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I’m sure you’ve heard the old adage, “When the student is ready, the teacher will appear.” I have
a hunch that’s why you’ve gravitated toward this book.Inside, you’ll find six steps to help you
protect and grow your wealth:• Risk Management• Expense Management• Tax Planning•
Investment Management• Retirement Planning• Estate PlanningIf you’re looking for advice on
how to get rich quick, you won’t find it here. This book captures real-world experiences, financial
planning principles, and practical tools to get you on the right path.So, are you ready? Meet me
inside, and please let this book be your teacher.---------------------"A must-read book for any
H.E.N.R.Y. or millennial interested in taking control of their personal finances and developing a
roadmap for success."- Matt Wheeler, CPAManaging Partner, Wheeler Accountants LLP"A great
read! Money can be an emotional topic, and Eric makes it one that is welcoming and easy to
understand. He hits exactly the right combination of practical information and relatable
examples."- Cat LincolnCEO, CLEVER"Eric and I worked together as top-performing sales
executives, and his passion for financial planning was infectious. I thought back then he taught
me everything I needed to know about financial planning, but I still found some of the lessons in
this book to be incredibly valuable."- George LambertVice President of Institutional Client
Business, Ayco, a Goldman Sachs Company
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AuthorAcknowledgmentsCitations / NotesChapter 1Overview“Do what you have to do, to do
what you want to do.”Denzel WashingtonWhen I ask new clients when they want to retire, I hear
several answers:Today.Tomorrow.When I’m 65.When I’m 30.Regardless of the answer, they
have one thing in common: they don’t have a plan to support their financial goals.As a
CERTIFIED FINANCIAL PLANNER™ professional, my job is to work in my clients’ best interests
to protect and grow their wealth through comprehensive and objective financial planning.Often,
that task involves educating them on the basics of money, cash flow, and even the psychology of
money. After all, we don’t learn about money in elementary, middle, or high school. Most high
schools in our country do not offer financial literacy courses that teach you about budgeting,
credit, debt, investments, and how to create a financial plan that helps you create a comfortable
retirement of your dreams.To keep things simple, there is an easy acronym to remember the
steps in creating such a plan. I call it R.E.T.I.R.E. Each letter stands for a part of the plan.“R”
stands for risk management.“E” stands for expense management.“T” stands for tax planning.“I”



stands for investments.“R” stands for retirement planning.“E” stands for estate planning.We’ll dig
deeper into each topic in this book so you can create a plan by yourself or with the help of a
CFP® professional like me.Should You Read This Book?Does this sound like you?You’re a high-
earning sales professional, business owner, or you have a young family of Gen-x or Gen-y age.
You want to properly protect and grow your wealth. You want to avoid mistakes that could
deplete your wealth.Would you believe there’s an acronym for people like you? You might be a
H.E.N.R.Y.: a High Earner, Not Rich Yet. In other words, your household makes $250,000 or
more, but you don’t have much of that hard-earned cash left after taxes, schooling, housing, and
family costs, not to mention saving for an affluent retirement.Your high-income years are critical
to your financial well-being and security. These are also some of your busiest years.The problem
is not about making money. The problem is having time to manage it and make your money work
for you.If you’re looking for someone to help you take the guesswork out of financial planning
and show you how to invest properly to protect and grow your wealth, then you are reading the
right book!Your Financial Self-AssessmentAs a former sales executive/top performer, I
understand that managing both your sales goals and personal finances can be difficult. It’s a
daunting task to be fiscally responsible when you are in the thick of closing deals, prospecting,
managing cross-functional teams, traveling, fine-tuning your sales skills, and attending
corporate meetings. When I was in sales, I seldomly thought about my financial plan. I figured I’d
keep making a lot of cash, and as long as I didn’t overspend, I would be all right. I’m not sure
how long this (non)plan would have lasted, but luckily, I was soon introduced to the concept of
financial planning and hired a CERTIFIED FINANCIAL PLANNER™ professional.Looking back,
I didn’t stop myself from learning because of a lack of time. In reality, my ego didn’t allow me to
ask for help. I was closing multi-million-dollar deals, was at the top of my game, and certainly
didn’t feel the need to hire anyone. I read books and was relatively informed about finance. But I
was struggling with my personal finances. I think many salespeople struggle with delegation of
any sort because they are so used to controlling the sales cycle, and with their paychecks on the
line, this struggle is understandable.One of my past employers provided their employees with
financial plans by a fiduciary fee-only financial advisor, which forced me to sit down with a CFP®
professional and, well, get my act together. After I met with my financial planner, I realized I
needed to ask myself some tough questions to get started on a financial plan where my money
would work for me and would help me create an abundant life for my family. Working with a
financial professional was life-changing! Here are the questions and considerations that came
up as we started to strategize. Ask yourself these questions to see how well prepared you are to
face your financial future.If I had a down year, could I sustain my current lifestyle? Am I
overspending? Could I be saving more? If so how much?If I don’t hit my quota, would I have
enough saved for emergencies?If I hit quota but didn’t earn the accelerators, could I afford my
car and house? What should I do with extra cash and commissions? Should I buy real estate,
fund college (for parents), contribute more to retirement, or pay off debt?What can I do to protect
and grow my new-found wealth?If I lose my job or if my compensation plan changes, how will



this impact my situation?If something happens to me, will my family be taken care of?Be honest
with yourself. Are you in a good place? Or could you use help? If any of these questions
resonate with you or if you’re interested in learning more about how to get your plan together,
please feel free to reach out to my firm at .Eric’s StoryIt wasn't a smooth ride.I was born and
raised in San Jose, CA. My dad was a business owner, and my mom was in education. I grew up
playing soccer and was recruited to play Division I collegiate soccer at San Jose State
University. After I graduated, I had the opportunity to spend time with the New England
Revolution (Major League Soccer) in Boston. I loved soccer, but I knew that playing in the
reserves in MLS was probably not going to pay the bills. After soccer, a friend led me to an
opportunity in the financial services industry.Frankly, all I really knew about money at that point
was how to spend it.Growing up, money management and investing were always a major
challenge in our family. We went through cycles of having money, losing it all, and then starting
the cycle over again—for decades. The financial struggle was real and caused a lot of pain, as
financial trials do in so many families. Ultimately, my experiences motivated me to break the
cycle and eventually become a CFP® professional.The Road to Becoming a CFP®
ProfessionalA childhood friend recruited me to work for a financial services marketing company
that specialized in selling investments and insurance products to the masses. I worked at this
firm for six-and-a-half years. I cut my teeth in financial services and sales. I learned a lot at this
firm. That job helped me with my personal development, leadership style, and specifically, how
to sell financial products.During my tenure at this firm, I saw the good, bad, and ugly of the
financial services industry. I saw “financial professionals” looking out for their own interests vs.
their clients’ interests. I witnessed unethical behavior and advisors taking advantage of clients,
just so these bad advisors could earn an incentive trip or award at the annual convention. I knew
I didn’t want to be a part of that culture. I was in a bad state mentally, physically, and financially.
That bad culture was wearing on me, so I left the company and decided to take the selling skills I
learned and pursue a career in business-to-business (B2B) sales.I got my first opportunity in
outside B2B sales at Automatic Data Processing (ADP). I had great bosses, met a lot of friends,
but decided to leave when I was recruited to an amazing opportunity at American Express. I
thrived in strategic sales. I had a wonderful boss, great mentors, and loved every minute working
at American Express.After selling myself out of a job, I pivoted for an exciting opportunity to work
at the FinTech startup, LearnVest. This is where I rediscovered my passion for financial planning
and started to dream up my future.During my tenure as a sales professional in the finance
industry, I seldom thought about my own financial plan. And when I did, I quickly realized the
challenge of managing both my personal finances and my sales goals.It’s a daunting task to be
fiscally responsible when you are in the thick of closing deals, prospecting, managing, traveling,
fine-tuning skills, and attending corporate meetings. I was so exhausted from the sales cycle and
didn’t have the bandwidth to think about investments, deferred compensation, tax planning,
cash-flow management, and college funding. Who would?!After some time in the industry as a
sales executive, I started to experience success and had the opportunity to get back on track



financially. I quickly realized that there weren’t many fiduciary financial advisors working to help
people like me. Again, I came across advisors over the years who were only looking to sell
products versus provide the advice I needed. These advisors were not looking out for my wallet,
only theirs.At this point, I started to become obsessed with personal finance and was eager to
study and learn how to be a financial expert. During this process, I saw a big need for people like
me to access unbiased advisors. I wanted to find a way to build on my education, personal
experiences, and passion.I had my “why,” and at this point, my “what” and “how” became clear.I
earned my Personal Financial Planning Certificate from UCLA, became a CFP® practitioner,
and founded WealthBuilders, LLC to help people protect and grow their wealth.I am passionate
about financial education and sharing best practices. I want to provide you with straightforward
information about budgeting, investing, retirement planning, tax reduction, insurance, debt
management, real estate, and many other aspects of personal finance. My mission for you when
you read this book is to positively impact your financial situation, provide objective advice, and
help you develop a strategy to reach your short-term and long-term financial goals.How to Use
This BookYou’re smart enough to find the answers to many financial questions online like, “What
is a stock, and how does it differ from a bond?” I won’t insult your intelligence by offering a boring
encyclopedia of basic financial terms. Instead, I want to share strategies and tactics with you.
When necessary, I’ll delve into definitions of financial products in relation to how they fit into your
financial plan.Here is the roadmap for the book. Chapters 2-7 will follow the R.E.T.I.R.E formula
and give you a good overview of the financial planning process. Chapters 8-11 will answer the
most frequently asked questions I’ve heard from people just like you about how to navigate their
finances as well as some additional information I think you’ll find valuable. I’m looking forward to
helping you on this journey!Chapter 2: Risk ManagementYou can hope for the best, but you
need to plan for the worst to protect yourself and your family. I’ll show you how and why to
implement a plan that safeguards you in perilous times. After all, hope is not a strategy.Chapter
3: Expense Management and Cash-FlowYou’ve probably read a zillion articles about budgeting.
I doubt you finished any of them! Most articles or advisors say the same old thing about “saving
for a rainy day” and “pay yourself first.” I take a different approach where you allocate money for
saving, living, and having fun!Chapter 4: Tax PlanningTaxes are boring and scary. Let’s take the
pain out of taxes by showing how you can save money and plan effectively to keep as much as
the law allows. Most financial reporters don’t write about these perfectly legal tools and
strategies. Now, you’ll be well prepared to take every deduction allowed to grow your portfolio
and bulk up your health plans at the same time.Chapter 5: Investment Recommendations and
ImplementationYou’ll find strategic advice for using the stock market to your advantage.Chapter
6: RetirementAmericans are living longer and saving less. That’s a recipe for disaster. Let’s
discuss how you can act now for a better tomorrow.Chapter 7: Estate Planning
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Lori Petrehn, “Easy to read and understand, informative!. I bought the Kindle version because I
prefer listening rather then sitting and reading especially when the topic is not an easy one.”

Debra Trevino, “Great book.. Great book”

The book has a rating of  5 out of 5.0. 9 people have provided feedback.
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