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Part I (Chapters 1–3)—You learn to unleash your “inner Trump” from Mr. Trump himself, as he explains how he thinks about wealth in Chapter 1. In Chapters 2 and 3, you develop your “wealth mindset” and learn the habits that bring success.

Part II (Chapters 4–6)—You make plans that will turn your dreams of wealth into reality. You learn to create a vision of your fi nancial future—then assemble the tools, people, and resources to make it come true.

Part III (Chapters 7–9)—Get your fi nancial house in order. You learn to master seven critical practices that set very wealthy people apart from every-one else. Eliminate debt and develop wealth-maximizing routines.


F o r e w o r d

real estate universe, new mortgages will appear that offer powerful new ways to fi nance your property purchases—or pose considerable risks to the unwary.

There are always new strategies to learn and apply. As we go to press with this book, it is a great time to invest in real estate foreclosures. That is why Trump University developed a new course, The Real Estate Foreclosure  Coaching Program, to address that need. But the boom in foreclosures might end in six months. And when that happens, there will be other strategies to learn and apply.

Wealth building is, and always will be, a lot like hitting a moving target 


P r e f a c e

P R E F A C E

says. Most people never take the time to come up with even a basic plan for building wealth and becoming fi nancially secure—so by learning from the  experts in this book, you are way ahead of the game. So read about it, but more importantly go do it!

Donald J. Trump


A b o u t   t h e   A u t h o r s

 


A B O U T   T H E   A U T H O R S

the University of Illinois, and the University of Virginia. For more informa-tion, visit www.garyeldred.com.

Michael E. Gordon, PhD, is the author of Trump University Entrepreneur-ship 101: How to Turn Your Idea into a Money Machine (Hoboken, NJ: John  Wiley & Sons, 2007). Michael teaches corporate entrepreneurship at  universities around the world and to date has started six successful companies. Currently, he is president of www.AngelDeals.com, an Internet  business that helps entrepreneurs fi nd funding, and the Center for Competitive  Success (www.CompetitiveSuccess.com), a management consultancy. He is an adjunct 


A b o u t   t h e   A u t h o r s

speakers and trainers worldwide pay  Marshall up to $30,000 per hour to consult with him. He is also known as “The Greatest Hypnotist of All Time” and hosts the world’s largest hypnotic  production show on the main stage of Harrah’s Hotel and Casino in Las  Vegas. His live daily radio show can be heard on the web at www.sylver.com. A true renaissance man, he is an enter-tainer, educator, and author.
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T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

  Get Passionate 

 Passion sounds out of place in business, but it’s at the top of my list. I know for a fact—and from my own experience—that it’s absolutely critical to achieving any kind of long-lasting success. 

 Exactly what is passion? 

 Enthusiasm on a big scale. If you don’t have passion, everything you do will fi zzle, or at best, be mediocre. You simply have to love what you do to make it big. People with passion never give up because they never have a  reason to give up, regardless of their circumstances. It’s an intangible  momentum that 

B u i l d   W e a l t h—M y   W a y

Tenacity enables you to work through obstacles and problems along the way without becoming worn down or negative. In fact, you should expect problems, so you don’t waste energy. 

 Tenacity is when you keep moving forward. You don’t allow fear to para-lyze you. 

 Sometimes the most talented people fail, while those far less talented succeed. Why? Because those who succeed move forward with confi dence. 

 I don’t accept excuses in this area, so get to work! 

T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

 owners were having trouble managing it. As a result, I was able to buy this 1.3 million-square-foot landmark, the tallest building in lower Manhattan, for a mere $1 million in 1995. 

 So when I say knowledge is power, I mean it. Use it to your advantage. 

 But knowledge is only the foundation of great enterprises. Einstein said that imagination is more important than knowledge. What he meant is: Without imagination and the ability to visualize possibilities, what would be the point of great knowledge? 

 An example is how I develop golf courses. I get the best experts in the world, and I ask them hundreds of questions. I go over every detail, every 

B u i l d   W e a l t h—M y   W a y

 Resolve to move forward and to learn as much as you can—today and every day. 

 

  Take Action 

 Knowledge alone isn’t enough. You have to act on knowledge. 

 That’s why we based one whole season of  The Apprentice  on this dichot-omy, pitting a team of people with higher education who were “book smart,” but clueless in the real world, against a team that was “street smart,” but 

T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

odds. The area around Grand Central had become really dilapidated, but the armchair critics made me wonder: Why not do something about it instead of just complaining? 

 Apply this thinking to yourself and to your situation. You’ll not only learn a lot, but by taking risks you’ll learn how much you didn’t know, which is equally important. The new Hyatt Hotel next to Grand Central Terminal was a huge success for me, and sparked the redevelopment of the entire area. 

 Give yourself a challenge, not once in a while, but every day. 

B u i l d   W e a l t h—M y   W a y

 I remember negotiating with someone I didn’t like very much, which put an invisible wall between us. Then I discovered that he was an avid golfer, like me. Suddenly we had something to talk about that we both enjoyed.  Negotiations went much better after that. Comedians know how to play to their audience, so do the best public speakers. Learn from them. 

 Businesspeople see me as a master negotiator because I usually wind up with what I am aiming to get. I negotiate to win, and then I win. From the outside looking in, it looks simple, but I spend a lot of time preparing for any negotiation. 

 The fi rst step is knowing exactly what you want. Be clear about your own 

T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

  Listen to Your Gut 

 We all have instincts—the important thing is to know how to use them. 

 Knowing how to use your instincts is a mystery, even to those with sharp business skills. Some instincts you can’t explain, but there are signs that can guide you to—or away from—certain people and certain deals. 

 Within a few seconds of meeting Mark Burnett, the creator of  The  Apprentice , I liked him, both as a person and as a professional. At other times, I’ve met people that I dislike for no particular reason. I try not to be judg-mental, but I’ve learned to trust my gut and steer clear. 

B u i l d   W e a l t h—M y   W a y

we have the egos to match. With us, it used to be like the old Western stand-off, “This town’s not big enough for the both of us.” Now we’re good friends. Back in the day, though, the competition was fi erce—and I loved our battles. 

 Competition fi res me up. 

 Competition pushes me to expand and extend my efforts beyond what I thought was possible. 

 Competition forces me to outdo myself. I love competition because, ulti-mately, it makes me bigger. 
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 D e v e l o p   a   M i n d s e t   f o r   S u c c e s s 

 The right fi nancial habits can help you do that. In my seminars, I teach a technique I developed called “Psycho Neuro Duplication.” Simply put, by thinking the way someone successful thinks, and then doing what they do, you will produce a similar result. It’s a simple process, but one that demands discipline. When you think the way an active, fi t person thinks and then do what they do, you’ll become active and fi t, too. It’s the same with the fi nancial habits that can make you wealthy. 

 By my defi nition, anyone who isn’t earning a million dollars a year joy-fully is a pauper. If hearing that makes you uneasy, or even angry, I’m glad. That reaction may push you to change your beliefs and actions so you fi nally 

T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

Difference 1: Millionaires Eliminate Minimum Wage 

 Activities from Their Lives 

 As long as you fi ll up your day with minimum wage activities, it’s not possible to be a millionaire. Do you take out your own trash? Pick up around the house? Do your own laundry? If you answered “Yes!” to any of those ques-tions, then you’re involved in minimum wage activities. If you want to gener-ate a million dollars, or more, in revenue every year, then you must recognize that money is math. To do that, joyfully or otherwise, based on a 40-hour 


 D e v e l o p   a   M i n d s e t   f o r   S u c c e s s 

When I was growing up, my mother would tell me, “Marshall, work hard, get ahead,” and she meant well, yet her mindset hindered my life for years. This angel on earth raised 10 children, largely on her own, and worked three jobs to put food on the table for us, yet her idea of creating greater wealth was to sleep one hour less so that she could work one more hour. 

 For years, I traded my precious hours for too few dollars. I was always asking myself, “how can I get more work done?” and always struggling, until one day when I was in my early twenties. I was searching frantically for enough spare change in the couch to buy a box of macaroni and cheese. I was about to be kicked out of my apartment for nonpayment of the rent and I was 

T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

 Difference 3: Millionaires Never Ask “How  Much  does it 

Cost?”; Millionaires Ask “How  Much  Will it Make Me?” 

 As a millionaire, I know that I have to take risks to create wealth; I must put my money, my reputation, and my talents on the line. Millionaires constantly look at the upside and seldom focus on the downside. If something costs me $1 million to buy, yet earns me $1.5 million, cost is irrelevant. 

 Paupers are always concerned with cost because they have a very limited 


 D e v e l o p   a   M i n d s e t   f o r   S u c c e s s 

 Skill 2: Use the Right Tools 

 Learning to sell and market your idea is critical. By having the right tools, you understand the processes that others have used to create wealth, and you use them for yourself. For specifi cs on the hands-on tools you’ll need, check out Part IV of this book,  Be the Boss: The Entrepreneur’s Path to Wealth.  Most companies are started by people who fi gured out how to “build a better mousetrap.” Leverage a great idea or create your own—it doesn’t matter.  Figure out how to do a business better; that’s the path to wealth.   

T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

 To become successful, I had to learn to eliminate these two pauper  mental thoughts:

“Wealthy people must be doing something illegal, immoral, or 

 unethical, etc. It’s so easy for them to make money, and so diffi cult 

for me.” 

Millionaires do what they love, they do it often, and they get better and better as a result. For example, I have always loved to be on stage, to perform, 


 D e v e l o p   a   M i n d s e t   f o r   S u c c e s s 

Nevada, with facilities in 15 states, Silver State Helicopters generates over $100 million a year in revenue. Jerry bought what he wanted and turned it into an income-generating asset. 

 Millionaires buy what they want and then fi gure out how to use that pur-chase to make money. Are you holding on too tightly to your current assets? 

 By increasing your ability to risk, you get more in return. The great hockey player Wayne Gretzky put it this way: “You miss every shot you don’t take.” 

 Recently, I had the great fortune to dine with rebel billionaire Richard Branson, who founded Virgin Atlantic Airways. Faced with a decision to sell 
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L e a r n   M i l l i o n a i r e   H a b i t s

I emphasize “happy and healthy” for a reason. I wouldn’t dream of teaching you how to make money without helping you to establish the proper foundation that allows you to enjoy your wealth. Learn and master these  millionaire habits, and you’ll be able to capitalize on the wealth-building  vehicles  described throughout this book. If you don’t—you’ll have regrets later, and wish you had.   

 Let’s look at the fi rst successful habit, and the true foundation of all wealth.   

T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

  Balance 

 I wouldn’t dream of teaching you how to create wealth without teaching you how to create balance fi rst. Money without balance is the surest way down that slippery slope to a living hell. 

 You need to create and maintain mental, physical, relational, and then  fi nancial balance. When your priorities are in order, wealth will come easily and readily to you. You’ll be happier and much more effective. 

 Notice the order I laid out: mental, physical, relational, and  then  fi nan-cial. Most people reverse the order. 


L e a r n   M i l l i o n a i r e   H a b i t s

wait for my baggage, which was sometimes delayed by 45 to 60 minutes,  before I was able to head toward my fi nal destination—only to repeat this process on the way home. That averaged seven extra hours each time I traveled. 

 By fl ying privately, I now drive seven minutes from my home to the near-est airport. I pull my car up to my jet, my pilot unloads my baggage from the trunk and transfers it to the plane, and I get on board. I’m in the air and on my way to my destination within 15 minutes of leaving my home. When I land, I repeat the process. If I travel only twice a week, then I add 14 hours to my ability to maintain balance and increase productivity. Can you imagine how much more inspired you can be when you don’t have to suffer the anxi-

T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

 myself. Therefore, after working out in the morning, I schedule one hour to focus only on creativity. I turn off my cell phone, e-mail, and instant messag-ing programs, and tell anyone who interrupts that I’m focusing on a creative project and will get back to them in an hour. 

 Try this for 21 days, and see what happens. 

 

  Great Vision 

 Do what you love and the money will follow: Focus on being the best at 


L e a r n   M i l l i o n a i r e   H a b i t s

to remove the word  goal  from their vocabulary. Since your subconscious com-puter (your subconscious mind) will only produce exactly what you tell it to, aiming for a goal is very different than executing a plan. You don’t need to know every step to start. Whatever you envision right now, whatever you  aspire to in this moment, you already have some of the elements in hand. Take the fi rst step, and the next step will become clear. 

 Put your vision on paper. Grab a pen and piece of paper and describe your perfect working day, from the moment you wake up to the moment you go to sleep. With whom do you interact? Who is on your team? How much money do you make from your activities? What great fun do you have? 

T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

productive action in the present moment will always move you closer to what you want.  

• Personal alterations . What is stopping you from getting what you want? 

Who you are always determines what you get. Something about you, and something that you consistently do, has been stopping you from living the life you deserve. What personal habit is standing in your way? Procrastination? Complacency? Pride? Ego? Take a personal  inventory, and make a plan for change. If you can’t fi gure this out, you are in  denial. Truly effective millionaires and billionaires can easily tell you what they need to change to make themselves more effective. It’s called 


L e a r n   M i l l i o n a i r e   H a b i t s

 Millionaire Mindset and Habits Worksheet, visit www.trumpuniversity. com/wealthbuilding101.    

• Read your plan every day . Make it an obsession. Post pictures, draw-

ings, and reminders everywhere you turn, so you become what you plan: successful. Taste it, see it, feel it. Let it become your reality  before the world even thinks it is a possibility. Start “acting as if” it is already true, and you will attract the people you need to accom-plish it.  

 Millionaires and billionaires are constantly feeding their minds with 

T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

 3.     Give the buyer a directive to take the action steps necessary to get what he or 

she wants . Other people need permission, and seek validation, to take the actions that will get them what they seek.  

 4.     If they resist, give more information . The only reason a person says no to 

a directive is that they fear a loss. Infl uence is playing with the buyer’s resistance, and knowing that is all part of the process. On average, people say no fi ve times before they say yes.  

 5.     Give the directive to take action again .  

Repeat Steps 4 and 5 until you reach your outcome: infl uencing the other 
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T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

people could fulfi ll their dreams, and make their lives better, if they would only take some time to defi ne a plan of action and follow their plan by devel-oping a fi nancial vision statement. 

 Say you spend $900 a month servicing debt and, in 18 months, you reach your goal of becoming debt-free. Your goal is to get out of debt, but your  vision is much bigger. As you keep moving ahead, you are pursuing a vision of what life will be like once you reach your goal. You can, and should, enjoy the feeling of having the burden of debt lifted off your shoulders, but thinking about how to invest some of the money you saved is what keeps you moving ahead. Do you see the difference between a fi nancial goal and a fi nancial 


W r i t e   Y o u r   F i n a n c i a l    V i s i o n   S t a t e m e n t

  What type of person do I want to be?  

  Where do I want to live? Who do I want in my life? What type of life-

style do I want?  

  What have I always dreamed of doing? What big things do I want to 

 accomplish in my life?  

  What “toys” would I like to have for my family and me?  

  What sort of money/income do I want to have/make?  

 Now put a place and a time on each of these questions, and the action 

T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

Where do I want to live? Who do I want in my life? What type of lifestyle do I want?

 

What have I always dreamed of doing? What big things do I want to accomplish in my life?


W r i t e   Y o u r   F i n a n c i a l    V i s i o n   S t a t e m e n t

doing with your life, but because of your debt load, you are trapped in an  unsatisfying job and working for an unfriendly boss. At times, your debt is like a heavy weight holding you down. What would it feel like to be out from under that debt completely? What if you never had to go to that job again, or face that boss? How would you feel? Are you smiling? By doing this exercise and allowing yourself to feel the emotions of your ideal life, you are providing yourself with the powerful mental and emotional motivators to keep moving in the right direction. 

 Make sure you take some time to write down your answers to these ques-tions. Keep them available and look at them often. You will be amazed at how 

T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

You visualize a home offi ce with a big window that looks out into the back-yard of a newer home in a nicer neighborhood. You see yourself driving your kids to school every morning, attending their soccer games and perform-ances, and taking your family on day hikes on the weekends. That’s what your ideal life looks like. How can you capture that grand vision in a concise statement that helps you stay focused on the fi nancial freedom you need to live the life you want? You write: 

“I am becoming fi nancially free so that I can spend quality time with my hus-

band and children. I want to be able to spend my best waking hours with my 


W r i t e   Y o u r   F i n a n c i a l    V i s i o n   S t a t e m e n t

Believe in Yourself 

 One of the most important habits to develop in building wealth is the ability to believe in yourself and your vision. Belief comes before action. People take steps to make positive changes, because they believe their actions will pro-duce great results. 

 Successful people believe in themselves and their vision. Donald J. Trump believed he could amass a personal fortune by developing high-end, exclusive properties. Berkshire Hathaway founder Warren Buffett believed he could turn $500 into a personal fortune, and he has. (He is now worth more than 

T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

 jealousy, pushed to its most unhealthy extreme. When a person is jealous, he wishes that he had what his friend already has. When a person is envious, he also wishes that his friend didn’t have it either. 

 Both emotions cause many people to be unsupportive of others who are trying to get more out of life. It’s important to be aware of our own thoughts and actions, and those around us as we aspire for greater levels of success. 

 Don’t be surprised when you realize that some people are unsupportive because they think your expectations are unrealistic. You can’t expect people to feel the same intense passions about your personal growth and progress as 
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T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

develop. Experts in human behavior tell us that if a person does something on a regular basis every day for 21 to 28 days, that person develops a habit. If a person exercises every morning for three to four weeks, then exercise  becomes a habit for that person. If a person resolves to break a bad habit and sticks to that decision, the odds are very good that he or she will be able to overcome even the most harmful of habits—so be encouraged. 

 I want to help you develop the successful habits you need to become  fi nancially prosperous. Like every aspect of life, fi nancial growth is a journey that begins with a clear understanding of where we are today, so we need to start with an honest assessment. When I plan a short trip, I often use mapquest.


C a l c u l a t e   W h a t   Yo u   N e e d   t o   B e c o m e   F i n a n c i a l l y   F r e e

  Downloadable Exhibit 5.1  Your Personal Monthly Financial Statement    *

Fixed Expenses  

Income tax                                                                     $    __________________________

Home loan(s)                                                        $      __________________________

Car loan(s)                                                                      $      __________________________

Personal loan(s)                                                       $      __________________________

Credit card(s) minimums                                 $      __________________________

Property taxes                                                          $      __________________________

Insurances                                                                   $      __________________________

Retirement contributions                                      $      __________________________

T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

  Downloadable Exhibit 5.1  (Continued)    

Calculate how much money you will need annually to live the life you want. Multiply your monthly income required by 12:

Annual income required       ______________________

Now multiply this annual fi gure by 10 (for the annual rate of return  required), to produce the capital required. The objective here is to live off your investment income and not touch the principal.  

Total investment capital       ______________________


C a l c u l a t e   W h a t   Yo u   N e e d   t o   B e c o m e   F i n a n c i a l l y   F r e e

 One day I sat down with my wife, Shari, and we set up a plan to systemat-ically pay off all our debt. It took us a little over four years to become  completely debt-free. (We have investment “debt,” but that is intentional.) I can’t describe how good it feels to go to sleep at night without owing other people money and worrying about bills. Our only monthly expenses are for utilities, food, insurance, and fun. (We place a lot of emphasis on fun.) The remainder of our income is ours to spend as we wish. 

 The sense of being free from the bondage of debt is truly exhilarating. Today, rather than struggling to stay ahead of monthly payments, we have the freedom to purchase what we want, and when we want it, on a cash basis. 

T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

 fi nish, you would have paid $10,665, rather than $2,500, because of all those small, silent, sneaky monthly payments. 

 Now let’s look at the automobile industry. Say you’re a 25-year-old  female who leases a new car for $400 a month. You’re thrilled to hear from the nice salesman that you can “rollover” your lease every two years and have a new car. Do you have any idea how much money you will spend during the next 40 years if you drive a new automobile every two to three years on lease? A whopping $417,867—for cars that you will never own. Don’t believe me? Do the math: $400 a month for 40 years, with a car infl ation index rate of 3.5 per-cent per year, totals $417,867. Want to lease a fancy luxury sedan or sports 
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Financial Planners Aren’t Always What 

They’re Cracked Up to Be 

 For many years, I was a fi nancial planner who worked on commission sales. In every sales offi ce where I worked, there was a board listing the name of each salesperson, along with his or her sales and earnings for the month. 

 Why I am telling you this? To impress on you what I learned by studying those boards: In commission sales, 5 percent of the salesforce is outstanding, 15 percent are very good (the top 20 percent earn 80 percent of all commis-


D r a f t   Y o u r   F i n a n c i a l   D r e a m   T e a m

ask to see the commission (plus bonus) disclosed in writing. Many people are stunned when they fi nd out their planner frequently makes 80 percent to 85 per-cent commission (with bonus) or more of money invested in the fi rst year. 

 I am not comfortable with recommending “traditional” fi nancial plan-ning to the average person because I know in my heart that it does not work. The planners available simply are not skilled in investing. They just regurgi-tate the sales pitch, sell on commission, and move on to the next client. 

 A list of the top 10 questions a novice investor is supposed to ask before working with a planner is just a sales pitch to get people to work with a planner who has certifi cation, versus one who doesn’t. It is not benevolent information 

T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

•  At this level, some will have a CFP or ChFC designation. This shows 

more commitment to education, which often (but not always) shows a better level of return for their clients.  

•  At this level, it can also make sense to go to a fee-only fi nancial planner; 

planners who do not receive commission from their recommendations. You should only work with a fee-only planner if he or she will sign an agreement to act as a fi duciary for you. This is extremely important  because some only want to be held to a “suitability” standard; meaning, they can recommend what is “suitable,” rather than what they think is the best, and thus not look out for your interests. Those of you in the 
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Spend as little time and effort as possible discussing money or invest-ments with these people. When they see you moving forward, their natural tendency is to criticize you, and try to convince you why you can’t achieve your goals. Avoid discussing matters of fi nance with these people at all costs. 

 If your spouse or signifi cant other happens to be one of these people, please don’t argue with him or her. Let them be right in their own minds, for the time being—let your actions and results speak for you. As your family’s situation improves fi nancially, they will often begin to come around to a more positive way of thinking in regard to money. Here’s a quick thought: Many 
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to do. The more you learn, the easier it is to discern whom to choose.  Referrals from knowledgeable and wealthy people are especially valuable. 

 

Players on My Dream Team 

 I do work with the best professionals I can, and recommend you do the same, too. Make sure their knowledge/expertise matches your needs. The members on my team:
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5 and 10 times their annual earnings. My advice here is, buy only term insurance. Term is basic coverage that pays when you die and has no investment. Any other type of investment insurance (whole life, universal life, adjustable life, variable life, etc.) is an extremely mediocre product because of the high commissions paid in the fi rst year.  

 2.    For those who consider themselves very experienced investors, 

yet often don’t have consistent high-end investment results. I recommend that you take a good look at the reality of your  beliefs. These investors often scoff at much of the advice I give, 
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• Accountant and bookkeeper:  My business volume warrants it, so we have 

a bookkeeper on staff who works very closely with the accountant. The accountant looks over the big picture and is involved in strategic planning. For my offi ce, they are without question two of my most valued advisors. Based on your needs, I strongly recommend that you fi nd people with strong backgrounds in tax and entity structuring who know how to use the right business structures for different types of business deals. 

Use common sense . If you own a business and don’t have proper 

bookkeeping and accounting services, then you are being very foolish. 
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• Brokers:  I work with several low, or no-commission, brokerages online 

to buy and sell stock and mutual fund investments, but in most cases, I make decisions on my own. From experience, few brokers can justify the fees charged, but if that fi ts your investment profi le, then fi nd a top one with confi rmed results.  

• Real estate agent:  I am a professional real estate investor, so I work with 

quite a few real estate agents, in addition to having several agents on my staff. The top 20 percent are worth every dollar in commissions I pay. Again my advice is, hire a specialist. If you are renting out  investment property, get an agent who does that. If listing your own home, get an 
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3.  Receive automatic investor rates of return.  

 4.    Pay attention to your money  .

 5.    Adopt my automatic money system.  

 6.    Become fi nancially responsible.  

 7.    Live debt-free.  

 My Seven Practices of the Rich are simple, and use common sense, but they are far from common. They may not be particularly glamorous, but their  results are spectacular. Anyone who uses my Seven Practices can change their current fi nancial position from uncertainty to security, and from scarcity to 


 A d o p t   t h e   S e v e n   P r a c t i c e s   o f   t h e   R i c h 

regularly at above-average rates of return. Here is a simple example to show just how easy it is to become a millionaire. 

 Assume a person earns $25,000 per year. They never get a raise and never get fi red. They work from the age of 25 to 65. Over the course of their career, they will earn $1 million. If they take 10 percent ($2,500) of their annual  income ($208 per month), and invest that money in a decent mutual fund, they will  retire at 65 years old with $1 million ($2,500 ⫻ 9.08 percent ⫽ $1,000,000). So small amounts of money do matter. Someone making $25,000 a year can easily become a millionaire. Most people make way more than $25,000 per year but never become millionaires. So stop thinking  investing small amounts of money 
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 investment vehicle, the stock market has consistently produced compounded returns ranging from 10 percent to 12 percent, on average. Very few invest-ments offer the benefi ts (appreciation and income) associated with ownership of stock over the long term. For the beginner, investing in the stock market offers the easiest way to invest for long-term growth. For further distinctions, read the next step. 

  Starting Your Automatic Investment Plan 

 There are two simple steps to starting your automatic investment plan:
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help. Call your broker and request an AIP (direct debit/payroll deduc-tion) form; if you don’t already have a broker, you can start with the online brokerages listed in the next item.  

 4.    You are a very experienced investor who can pick your own stocks and 

manage your monthly investment decisions without the help of a full-service broker. Use a fully automated online or discount broker to trade shares, access market information, and manage your portfolio. Watch for conditions and any hidden charges that may apply to trans-actions (i.e., some online brokers advertise low rates, but they are for market orders only, not the limit or stop orders that the most sophisti-
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10 percent of your money in a separate and distinct AIP  account. Set up a sepa-rate entity (a limited liability corporation). Not only does this keep you on track psychologically and emotionally, but AIPs protect what you have created. The same would apply to other investment vehicles, such as real estate. Set up a sep-arate and distinct AIP account. Then just  continue to  invest as usual. 

 Whatever you decide, do it today. An AIP is a critically important part of your fi nancial action plan and a guaranteed way for you to pay yourself fi rst, so that your money can begin working for you. Failure to set up an AIP is a disas-trous fi nancial mistake most people make. Most people don’t have an AIP, and are poorer as a result—get the connection? Not doing an AIP produces less 
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about a year or two, but for the long term. This is actually much easier than it sounds, given the performance of the S&P 500 over time. Establish an AIP based on your level of investing expertise, but as your knowledge and experi-ence grow, evaluate how to enhance your returns. 

 Also, be willing to spend some time actively managing your investment portfolio. How much time? About four hours a month. Give your invest-ments some attention, and you’ll be well on your way to building wealth. If you are more advanced, continue doing what you are already doing. 
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My money system is fl exible enough to allow for any of life’s surprises, but tight enough to warn you of potential problems before they get out of control. There are fi ve steps, and in this order:

  1.    Automatic investment.  

2.  Debt elimination.  

 3.    Charitable giving.  

 4.    Debt avoidance strategies.  

 5.    Life money.  


 A d o p t   t h e   S e v e n   P r a c t i c e s   o f   t h e   R i c h 

 I trust that my Seven Practices have grounded you in establishing the successful money habits that can secure abundant wealth for you and family. These seven practices will ensure your fi nancial success, so don’t give me any more stories about why you can’t save and invest. Take action and move   forward on your path to fi nancial freedom. For more information, visit   johnburley. com/trump . 
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every month), then cut up all of your cards and throw them away, except for a single no-fee credit card, tucked way down in the bottom drawer, for real emergencies. 

 Then pay cash for everything. I don’t mean real cash—you’ll miss out on all those airline frequent fl yer points if you do. I rarely pay with actual cash; instead, I use the modern-day equivalent: an American Express card that I pay off in full each month, along with a no-fee Visa card, if a merchant doesn’t  accept American Express. I always pay off my Visa card in full each month, too. As an added plus, both cards give me an itemized record of my spending, which is useful in tracking my expenses for tax purposes. 
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but keep in mind that you still must repay much of what is owed because of the new bankruptcy legislation. 

 If, and only if, you are determined to discipline yourself in using credit cards from now on, consider canceling your old card(s) and transferring the balance to new cards that offer a low “honeymoon,” or zero-interest intro-ductory rate for the fi rst year. You may be able to cut your interest payments substantially, which means you can direct more money to paying off the bal-ance sooner. Make sure that you ask and confi rm, in writing, that any balance transfers aren’t counted as cash advances by the new lender, so interest  accrues at a much higher rate. 
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That will help you build momentum and see results more quickly, which will give you the boost you need to keep going. Plan on committing 10 percent of your gross income to this task. That may be too much for some of you, but start with as much as you can. The point is to start. Now! 

Now let’s walk through fi ve steps to fi nancial freedom, step by step:

  1.     Organize your debts . Organize all your debts in one pile, including 

credit and charge cards, loans, mortgages, and any other debt.  

 2.     Take inventory . Make a list of all your debts on a separate piece of  paper. 

You’ll need this information to calculate your debt elimination plan on 
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strategy. Without a step-by-step process, chances are your debt won’t budge. I recommend that you pay off your debt based on what I call a pay-off ratio score, which I’ll explain in the next step.  

Follow the easy steps described in Exhibit 8.1: Debt Elimination 

Plan.

 4.     Pay off your debt . Start with the debt that has the highest pay-off prior-

ity number. Put 10 percent of your gross income on this one debt and make a new, higher payment. At the same time, you must take two other actions simultaneously: Continue making the monthly mini-mum payments required on all other debts; and refrain from creating 
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Exhibit 8.2  Stan and Barbara’s Debt

Type of Debt             Balance ($)          Monthly Payment ($)

Consumer debts           14,600                 790 Car loans                   15,000                  565 Mortgages 120,000 1,320

Total 149,600 2,675 min.

Debt termination money of extra 10% = $268 per month

This 40-year-old married couple with two young children earned a  comfortable 
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spending. Then they committed to start reducing their expenses and also agreed to commit to adding 10 percent of their minimum monthly payments ($268) to their debt elimination plan. The important thing is to make a sincere start. 

 Stan and Barbara took the original debt payment ($2,675), added 10 per-cent ($268), and put that total ($2,943) into an AIP. By doing that, Stan and Barbara can pay off all their debt and be on their way to becoming multimil-lionaires. In little more than fi ve years, when all their debt is paid off, that money gets redirected into an AIP. By the time they are ready to retire, this supercharged AIP will grow to several million dollars. 

 It’s that simple. It really works. This is a powerful system. My program 
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they pay off all of their consumer debt and automobile loan, and then turn the full force of their money to paying off their house four years later. 

 Add up the new fi gures, which are pretty impressive: This family, which was in debt up to their eyeballs, is completely debt-free in fi ve and a half years. But the best is yet to come. Stan and Barbara now have $2,943 per month to invest (the $2,675 original total of minimum payments, plus the $268 debt termination money). 

 They now have in their hands the money they previously gave away to lenders every month, but instead of spending it and buying more stuff—they invest it. Please remember for all intents and purposes, this money was gone. 
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 In many cases, if you currently have a lot of debt, you won’t qualify for lower interest rates, so, if you can, apply for them now and transfer your higher interest balances, or refi nance all of your smaller consumer debts with a low-interest personal loan. 

 Remember, your goal is not to establish more credit, but to lower, and eliminate, the interest you pay. If you do get new lower-rate cards, remember what I said earlier. Cancel your old cards and cut them up once the balances are paid off, so you don’t leave yourself open to future temptation. Consumers  become deeply in debt for one reason: a lack of control. The last thing you want is a pile of cards that tempt you to get back into the spending game. I can tell 
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 The list goes on and on. You can undoubtedly add your own objections. 

 That’s why I prefer to talk about budgets in a different way. A budget makes you work for your money. Instead, I talk about a “money system” that makes your money work for you, which is essentially what we want our  budgets to accomplish. 

 For the average family to understand and more importantly use, a budget has to be simple. Many families set up budgets to control their expenses, but these budgets rarely work over the long term. Budgets also create a lot of stress among family members. Sometimes, they destroy the family’s fi nances, and often relationships, because of the fi ghting that erupts over money. That’s 

I   D o n ’ t   W a n t   To   D o   a   B u d g e t   A M S

In summary, I needed an easy-to-follow money system that would allow me to actually  budget  for my personal fi nancial growth. I called my new sys-tem: My “I Don’t Want to Do a Budget!” Automatic Money System. 

 

Automatic Money System 

 When I introduce my automatic money system (AMS) to the students who  attend my seminars, I start by asking them how they feel about budgets. After 
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 systematically build wealth. Then invest this money in your AIP at your level of  investment expertise. This will immediately begin to put your money to work for you. Ten percent might sound like a lot, but it isn’t. If you can’t set this much aside, then begin with less. But the point is—begin! My students tell me they don’t even notice that missing 10 percent. This is the fi rst step in your new money system. Remember the three stories that sabotage this step: “small amounts of money don’t matter,” “I can’t afford it,” and “I don’t know where to put the money.” Any of these excuses guarantee you a rate of return of minus 100 percent because the money is gone—spent—never to be 
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 I understand. I’ve been there. My advice is to start, and start  now . 

If you can commit only a few percent in each of these critical areas, that’s okay. You can increase the percent bit by bit every month, until you reach the full 10 percent in each of these three critical areas. The key is to start now. These actions will give you the momentum to keep moving forward and become fi nancially free.  

 4.     Live a debt-free lifestyle . Getting out of debt means not creating more 

debt in its place—that is just common sense. Part of your new money system must include this new lifestyle. Simple strategies can help, such as paying only cash (which includes credit cards that you must pay off 
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 If, however, you are among those people who require serious changes to make my automatic money system work, don’t be discouraged. By deciding to start, you are heading in to the right direction. Keep going! It is ultimately your choice. I sincerely trust you decide to accept the short-term pain of change rather than endure the long-term pain of fi nancial ruin. 

 Now let’s turn our attention to a few strategies that make this new money system work in the easiest way possible. 

  Reduce Your Expenses 

I   D o n ’ t   W a n t   To   D o   a   B u d g e t   A M S

 15.   Buy clothing at the end of the season for discounts.  

 16.   Make your next car a new used car. Maintain and service your car to 

reduce breakdowns. Shop automobile insurance online to make sure you are getting the best rates.  

 17.   If eligible, obtain discount rates for seniors.  

 As you take the time to track your expenses, you will most likely notice a trend: the tendency to spend money without thinking where your dollars go. Look at your unconscious spending and knock out purchases that are unnec-essary. This simple practice can free up your money—and make more of it 
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on the rest of the family. Often this is followed by a lecture, fi nger-pointing, yelling, fi ghting, and screaming. 

Don’t do this! Don’t start your new fi nancial system on your own or in a confrontational way. Work as a team. Involve the entire family from the  beginning. There are two good reasons to do this: First, you need their help. With everybody involved, you greatly reduce the potential of overlooking certain expenses or income sources. Second, if anyone is left out of the plan-ning process, they may resent the sudden imposition of new spending rules and not cooperate. 
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loss of job security, the fi nancial risks, the long hours, the stress and frustra-tion, and so on and so on. I have two words for all of this:

Bull Cookies!

Look around you and imagine the vast wealth in businesses.  Every  business, from the largest to the smallest, resulted from entrepreneurship . According to BizStats. com, there are 24 million businesses in the United States, of which 18 million are sole proprietorships—owned and operated by one individual. Many small business 
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Process:  Entrepreneurship is a dynamic, continuous, living process. You, 

the entrepreneur, founder, and champion, drive the process, from the 

idea through wealth creation. Along the path, you will mobilize resources, 

build your team, devise an astute strategy, develop your business plan, 

capture that fi rst magic customer, and manage the challenges of growth—

the ultimate in personal enrichment.    

 There are four compelling reasons to start your own business. 
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 Although personal potential is an enticing reason to become an entrepreneur, the real payoff is fi nancial in these four ways: 

 1.    The income stream from the profi table sales of your products and 

services.  

 2.    The harvest of your business, either by taking your business public, 

selling it to a motivated acquirer, or continuing to reap the rewards of growth.  

 3.    Tax deductions for legitimate expenditures in pursuit of business 

activities.  
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 vulnerable and can be attacked by lawsuits for a wide variety of  reasons. Don’t  underestimate this risk. If, however, you set up the appropriate corporate structure or limited partnership for your business,  and maintain it properly , you can minimize your personal liability. Several legal vehicles  accomplish this protection: the C corporation, the S corporation, limited liability partnerships, and the tax-exempt nonprofi t 501(c)3 corporation. For more information, read Chapters  18  and  20 . 

 

 Essential Entrepreneurial Power Skills 
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and your business-to-be. Factor in your own personal strengths, skills, experiences, challenges, and resource limitations. If you begin with the wrong assumptions, you will invariably get the wrong answers.  

2. Go after bold visions . Having gone through a reasoned assessment, you 

are in a position to establish clear, measurable goals. Be bold! You can accomplish considerably more than you realize. And it takes about the same amount of effort to go for the gold.  

 3.     Be unstoppable . Focus your attention on the timely execution of every 

milestone on the path to your goal. You and your team will face many obstacles along the way, but you will not let these stumbling blocks 
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The collective knowledge of a group is vastly greater than that of any one individual; and therein lies the power of the brainstorming process. 4

 8.   Mobilize resources . You can’t accomplish anything without  understanding 

how to leverage resources, which, in the entrepreneurial vocabulary, are anything, absolutely anything, that moves your venture further and faster with the least risk possible. Categories of  resources  include: physi-cal, fi nancial, infrastructure, people, knowledge, and your own unbridled imagination.  

 9.     Communicate . You’ve assessed the situation, put your bold vision in 

place, and established performance initiatives. Now what happens? 
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Downloadable Exhibit 10.1  Essential Entrepreneurial Power Skills*

Essential Entrepreneurial     Self-Assessment Power Skills                                                 Action to Improve Least 1 – 2 – 3 – 4 – 5 Best

Assess the present 

situation

Go after bold visions

Be unstoppable

Negotiate fi rmly and 
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8,000 experiments, trying all sorts of materials, and under every imaginable 

condition. An acquaintance is said to have asked, “Mr. Edison, how can you 

keep going in the face of 8,000 failures? Why aren’t you crushed by the futility 

and frustration?” Edison replied coolly, “I never had one failure. I learned from 

every attempt, and each experiment led me to more likely pathways, and I will 

eventually succeed.” Lights on!   

 What obstacles are holding you back? Instead of letting them prevent you from achieving your entrepreneurial success, think of obstacles as calls to action. For example:
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•  Get one or more partners.  •  Brainstorm with others.    

3. Career Risks such as Loss of Income and Loss of Work Environment:  This is 

an easy one. If you succeed in building your own profi table money machine, you create the most fantastic, tailor-made career imaginable. You also select your own community of coworkers. 

 In my second business, I wanted to handle international market-

ing, and still run the company as CEO. Building a strong organiza-tional infrastructure was needed—one that could function without me for periods of time while I was traveling. What more could I have 
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 8.     Minimal tolerance for risk:  Ask yourself what specifi c risks are intoler-

able. Separate them into small pieces so you can gain clarity. You need to take risks to accomplish your entrepreneurial dreams, but you can manage these risks, and put them in perspective. 

 There are a few ways to look at risk tolerance. Here is Gordon’s 

1- in-5,000 rule. My passion is traveling and experiencing the  wonders of our world, so years ago, I asked myself, “What is my risk tolerance for fl ying? What if one plane in one million goes down? One in 100,000? One in 1,000? One in 100?” I concluded that my risk com-fort zone for fl ying is about 1 in 5,000, because living with absolute 
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S t a r t   Y o u r   O w n   B u s i n e s s

  Step 6. Mobilize resources.  

  Step 7. Capture that fi rst magic customer.  

 

Step 1: Search for Many Business Ideas 

 Most entrepreneurs assume that their creative idea can be commercialized expeditiously into a profi table business. Not so! Ideas are only the starting point, and every idea must go through a rigorous evaluation and selection process. You must separate the lumps of coal from the few diamonds in the 
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Later, over coffee in a nearby restaurant, we projected the hourly, daily, weekly, and annual sales of the bead shop. We “guesstimated” that sales for that location exceeded $500,000 annually, and that profi t margins before  expenses were about 50 percent; that is, every $100 of bead sales cost the business $50 in labor and materials. The business was attractive from several perspectives: repeat customers, nonperishable inventory, excellent location, potential for growth through additional locations, and, fi nally, the fact that it was a simple business to understand. Also, Maria felt that the business would engage her artistic talents, and she liked the community of artistic people who were attracted to the store. 
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The concept of the idea funnel is burned into my subconscious. For a few good ideas to pop out of the bottom of the funnel, I know that 50 to 100 ideas need to go into the top. Here are my 10 favorite idea hunting grounds:

 

1.  Wherever my passions lead me.  

2.  Any trade show in an attractive industry.  

 3.    Real estate and business opportunities that I read about in newspapers 

including: the  Banker and Tradesman, Investor’s Business Daily , and the 
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Downloadable Exhibit 11.1  Opportunity Screening Checklist*

Rating/Comments 

1  2  3  4  5 

Category         Opportunity Screening Checklist             Low        High

Personal fi t       Is there a fi t between your idea and your 

personal skills, passions, risk tolerance, and 

objectives?

Value to         Does your product or service eliminate a 

customers      nagging problem for your customer?
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Competitive     Where will your competitive advantages 

advantages      come from (e.g., product/service uniqueness, 

and            lowest cost provider, entry into an untapped 

differentiators    market niche, strong customer relationships, 

access to channels of distribution, unique 

competencies, proprietary know-how, 

barriers to future competitor threats, fi rst 

mover advantage)? 

Do you have an opportunity based on 

inexorable trends, such as global market 
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  The Beading Café 

Executive Summary  

  January, 2008  

 

  The Company 

The Beading Café is a new company that will provide a community  environment for avid bead lovers of all skill levels. Located in Brookline 
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• Capturing very desirable locations and expanding through acquisi-

tions, starting new stores, and franchising.  

• Mobilizing fi nancial resources for new locations.  

Market Characteristics 

The retail beading business is a regional and fragmented market. Competi-tion is local, and there are no dominant branded beading competitors. There are 10 beading stores in our geographic market within a 10-mile radius. What is missing in this attractive and profi table beading market is a social commu-
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 Houston for three years and understands the operations and supply chain. She has run beading classes in her home for the past six years and has developed  advanced beading skills. Her entrepreneurial enthusiasm and well-grounded background will enable her to build this chain of beading stores. 

Jeanne Gordon , Vice President, Marketing, is an accomplished jewelry  artist. Her passion is to design, make, and sell unique jewelry from precious metals, minerals, and beads. Her marketing skills have enabled her to estab-lish a consignment arts and crafts business locally and over the Internet that has been profi table for many years. 
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The Beading Café 

 302 Cary Ave., Brookline, MA 02020 

 Tel: (617)890-XXXX Fax: (617) 890-YYYY 

  www.TheBeadingCafé.com  

 

Suggestion: Pause here and mark this page. If you already have identifi ed an opportunity, use The Beading Café as a template to build your own Execu-tive Summary. This brief document will signifi cantly reduce your risks and 
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Step 5: Build Your Milestone Charts 

 Milestone charts defi ne all the key events that must occur before you start your venture. In all of my endeavors, I have found it essential to visualize what needed to be done on a daily, weekly, monthly, and yearly basis. Exhibit  11.2  shows the fi rst milestone chart for the development and start up of   AngelDeals.com .   

Take particular note of the arrows. They keep you focused, so you don’t lose sight of the timing to reach your primary goal. Each milestone tells you what to do and when to do it. If you miss one milestone, the prompt becomes 
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 The resource list for the start-up of  AngelDeals.com  looked like Exhibit  11.3 . You will be well-rewarded if you pay particular attention to mobiliz-ing the most effective resources. Without suffi cient resources, you will not be able to accomplish the needed tasks on time and to the highest levels of achievement.   

 

Step 6: Mobilize Resources 
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Step 7: Capture That First Magic Customer 

 Now you are ready for the big time—capturing your fi rst customer! When you do, everyone thinks differently about you and your business. You are no longer a development-stage company. You are an early-stage operating com-pany. You had your vision from the beginning. You went through the many, and often, tortuous, steps in the entrepreneurial process, and now it is all coming to fruition. Before your fi rst customer, you were untried, but now, that one customer brings everything together. Your credibility goes sky high. 

 I can recall vividly the exact moment in my fi rst business when I captured 
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With this as a starter list, continue to brainstorm. Your fi rst customer will happen. Guaranteed! 

 Starting and growing your own business is a journey through each of the seven steps described in this chapter. Properly completed, each step will bring you closer to your goal: building a profi table money machine that will pro-vide prosperity and self-esteem. With this chapter as a guide, you are on your way to creating signifi cant wealth through entrepreneurship.    
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 In 1990, when I bought my fi rst business, I didn’t have the luxury of a guide. I was earning $100,000 a year working in the consumer products divi-sion of a large company when I lost $60,000 in the stock market. I was  frantic—my fi rst child was on the way. The only way I could get out of the hole was to win the Lottery, or go into my own business. 

 Sometimes I made mistakes, but with each new acquisition, I learned and began to recognize these eight key steps to success:

 1.     Find the right business for you.  

 2.    Know where to search.  
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 Her greatest strength, what she did best—dealing with people and making them 

comfortable and willing to trust her—was the “driver” to her success. Margaret 

realized that most people don’t like moving companies, and she under stood a 

key issue: In most households, the woman takes charge of a family’s move and 

doesn’t like dealing with slick salesmen or truck drivers. So Margaret hired 

 females to handle every sales call and to be at the initial meeting. In less than 

fi ve years, sales grew from $1 million to $7 million, and profi t zoomed from 

$200,000 to almost $2 million. 

 Ask yourself these questions, and be very honest:
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 Over the years, I’ve added a sixth and seventh rule:

6.    Buy businesses with few employees.  

7.    Generate repeat business from the same client base.  

 I’m willing to forfeit Rule 6 or Rule 7, but I won’t compromise—ever— on my Five Golden Rules. You can’t, either. 
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Whenever you speak to a seller, fi nd out the trade journals relevant to the business, and read those, too. 

Business Brokers 

 Business brokers do not operate the same way as real estate agents, and not all states have multiple listings. In fact, there are very few brokers who work for buyers; in almost all cases, they’re paid by, and represent, the seller, or the deal. That said, they can be helpful to a buyer. 
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 Every potential buyer needs to ask key questions. Here are just a few:

•   Can you give me an overview of the business?  

•  Why are you selling?  

•  Can you elaborate on the terms of sale?  

•  Would you stay on and train me longer than indicated in the Listing 

Agreement, or can I hire you as a consultant?  

•  What are the biggest challenges facing the business in the future?  

•  What keeps you up at night?  

•  Are there any obligations, contractual or verbal, with any employees?  
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Step 4: Value the Business 

 Now the fun begins. What a seller thinks his business is worth usually has nothing to do with the value. Valuation is an art, not a science. Forget the asking price. A sound valuation includes doing the following:

•   Review past fi nancials.  

•  Achieve an adequate return on your investment.  

•  Determine how the business will transition to a new owner.  
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Say the seller is asking for $600,000, three times the Owner benefi t. Most small businesses are valued from one to three times, so that is on the high side. Is the business worth that? If the business can continue to grow, and the deal terms make sense, it can be. That is why you need to review all parts of the business, fi nancial and otherwise, to arrive at a proper valuation. 

 To download a terrific valuation tool, check out “Valuing a Busi-ness” from my  Art of Buying a Business, at  www.trumpuniversity.com/ wealthbuilding101 . 
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  Price and Terms 

 These include the price of the business, the down payment, the fi nancing terms, and the deal structure. For example, in cases where there is a customer concentration issue, business is declining, or there is the “promise” of a big contract, the deal can be structured as a performance-based purchase or earn-out, which means the seller gets a premium for certain events that materialize or continue after you take over. 

What Assets Are You Buying? 
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Training 

 Each business dictates how much time you need for postclosing training.  Negotiate a period that makes sense for you. But if you think the seller should stay on for a year to train you, chances are you’re buying the wrong business. 

 

Step 6: Finance the Purchase 
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Arrange Seller Financing 

 I don’t think you should ever buy a business without seller fi nancing. What better way is there for the seller to validate that everything he or she has told you is true? If the seller won’t fi nance part of the deal, don’t agree until you get a substantial price concession, and you become familiar enough with the business to arrange alternate fi nancing. 

 Interest rates can be negotiated and should be in line with the banks. In exchange for a longer term, agree to a higher rate. That may sound nuts, but you get more fl exibility with a seller note that makes it worth it, and you can 
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  Step 7: Do Your Own Due Diligence 

 In this stage, you will have access to all of the company’s books and records. It’s also the last step when you can back out of the deal legally without any  obligations to the seller, and not forfeit any deposits. The due diligence clause in the contract must clearly state that you can retract your offer “at your sole and absolute discretion, for any reason whatsoever” and get the imme-diate return of any deposit with no further obligation to the seller. Make sure your attorney drafts “bulletproof” language on this point. 

 Allow yourself enough time to complete this phase, and don’t restrict 
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problems. Separate minor issues from the real catastrophes. When too many add up, you may need to renegotiate the deal. 

 

Step 8: Close the Deal 

 The whole deal can get bogged down in the details by the time you compete your due diligence and the actual closing transpires. The amount of paper-work involved in the deal still blows my mind. I was at a closing last year that 
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  Lien Search and Filings 

 These documents provide proof that all assets the seller is delivering to you are free and clear. If the seller is holding a note on the sale, they may then fi le new liens against the assets as security to your loan. 

Purchase Price Allocation 

 Have your accountant put the proposed purchase price allocation document together and negotiate directly with the seller’s accountant. There are tax 

T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

 It’s like that with buying a business: You prepared. You did your research. You studied the business. Now, it’s time to close on the deal. As your coach, I say: “go get ’em! You’re ready!” Whatever nerves or anxiety you may be feeling is strictly your eagerness to get the game—the business—going. Close the deal and you’ll never look back. Never! 

 

For More Information 

 For overall information, consult  www.Bizquest.com . 

[image: ]
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around 4.75 percent, not far from their 40-year highs, and the median price of a single-family house now sits above $225,000—more than twice the amount recorded 10 years ago. 

 There’s no doubt: Today’s investors (in all asset classes) face times more chal-lenging than any period since at least the 1930s. In most instances,  earlier investors have already picked the low-hanging fruit. Yet the stomach is  growling louder. 

 

Challenge Doesn’t Mean Impossible 
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to 16 percent. Net unleveraged rental yields refer to rent collections, less all cash expenses and mortgage fi nancing. Calculate by dividing the price of the property into its net income (e.g., $10,000/$100,000 ⫽ 10% yield). In some areas of the country, such as the Midwest, you can still achieve such  favorable results; more typically, today’s rental properties yield 4 to 8 percent at the time of purchase. Relative to the past, 4 to 8 percent doesn’t seem great, but relative to stocks and bonds, properties win hands down. (Remem-ber, at this point, we’re talking about income, not asset appreciation.) 

Rental Properties versus Stocks  At present, the annual dividend (income) 
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will achieve a  competitive yield, growth, and protection against infl ation with rental property. 

  Leveraged Returns 

 The previous discussion assumes you own your stocks, bonds, or property free and clear of debt (i.e., unleveraged). Nearly all fi nancial advisors agree that investors should not borrow (and, in most cases, cannot borrow wisely) to acquire and/or fi nance stocks or bonds, because borrowing costs too much and poses too much risk. 
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that actually falls below unleveraged yields, and in some areas, fi nancing a property can even create negative cash fl ows. 

 To illustrate, let’s assume that our $200,000 duplex yields a 5 percent  unleveraged rather than a 7.5 percent unleveraged return. Here are the new numbers:

Net income (.05 ⫻ $200,000)                         $10,000  

  Debt service ($160,000, 6%, 30 years)                  $11,264  

  Cash fl ow less debt service                                ($ ⫺1,264)  
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But what if a leveraged property never yields positive cash fl ows? Surpris-ingly, leveraged rental properties can provide a relatively attractive return, even without positive cash fl ows or price increases. 

 Say that after 20 years of ownership, your rent collections cover operat-ing expenses, pay off the property’s mortgage balance of $160,000, and give you a net  annual income  yield of zero. At the end of year 20, you sell this prop-erty for $200,000, your original purchase price, but by growing your down payment of $40,000 into free and clear property ownership 20 years later, you received a return on your investment of nearly 8.5 percent. 

 If your down payment was $20,000 (10 percent) and your rent collections 
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sell in year 10, you still owe a mortgage balance of $129,200. At  Money ’s  reported historical average annual price gain of 4.5 percent, your sales price equals $310,600. You pocket $181,400 ($310,600 less $129,200). During this period, infl ation averaged 2.9 percent (4.5 ⫺ 1.6 ⫽ 2.9%), which means that you multiplied your $40,000 original cash investment by 353 percent. Yet, during the previous 10 years,  infl ation increased by merely 33 percent (2.9  p ercent compounded annually). 

 To match infl ation, your original $40,000 would have to have grown to just $53,237, but, in fact, as measured by infl ation-adjusted dollars, your $40,000 grew to $136,300 ($181,400 discounted over 10 years at the 
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Exhibit 13.1  High Infl ation? Stocks Lose, Property Gains
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Exhibit 13.2  Median Price of Homes Sold in the United States, 1966–1982  
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 afford to, won’t, fearing that future price gains in high-priced, low-yielding areas might fall short of past experience. As a result, they  believe these properties present too much risk.  

3.  If you can’t afford, or don’t want to, invest where you live—due to 

negative cash fl ows, or a stagnant or declining job base, you might consider a third type of property market, which represents emerging areas of growth—the optimal possibility. In these areas, you can fi nd newly built properties that sell for less than $125 per square foot. 1  In addition, such properties tend to offer reasonable cash fl ows  and  high potential for future price increases. Many housing forecasters place 
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  Instant Equity 

 If you buy publicly traded stocks or bonds, you will pay the current market value for these investments. You may enjoy price increases over time, but you will not immediately advance your current wealth. Not true for real estate. You can buy property for less than its market value. Common reasons that prompt sellers to discount their prices include:

•   Financial distress  
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Nevertheless, you can you can manage the illiquidity issue in three ways: 

 1.    Arrange a property equity credit line.  

 2.    Arrange a cash-out refi nance.  

 3.    Sell the property quickly via an auction.  

If you truly must convert property equity into quick cash, you need not wait months to do so. 
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 Nevertheless, I also own stocks, bonds, intellectual property, CDs, and money market accounts. Even investors who love property as much as I do should diversify their wealth among a variety of investments. You should, too. If stocks better fi t your personal investment criteria, then at least add some real estate to your holdings. Your property investments will counterbalance the cyclical, secular, and purchasing power risks that stocks force you to  endure. But don’t fall for the 5 percent to 10 percent real estate allocation  favored by the many fi nancial planners who serve as lapdogs for Wall Street. 

 Over the long run, stock indexes may climb. Yet, contrary to Wall Street dogma, stock prices can stay down for decades (even longer on an infl ation-
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The capital markets readily open their vaults for homeowners and prop-erty investors because lenders face little chance of losing money on long-term loans backed by property (and, of course, creditworthy borrowers). Only one in 100 of these types of mortgage loans end in foreclosure. Lenders like the low-risk nature of property loans. 

 In this chapter, I show you how to value, fi nance, and manage one- to four-unit residential rentals. In Chapter  15 , I explain how even beginning  investors are expanding their horizons with other promising types of proper-ties and property-related assets and activities.  
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Exhibit 14.1  The Median Price of a Home

The Median Price of a Home Sets a New Record high Nearly Every Year
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 What action? There are two proven strategies: 

 1.    Pay less than the property is worth.  

 2.    Maximize returns through strategic management.    

Let’s look at each in turn. 

 

 Pay Less Than the Property Is Worth 
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When you evaluate a property, note in detail how it looks, feels, and sounds. How much would the property increase in worth if you:  

 1.    Put in a skylight?  

 2.    Installed noise-proof windows?   3.    Created a view through use of fl owers, shrubs, trees, and other 

landscaping?  

 4.    Eliminated odors, unsightly views, and dark, dreary window 

coverings?  

 5.    Modernized the baths and kitchens; or replaced worn or stained 

carpets?   
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 Fortunately, entrepreneurs can pursue many other avenues. Culti-

vate your imagination. Systematically collect, study, and analyze mar-ket data. You will fi nd that bargain-priced properties exist everywhere. Nurture your  ability to recognize those nuggets of gold—even though they may be  encrusted with mud.  

• Strengthen your borrower profi le:  As you learned in Chapter  13 , leverage 

can boost the returns you can earn from your properties, but you must persuade someone (a lender, the seller, your dad, etc.) to loan you the money. How do you accomplish this goal? Strengthen your borrower profi le. Anyone who advances you cash will in some way question how 
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•  To build wealth, maintain an impeccably strong borrower profi le. 

A strong borrower profi le opens doors locked shut to those with lesser credentials. “No cash, no credit” folks can frequently raise money to fi nance a property acquisition, but they will sacrifi ce a large part of their anticipated returns to higher loan costs, interest, and fees. They will lose many potential deals to people whose record affi rms  their character, their fi nancial responsibility, their habits to spend below their means, and only borrow constructively—not  destructively).  Develop a strong borrower profi le and lenders (as well as other inves-tors) will compete to do business with you. A strong borrower profi le 
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 Provide your chosen tenant segment with the specialized features 

and benefi ts they want, and in exchange, they will reward you with higher rents, lower maintenance costs, and reduced turnover.  

 3.     Design a lease for your target market:  The terms and clauses within 

your lease should reinforce the competitive positioning of your property. Do not merely offer your tenants the same off-the-shelf, so-called standard lease form that your competitors mindlessly use. In addition to rent level, you could adapt nearly any clause in the lease to better appeal to a selected tenant segment. For example, you might:  
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 Before you meet the tenant, verify that your make-ready has not 

overlooked any property defects such as a greasy stove, cracked win-dows, soiled carpets, missing keys, broken locks, or unsafe (or dys-functional) wiring, electrical boxes, or wall outlets. In my experience, a fl awless move-in sets the stage for a fl awless tenancy.  

 6.     Retain top-fl ight tenants:  Tenant turnover (typically) costs you money. 

Even hotels prefer guests who stay a month to those who stay a couple of nights. To retain your quality tenants, adhere to these guidelines: • Keep tenants informed.  When something out of the ordinary (  pest 

spraying, construction noise, utilities shut-off, etc.) is about to hap-
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 beginning. Even worse, if you violate some legislated (or court-dictated) tenant rights, the tenant may end up collecting a large sum from you.  

 8.     Persistently work to increase your rent revenues:  Even the perfect value 

proposition becomes less perfect—or even obsolete—over time. At least every six months, put on your Sherlock Holmes hat. Perform some detective work. Search through the “for rent” listings of classi-fi ed ads, web sites, bulletin boards, and other potential sources. Focus on properties (more or less) similar to those you own. 

 Make phone calls. Visit units. Check out their condition, appeal, 

rent levels, application procedures, and lease terms. Then monitor 
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Question 2:  How many hours per week are you willing to dedicate to looking for and buying properties?        

 

Question 3:  Will you make investment decisions on your own, or will you enlist the help of agents, lawyers, accountants, and others?        
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•  Emerging retirement areas  

•  Commercial properties (offi ce, retail)  

•  Self-storage  

•  Mobile home parks  

•  Zoning changes  

•  Property/Property-related stocks  

Remember, when you think like an entrepreneur, you persistently bring new possibilities into view. Mull over some of the ideas you’ll discover in this 
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Rockwall, Texas                                 Status:          Active 21% cash on cash. Very nice units in a park-like  Price:             $135,000 setting in the fastest-growing county (Rockwall)     Bldg. Size:        2,586 SF in the United States. Rockwall has a morato-       Units:             3 rium on new construction.                                       Cap Rate:          9.47% 

 Primary Type:     Garden / Low-Rise 

Omaha, Nebraska                           Status:         Active Mid-city brick units: 8 courtyard and 3 below       Price:             $330,000 grade. Three built-in garages. Boiler (owner         Bldg. Size:        6,000 SF pays heat and water). One-quarter acre.                 Units:             11 
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 When I lived in Dubai (UAE), a colleague owned four rental properties in France, another owned rentals in Alabama, another owned rental houses located in Perth—and none employed a property management fi rm. You can self-manage rental properties from anywhere in the world. Don’t be afraid of long-distance property management. Here’s the secret: Offer good value and select great tenants. Put a system in place to handle repairs, vacancies, emer-gencies, and you shouldn’t encounter serious diffi culties. 

  Tenant-Assisted Management 
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  Implications for Potential Profi ts 

 As you evaluate areas for growth (appreciation), review socioeconomic statis-tics such as jobs, incomes, and household size. Notice the types of people moving into an area; the types of employment; and the restaurants, cafes, and bookstores that are opening. Discover what festivals, tournaments, outdoor activities, and sports events are gaining in size and recognition. 

Is the area, whether a neighborhood, city, or rural outpost, attracting peo-ple who will serve as drawing cards for others? Seek areas that are developing cachet. Look for areas where increasing numbers of people say they would like 
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  Exhibit 15.2  Cash Flows Increase over Time    

$40,000

$35,000

$30,000

$25,000

$20,000


E x p a n d   Y o u r   P r o p e r t y   P o r t f o l i o

investment. Without a doubt, demand for retirement /second home property will remain strong from both retirees and baby boomer investors. 

Combine this demographic age wave with increasing longevity, and you can see a continuing boom in prices for properties located in areas that  become favored vacation /retirement spots. If you wish to invest for high  appreciation, search out the towns, cities, and rural retreats that will be  favored by this com-ing age wave. In fact, many property investors now look for areas that will gain from both creative class and age wave demographics. 

  Where to Invest 
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offer lower prices and higher income yields than houses, condominiums, and small apartment buildings. If you shop  www.loopnet.com , you’ll fi nd thousands of offi ce and retail properties priced at less than $500,000. Such properties often display unleveraged income yields of 5 percent to 8 percent. 

  Property Management 

 Depending on the type of property and the terms of your leases (see later  discussion), you may not need a property management company, or a leasing agent. 
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center might have signed very different leases. That’s because the terms of commercial leases depend on the market conditions when the lease is signed, and the relative negotiating powers of the tenant and the property owner. Tenants who signed offi ce rentals in Silicon Valley in 2003 negotiated much sweeter deals than those tenants who signed at the peak of the tech boom of 1999–2000.   

 How Leases Differ 

 Lease terms determine your net income. Great leases keep your net income 
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through each existing lease, you won’t know what pitfalls may be lurking within the fi ne print. 

You don’t want to buy a property only to learn that an undesirable tenant still has eight years to run on his lease at a rent level that is $6 per square foot below the market price. Or a small retail center with the idea of bringing in a Dollar General Store only to learn that an existing tenant had negotiated an exclusive “general merchandise” clause in its lease. 

For more information, I recommend Thomas Mitchell’s  The Commercial Lease Guide Book  (Macore International, 1992), and Janet Portman’s and Fred Steingold’s  How to Negotiate Leases for Your Small Business  (Nolo Press, San 
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 accommodate expansion. Alternatively, self-storage can provide a profi table way to hold land while you wait, say 3 to 10 years, to redevelop the site into a higher and better use (e.g., retail offi ces).   

 

Mobile Home Parks 

 You can invest in mobile home parks in two ways:

  1.    Own the set-up pads, provide utilities, and maintain the site; or  
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If you buy a park that includes mobile home rentals (rather than just the pads), value the park separately. Rental mobile homes generate strong cash fl ows, but they can wear out quickly. If you calculate their rental income to fi g-ure their worth, you will overpay. You can easily buy repossessed mobile homes for a fraction of their cost new. Value mobile homes as you would a used car. 

 

Profi table Possibilities with Zoning 

 As property investors struggle to boost their income yields, zoning and land-
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REITs provide a way for you to invest in property without taking on any of the managerial responsibilities (or enjoying any of the entrepreneurial oppor-tunities) that direct ownership entails. 

Where Can You Buy  REIT  Shares? 

 Many REITs trade publicly on the New York Stock Exchange. You can also buy mutual funds that own shares in a dozen REITs or more. As another  possibility, you can invest in private REITs. Typically, shares in private REITs are sold by fi nancial planners and many Wall Street stock brokerage fi rms. 
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institutions that deal heavily in mortgages. Countrywide, Fannie Mae, and Freddy Mac represent three possibilities. 

Because homebuilding and mortgage lending run in major up and down cycles, the share prices of companies that operate in these businesses also swing up and down widely. As a result, if through your research you decide that a certain builder or lender shows great promise for long-term growth and profi tability, a big cyclical downturn opens the door for you to earn big gains. Buy low (when negative feelings dominate). Sell high (when boom times come back). 
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 Yet investing for retirement (or any other long-term goal) isn’t rocket  science either. However, like life itself, investing can’t be reduced to a few  formulas. What works today might not work next year. Markets change;  economic conditions change; companies change. But that’s great because it means that there are many ways for you to make money and achieve your  fi nancial security. You don’t need to be a genius. You just need to learn how to succeed. 

 At this stage of my life, fortunately, I’ve gone well beyond saving for a trip to Europe or a car. So, in this chapter, I want to share with you what I’ve learned over the years as an investment advisor for people who want to achieve 


G r o w   Y o u r   R e t i r e m e n t   N e s t   E g g

 2.   Recognize the importance of growing your wealth in more than one 

area. If you’re an employee, take full advantage of whatever opportu-nities your company offers for saving and investment, such as a 401(k), 403(b), or other employer plan, where earnings will grow free of tax until you withdraw the money. In addition, if you’re employed but have a part-time business, you can start and contribute to another  retirement plan, too, such as a simplifi ed employee pension (SEP) IRA, a SIMPLE-IRA, or a Self-Employed 401 (k).  

Even if you have your own business, it’s only good sense to set some 
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market conditions turn very favorable, which means risk is low.  Controlling risk—not trying to beat the market—should be your guid-ing objective.  

 3.     Control your emotions . Investors who get into trouble typically become 

too enthusiastic when prices are rising and/or they panic when prices are sinking. Things are rarely as good as the blind optimists say, and almost never as bad as the professional pessimists would have you believe.  

 4.     Recognize that the investment markets themselves are not always rational . 

They incorporate the knowledge and feelings of the world’s investors on a daily basis, so they refl ect the ongoing battle of those two all-
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while you’re working and help determine the types of investments you should make. Exhibit  16.1  is a worksheet that will help you determine how much you need to save each year to meet your retirement goals. Note that the assump-tions you use can make a big difference in the outcome. Here are the rela-tively common assumptions I’m using:

•   You’ll retire at age 62 or later.  

•  Your goal is to provide enough income for a comfortable retirement, 

but not to build an estate.  

•  Your tax bracket in retirement will be about the same as when you 
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Downloadable Exhibit 16.1  (Continued )

Step 5: $________________________

Annual amount needed to close the gap (Step 2  Steps 3 and 4).

Step 6: $________________________

Current retirement savings, including all retirement-plan accounts, any other corporate savings plans, plus savings/investments in regular accounts. (Do not include life insurance.)

Step 7: Select the 4 percent infl ation multiplier from the table below based on the number of years until you retire:
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Step 11: $________________________

How much your defi ned benefi t pension (if you have one) will be worth at retire-ment (Step 4  the infl ation multiplier at Step 7).

Step 12: $________________________

How much your current nest egg will be worth at retirement (Step 6  the applica-ble multiplier from the table below).

Years Until Retirement         Your Assumed Investment Return

6% 7% 8% 9% 10%

T R U M P   U N I V E R S I T Y   W E A LT H   B U I L D I N G   1 0 1

Downloadable Exhibit 16.1  (Continued )

Years to Retirement        Your Assumed Investment Return

6% 7% 8% 9% 10%

14      .0357 .0331 .0307 .0285 .0264

16      .0283 .0260 .0238 .0219 .0200 18      .0228 .0207 .0188 .0170 .0154 20      .0186 .0167 .0150 .0134 .0120

Step 15: $________________________
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for example, large-company growth stocks were the best place to be. In  recent years, undervalued smaller companies have led the way. 

 Regardless of how you choose stocks, I advise you fi rst to be sure that the companies you choose are fi nancially strong, and that they are likely to gen-erate sustained growth of both revenues and earnings over time, despite occa-sional hiccups and regardless of changing economic conditions. 

 Good companies come in all sizes and types. By fi nancially strong, I  primarily mean companies that have modest long-term debt, giving them maximum fl exibility. Many smaller and medium-size growth companies are completely or relatively debt free, but a surprising number of larger blue 
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•  I prefer to use funds that take below-average risk compared with the 

others in its particular fund category.  

•  Are the funds cheap to buy and hold?  

 There are some 60 categories of funds ranging from large-company value to small-company growth to emerging markets to high-yield bonds, accord-ing to Morningstar, the investment analysis company. Since some types of  investments are always doing better than others as conditions evolve, you need to realize that a fund’s category will probably have more impact than any other factor on its performance during shorter time periods. An average fund that 
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430 ETFs in the United States, holding about $430 billion in assets and  growing quickly. 

 ETFs are groups of stocks that track market indexes and stock sectors in the United States and overseas. ETFs now exist for just about every stock market, industry, and investment style. Among the most popular ETFs are those tied to the Standard & Poor’s 500, the Dow Jones industrial average, the NASDAQ 100 index, an index of non-U.S. stocks, and a group of equities selected from many emerging markets, such as Hong Kong, Brazil, China, and India. 

 ETFs offer three main advantages over traditional mutual funds:
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bond prices. And when you hold a bond to maturity, you’ll get the face value back. If you sell your bonds before maturity, the amount you receive depends on interest rates at that time. Bond prices rise when interest rates fall, but bonds decline in value if rates rise. 

 With bond funds, you cannot lock in a yield. Bond funds have no set  maturity because their portfolios change with market conditions, and with the fl ow of money in or out of the fund. Bond funds are more expensive to hold over time. The average bond fund charges roughly 1 percent of your  investment each year. This expense is modest on a smaller investment of, say, up to $20,000, but the more you invest, the more critical extra costs become. 
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•  You do not plan to make modest additional investments.  

•  You plan to hold your bonds to maturity.  

Municipal bonds or bond funds can be attractive income investments  because interest is exempt from federal tax, and usually from state and local taxes, if the buyer lives in the state issuing the bonds. These bonds are partic-ularly appealing to investors in high tax brackets who live in high-tax states. 

 Municipal bonds pay lower yields, but if you pay federal, state, and/or  local taxes on the interest from taxable bonds, you may fi nd that municipals actually generate more net interest income for you than taxable bonds with a 
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 If you buy bond funds, you can and should minimize expenses by invest-ing in low-cost funds. Vanguard Group charges the lowest amount in the  industry and offers a wide variety of well-regarded bond funds, followed closely by Fidelity and T. Rowe Price. Charles Schwab and other discount brokers offer funds from additional fund families at no extra cost. 

No matter how you invest, be sure to keep your investment expenses down. This can make quite a difference in your investment return. While you cannot guarantee how your investments will fare, you can control how much you pay for them. 

 Suppose you have a $250,000 portfolio. If you net 7 percent a year on 
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 Over the next six months, I increased Bob’s fi xed-income investments, sold more equities, and kept his cash reserves high. In March 2002, because of our concerns about the worsening geopolitical situation, we further  reduced Bob’s equity exposure to under 20 percent, enabling him to largely avoid the dramatic decline of the next six months. We laid low until the spring of 2003, when a new bull market fi nally began, and then we steadily increased his  equity exposure while trimming his cash. 

 The reason I told you this story is to illustrate that sometimes, there are periods when it’s only good sense to set aside an allocation plan and reduce your risk by moving more of your investment wealth to bonds and/or cash. It 
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1.   What do I want from my investments?  Asset allocation involves dividing 

an investment portfolio among different asset categories, typically stocks, bonds and cash. Determine when you’ll need to use some or most of your money for living expenses. This might be to make a down payment on a home, invest in a full-time or part-time business, pay college tuition for a child or pay living expenses when you’re retired.  

 2.     How much risk do I want to take?  Risk tolerance is directly related to 

your investment time horizon, but also to your willingness to take risks in exchange for greater potential returns. Some people are willing to go for broke, while others hate the thought of ever losing money.    
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No single asset allocation is right for everybody . So if you hear somebody from a major brokerage fi rm on television say, “We currently recommend an allocation of 60 percent stocks, 30 percent bonds, and 10 percent cash,” just ignore it. 

 What, then, is a reasonable asset allocation for you? 

•   You’re single, in your 20s, and investing for retirement 35 to 40 years 

from now. I think 85 percent or so in stocks generally is okay, with the rest in cash.  

•  You’re 40, married, and with two kids. You’re investing for their col-

lege educations, your retirement, and your spouse’s retirement. An 
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you’ve got to reach for rewarding opportunities when risk is low—and  actively protect yourself when risk is high. 

 The Securities and Exchange Commission (SEC) offers the conventional wisdom concerning asset allocation. The SEC says that, “Savvy investors typ-ically do not change their asset allocation based on the relative performance of asset categories—for example, increasing the proportion of stocks in one’s portfolio when the stock market is hot. Instead, that’s when they ‘rebalance’ their portfolios.” 

 That’s a good plan—most of the time. But not always, and those excep-tions can make a big difference. History shows that bull markets typically 
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 The three stock categories are:

 1.      Value stocks , generally defi ned as those with the lowest multiples of 

price to earnings and book value.  

 2.     Growth stocks , which tend to be of the fastest-growing companies, but 

also the most expensive.  

 3.   Blend stocks , which fall between the fi rst two categories; these companies 

grow faster than value companies, but are less expensive than growth companies.    
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 Relax, yes, but pay attention. It’s true that back in the good old days—the great bull market in stocks that that ran from 1982 through early 2000—it generally paid off for investors to buy and hold for the long haul. 

 But it’s different now. Investors need to be more vigilant and proactive than before because the pace of change has accelerated signifi cantly, thanks largely to technological advances in the availability and transmission of information around the world. The rapid fl ow of information, rumors and opinion can also increase the possibility of investor confusion and uncertainty of  today’s fi nancial markets. 

 Frightening? Sometimes, yes. But confusion, uncertainty and even crisis  always create fabulous opportunities for profi t when you’re patient and prepared. 
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Europe, Latin America). Plus, most foreign stock markets are more attrac-tively priced than the U.S. market, with lower price/earnings ratios (stock price divided by the company’s earnings). Often that discount is warranted, for various reasons including superior political stability and accounting stand-ards in the United States. But now we’re seeing more good foreign compa-nies than ever before with superior growth and lower valuations than their U.S. counterparts. 

 What’s more, there are now more excellent ways than ever to invest in the rest of the world. For many years, mutual and closed-end funds were the only practical ways to go. In recent years, exchange-traded funds (ETFs) that 
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 Think about Your Time Line 

 Here’s another way to approach this important question of what types of stocks and, to a lesser extent, bonds to buy. Consider these guidelines:

•   With assets that you won’t want for living expenses for 10 years or 

more, buy stocks or funds that are in the long-term growth categories.  

•  If you won’t have to cash in some of your investments for at least fi ve 

years, focus on “total return.” This means vehicles that pay dividends 
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strong earnings growth; and stocks that generate solid earnings growth and sell at a relatively reasonable price. 

 A younger person might emphasize earnings growth while a new retiree tilts toward value, yet both could also own investments in the middling growth-at-a-reasonable-price category. The younger person may be more inclined to invest in small-company stocks while the older one goes primarily with large companies. Another way to increase potential returns or reduce risk is to choose relatively aggressive or conservative vehicles, respectively, in a partic-ular category. 

 Let’s talk a little bit about investing for income. This is harder than it 
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prefer to buy individual stocks or bonds, a great way to learn about investing is to visit fund web sites and research their holdings. 

 1.       You’re 25 years old and single . After setting aside 10 percent or so for 

cash reserves, you should invest for long-term growth. So invest your assets as follows:  

  Large-company growth and blend: 15 percent  

  Mid-cap growth and blend: 20 percent  

  Small-cap growth, blend, value: 25 percent  

  International: 30 percent  
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  Mid-cap blend and value: 20 percent  

  International: 20 percent  

  Bonds: 15 percent  

  Cash: 15 percent  

 5.       You are age 70, and you may well live another 20 years or more . You may 

want to reduce your stock-fund exposure. However, even retirees who emphasize high income and capital preservation should hold some stocks in order to generate enough capital appreciation to  provide for long-term needs and hedge against infl ation. You’re in situation 3: 
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 For your Portfolio Management worksheet, visit  www.trumpuniversity. com/wealthbuilding101 . Investing successfully in the fi nancial markets to build wealth is an incredibly valuable skill. It’s also fascinating because it  requires a special blend of information—the kind you get through research and knowledge. Keep a healthy balance between the two, throw in a strong dose of commitment, and some patience, and that’s it!            
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Having control over your tax bill can make a great difference in your life and put you on the road to wealth, but you can’t take the fi rst step if you’re not willing to take action and control the amount of income you now lose every year to unnecessary taxes. You can reduce your tax bill signifi cantly, but you’ve got to do the work—nobody is going to do that for you. 

For most people, realizing that they are, indeed, in control of their taxes is the hard part. It’s much easier to blame the problem on someone else. If you don’t believe me, think about what I’m saying for a minute, and then ask yourself this question: “What have I done this year to reduce my tax bill?” 

It continues to amaze me just how little we know about taxes. Most tax-


S a v e   M o n e y   w i t h   T h e s e   Ta x   S t r a t e g i e s

2.  For tax year 2007, self-employed people pay Social Security taxes on the fi rst 

  ––––––––––– they earn. 

  a.  $42,500  

 b.  $60,000  

  c. $72,500  

  d. $97,500  

3.  The type of tax-advantaged (tax deductible) pension plan for unincorporated 

small-business owners is referred to as a: 

 a.  401(k) plan  

  b. Roth IRA  
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Downloadable Exhibit 18.1  (Continued )  

10.  A cash-basis taxpayer may not claim a bad debt deduction unless the amount 

to be deducted has previously been included as income. (True or False)  

  Answers: 

 1.    d—The standard mileage deduction is .445 per mile  

2.  d—$97,500 

3.  c—SEP 

4.  d—100% 
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  1.    Federal income,  

2.  Social Security,  

  3.   Medicare, and  

4.  State income.  

In some states, additional taxes are withheld, but for purposes of this chapter, we will focus on these four types of withholding. 

Federal income tax  is withheld based on how you fi ll out your W-4 income tax form for your employer. As you may know, your marital status, the number of your dependents, and the size and extent of your itemized deductions 
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 offenders are Montana (11 percent); Rhode Island (10.098 percent); Vermont (9.5 percent); California (9.3 percent); and Oregon (9 percent). 

Gaining a working knowledge about taxes doesn’t mean you’ll avoid  paying taxes altogether, but avoid paying as much tax as allowed by law. By understanding the different types of income, and how these types are taxed, you can hold onto more of your hard-earned dollars. Knowledge equals power, and in this case, knowledge equals money. 

Not all income is created equally and, more importantly, not all income is taxed equally. To illustrate this point, let’s take a look at the following  fi ctitious example. 
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  Example 3 

Facts: 

  Fred is self-employed by an excavating company and nets $55,000 per 

year.  

  Wilma is self-employed as a fashion designer and earns $60,000 per 

year.  

  Their itemized deductions and personal exemptions equal $30,000.  

  They live in a state with a 7 percent income tax rate. 
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your income and how to build wealth. Now let’s take a closer look at these different types of income. 

Earned income  is income you earn for your personal services and is subject to both income tax and self-employment tax (Social Security and  Medicare). The most common type of earned income is W-2 wages. Net  income from a self-employed business (fi led on Schedule C) is also consid-ered earned income. You want to minimize or avoid earned income as much as possible because it is taxed most heavily. 

Passive income  is income that you generate from something other than personal services. Passive income is subject to income tax, but not self-
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Tax-free income  is exactly that—tax free. It’s smart to know the ways you can achieve tax-free income. Let’s say you are beginning to earn more  income. That’s great, but now you’ll have to pay more tax; 35 percent in federal taxes, and 7 percent in state, for a total of 42 percent. You shop long and hard for a good money market rate, and fi nd one that pays 6 percent. Unfortunately, much of that interest income—about 40 percent—is lost in income taxes, and you end up with an effective gain of 3.6 percent, a little more than half of what you had hoped to yield. Tax-free investments may yield lower returns, but at a higher tax rate than many after-tax investments. One example most working Americans are familiar with is the onetime break they get from 
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tax rate and, in addition, the full 15.3 percent self-employment tax when you start or buy your own business. Obviously, that is not a preferred status. If you’re content with your current tax situation, stop reading here; if not, keep reading. 

General Partner 

 If you are a general partner, you have the same tax status as an individual tax-payer, which means that you will pay full income tax in whatever bracket you are in, and, in addition, the full 15.3 percent self-employment tax. Merely 
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owner actually works in the business. Unlike individual sole proprietorships and general partnerships, you can save signifi cant amounts of self- employment tax by utilizing these entities because an S corporation shareholder is only  liable for self-employment taxes on the amount he or she pays themselves in salary. This creates an opportunity to provide signifi cant savings, compared with the “default” status of individuals and general partnerships. 

C Corporations 

 C corporations provide an opportunity to save taxes by utilizing a concept 
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There are steps you can take, but you must start taking them for them to help you! Start by changing your tax status, and then move to the greatest tax shel-ter of all—owning and operating your own small business, which will put you well on your way to becoming, and more importantly, staying wealthy. 

 

For More Information 

 Visit  www.irs.gov/business/small/index.html  and  www.secretmillionaire.com .  
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 To understand any subject, ask yourself six basic questions: “Who?” 

“What?” “When?” “Where?” “Why?” and “How?” Estate planning is no  exception. In thinking about an estate plan, ask yourself:

  1.    Who needs an estate plan? Who are your heirs?  

 2.    What assets will you leave?  

 3.    Where can you go to get help with your estate plan?  

 4.    When should your assets be passed?  

 5.    Why do you need a formal estate plan?  

 6.    How can you accomplish your estate planning goals?  


  P r o f i t   f r o m   a n   E s t a t e   P l a n

6.  Do you have certain requests regarding your death            Yes    No 

and interment that you don’t want your family to 

have to deal with in their time of sorrow?    

7.  Do you want to have a say in your medical care and          Yes   No

treatment, in the event that you are unable to voice

your directives to your medical team?      

8.  Do you currently have a living trust, will, or other             Yes       No

estate plan in place that is more than fi ve years old?          

9.  Do you wish to leave parts of your estate to people          Yes       No
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their death. If you want to leave your assets to your family, or a favorite charity or cause, you must specify your wishes in a properly established estate plan. Otherwise, a court could determine the distribution of your assets and the care of your dependents in a way that doesn’t  follow your wishes. The chances are good that the government’s wishes may not match your own. 

 Another misconception about estate planning is that it is only necessary for the purpose of avoiding estate taxes. Many estates, even modest-sized ones, are vulnerable to both state and federal inheritance and /or estate taxes, but that’s not why all estates need some degree of estate planning. The main reasons are to:
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later in the chapter, there can be tax benefi ts associated with contributing to charitable causes and organizations as well. 

 Finally, when you reach your golden years, you may want to add several benefi ciaries to your estate plan. You may also want to specify your wishes for your funeral or internment, or your care, should you become incapacitated or unable to care for yourself. Dealing with such end-of-life issues isn’t anyone’s favorite task, but doing so in the present is the only way to ensure that your wishes are followed in the future. 

 Once you have put your estate plan strategy into place, your work isn’t done yet. Every few years, or annually if your life circumstances or wishes 
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trust and maintains complete control of the trust during his or her lifetime. In other words, the same person who establishes the trust is also the person who executes, or carries out, the terms of the trust, and can thus continue to buy, sell, borrow, or transfer assets at any time. In addition, the Trustor(s) may change or revoke the disposition of the assets at death, and also change the  persons named as Trustees during their joint lifetimes, as long as they are  considered competent. 

 For most of us, the biggest benefi t of a Revocable Living Trust is avoid-ing probate. Without a living trust, your estate (personal assets, business  interests, life insurance death proceeds, and government benefi ts) will have to 
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A trust makes sure your wishes—and assets—pass on to loved ones and bene-fi ciaries as you wish. 

 Now let’s talk about a few ways to legally reduce, or perhaps even elimi-nate, estate taxes. 

 A Revocable Living Trust is probably the most frequently used trust in estate planning. In addition to avoiding probate, if you are married and estab-lish a trust together, the trust can receive an estate tax exemption of $4  million, through what’s called an “A-B” provision. If you don’t have a properly  executed trust, you’ll only receive $2 million—half of what your estate could have received. 
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 Irrevocable Life Insurance Trust

If you have a great deal of life insurance, another type of trust to consider is an Irrevocable Life Insurance Trust  ( ILIT ). The ILIT is established as the owner of a life insurance policy, so that estate taxes are avoided by putting the payout from the life insurance policy into a trust rather than the decedent’s taxable estate. 

 If you have several small life insurance policies from forgotten sources (your employer, your mortgage, private policies, through clubs or member-ships in certain associations), it may be a good idea to put the larger one(s) into an ILIT, because the smaller ones can quickly add up and could push you 
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 estate plan? Who are your heirs, or benefi ciaries? What assets will you leave? Where can you go to get help with your estate plan? When should your assets be passed? How can you accomplish your estate planning goals?) This is very important, which is why I am mentioning this again. Once you defi ne your goals and objectives, you are ready to sit down and draw up a detailed design or blueprint of your fi nancial position. 

 

Five Estate Planning Steps 
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physician for your fi le, and also provide one to a hospital or medical center before any type of surgery or treatment. 

 A simple, commonsense way to make sure your wishes are followed is to share your wishes with loved ones. I don’t mean telling them the specifi cs, but letting them know that you have a plan in place, and the name of your estate planner, is a must. Also list and describe all items of value, including those  relating to family history, and any liquid assets, such as cash or bearer bonds. It’s great to hide “mad money” in a secret compartment of a desk or dresser, but if those assets are sold or destroyed after your passing, that “mad money” will never benefi t anyone. 
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 Here’s an example. Suppose you’re involved in a car accident, suffer a broken arm, and miss work for a week. Obviously, you’re going to have  medical bills, lost income, and maybe incur some pain and suffering. You may feel that you have the right to recover damages from the person who caused the accident, so you walk into an attorney’s offi ce. The attorney will decide whether to take your case, not by how much you suffered, but by how much money can be gained by suing the person who caused your accident. 

 Now let’s turn the tables. Suppose you own a trucking company, and one of your trucks gets into a minor fender bender with another motorist. At the scene of the accident, the motorist has no injuries whatsoever, but once he gets 
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In taking advantage of exemptions, there are two goals:

  1.     Identify and retain ownership of assets that qualify for an exemption . 

A classic example is claiming the homestead exemption by keeping your home in your personal name.  

 2.     Convert assets from those that do not qualify for an exemption into assets that 

do . A common example is to liquidate nonexempt assets and invest that money in a home. This is more complex, and you must be careful to avoid any actions that can be considered fraudulent. We will discuss fraudulent transfer later in the chapter.  Caution : The rules on such 
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C  and  S corporations  are the next choice. A corporation has a legal existence separate and distinct from its owners (shareholders). Generally a corporation is in existence perpetually until the owners decide to dissolve the  corporation, or legal action forces the corporation to dissolve. A corporation is a popular choice because of the asset protection it affords; generally speaking, as a legal “person” separate and distinct from its owners, any debts or liabilities belong only to the corporation. 

 The next type of business entity we’ll discuss is the  limited liability company , or LLC. An LLC is a hybrid between a partnership or sole proprietorship and a corporation. Like owners of a general partnership or a sole proprietorship, 
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Are any of your assets listed in the public record     ________ Yes       ________ No under your personal name?

Is the equity in your home greater than the           ________ Yes       ________ No homestead exemption in your state?

Would you like to structure your wealth in a         ________ Yes       ________ No way to reduce your income and estate taxes?

Do you own a liability insurance policy that          ________ Yes       ________ No protects the total value of your wealth?

Do you have a business that owns its                 ________ Yes      ________ No
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Layering an Asset Protection Plan 

 Now that you understand some of the asset protection benefi ts of individual business entities, you might be anxious to put all of your assets into one  entity—but hold on. In my experience, using multiple entities is the smart way to go. To put a sound asset protection strategy into place, it’s smart to “layer” your entities to afford your assets maximum security. 

 What does layering mean? Whenever I explain this concept, I like to use an analogy you’ve probably heard. It’s not smart to put all your eggs in one basket because, if you lose that one basket, you lose all your eggs. The process 
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 responsible for the debts and liabilities of the limited partnership. From a control standpoint, we all want to be the general partner, but not from a liability standpoint. However, if the general partner was a corporation you controlled, you could maintain control and also enjoy the limited liability protection of a corporation.  

• Have entities own other entities , which affords both asset protection and 

tax planning benefi ts. If not done properly, however, it can have  potentially negative consequences, which is why you should consult with an attorney or accountant when implementing such a structure.  
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Recordkeeping 

 Make sure you operate your business entities according to the law. First and foremost, maintain your corporate records on at least a yearly basis. When you decide to sell your company, or undergo an audit, a properly kept corpo-rate binder can be an invaluable resource. There are two types of corporate records: initial records and annual records. Initial records include the Articles of Incorporation and various other documents that enable the offi cers to set up the corporate structure. Annual records include Annual Shareholder Meeting Minutes and Special Meeting Minutes. 
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  1.     Formulate a strategy . Realize that no matter how carefully and ethically 

you conduct yourself and your business, it is highly likely that you may be sued.  

 2.     Recruit and organize professionals who can help you accomplish this goal . 

Most likely, you’ll need an attorney and an accountant who are both skilled at asset protection structures and methods.  

 3.     Prioritize your objectives . Evaluate your overall fi nancial situation, but 

in a way that doesn’t negatively affect your other fi nancial planning objectives. Consider how a transfer of assets from one entity to  another may affect your tax and/or estate planning. If you put your personal 
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2. The corresponding, infl ation-adjusted, breakeven years for these 

dates are 1927, 1958, and 1993.

3. Most advisors recommend even less concentration. Chapter 17 

more fully discusses portfolio diversifi cation and asset allocation.




I n d e x

I N D E X

Asset protection (continued )                Brainstorming, 90–91, 99

quiz to assess vulnerabilities,           Branson, Richard, 19

222–223                      Brokers:

recordkeeping, 226                    businesses to buy, 114, 124

ATM cards, 80                          stocks/bonds, 53, 60, 61, 180 Attorney(s), 51, 114                      Budget(s): Auction sale of property, 138                I don’t want to do a budget Audience, knowing your, 3, 8                   automatic money system Automatic Investment Plan (AIP),              (see Automatic money system)

50, 58–62, 64, 72, 77–78                objections to, 75

Automatic money system, 58,            Buffett, Warren, 37


I N D E X

all cash, 119                            Commodore Hotel, New York, 7–8

borrow from family                  Communication:

and friends, 119                    entrepreneurial skill, 27, 91

government-fi nanced loan, 119         great communicators, 27

seller fi nancing, 120                     with ourselves, as form of 

step 7 (due diligence), 111, 121                 programming, 27

dealing with problems, 121–122        with outside world, as infl uence, 27

step 8 (closing the deal), 111,            Competition, enjoying, 3, 10–11

122–124                       Contract attorney, 51

lease assignments, 122                Corporate securities, 179–180

lien search and fi lings, 123            Corporations:


I N D E X

Debt: (continued)                            dictionary defi nition, 86

cutting up credit cards, 67                   fi nancial benefi ts, 87–88

“debt diet,” 66–74                        fi nancing:

debt-free date, 73–74                      purchase of business, 111, 

determining pay-off ratio and                    119–120

pay-off priority, 69–70                  start-up business, 93–94

downloadable Debt Elimination          MAP (mindset/actions/process), 

Plan, 69                                  86–87

elimination plan, 68–70, 72, 78           misconceptions about, 85–88

fi nancial freedom, controlling debt        number of business in

and, 42–44, 69–70                      United States, 86


I N D E X

probate problems, 214                 Financial freedom, fi ve steps to,  

questions to ask, 210, 216–217              69–70. See also Debt

quiz, 210–211                         Financial statement, personal monthly, 

reasons for, 212                             40, 41–42

Revocable Living Trust, 213–215       Financial vision statement. See Vision

Spendthrift Trust, 215–216             Financing:

steps (fi ve), 217–218                       purchase of business, 111, 119–120

tools for, 213–216                        start-up business, 93–94

Exchange-traded funds, 176–177, 180    First customer, capturing, 97, 108–109 Executive summary, 101–105            5/15/80 rule, 49 Exemptions, 220–221                  Florida, Richard (The Rise of the 


I N D E X

Habit(s): (continued)                          persuasion equation (fi ve steps), 

plan setting, 20, 24–27                      27–28

priority management, 20, 23–24      Instincts, 3, 10

spiritual health, 20, 21                 Insurance:

upgrading value of their time, 15        agents, 46, 52

vision, great, 20, 24, 35                  asset protection, 226

nature of, 39–40                         Irrevocable Life Insurance 

Harvesting your business, 88                   Trust, 216 Health/stress, entrepreneurship and, 94      life, 50–51, 52 Helicopter-training facility, 18–19          term (recommended), 51, 52 Higher power, 22                       Integrity, 91


I N D E X

risk management, 169–170 (see also       limited liability corporations 

Risk)                                    (LLCs), 207, 222, 223

savings amount, maximizing, 168         limited partnerships (LPs), 

sources of information, 180                   206, 222, 223

stocks:                                      pitfalls to avoid, 225

categories (value, growth, blend),        sole proprietorships, 86, 221

186, 188, 193                      types of, 89, 105, 221

fallen angel companies, 174           Leveraging knowledge/creativity, 

fi nding a good stock, 174–175            3, 5–6, 17

growth companies, 174              Library:

homebuilders, 163–164               personal, 53


I N D E X

Mindset for success (continued)            Negotiating:

changing habits, 13–14                  buying your own business, 111, 

controlling your thoughts and                117–119

emotions, 16                        skills, 3, 8–9, 90

differences between millionaires and    Noncompete issues, in buying a 

paupers, 14–16                       business, 118

Psycho Neuro Duplication, 13

stories people tell themselves that       Opportunity(ies):

prevent them from becoming         lack of, as obstacle to rich, 58–59, 78                             entrepreneurship, 94

taking action in present moment,        Opportunity Screening Checklist, 98


I N D E X

asset allocation, 164, 182–185             designing lease for target 

diversifi cation in stocks/bonds,                 market, 147

185–187                         Real Estate Investor Self-Assessment 

favorite equity mutual funds in                (downloadable), 149–150

major U.S. categories, 193            requiring rent on time, every time, 

global investments, 187–188                 148–149

life situations, and investment              retaining top-fl ight tenants, 148

styles, 190–192                       verifying before buying, 146

model portfolio samples, 192             working to increase rent 

Morningstar nine-box grids                  revenues, 149

(stock/bonds), 186                  Property portfolio. See Real estate 


I N D E X

Real estate investment                        repositioning property more 

alternatives (continued)                          profi tably, 144

lower priced areas, 152–154                strengthening/maintaining 

property management                      borrower profi le, 144, 146

companies, 154                 Real estate investment trusts (REITs), 

tenant-assisted management, 154         162–163

mobile home parks, 161–162          Real Estate Investor Self-Assessment 

self-storage, 160–161                       (downloadable), 149–150

stocks related to:                         Real Estate Wealth Calculator, 134

homebuilders, 163–164             Rebalancing portfolio, 184

mortgage companies, 163–164       Recordkeeping, 226


I N D E X

Seller fi nancing, 120                      Stockbrokers, 53, 60, 61, 180 Senior discounts, 81                      Stock market. See also Investing/saving Seven practices of the rich. See                for retirement:

Wealth-building by adopting           Dow Jones tumble 

seven practices of the rich                   (October 1987), 182 Showmanship, 8                        historical perspective on stock price Silver State Helicopters, 18–19                 gains, 139 Skills needed for entrepreneurship,         “Stories” people tell themselves that 

16–19, 89–91                          prevent them from becoming rich, 

acting decisively, in present moment,        58–59, 78

17–19, 91                        Supplier concentration issues, in 


I N D E X

Tenant(s):                                  Trump University at 40 Wall Street, 

attracting/retaining quality, 147–148        5–6

as property managers, 154             Trust(s):

Term insurance, 51, 52                     Charitable Remainder Trusts Thinking big, 3, 5                              (CRTs), 215 Thinking rich (unleashing your “Inner      Irrevocable Life Insurance

Trump”), 1                              Trusts, 216

Thinking rich                             living trusts, assets that 

building wealth the Trump way, 3–11          belong in, 223

developing mindset for success,           real estate investment trusts 

12–19                              (REITs), 162–163


I N D E X

as personal habit, 20, 24, 25, 35            reinvesting investment returns, 

vision-planting questions, 32–33              57–58, 62

visualizing your ideal life, 32–35         Wealth-building the Trump way, 3–11

writing it down, 25, 35–36                being your own best asset, 3, 11

Volatility, 141                                 enjoying competition, 3, 10–11

knowing your audience, 3, 8

Wall Street Journal,, 180                     learning skills for negotiating, 3, 8–9 Wall Street property (40 Wall Street),       leveraging knowledge, 3, 5–6

5–6, 9                                 listening to your gut, 3, 10 Wealth-building by adopting seven         passion, 3, 4

practices of the rich, 57–65              risk taking, 3, 7–8, 16

[image: ]

[image: ]

[image: ]

[image: ]

[image: ]

[image: ]

cover.jpeg
@ TRUMP

UNIVERSITY

WEALTH BUILDING
LS

Your First
90 Days
on the
Path to
Prosperity

EDITED BY DONALD J. TRUMP





index-187_1.jpg





index-217_1.jpg





index-269_1.jpg
Get the
world’s best
3-day ROI

In just 3 days, our “been there, done that” experts will teach
you tactics it takes others a lifetime to learn. Our radically different
approach is intense, immersive, interactive — and gives you
actionable knowledge you can start using the instant you're done.

Attend one retreat or three — either way, you'll achieve a return
on your investment that never stops growing.

Trump University offers these =
3-Day Immersive Retreats: INVEST

IN
m Wealth Preservation: Asset Protection YOURSELE”
m Commercial and Multi-Family — Pt
H Foreclosure and Rehab Real Estate

Participation is limited. Results are not.

1-888-668-7867
www.TrumpUniversity.com/results

TRUMP UNIVERSITY

We Teach Success:






index-1_1.jpg





index-147_1.jpg





index-270_1.jpg
Learn the Trump
Way to Wealth Creation

Your 90-day program to create
financial freedom — the Trump Way

The Wealth Builder's Blueprint

Learn from “the wealth master” himself. Donald J. Trump, a self-made
multi-billionaire, and his world-class team of experts will lead you to the
life you desire. In this program they show you, step-by-step, how to make
your financial goals attainable. The Wealth Builder's Blueprint takes you
through many dimensions of building wealth for a lifetime — and you
can take that to the bank!

Here’s what you will learn:

0 Turn goals into action and action into wealth

O Master the mysteries of money

0 Persuade others 1o pay for your talents, products and ideas
Soar to the top of your career

O Start a business that sets you free for life

O Retire on real estate riches

If you're ready to do the work and follow the plan, then why not take
the next step and learn more about The Wealth Builder’s Blueprint at
www.TrumpUniversity.com/WealthBuilder

T RUM P SPECIAL OFFER FOR BOOK READERS
UNIVERSITY 20% Oﬁregu}arpnce

www.TrumpUniversity.com Offer Code: WB 101






index-271_1.jpg
PERSONAL GOALS:
rgf qetryrromated:
o Fire my boss.

Z(.stavt my oww lous’w»zss.i

@( B]/.gj a home.

¥ Flip a honee.

v enjoy ﬁwamLaL independence.
¥ Live Larger-

i l,av.gh WLOVE.

 Achieve my dreans.

START RIGHT HERE:
www.TrumpUniversity.com

Donald J. Trump knows about success. He lives it. He epitomizes it And
now he's ready to teach it — with world-class instructors, convenient

online leaming programs, and a wealth of streetwise wealth-building
wisdom that can give you a lifelong professional and personal advantage.

Visit our website today — www.TrumpUniversity.com to leam more,

do more, and BE more. The information is absolutely free — but the
opportunity could be priceless.

TRUMP

UNIVERSIT

www.IrumpUniversity.com






index-51_1.jpg





index-267_1.jpg
of I-_\mericans
Retire Broke.

Wealth is a Choice. What Do You Choose?

20% of the population owns 80% of the world’s wealth. To belong to this 20%
is your choice. You can choose to struggle to make ends meet, or you can choose
to experience the freedom of living your life the way you want.

The difference between the two is... active effort and the right direction.

The Wealth Builder Action Plan gives you this right direction.

Take you down four distinct pathways to wealth.

Establish action-orientated fundamentals that
position you to win.

Tells you how to protect the wealth you create.

The Road to Wealth is a Choice, But Only if You Take These Steps.

Log on to www.TrumpUniversity.com/ActionPlan
or call 1-877-508-7867 to order your copy I Rl J M P

of The Wealth Builder’s Action Plan Today! UNIVERSITY





index-5_1.jpg





index-268_1.jpg
Get Your FREE
Special Report from
Donald J. Trump!

Perhaps you know who | am... if o, then you know that | know a thing or
two about real estate — and now I'm ready to teach you! Frankly, | think
everyone can achieve their financial dreams and enjoy a more luxurious
life by mastering the “art of the deal” — you just have to leam how.

What Makes Real Estate the
World's Best Investment?

FREE Special Report

Request your copy now at
www.TrumpUniversity.com/Bestinvestment

The report won't cost you a penny — but it really could help you
develop the skills and perspective you need to succeed beyond your
wildest dreams. Better yet, it will introduce you to Trump University
— a world-class lineup of personal coaching, online courses, live
teleseminars, and home study programs designed to give you a
huge advantage in your lifel

No opportunity lasts forever — so do it now.

A

TRUMP

UNIVERSITY

www.TrumpUniversity.com






index-272_1.jpg
What Do You Want Out of Life?

_ "To Live
[1 To Just Get By IEERZTITE 1111

You're about to discover 201
secrets to achieving significant
financial resources and living your
life in a very BIG WAY.

v §

e

i

Direct from Donald J. Trump

and the Trump University faculty

is 201 Trump Secrets of Personal
Wealth—specific personal finance

strategies Donald Trump follows to
grow his wealth. Best of all—these
secrets are yours FREE.

Secrets That Will Help You:

* Cut your taxes in half

* Keep more of the money
you make

Protect your assets from
lawsuits

* Reduce debt

* And more!
Get the secrets to transform

TRUMPD [ty

UNIVERSITY FinanceSecrets






index-3_1.jpg





index-21_1.jpg





index-105_1.jpg





index-23_1.jpg





index-77_1.jpg





