costs, taxes, and inflation 

might be.  

Next, we'd plug all of our guesstimates into a computer. Using the firm's 

impressive number-crunching, graph-generating software, we'd create impressive 

full-color illustrations, and deliver their "financial plan" to them in a beautiful 

binder.  

The people who received them felt reassured that they were "on track." They'd 

thank us. They'd start writing checks. And the boss would congratulate us. 

But it was pure guesswork. (Theirs and mine.) 

It was an insane system, all based on enormous assumptions. The questions and 

answers helped us build a relationship and create trust with the client, but did we 

deserve their trust? It's absurd to imagine we could actually predict their future 

income, along with taxes, inflation, their children's college plans, and the market! 

When do assumptions hold true for 25, 30, 40+ years? Who hasn't had their "best-laid 

plans" disrupted by realities they didn't see coming? 

Often a bit nervous about the future, most clients were relieved to get advice and 

followed recommendations willingly... even if the recommendations mostly 

consisted of putting money in the stock market every month and hoping it all works 

out.  

But inside, I knew I couldn't guarantee their financial success anymore than I 

could guarantee the weather.  

I knew we were giving people false hopes, and telling them things that we had no 

business telling them.  

And I just couldn't do it anymore. 

*    *    *   

This is my story of why I turned my business model upside down, abandoned my 

CFP designation and Series 7 license I had worked so hard to earn, and why I struck 

out on my own and no longer manage assets or sell mutual funds. 
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This ebook is also an introduction to Prosperity Economics, which is a true 

alternative to Financial Planning. Prosperity Economics is a set of principles, 

philosophies and strategies that WORK, the ones used by many wealthy people I 

have known and observed.  

Your banker and your financial planner will never tell you the information I'm 

about to share with you. 

They probably don't even KNOW it - or understand it - to begin with. (And let's be 

honest - most of the people doing "financial planning" are essentially salespeople.) 

Financial planners may be well-educated and they may have letters after their 

names. (I know I was and I did.) They may even charge a fee for their advice. (In 

many situations, so do I - and it's not cheap!) But they're operating from a skewed, 

limited perspective, which is what I had to come to terms with. 

I came to realize that perhaps I was just well-taught to believe in (and not 

question) the products and strategies I was selling... and I was not taught that 

there were other options. Better options.  

I had to go searching, but when I did, I discovered those better options. They were 

the principles and strategies that have helped people build sustainable wealth for 

many decades, even centuries... long before "Financial Planning" even existed.  

I'll share more about that alternative and why I found it necessary in the first place, 

but first... Let me say how grateful I am that you've found your way to this ebook! I 

truly hope this little book and the resources that follow will allow you to see things a 

little (or perhaps a lot) differently.  

And before I go onto the next chapter, I have a few simple requests to make.  

First, I encourage you to read this entire ebook, right now, or at least within the 

next 24 hours. Whether this perspective is new to you or whether it's just a 

reminder of what you already know, I encourage you to not let the price of this 

information (free) dilute its value. 

Secondly, I ask that you keep an open mind if (or when) the information I present 

contradicts with what you already believe or know. Try on the ideas, do your own 

research, and consider if there might not be other alternatives worth trying than 

"typical" financial strategies and advice. 
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Lastly, please, don't "just" read this ebook. Take action. Your money and your 

future depend on it. Whether you decide to work with me or someone else, I ask that 

you do something to move yourself up the prosperity mountain. It's a journey worth 

taking. 

And if you read this ebook and decide that Prosperity Economics makes more 

sense than typical financial planning, you'll want to contact the advisor who gave 

you this ebook to find out how you can align your finances for greater prosperity. 

If you're tired of crossing your fingers and hoping that the stock 

market doesn't crash, but don't know what else to do, we just 

may have the answers you're looking for. 

We're part of a grassroots movement of agents, advisors, investors and consumers 

working together to take back our thinking and our money from the institutions and 

corporations that too often put their own best interests first. 

We represent a different path to prosperity... a less-traveled yet proven path that will 

help you build wealth with greater confidence, more certainty, and less worry. We 

advocate this alternative path because the truth of the matter is this:  

Typical financial planning and advice has failed us. 
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CHAPTER 1:  

The Truth About Typical Financial Planning and Advice 

 

I entered the field of financial planning with gusto, 

optimism, and the enthusiasm of a true believer. 

At first, financial planning was exactly what I had 

hoped for - a chance to be successful through helping 

people financially. But over time, disillusionment set 

in. 

Financial planning sounded like a good idea, and it's 

certainly much better than nothing! But as I learned, it was all based on best guesses, 

assumptions, unfounded optimism and mathematical half-truths.  

People are led to believe they can expect to earn certain returns in the stock 

market. (Some financial gurus even assure people they'll earn an average return of 

12% over time in the stock market, a number that is NOT based in historical fact!)  

Clients are told about the wonders of compounding interest, but likely not about 

• how fees also compound over time,  

• how "average" rates of return don't equal "actual" rates of return,  

• the fact that target-date funds don't protect people from risk as assumed, or  

• why speed trading has made today's market more volatile than the stock 

market our parents invested in. 

Furthermore, investors are encouraged to defer taxes without seriously considering 

the potential impact the deferrals will have when they actually spend "their" money.  

Or worse, investors are assured "your tax rate will be lower when you retire," when 

the opposite might be true! (Who thinks taxes are going down, or that they'll be 

somehow easier to pay after you stop working?) 

Then there is the math. It's a cruel lie to let most people believe that they can work 

for 40 years, save a small percentage of their income, then quit work and "retire" for 

decades of high inflation to come. Yet this is the cultural expectation, what we think 
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is "supposed" to happen. (This drives me so crazy I wrote a whole book about it 

called Busting the Retirement Lies, you can find it on Amazon.) 

Behind the scenes, those of us who were paying attention began to 

realize that the real numbers rarely added up to the projections.  

For most people, the numbers flat out just don't work. People don't save enough. 

Many people only save 2% of their income, thinking they can "make it up" with 

miraculous rates of return in the stock market. (But they can't.) 

They find their investments don't earn enough. Markets rise and fall. Inflation is 

under-estimated, as is the enormous toll that taxes and those "tiny little fees" will 

take (which, for many investors, can be HALF of their retirement account... or 

MORE!) 

What happens when the numbers "don't work"? What do planners say to a client 

who just doesn't earn enough or can't save enough to EVER reach their retirement 

desires? The truth is a dirty little secret:  

In many financial planning environments, planners are taught 

how to tweak the numbers to make financial plans "work." 

Typical planners and brokers might use average rates of return of the stock market 

because the actual rates of return (which are lower than the averages) don't look as 

impressive.  

The time frames used to calculate past market averages are carefully selected to 

show the stock market in the best light possible. 

Illustrations are run that don't account for all of the fees. Or taxes. Or realistic rates 

of inflation. Or investor behavior. Or the client's true potential longevity. 

As the expression says, "The devil is in the details." That is certainly true with 

typical financial planning and advice.  The fancy graphs and charts giveth, and the 

fine print taketh away. 

It's time to tell the TRUTH about financial planning, retirement, and 

the markets that we think will save us. 

http://amzn.to/1K9sQra
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The TRUTH is that the suppositions of financial planning are based on a 

combination of guesswork, mathematical projections, and wishful thinking.  

The TRUTH is that even when people believe they are "on track," they are generally 

under-saving. 

The TRUTH is that even millionaires who have followed typical financial advice are 

now afraid to spend their principle for fear they will outlive their savings. 

The TRUTH is that most people only have enough in savings to live the lifestyle 

they've grown accustomed to for a decade at most before they become dependent 

on the government or their family. 

The TRUTH is that most "typical" planners and brokers cross their fingers and pray 

that the stock market doesn't crash, because they don't know what else to do. 

But the problems go even DEEPER than unrealistic expectations and 

optimistic math! 

The TRUTH is also that financial planners and advisors are financially REWARDED 

when they convince clients to put and keep their money at risk!  

(It's just how the system works... advisors are typically paid for "assets under 

management," and those assets are typically at risk in the stock market.) 

Then there are all the "half-truths." (And un-truths.) 

Conventional wisdom says, "Get a good job and max out your 401(k)," but that is 

rarely how wealth is built. 

The focus is put on accumulation, even though people must LIVE on cash flow. 

People are told to pay cash for their cars and prepay their mortgages early, instead 

of putting that extra cash to work for them to build cash-flowing assets. 

Financial gurus preach "Buy term and invest the difference," even though many rich 

and successful people throughout history have done - and still do - the opposite. 

(Sometimes, the appropriate answer to the whole life vs. term debate is "both.") 

Retirement is assumed, instead of the possibility that people might be passionately 

productive at any age. 
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People are programmed to believe that somehow they'll spend less in retirement, in 

spite of inflation and lifestyle desires. (As my husband is fond of saying, "Every day 

is Saturday and you're supposed to spend LESS!?") 

Financial projections assume that retirees will be in a "lower tax bracket" in spite of 

logic that says otherwise. (This myth and the one above it persist because they are 

necessary to make financial plans "work" - at least on paper.) 

( I explore some of these myths and more in my most complete book on Prosperity 

Economics, Busting the Financial Planning Lies, which is available on Amazon.) 

Then there's "Plan B" - when unexpected life events derail even the 

best of plans. 

When the job or the stock market or the marriage or the rental house don't go 

according to plans, people need money. And when people need money, they 

typically raid their 401(k)s or IRAs, incurring penalties, income taxes at an 

inopportune time, and even backend sales fees.  

And retirement accounts make poor, inefficient emergency funds. 

Ironically, the best-laid financial plans sometimes make people LESS prepared 

to weather a financial storm! According to Bloomberg.com, nearly 10% of 

Americans with retirement accounts are finding it necessary to cash part or all of 

their accounts out early, to the tune of $57 billion in 2011 alone. 

The fact is, "Planning" of any kind can be a joke, because when does everything go as 

planned? What's the saying - "Man makes his plans, and God laughs." So true! 

A few years into my career as a financial planner, I came to a hard realization:  

Financial planning just didn't work!  

While it may be better than nothing (though you could argue that false security is 

worse than insecurity), the fact is that it's a broken system. 

And to keep following the same advice and doing the same things and expecting a 

different result is simply... insane. 

  

http://amzn.to/18G0Drq
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If you liked the introduction you have read so far in “Financial Planning Has 

Failed” and you would like to finish reading the remaining book, please click on 

this Contact Link, complete the “Name, Email, and Comment” section, and I will 

email you the complete eBook.  

http://www.roboticfinancialconcepts.com/contact

