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Smart and Simple Matters 013: 

Better Financial Decisions and Building Mindfulness with Todd Tresidder 

Show Notes at: http://valueofsimple.com/smart-and-simple-matters-podcast-013-with-
todd-tresidder  

 

********** 

Hey there! 

Thanks for downloading the transcript of the Smart and Simple Matters show. You’ll want to read this quick though before 

you read the rest. 

Besides the content on Value of Simple and the Smart and Simple Matters show, some of my best stuff is sent exclusively 

to people in the free email newsletter community. You can find out all the great reasons to join us by clicking here.  

In this episode you’ll learn about: 

 What Todd’s “next step” is in personal finance and money independence 

 How to motivate people to see money as boring, rational, and unsexy (I love this part!) 

 Why being a college kid with very little wealth can be super rewarding 

 The meaning behind Todd’s words, “When you can have anything you want…is the point you cease to want anything” 

 What steps you can take to generate extraordinary value at attractive price points 

 How getting kicked in the butt builds mindfulness 

 Why giving away value can be a great business model…and how to smartly do it 

 What the ultimate insult is to people who create for a living 

 How the human mind is tremendously feeble at decision-making 

 The insightful quotes at the bottom of Todd’s computer monitor (yes, seriously) 

 How to create plans that don’t require unpredictable assumptions 

If you appreciate this specific podcast or the Smart and Simple Matters show in general, please go to the iTunes page and 

leave a review. Every single review is a huge help to the show and greatly appreciated!  

To leave a review on iTunes (iTunes needs to be installed first), just do these four quick steps:  

1. Visit the Smart and Simple Matters iTunes page here: http://itunes.apple.com/us/podcast/value-simple-podcast-
joel/id545208089 

2. Click the blue button on the left labeled "View in iTunes" below the cover art of the show 

http://valueofsimple.com/start-here/
http://twitter.com/joelzaslofsky
http://valueofsimple.com/smart-and-simple-matters-podcast-013-with-todd-tresidder
http://valueofsimple.com/smart-and-simple-matters-podcast-013-with-todd-tresidder
http://valueofsimple.com/newsletter
http://itunes.apple.com/us/podcast/value-simple-podcast-joel/id545208089
http://itunes.apple.com/us/podcast/value-simple-podcast-joel/id545208089
http://itunes.apple.com/us/podcast/value-simple-podcast-joel/id545208089
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3. When iTunes loads, scroll down below the "Customer Reviews" section and click the link labeled "Write a Review" 
4. Write a review with whatever title you like, whatever length you have time for, and give the show an honest rating. If 

you don't think it deserves five stars, don't rate it as a five star show. 

Now for the transcript. 

 

********** 

Joel: Hey, there! Welcome to the Smart and Simple Matters Show with your host, Joel Zaslofsky. It’s a meeting of the 

minds today – well, actually one high-powered mind and then the squishy gray matter in my very bald head. This is 

episode number thirteen. 

Welcome to another exciting episode of the Smart and Simple Matters show folks! I brought a little bit of Nevada back with 

me after recently attending New Media Expo from January 6th through the 8th. My guest today – who I met at New Media 

Expo and I almost instantly became fascinated by – is Todd Tresidder of FinancialMentor.com. 

 

Todd didn’t have to travel far to get to New Media Expo in Las Vegas as he lives up the road in Reno, Nevada. He’s going 

to elaborate on his original story in a moment, but Todd is a converted hedge fund manager who has been a financial 

educator for the past fifteen years. 

 

His reasons for leaving the traditional investing world are a bit different than mine were, but he and I share a lot in 

common. Well, except for the fact that Todd has published a number of popular books – like his recent one called How 

Much Money Do I Need to Retire? – and the fact that he can run circles around me in a conversation about the great 

philosophies of the world. 

 

I felt a connection to Todd because he’s much more than a well-spoken financial whiz or someone who can pick you up 

off the ground if you’ve made a series of bad money plans and decisions. So welcome Todd! Glad to have you on the 

show today. 

Todd: Thanks for having me, Joel.  

Joel: Yeah, it’s going to be a fun one, and perhaps a deep one, because you are a man of many words, although you can 

concisely state things a lot better than I can. I just want to give people an idea in terms of what we’ll cover and some of 

the things we’ll get into. I’m planning to throw some nontraditional questions out for you since you seem like a 

nontraditional kind of guy, which I like. I’d really like to hear more about your backstory, and the triggers that make you 

such an intriguing fellow; so we’ll start there. Then, I’d love to get your insight about things like the simplicity of financial 

calculators, which you know a ton about, how much we’ll need to rain in our worst human tendencies to manage our 

money well, some comments you’ve made on other interviews, and an eclectic mix of some fun and deep questions. 

How’s that sound to you? 

Todd: I’m tempted. I’m curious what I’m going to have to say. 

Joel: Alright. I am, too, and hopefully anyone else who’s listening, so let us hit it. Now, from what I know about you so far, 

you strike me as someone who’s beaten the odds in keeping a simple life, despite the money and connections that could 

allow you to just go, go, go all the time. Is it fair to say that you’ve always had a simple life, and have been very intentional 

about what brings you health and happiness? 

Todd: I think “intentional” is accurate. I also need to be totally honest here. I’m raising a family of four. You know, I’ve got 

two kids, and so I guess simplicity is kind of a relative thing, you know, because it’s not entirely up to me. It’s not like I’m a 

single guy living off in a shack in the woods. I’m raising kids. They go to a private school. We’re in a middle-class lifestyle. 

Yes, I think intentionally trying to keep it simple, really focusing on what does make a difference in the quality of my life, 

http://valueofsimple.com/start-here/
http://twitter.com/joelzaslofsky
http://financialmentor.com/
http://financialmentor.com/free-articles/retirement-planning/how-much-to-retire
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and trying to eliminate everything that doesn’t, and how one creates management structures to keep things simple. I try. I 

try, but it’s a constant battle. 

Joel: Can you give us a couple of examples of the highest priorities, the things that make the biggest difference in your 

life? 

Todd: Well, I can do it in terms of my business. It’s a great example since that’s obviously one of my big focuses – as I 

build out FinancialMentor. You know, there’s a big buzz around about social media, and that is an amazing time suck. I 

just have never fully grasped exactly how to do it. And yet, I have to be part of social media as its part of the entire ranking 

algorithms, and what not. I’m doing my best to fumble forward on it, but I also have to also recognize that social media is 

not a business plan, that social media are outposts, but that your business is the center hub, or the blog, or the site, and 

how you monetize that site.  

I treat it for what it is, which is outpost, and that is very different than what other people in their embracing of the social 

media bandwagon do, and so I have to focus on product generation, monetization strategies, different things like that and 

try to keep it out, you know, keep social media at a distance. And that’s contrary to how other people do it. I also 

systematize much of my social media, and try to really compartmentalize it down to a minimum time requirement. That 

would be an example. 

Joel: Yeah, I’m the same way. I think I first learned of this concept of your website as your hub and then everything else is 

outpost. I believe it was Chris Brogan who first introduced me to the topic. I’m sure there’re lots of other folks who’ve 

talked about it, but spending time on your home base, and making sure that people realize that – that’s why people come, 

for the real value. They come to your home, they come to your hub, and everything else is secondary and is supplemental 

to it. I like your approach to it, and I have a similar one, too.  

Todd: Logically, then, the lion share of your time should be on your hub. And it’s very difficult because there’re so many 

outposts now. You’ve got YouTube – Amazon itself could be treated as an outpost. It is for my business. I’ve got five 

books, and it took a lot of time to get those out there. You know, Twitter, Facebook, G+, you know I’m not even scratching 

the surface – Pinterest – it goes on and on and on, and even if you put a little time on each of these, there’re so darn 

many of them that bam, your week is gone. And yet, you’re supposed to be putting the lion’s share of your time into your 

hub.  

Joel: I think it’s fair to say that you and I don’t exhibit all of Pat Flynn’s “Be Everywhere” model, who’s a peer of both of 

ours, and a good guy that we both know pretty well. This is going to segue a little bit here, and I know this might sound a 

little bit nutty, but I picked up on something when listening to an interview that you had with Jamie Tardy at Eventual 

Millionaire. I just want to focus on this for a brief moment because I feel that there’s something important here that you 

might be able to share with us.  

Todd: Sure. 

Joel: You were talking about this story about how from even an early age, about how you’ve never really been interested 

in most of the trappings of wealth. You’ve even mentioned that your mom once said that you should go out and buy a 

Corvette with the money you were making, but that kind of spending didn’t appeal to you. I’m curious. Can you tell us what 

kind of experiences, or environment you grew up in, that planted that seed of financial restraint in your head? 

Todd: I have no idea. I wish I had this brilliant answer that I could tell you, but it’s just part of my beingness. I don’t 

associate my happiness with stuff. I don’t have that connection at all. I can look back at my happiest periods in life was 

very late in my college career. I had great friends. We had a great time together. There were four guys sharing a one 

bedroom apartment. We called it Jonestown. This was back in – I don’t know if you remember Jonestown, drinking Kool-

Aid and al that? 

Joel: I do not. 

http://valueofsimple.com/start-here/
http://twitter.com/joelzaslofsky
http://www.eventualmillionaire.com/blog/2011/05/millionaire-interview-todd-tresidder-financial-coach-and-owner-of-financialmentor-com/
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Todd: Anyway, we called it Jonestown because we had – literally, there were mattresses just wall to wall in the bedroom 

so that each person had a mattress. We had no closet space to even hang our clothes. I mean, it was just insane living 

arrangements. In most people’s world, it would have been horrible. It was one of the happiest periods in my life. We had a 

ball together. And I had nothing. I mean, we could barely afford to buy food.  

Making rent was tough, I mean – we had nothing. It was one of the happiest periods of my life. I’ve never – times when I 

the most the money were some of my least happy. I just have never associated stuff with happiness or fulfillment, and I 

have always been clear that I‘m here for a limited time on this earth, and there’s more to this game than buying Corvettes. 

I’m not trying to pick on a Corvette, it was just an example my mom used. For some people it’s a Ferrari or a Mercedes, or 

whatever. There’s just more to life than that. Who cares? 

Joel: Yeah. Don’t worry. I don’t think you have to apologize to any Corvette owners in our audience. I doubt that there are 

too many, and I don’t think anyone’s going to blame you for picking on a specific type of cool ride. 

Todd: I’ll tell you this: If I owned a Corvette, it wouldn’t even be one of the new ones. It would be a ’65 or a ’67, or 

something. You know, it would be something cool, and classic, and artistic. But even then – because I had an old car, a 

classic old car that we had restored as a family when I was a kid, and I had that as part of what I got as a family legacy, or 

whatever. I didn’t like having to take care of it. A car, to me, is transportation, so I don’t know. It’s just my beingness. I 

can’t tell you exactly where it came from. It’s just clarity about what creates happiness; and what is clutter. Clutter in my 

life drains my happiness, drains my energy, and keeps me from doing what I want to do with my life. 

Joel: Yeah. It’s kind of interesting to hear of people who come to this point in life organically where, at least as far as they 

can remember, and I’m this way too, that they can’t understand or pinpoint a specific event or environment that created 

the origins for who you are and what makes you tick. I can understand why you wouldn’t be able to trace it back. It’s just is 

something I like to ask people. Sometimes, there’s this major moment of this epiphany, but I’m like you in that. I don’t 

always have those, at least for me.  

Todd: I often do get those for other things, but for this one I can’t say. For me, it’s just clarity around what creates 

happiness, creates value, and what is clutter and what it distraction. To me, if I associate my self-worth with my stuff, 

that’s just a dangerous road to take my brain down. Because that takes you down some not pretty places. 

Joel: Well, the folks here listening are always pretty concerned about simplifying and organizing, and clutter’s a popular 

word I’ve heard a lot of people talk about. When you talk about that word, what does it mean to you, or what does clutter 

look like to you? 

Todd: Actually, you know what, Joel? I’m going to bring that question back. I just realized something after I said what I 

said, which was I can remember one point that was very interesting. It was when I was working at the hedge fund, and I 

wasn’t financially independent yet but I was making a really fat salary, and I could buy anything I wanted in a month and 

still bank money. Right?  

I realized then that I wanted nothing. In other words, when you can have anything you want is the point at which you 

cease to want anything because it’s all too much. I don’t know. It’s hard to explain but I do remember that point. I 

remember when I had a really strong salary, and the things I wanted were so simple, like a – you know, I already had top 

of the line snow skis. I already had a really great bicycle for riding because I do long-distance cycling and stuff like that, 

and I love downhill skiing. I had all my sports gear, which is, I guess, my thing, alright? And it was all really good stuff. And 

I didn’t want anything. I had my home. It was furnished. I didn’t want anything, and so here I was making this money, and I 

just banked it because there was absolutely nothing left to want. 

Joel: Yeah. This reminds me of some conversations I’ve had with friends where my friend Jessie told me, “The only thing 

I want more of is nothing.” And I often – I actually saw a TEDTalk yesterday. I’m going to have to link to it in the show 

notes because I forgot, Andy somebody or other – I’ll link to it in the show notes – about nothing. It’s roughly about 

meditation, but it’s about achieving a state of nothingness, and how being present and being able to have what you want, 

realizing that once you get to that point, what a lot of people want is nothing. They want nothing more than – whether you 

http://valueofsimple.com/start-here/
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call it Minimalism or Zen, or Buddhist thinking, or state of meditation, whatever it is, is just being present and not wanting 

anything. I love that. I actually aspire to it. It sounds like you have achieved that a while ago. 

Todd: It almost gets kind of corny because it’s so cliché, some of the statements, alright? First of all, you’re absolutely 

true with what you said. You end up with what you really wanted or what’s important are things like relationships, how 

much value you bring to the world, different things like that. Different things become meaningful to you, and the whole 

idea of getting a Corvette is almost laughable. It’s ludicrous because if you can have it and you can just go pay cash for 

one, you don’t care. It holds no value to you, but the idea – see, at that point I was still singe, so at that point the idea of a 

wife and a family, now that meant something to me.  

The idea of exploring a life-long relationship and all that, so those things – or like at the point at the hedge fund I was 

making my rich clients richer. I was like, “okay, what is really meaningful in work here?” So now I’m making all I need to 

make, and I’ve got what I need, so if my work lacks a deep meaning to me, now what am I going to do? The questions 

become very different. 

Joel: Yes. Yeah, they do. You stopped there and I thought you were going to continue to talk about some of the 

questions. We’re getting pretty deep already. I was going to save some of the deeper stuff for a little bit longer, but hey, 

why not just plow right into it. I did have one last point of curiosity before we hit some of the other stuff I was talking about 

at the top of the show.  

You were just mentioning it, which is a great segue. Moving from being a hedge fund manager, I should say, into working 

with people one-on-one and helping them pursue financial freedom, and financial independence in a different way. Was 

there a specific catalyst or a couple of catalysts for switching from the hedge fund world into working with one-one-one 

clients and then ultimately moving into what you’re doing now, which is creating resources that could be used by 

thousands of people through your website and through the work that’s produced? 

Todd: Yeah, there was. There were actually a couple of catalysts. One of them was my wife. She basically – I mean, I 

was actually kind of a jerk about it. She would see people – I, quote, unquote, retired at age 35, and people would be like 

– this is back in the 1990s and everybody wanted hot stock tips – so people weren’t even asking me the right questions 

but a lot of people wanted to know, “How did you do this Todd? What did you do?” 

But they weren’t even asking the right questions. Here they are, they’re driving their expensive cars and they’re living 

beyond their means, and they’ve got all the basic structures wrong, and they’re asking me for hot stock tips like they think 

that’s the solution, or how to make more money. They just didn’t even have the basics right.  

And so, for me, the easiest thing was just to be – well, my wife called it arrogant or standoffish. She’s like, “Why don’t you 

help these people? Why don’t you share what you know? You have a totally different perspective on this. Why don’t you 

share it? It works.” I was like, “Ah, man, they’re not even asking the right questions. I don’t even know how to talk about it. 

I don’t know where to go with it. It’s such a huge conversation. I just don’t want to be bothered.” And then, I got hooked up 

with, and this was before Robert – are you familiar with Robert Kiyosaki? 

Joel: Yeah. Rich Dad, Poor Dad. Among other things. 

Todd: Yeah. So I got hooked up with him through a couple of other people, and this is before he went really famous. It 

was just as he was starting to break open because again it goes back to the middle/late 1990s. We were introduced, and 

we were looking to put together Rich Dad’s coaching program. At the time Rich Dad, Poor Dad was just starting to go big, 

but he was still small enough that if we did a cash flow event game, he and his wife, Kim, would be there.  

It was still a pretty small company, just kind of launching. They were looking to put together a coaching program, and I 

was supposed to be the financial curriculum creator behind that program and Robert had the promotion arm, the 

marketing arm, and then some other people had the coaching background. So we were starting to try to assemble this 

thing and it ended up going nowhere, so what you see in Rich Dad’s coaching, I had nothing to do with. I want zero 

association with it, please.  

http://valueofsimple.com/start-here/
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I was supposed to be part of it, and as a result, I took the advanced training, the coaches’ training over at the institute in 

San Rafael, and I fell in love with it. I absolutely fell in love with it, and not only – I learned I had a real knack for it, a real 

gift for coaching, and I didn’t know it at the time…but when I started learning, I learned a whole different way of 

communicating.  

That’s the thing about coaching that people don’t understand. It’s a whole different form of communication. It’s a way of 

pulling people out. It’s a way of helping people understand things; really powerful. I was just marveling at it. And so, when 

the whole plan for Rich Dad’s coaching blew up, I just looked at it and said, “Well, I’m just going to do it myself.” And so, I 

just started in, and I just had a question I wanted to answer. I was curious. Could I actually help people? Could I actually 

make a difference, and take a guy that really doesn’t understand what he’s doing and help him become financially 

independent?  

In the first three to five years, I kind of fumbled around a lot. I mean, I had some success stories. I had some amazing 

failures. I was really fumbling with it. And then, piece by piece, I stated throwing in the missing pieces. I started out 

thinking that it was about financial expertise. You know, everybody thinks – it’s a standard model all the gurus teach, 

where they get up on stage and pontificate in their infinite wisdom about how they did it, and you’re supposed to follow in 

their guidelines and go do what they did.  

Well, it doesn’t work that way. I had to learn that, so I went in and I was teaching people what I did, and my end of it, my 

brilliance in finance, and all that. I say that obviously with a grain of salt. And then I started learning how you really help 

people, how you help people get results. I fumbled with it for years until I finally created the Seven Steps to Seven Figures 

model, which has held up ever since. So that’s going to become the backbone of the curriculum that I will create as a 

group coaching program at some point in the future here. That was a long winded question. Did I answer it? 

Joel: Yeah. Yeah, you did, and we’re starting to get into why you’ve been creating resources that can be used more than 

just on a one-one-one basis; that you can help more than just one individual person or a group of people who you can be 

with in person or through whatever tools the Internet allows you to communicate with them? The –  

Todd: Well, hey, let me answer that. 

Joel: Yeah. 

Todd: The one-one-one coaching was never a business model. If you think about it. I mean, it can barely pay bills with a 

full practice. I never did it with the intention of a one-one-one business model. The one-one-one business model where I 

coach single clients is essentially revenue-producing market research. As long as I’m pricing myself at a point I’m 

delivering more value than I cost, I’m fine with it until I work the bugs out, which I’ve done. Transitioning to a much bigger 

business model is taking the learning that happened over those many years of coaching people, proving out how do you 

actually help people get results, and then converting that into a systematic process and using leverage delivery tools like 

membership websites, and group coaching calls, and I’ve just recently figured out a whole accountability system that can 

be delivered electronically that I’m really excited by.  

So, figure out how to leverage that so I can deliver it at a low enough price point. That’s the whole premise here. How can 

I deliver extraordinary value to people, help them get results, and do it so it makes sense as a business model at a low 

price point. So that you’re not part of that whole get rich quick stuff where you’re charging $3,000 for a weekend seminar, 

all the stuff that gives the wealth education industry a bad reputation. Instead, offer something in the $100 price point, 

multi-hundred dollar price point, that actually works and delivers value over a period of three months’ of education. 

Joel: Yeah. And I think that’s incredibly powerful but I also want to make sure people understand that you have created a 

ton of free resources – great resources, too – even financial calculators. You have eighty of them on your website that 

show people what others only communicate in abstract terms. You can plug in some numbers, whether it’s personal 

finance related or auto loans. I would strongly encourage people to go to FinancialMentor.com and check out the amazing 

calculators that Todd has up there along with a lot of other free resources.  

http://valueofsimple.com/start-here/
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What I wanted to ask you about though, and there’s a ton of stuff we could go on about here, but I’m going to focus on this 

one here for just a moment. Why was it important for you to create these free resources in addition to all of the value that 

people can pay a very reasonable price for? What hole were you trying to plug when you created those calculators or 

other free resources through FinancialMentor? 

Todd: Well, a lot of people consider the math really difficult, the math of Finance. What I try to do is make the math plug-

and-play easy. In the end, wealth-building is a math equation, and there’s no getting around it. It’s all governed by 

mathematics. The principles that work are governed by mathematics as well, so people are just math-phobic. I guess not 

a lot of people have a real flair for it. It’s always been kind of my weird intuitive gift.  

By creating this suite of calculators, I’ve made the math turn-key simple so it’s no longer an obstacle. I’ve even taken it a 

step further now, and I’ve created a plugin that will allow people to embed these calculators in their [blog] post pages so 

that others can use them as well, and get them out there. Really, the whole thing is about delivering value. How much 

value can you afford, can you deliver at any given price point? You’re talking about the free line. You know, how far can I 

push the free line and still have a viable business model? 

Joel: And apparently, you can push it pretty far. 

Todd: I’m hoping so. We’ll see. So let’s talk about the free line. The whole premise is content-marketing, right? You 

deliver values and attraction strategy to bring people in. You’re not being a salesman. You’re not being a horrible pitch-

man or something. Rather, it’s always something about delivering value, which is very comfortable, and very personally 

rewarding. That’s all fine and dandy.  

As Pat Flynn says, give it all away, right? But you have to have a monetization strategy. You have to have a business 

model behind it to make sense. You can use my calculator as an example. I give those all away to financial bloggers. 

They use them in their post pages. I simplify and solve the whole calculator problem for them because they’re very 

complicated. It’s hard to understand how to embed them, blah, blah, blah. I made the whole thing turnkey simple. They 

can get it into their posts as easy as posting a picture in there.  

I solved all these problems. I’ve helped readers. And then, the backlinks embedded in them make my calculators rank 

well, and eventually my calculators become an authority, and Google sends me traffic and I monetize that way. You just 

have to understand the business model when you’re giving away value. It has to be a valid business model. Otherwise, 

you’re just being a fool. 

Joel: Right. Well, I was under the wrong impression. Initially, I just thought you were doing advanced stuff like – I know 

that you’ve previously said that you don’t really focus on being frugal, and credit cards and the usual personal finance 

stuff. You’re more about advanced investment strategies and wealth building, unconventional retirement planning, which 

we really haven’t talked about here. A lot of these calculators that you have here – and this is just an example, there’s a 

lot of other great resources that you have – are for beginners; the kind of folks who are more towards the Smart and 

Simple Matters side of things.  

I wanted to ask you, though, because there’s an evolution from going to beginner to intermediate to advanced, and  in 

order to get somebody to the point where you can really help them the most, beyond the beginner level and getting into 

the more advanced strategies that you have, how does somebody know that they’re ready for you, or for somebody like 

you, to help them with some of the more advanced side of personal finance and financial independence? 

Todd: I don’t think there’s a be-ready or getting-ready for what I teach. What I teach is what I call the next step or next 

level – and I didn’t create that moniker, by the way. It’s all just the people who came out of Dave Ramsey’s work or the 

Motley Fool, or Get Rich Slowly, and found me and they all just said, “Wow. This is what I was looking for. It’s the next 

step now that I know what those guys are teaching.”  

I didn’t create the moniker. It was handed to me. And where I came from on that is just the stuff I like to write about. It’s 

the things that interest me, so naturally it’s kind of the next step since I’m not really working on the basics. But to say, 

“What do you have to do to get ready?” doesn’t quite sit with me because you can prepare yourself for that next step as 
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you’re working through the base steps. It’s okay to take your knowledge to the next level so you know what you’re next 

goal is. For example, in life, one of the great mistakes you can make is you can set – let’s say you set a goal to become a 

millionaire. I’ve seen this with clients. You set a goal to become a millionaire because you subscribe to the millionaire 

myth, which you think if you can get a million, that’s enough or it will solve your problems, or whatever it is.  

So you set a goal to become a millionaire and then when you reach it, you don’t have a next goal. Then what happens is 

you immediately languish, and you stumble, and your forward progress slows down because you’ve reached your goal 

and you don’t have a next goal. You don’t have to be ready for my material. You can just start learning what I’m teaching, 

recognizing it’s opening your mind to what the next step is so that when you get there, you’re ready for it. 

Joel: Do you ever think of yourself more as a psychologist than a financial coach? Because a lot of what you’re talking 

about is trying to get inside people’s heads, have them uncover the motivation for why it is that they want to make a 

million dollars and what’s next after that. How much of what you do is not really about money but more about 

understanding who you are, what your needs and goals are in life? 

Todd: Most of it. That was one of the learnings I had to do. It goes back to earlier in our conversation where I was talking 

about how when I first got into financial coaching I thought it was all about my financial wisdom. No, it’s not. I had to learn 

that it’s mostly about people and their issues, and there’s a reason they’re not there yet. And it has to do with the stuff 

that’s holding them back, all of the issues they’ve got, all the lack of knowledge they’ve got. It’s almost never financial.  

I mean, the financial is kind of the details almost. As an example, my 7 Steps to 7 Figures, only two of the steps are 

financial out of the entire seven step process. That’s what I had to figure out is all those other steps. I had to piece by 

piece, brick by brick, build the system to create consistent results with people. And so, over time, I’ve learned that it’s 

really not a financial question. It’s, probably, 80% personal, or maybe I’m a little off there. I’ve got 7 Steps to 7 Figures, 

two steps are financial, so that makes five out of seven steps are personal. 

Joel: Yeah, and I want people to check that out. I’m going to link to it in the show notes. I’d love to be able to get piece by 

piece into it, but there’s a couple of other things I want to make sure that we get into that I think will be pretty valuable for 

the folks that are listening and reading the transcript. One of them is about – and I think you might have already covered 

this a little bit – about approaching your money in a very boring, detached way.  

I’m kind of the same way too, where I love helping people with the nuts and bolts of Daily Money Management. How do 

you create budgets and manage a budget, income and expense tracking, paying your bills in an automated way. A lot of 

things people do already, but maybe they can do better. You deal with some more advanced stuff, like a lot of your 

retirement planning strategies. But how do you get people motivated when you are also telling them, at the same time, 

you should be very rational? This should be very boring and unsexy when it comes to a lot of the stuff that we’re talking 

about. 

Todd: I think the motivation is intrinsic. It depends on what you want out of life. I think the motivation is really just 

remembering what you want, and that’s paraphrasing somebody’s famous quote but I just can’t remember who. But that’s 

the core of it. Nobody can motivate anyone to do anything, but what I can do is help people connect to the driver 

underneath it, what it means to them to achieve these goals and outcomes, and then recognizing that a boring, rational 

approach might be the best approach to get there. 

Joel: We’ll find the quote on your website, I’m sure. For those of you who haven’t been to FinancialMentor.com before, it 

is a playground of quotes from some of the smartest minds throughout the course of history. It’s pretty fun to browse 

around to see all the various chunks of wisdom that you’ve accumulated and posted there for people to see. I like it. 

Todd: Thanks, Joel. Yeah, I’m a quote junky. You know what I like about it? Quotes are a combination of things because 

– the thing I love about a quote is how it says so much in so few words. There’s like an elegant, simple beauty to the 

words and the way they’re crafted, and I think that’s why I’m such a fan of quotes. 

Joel: Yeah, I sometimes wish I could just line up a whole bunch of quotes, record them, and then at the appropriate time 

just play them for people. Because what I say and what I continue to say isn’t nearly as concise or eloquent as what has 
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already been said, and that really gets down to some of the fundamental truths of human nature – at least, what I’ve 

observed from human nature in my 33 years in this world. A lot of it has –  

Todd: So, playing off of that: Here’s some quotes that are on the bottom of my second computer monitor that I have in 

front of me. Right? This allows people to get a little bit of inside thing for me. 

Joel: Please do. 

Todd: Here’s one. It’s unknown, but it says, “Use the talents you possess for the woods would be silent if no birds sang 

except the best.” 

Joel: And why does that resonate with you? What does that mean to you? 

Todd: What it did was it helped me overcome the fear of being another voice in a very crowded space of financial 

education, believing that I had something to add to that space. There’s so many financial blogs, there’s over a thousand 

financial blogs out there, alright? And you had all these famous writers, and guys who were already New Your Times’ 

bestsellers, and I would sit there and I would be like, “What am I going to add? What do I have to say? Why would 

anybody want to listen to me?” Everybody’s got those self-doubts – right? – including me. And so, that one really talked to 

me. It said, “Use the talents you possess for the woods would be very silent if no birds sang except the best.” 

Joel: Mmhmm. 

Todd: I loved that. It was so poetic and beautiful. Here’s another one from Andy Warhol that helped me overcome a big 

fear I had. I was really fearful of criticism because a lot of what I teach is not conventional. As a matter of fact, a lot of 

what I teach is completely antithetical to conventional wisdom. The bottom line is, a lot of what goes for financial truth out 

there is actually garbage or half-truth, and so this quote from Andy Warhol was great because he was a really 

controversial artist in his day. I’m not sure if you’re aware of that. He got roundly criticized that his art was just junk, right? 

He says, “Don’t pay any attention to what they write about you. Just measure it in inches.” 

Joel: Measure it in inches? 

Todd: Yeah, because back in his day, it was all measured as a column inch because newspapers were column inches. 

Joel: Aha! 

Todd: And so, he says, “Measure it in inches.” In other words, and so, taking that a cut deeper, what I loved about that 

quote was that the ultimate insult – and this is the thing I had to realize – the ultimate insult is if nobody writes anything 

about you, if nobody cares. Right? That’s the ultimate insult.  

It’s not - it’s not an insult if somebody comes and criticizes your work because at least it was worthy of criticism. At least it 

merited enough. It’s when people dismiss it out of hand and say nothing. It’s like if nothing happens when you write and 

you create, that is the ultimate insult. 

Joel: Yeah, I love this. You know what we might do? Maybe we’ll have a follow up sometime where we’ll go through all of 

your poster notes on your computer monitors or some of the quotes on your site, and we’ll talk about what they mean or 

what people take away from them. You’ve got a lot of insight to offer there. I did want to ask a couple more questions 

though, that I think you might enjoy and that I believe the folks who are listening are going to enjoy too. 

Todd: The only reason I brought them up is they show we all have our fears. I can sit here and talk, some expert on the 

end of the line here and all that, but what you hear are quotes that help me overcome my fears, ways of thinking that help 

me overcome fears. That’s why I wanted to share them, just kind of an insight behind things, but go ahead. 

Joel: Oh, yeah, no justification necessary. I thought that there was a lot of wisdom behind them. And speaking of 

overcoming, I found – and I have a lot of weakness when this occurs as well - behavioral economics, and having a good 
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understanding of a lot of the things that hold us back. Sometimes we’re aware of them. A lot of times, we’re not. For 

example, Heuristics.  

It’s this principle in Behavioral Economics where we just don’t make good decisions or we’re unaware of what a lot of the 

components are unconsciously into making the decision that we make.  

And a lot of things are self-defeating and go against what is in our best interests because our human nature, the way our 

mind works, is not very well suited to making plans or good long-term strategies when it comes to money or when it 

comes to a lot of other things. Is there a component to what you do to try to protect us against ourselves when it comes to 

advising the folks that you’re trying to help on FinancialMentor, or any of the resources that you create? 

Todd: Okay, just to make sure I’m getting your question right, in other words, am I teaching a way to cut through the 

decision process to get to something that actually works? Is that paraphrasing it reasonably? 

Joel: Yeah. We make decisions based on rules of thumb which are poor things to –  

Todd: Let me first address that. Let me first address decision process. I’m personally fascinated by how able the human 

mind is. The human mind is brilliant in many ways, but our decision process is incredibly feeble. As an example for 

investment decisions, my investment results are inversely correlated to my confidence level. If I’m absolutely confident 

and in front of an investment decision, I’m almost always wrong.  

If I think I’ve got it right and I’m totally confident, and I think I know this one, I’m almost always wrong. And if I am scared, 

and I think, “Oh, my gosh. I’m going to lose,” and yet I’ve got to follow my approach here, and I’m fearful, and I – if there’s 

anything I could do to avoid the discipline of pulling the trigger on this one, but I’ve got to follow my discipline, that one’s 

always my best investment decision. And so, the human mind’s an incredibly feeble thing because there’s so much 

emotion involved. The complexity behind decisions is infinite, and our ability to weigh out the factors accurately and 

understand what is the critical factor that will make our greatest success is minimal.  

We really aren’t that good at that, and we can never know everything about everything, I mean, particularly in economics, 

my gosh! The example I use is inflation. Okay, so let’s use inflation in retirement planning as an example. If you go to – 

almost all of the conventional wisdom says to use the 3% because that’s the long term historical inflation rate. Well, 

nonsense. The only inflation rate that’s going to matter is the inflation rate that occurs over the life of your savings and 

your retirement, which is in the future. The economics we face in the future is nothing like what we faced in the past. 

We’ve never had a government that is so indebted that it can’t mathematically possible repay its debts, which is what we 

have now. It’s mathematically impossible for the US to repay its debts. So it has to default either in principle or in kind, 

which means it either has to do it through inflation or an outright default.  

So, to sit there and say that in my timeframe of back when I did this analysis that was 60 years that I can expect a 3% 

inflation rate is just ludicrous. So then, the retirement calculators – you’re supposed to plug those numbers in, and here’s 

the reality that makes the whole thing even more insane. You could have a guy who spent his entire PhD thesis on 

inflation and he can’t accurately predict inflation for one year I the future. And yet, you’re supposed to post a number for 

inflation that runs 30, 40, 50, 60 years into the future when the best experts in the world can’t accurately capture one year 

in the future. Is that addressing your question? 

Joel: Partially, yeah. I was talking about rules of thumb initially, and the rule of thumb that you’re talking about is assume 

3% annual inflation for whatever period of time that you’re trying to –  

Todd: No. No, no. I’m saying do not assume that. 

Joel: Oh, I know. Sorry. 

Todd: If you take the rule of thumb, you set yourself up for disaster. The only way you can do it is to figure out a model 

that doesn’t require the assumption, which is what I’ve done, or you can figure out ranges and do a probabilistic outcome 

because in the end, that’s all you have in reality anyway is a probabilistic outcome. So you could model retirement using 

anywhere from a 6% on the high side and a 3% on the low side, or something like that, and create a range of outcomes 
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and decide where you site within that range of outcomes. So, those are two acceptable alternatives, but to model 3% as if 

its reality is just absolutely setting yourself up for error. 

Joel: Yeah, I misspoke. I intended to reiterate what you basically just said much better than I did, and say that making 

predictions is a fool’s game, at least to me. Like your example is the PhD person who’s trying to predict inflation one year 

out can’t do it with any level of certainty, so why should you either take their opinion for it – and that’s basically what it is, 

is an opinion regardless of the statistical model that it’s built upon or how much logic goes into it – why should you base 

your future plans on something that can’t possibly be guessed with any level of certainty or accuracy. It kind of sounds a 

little bit like some Warren Buffet philosophy in terms of some of the things that he approaches some things, but we won’t 

get into that…unless you’re a Warren Buffet disciple, or maybe there’s some other influential prominent people who have 

– 

Todd: Actually, what I would like to say is that there’s a couple of key points in here, and that is it’s very important in any 

decision process to understand what is knowable, what is known, and what is forever unknowable. Okay? There’s some 

things you can figure out, there’re some things that are absolutely known with clarity, and there’s some things that can 

never, ever be known. And one of the things that can never be known is the future. That’s particularly important.  

That’s one of the reasons why I’m so big on this concept, is investing is, by definition, a bet into an unknowable future. So 

how do you approach a process that is inherently set up that way? How do you approach a process where you’re making 

a bet into a future that can never be known? Right away, you’ve got a concept here which is if you listen to most financial 

advice, 95%+ of everything in the financial advice area is garbage. 

Joel: We won’t get into my investing philosophy right now. This is more about you. If people want to know more, they can 

my Start Investing with $100 course, which ironically is more about building your confidence in a lot of other things to 

which, according to you, is when you’re confident about your investing decisions, or when you get that level of confidence, 

that’s when you should start looking out. It’s when you are shaky that maybe you’re making the right choice when doubt 

seeps into your mind. Right? 

Todd: Well, that ties back together again. When you’re unconfident, that means at least you’re aware of what is forever 

unknowable. When you’re confident, that means you’re not aware – you’re at the risk of being blindsided by whatever 

unknowable component is built into your model. 

Joel: Yeah. This is a level of mindfulness and self-awareness that you’re talking about that a lot of people don’t possess. 

And I’ll just have one more question for you here before I ask you my last one, but how did you achieve this level of 

mindfulness and self-awareness? Are there daily or weekly rituals that you perform to help you stay grounded and be 

connected with your natural world? What is it? 

Todd: No, no. By paying attention to the results I produce. It’s an iterative process like getting kicked in the butt is how I 

build mindfulness. Because when you get it wrong, you get beat up. You produce crap results. So, if you want to produce 

better results, you’ve got to become more aware of what produces results and what fails. And so, the mindfulness is an 

iterative process of learning what works, what doesn’t, and why.  

In investing I’ve – my original career in the hedge fund business was, I was so blessed, I was so fortunate, my job was to 

go out and spend their money on every investment system and every wackadoodle idea out there, and testing it and 

proving it out. That’s what I was paid to do. I was a researcher, and I developed computerized training models, and I 

proved out that almost all of its garbage. But what I did was – but some gems shown through, so I got the principles right 

and started building on the principles. But in the process that starts developing this mindfulness of, “Oh, wow. What’s 

wrong with this one? And why didn’t this work? Why did this work? How does this work properly? What are the positive 

points? What are the negative points?” It’s just a constant iterative process of learning and proving. 

Joel: Okay. Well, we’ve covered a serious, serious amount of ground here today, Todd, and this might be a question that 

could be taken any number of directions, but is there anything that we didn’t talk about that you would like people to 

know? 
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Todd: No, that one’s too open ended. I could keep running on your other questions. That one there, I mean there’s so 

much stuff. It’s all fun. You know, develop a passion for life, an adventure for life, and enjoy the adventure you’re in, and 

go out and live fully. I guess that’s about the only thing I’d throw in for final closing comments. 

Joel: Well, thanks a ton for your wisdom and time. Is there something that you would like people to do now as a result of 

hearing us speak, perhaps use some of the resources you’ve cranked out? 

Todd: Well, you know what? Check out my website, FinancialMentor.com, and sign up for the free newsletter. Don’t pay 

me a dime, just get on there. I’ve got all kinds of resources that come through that and if it builds value, we build 

relationships, that’s great to get the message. I’d love to hear from you. 

Joel: Awesome. I will link to that in the show notes so that people can easily access it. And for any of the new listeners 

out there, or for folks who’ve been listening to the show for a while, I’d be grateful, speaking of email, if you sent me an 

email just saying, “Hi.” Tell me your first and last name, a detail or two about you and anything else that’s on your mind. I 

really love it when I learn more about the people in the Smart and Simple Matters community, and I feel honored every 

time one of you or many of you share a part of yourself with me. The email to send your note to is 

joel@valueofsimple.com.  

And hey, if you want to leave an honest review of this episode on iTunes, or the Smart and Simple Matters show in 

general if you have a couple of minutes, that would be groovy. One of the listeners of this show, a good guy named Frank 

Meza, left a review on iTunes and Frank, I want to thank you for doing that. I’d be honored if other people took a moment 

to spread our mission about liberating our time, money, and talent. Once again, Todd, thank you very much for joining me 

in this lively and, dare I say, profound chat. 

Todd: Alright, thanks for having me, Joel. 

Joel: It’s now time for your partner in simplifying to sign off again. You’ve just listened to the Smart and Simple Matters 

podcast with Joel Zaslofsky, creator of all things Value of Simple. 

 

********** 

 

Thanks again for reading the transcript of the Smart and Simple Matters show, folks! 

Here’s one more reminder about the awesome stuff sent exclusively to people in the free email newsletter community. 

You can find out all the great reasons to join us by clicking here.  

If you appreciated this specific podcast or the Smart and Simple Matters show in general, please go to the iTunes page 

and leave a review. Every single one is a huge help to the show and greatly appreciated!  

To leave a review on iTunes (iTunes needs to be installed first), just do these four quick steps:  

1. Visit the Smart and Simple Matters iTunes page here: http://itunes.apple.com/us/podcast/value-simple-podcast-
joel/id545208089 

2. Click the blue button on the left labeled "View in iTunes" below the cover art of the show 
3. When iTunes loads, scroll down below the "Customer Reviews" section and click the link labeled "Write a Review" 
4. Write a review with whatever title you like, whatever length you have time for, and give the show an honest rating. If 

you don't think it deserves five stars, don't rate it as a five star show. 
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