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Part 1:

Why must we play hide-and-seek with the answers?






‘WELL, THAT’S ODD!’

Here’s something strange: perform an online search for the leading causes of poverty and you will very quickly discover a consensus. Everyone seems to know exactly what they are and exactly how they should be solved.

Poverty relief groups from all over the world dominate the search results, and they all list very much the same ideas. They will tell you that the causes of poverty include forces like climate change, inequality, and the limited capacity of governments to provide infrastructure and social welfare to their people.

It all sounds perfectly logical.

But then try this: read properly researched studies about how wealth is actually created, and why some people become wealthy while others do not. Something very strange will jump out at you: the answers do not correspond. They are not the opposites of the so-called causes.

If the answers did correspond, then books on how to escape poverty and become wealthy would contain solutions like: ‘To make people wealthy, we should solve climate change.’ They don’t. Studies on creating genuine wealth – the ones that carefully document real advances and replicable principles – don’t even mention climate change. It’s a non-factor.

Or: ‘To solve poverty, we need to make everyone equal.’ That is called socialism. We’ve tried it many times before around the world. In every place it has been attempted, it has consistently made everybody poorer. Usually much poorer. And it tends to give rise to dictatorships. Venezuela is just the latest example. Did you know that their socialist government has made it illegal to report a baby perishing of starvation in a hospital because doing so makes socialism look bad?

Socialism has equality as its goal. Yet inequality is actually one of the great signs of growth. Where there is zero inequality, you can bet that there is also zero entrepreneurship, invention or innovation. Entrepreneurship necessarily creates inequality, and that’s not a bad thing. If three people were poor, then one of them started a business and became rich, that’s inequality. And it’s also an improvement.


Objection! ‘Are you saying that inequality is a good thing?’

Answer: ‘Yes. Oh, make no mistake, we don’t want inequality before the law. We don’t want inequality of rights. Those are terrible things. But inequality of wealth and earnings? That is a sign of a healthy, vibrant economy. It’s not the inequality itself that matters, and it shouldn’t be our goal to solve inequality. The goal is to help poor people to become wealthier. That’s very different.’



And if the answers did correspond, they would say: ‘To alleviate poverty, we should extend the welfare state.’ I believe very strongly in charity. But this much is a certainty: government grants do not solve poverty. They incentivise it.

Studies reveal that reliance on government grants tends to make large groups of people – and especially black people – much poorer over time.

In Wealth and Poverty, George Gilder shows that, every time governments increase social welfare spending, they dampen the compulsions to work and produce, which are the very creators of wealth. He writes: ‘The defenders of the welfare state tend to assume … that the welfare state has a massive effect on the condition of the needy, but little impact on their willingness and ability to fend for themselves. Much evidence, however, indicates the opposite; that the programmes have surprisingly little beneficial effect, but they do have a dramatic negative impact on motivation and self-reliance.’

So, what exactly is going on here? It’s as if there are two separate conversations, and they are completely different.

The key is to realise: yes, there are two conversations, and they have nothing in common. One is about political ideology. It seeks greater control for governments. To achieve greater control, it needs more people dependent on social welfare and for people to believe that the only solution to environmental issues is more control for the government. It seeks to level out differences between people by, once again, expanding government control.

Did you notice how many times the word ‘control’ appeared there?

By contrast, reputable wealth literature barely even talks about governments. Where it does, it tends to make the opposite case, generally advocating that governments should ‘get out of the way’ and free up businesses and entrepreneurs.

Where governments do this, people prosper to degrees undreamt of by our ancestors. It’s called capitalism, and, as Yuval Harari demonstrated in Sapiens: A Brief History of Humanity, it’s the most successful idea in all of human history.

Nothing we have ever done has lifted more people out of poverty, more quickly, than this one idea. In terms of innovation and invention, it is also at the heart of what we do as human beings.

No, the tried and tested studies and literature about genuine escape from poverty, and about genuine wealth creation, do not focus on things that are ‘inflicted upon’ people. Instead, they do something very different. They all focus on things ‘within’ people. They focus on the individual. And, in particular, they focus on developing ‘excellent qualities’ within the individual. Solving poverty turns out to be a matter of raising more excellent human beings, who are taught certain values, traits, behaviours and skills of thinking.

For example, did you know that ‘faithfully maintaining a family’ (as opposed to getting divorced or raising children as a single parent) is one of the most important factors in reducing poverty? Who teaches that as a wealth technique, ever? But it is one, and a very important one.

Expanding welfare and giving a greater number of handouts actively discourage principles of personal excellence, and even incentivises family breakdown. In this way, the implied solutions to poverty turn out to be creators of poverty.

Certainly, they appear compassionate. But that sort of compassion can do extraordinary damage. Thus, it’s not really kindness. It’s not really compassion. It’s a trap.

No, the real solutions are always centred around the thinking individual: you. That never changes. And it doesn’t matter where on earth you are. And I will show you why shortly, as we consider a group of people who prosper everywhere they go.

Meanwhile, here’s another strange thing about those websites: they do not list a single self-inflicted cause of poverty. None. All of the alleged causes are outside forces, supposedly visited upon poor people, like evil spirits in the night, or plagues borne on the wind. The personal choices made by people in poverty are never even mentioned.

Yet the data shows that the two greatest determinants of upward mobility are both, in fact, personal choices. A study by the Institute for Research on Poverty at the University of Wisconsin found that these two things have more bearing on your upward mobility than anything else:

1. Work ethic

Your personal work ethic is the single greatest determinant of whether or not you will become upwardly mobile. Naturally, the more smart techniques you learn and add to your hard work, the faster you will amplify its effectiveness. (Welfare programmes substantially reduce work ethic by effectively paying people not to work. Socialism and communism obliterate work ethic by removing incentive.)

2. Monogamous marriage and family

Do you maintain a monogamous marriage and family? I’m not moralising here; it’s simply a wealth technique. It is the secondsurest determinant of your escape from poverty and ultimate financial success, and its impact upon your children’s chances of prosperity cannot be overstated.

Tim Ohai, the founder and international director of Ubuntu Mission, agrees, and he should know, as someone who sees both sides of this coin. Tim is also the founder and president of a successful company in the US called Growth & Associates, and the author of two books on sales. Tim is a good friend of mine. He comes out to South Africa in a missionary capacity to help teach business and leadership skills in disadvantaged communities. He is himself a self-made wealthy individual, who is now trying to coach others on how to become wealthy themselves – work he does for free.

He observes: ‘Hard work matters. No one has ever made their money – and kept it – without working hard. Yes, there are people who got their money quickly. But if you dig into their story, if you track their journey, they almost always lose that money just as quickly. But when you work hard, you create a momentum that will carry you to – and through – the next milestone of success.’

In Wealth and Poverty, George Gilder says that, if work effort is the first principle of overcoming poverty, marriage is the prime source of upwardly mobile work. Being married, it turns out, dramatically increases your work effectiveness, which in turn increases your potential for wealth.

So, if these two choices are the surest determinants of human poverty or wealth, why aren’t their absences listed as leading causes of poverty? Once again, it’s as though these sites intend to prop up the narrative that poverty is something ‘inflicted upon’ people, and not something that they can change.

I’m not the only one who finds this strange.

Isabel Sawhill, a senior fellow at the Brookings Institution in Washington, D.C., and author of several books on wealth and poverty, has spent a lifetime studying social mobility. She has won numerous awards for her contributions. Isabel is convinced that personal choices surrounding marriage and work are the greatest determinants of upward mobility. Nevertheless, when she points this out, citing studies and statistics that prove it to be true, she is often surprised to find that she is attacked for being ‘unkind’ to poor people.

She believes that this liberal viewpoint is profoundly misguided, and ultimately does damage to poor people by denying them the truth. Once you know the truth, of course, you can act on it. Until then, you’re simply floundering around in the dark, repeating mistakes that impoverish you, or worse, remaining dependent, because you have been told that you are a perpetual victim. Sawhill refers to this problem of truth-versus-feelings as ‘ideology versus reality,’ and argues that the ideology isn’t helping.1

Wealth is about how well you have trained your brain, and how hard you work. Poverty is also about how poorly you have trained your brain, and how little you work.

If that sounds politically incorrect, then so be it. It is a farce to supplant real answers with kindly sounding falsities. So let’s agree to seek out and speak the truth instead, even if it’s hard to hear.

Here is our first cornerstone of truth, which I would like you to take to heart: poverty is not something that has been done to you. Wealth is not something that must be given to you. Poverty is a lack of the right knowledge and behaviours. And wealth is nothing more than acquiring and applying the right knowledge and behaviours. It’s all about your thinking and your behaviours, and that means your future is in your hands.

JUST GIVE THEM MORE MONEY, THEN THEY WON’T BE POOR?

So why can’t you solve the problem of poverty by giving more money to poor people?

The Brookings Institution is just one of many think tanks that dismisses this idea. In an article titled ‘The Behavioral Aspects of Poverty’, they find that simply giving money to poor people has ‘little lasting effect’. Not only does behaviour matter more, the article argues, but it matters more than it used to:

Growing gaps between rich and poor in recent decades have been exacerbated by a divergence in the behavior of the two groups. No feasible amount of income redistribution can make up for the fact that the rich are working and marrying as much or more than ever while the poor are doing just the reverse. Unless the poor adopt more mainstream behaviors … economic divisions are likely to grow.2

Notice those two great differentiators again? How hard they work, and whether or not they marry?

Your wealth potential is squarely within your control. For that reason, we shall explore your thinking. I will list thoughts, habits and behaviours that are harming you. We will make it our goal to learn, and then ritualise, the ones that will make your life better.

You are absolutely capable of growth and change and prosperity. I’m betting on your success. And it’s not even a risky bet. The last two hundred years of history prove that if you can master some simple principles, you will succeed.

So, let’s begin the exciting process of poverty-proofing your mind and training your brain to develop genuine wealth, starting with an important question:

WHO HAS ESCAPED POVERTY? AND WHAT DID THEY DO?

At the dawn of the twentieth century, while humanity was still inventing concepts like the automobile and the aeroplane, and at about the time Jack boarded the Titanic to meet Rose, three and a half million Jewish immigrants arrived on the shores of the United States. They were among the poorest of the poor, even by the standards of poor immigrants entering the US.

Most had come from Russia, a land that had just seen a failed industrial revolution and had an economy on the verge of collapse, and worse, as an ethnic group, Jews were especial targets of extreme persecution. A few more came from equally troubled places, like Poland, Ukraine and Romania. Some arrived later, escaping from the holocaust in Germany.

Each early immigrant had an average of nine US dollars. This represented their entire worldly wealth. It was less than almost any other immigrant group.3 These people did not have rich parents. They did not have systems or institutions that would help them once they arrived, and they did not have tools or infrastructure to take along with them. They were poverty-stricken in every sense of the word.

Yet six decades later, the mean family income of Jews was almost double the national average. Not double the average of other poor migrant groups; double the average of long-established Americans who, at this point in world history, were considered the wealthiest people on earth.

Jewish immigrants had gone from being the poorest of the poor to the richest of the rich.

Today, just over a hundred years later, they make up only 2 per cent of the population of the US, yet they account for one quarter of the 400 wealthiest Americans. More than 100 of the 400 billionaires on Forbes’s list of the wealthiest people in America are Jews, and six of the 20 leading venture capital funds in the US belong to Jews, according to Forbes.

And they don’t just prosper in America.

Everywhere they go, the Jewish people seem to out-prosper almost everyone else around them.

If we truly want to understand the real differences between families that get caught in seemingly unending cycles of generational poverty and self-made millionaires, we can do no better than to study this demographic group.

So, why do they prosper so disproportionately? What did they have? What did they take with them wherever they went that made such a difference? They didn’t have vast reserves of natural resources, such as oil. They didn’t have cash. All they ever had was themselves. So what was different about them?

The answer is: values. They took with them the way they were raised to think.

It was never about external circumstances, good or bad. It was about the training within their own minds, which they handed down from generation to generation. That’s why outside circumstances have been largely irrelevant to Jewish wealth. They prosper just about everywhere they go because they always take their way of thinking with them.

And it goes back further than you might guess. In their award-winning book The Chosen Few: How Education Shaped Jewish History, 70–1492, scholars Zvi Eckstein and Maristella Botticini point out that Jewish people have been among the wealthiest groups, in any nation, all through recorded history, from the time of their dispersion from Israel by the Romans in the 70s AD onwards. In fact, it is striking how often Jewish people were persecuted because they were the wealthiest people around.

The reason for this is as remarkable as it is simple. There is one thing that Jewish people did, and still do, much more than any people around them: they read.

Jews read a lot. And they always have.

In the first century AD, illiteracy was almost universal – that is, except among Jews, where it was almost unheard of. It was a religious norm that every Jewish man was required to read and study the Torah, and also to send his young sons to school to learn to do the same. That one thing ensured that this people was unique on earth.

Even today, the Jewish people read more than most, and the proof lies in their academic achievements. Of Nobel Prizes, 21.97 per cent belong to people of Jewish descent. That’s nearly one quarter of all Nobel Prizes. And there are only 15 million Jewish people on earth.

So, mass Jewish literacy is one of the major keys here. Another is that Jewish people tend to be entrepreneurial. They favour starting their own businesses over options like going into public service. By contrast, Irish immigrants into the US tended to join the police force or other government institutions. Make no mistake – being your own boss is one of the greatest keys to wealth. He or she who owns the selling becomes rich.

So, let’s ask the awkward question: How do we fare on these scores – reading and entrepreneurship?

In the 2016 Progress in International Reading Literacy Study, which surveyed children from around the world, South Africa ranked last out of 50 countries. In research by the University of Pretoria, it was found that eight out of ten Grade 4 pupils couldn’t read at an appropriate level. Grade 4 is crucial because, in the first three grades, children are supposed to ‘learn to read’, and from Grade 4 onwards, they are supposed to ‘read to learn’.

Eight out of ten children can’t do it properly. That is the same as saying ‘most’. It shows us that, as a country and as a culture, unlike the Jewish people, we do not value reading. Almost as a rule of thumb, we do not teach our children to read. We should.

Why does it matter so much?

Reading is a short cut to everything. Would you like to learn how to become wealthy? Read the experiences of those who have done it. Would you like to understand the history of the world and why you now live in a place and time that is the way it is? Read. Would you like to be prepared for the future, to help your children, or guide your multibillion-dollar enterprise successfully into the next decade, or avoid the massive mistakes of the past? (Socialism, anyone? It’s killed over a hundred million people, via starvation or execution, and yet many of our youth today think it’s a brilliant idea.) Reading is always the answer.

View it on a societal level, and it works too: would you like to raise an entire civilisation out of the Stone Age and into the computer age? Without reading, that could take millennia. Include reading and it can happen in a single generation, because the generation that can read has all the answers that humanity took centuries to amass, all in one go.

Not to read is simply to deny yourself all the ‘smartcuts’.

And how about entrepreneurship?

Even compared to other African nations, we show a very low level of entrepreneurial activity.4 Most of our youth believe that entrepreneurship is too hard, or basically not worth it. Contrast that with the number of studies that point to small- and medium-sized businesses as the key to economic growth in our country, and you will see that we have a problem. And yet, as we will see, entrepreneurship need not be terribly complex.

So now, let’s take another step back. We began by saying that the great key to Jewish wealth is values. Two of the outcomes of those values were:

•the habit of reading, and

•a belief in entrepreneurship.

But we shouldn’t lose sight of the fact that values like reading only came about because of other values preceding them, such as love of family and religious observance.

Without these things, Jewish parents wouldn’t have placed so much emphasis on teaching their children to read. Here, again, we see the importance of faithful families. I am convinced that you can trace this back to the simplest and most perfect concept of all: love.

Because of their love of family, and their devotion to their faith, they prioritised values like reading and raising their children to be entrepreneurial. That made all the difference.

So, how did the ability to read actually make the Jewish people rich?

Quite simply, their extensive reading meant that they knew more than most other people. This ensured that they could specialise in certain areas, even as other people remained basic labourers. They were able to start and run their own businesses, even as most other people simply sought employment. And where they were employed, they were better positioned for strategic roles, such as in management, because they knew more – again, because of their reading.

Reading made them in every way more capable and more valuable, which made them even wealthier. Good values lead directly out of poverty and into wealth, via knowledge.

In the simplest possible terms?


To solve poverty, raise excellent human beings.

They should work hard, and they should be faithful to their families.



WHAT DO YOU CURRENTLY PRIORITISE?

Given all that, how often do you read? And realistically, can you afford not to increase the time you spend doing it? What are your thoughts on family? Are you planning to marry before having children? How hard do you work? Are you up to pushing yourself in order to improve your life?

These beliefs and behaviours are the greatest determinants of your wealth potential.

MAKE THAT CHANGE

So, escaping poverty and becoming wealthy is about learning better ways of thinking and behaving, and then applying those ways. Let’s talk now about that application.

Having the right ideas is only half the journey. Implementing them in the real world each day is the balance. To that end, throughout this book, I will not just provide you with ideas; I will also provide you with behavioural prompts. These prompts are based on simple but powerful behavioural-change techniques. My goal is to help you to ‘see’ important moments and scenarios coming, and then, when they arrive, to respond to them differently from the way you used to, using improved strategic thinking.

The prompts follow this basic formula: ‘When this happens, do that instead.’

Let’s take an example. As I write this, it’s Black Friday, the day when stores across the nation reduce prices dramatically and try to lure you into large-scale spending.

Here is a smart way to look at this: if it was already necessary for you to buy something, and then you bought it on Black Friday, you would have scored from this scenario.

However, if you buy anything whatsoever that you were not planning on buying, you have made a loss, regardless of how cheap it may have been. You are worse off, not better. It doesn’t matter that a pair of sneakers ‘only’ cost R200. If you weren’t planning on buying sneakers, you would have lost R200.

So let’s apply our behavioural-change formula here:

‘When you see this situation, do that instead.’ When you see a tantalising sale for something you hadn’t planned to buy, I want you to not buy it. I want you to remember that this represents a loss for you, not a gain, and I want you to act accordingly.

That’s just one small example. I will provide prompts of this nature throughout the book, and they will become increasingly complex and powerful.

I would like you to see the trigger events that come just before you make a good or bad financial decision, and I want you to commit to making the good ones. Add many good responses together, and you will become wealthy.

GOOD NEWS! NOBODY DOES THIS ‘ALL IN ONE GO’

No one’s perfect. You won’t get it right all the time. But the more good decisions you make, and the fewer bad ones, the faster it will happen for you.

Here is a scenario that I do not expect to see: you read this book, correct all the mistakes you were making, begin using all the optimal career principles, and boom! you’re rich!

Here is what is more likely to occur.

You will read this book and spot a few glaring errors that you are currently making. You will correct one or two of them pretty much immediately. Then, over the next few months, the new ideas that you have read about will percolate in your mind, and you will notice things in the world around you that you had never noticed before. Perhaps you will begin to implement a career principle or two.

Within a few months, you will see that things are beginning to change for you. Then you’ll come back to this book, read it through again, and spot a few more mistakes you are making. You will correct those, and then try to figure out how to implement another improved career principle.

A few years down the line, you will look back upon these small ‘tweaks’, and you will be amazed at how much of a difference they have made, and how far you have come. (My hope is that you will then teach the best ideas to your own family and friends, and be an active part of uplifting the people around you.)

But nobody does this ‘all in one go’. Nevertheless, the sooner you make as many of the following changes as possible, the better for you.

So, let’s talk about your money. Let’s talk about your wealth. Let’s talk about your thoughts, habits and mindsets, and how they enable or disable your bid to become rich. Let’s see if we can change a few things in your life and thereby change your trajectory. Let’s look at 50 different ways in which you can train your brain for wealth.

______________________________

1See https://www.brookings.edu/articles/the-behavioral-aspects-of-poverty/

2See https://www.brookings.edu/articles/the-behavioral-aspects-of-poverty/

3See https://en.wikipedia.org/wiki/The_Chosen_Few_(book)

4See The Real State of Entrepreneurship Survey 2018, by the Seed Academy, in conjunction with Old Mutual.






Part 2:

50 WAYS TO TRAIN YOUR BRAIN FOR WEALTH






1. Commit to the first principle of wealth: hard work

Will you read this book all the way through? It’s not big. To read a book of this size is not asking much of you. And yet, most people are unwilling to work even that hard.

Stats on book reading show that fewer than half of people actually finish a book they pick up.5

I am going to openly ask you to work harder than most people. Here’s step one: commit to reading this entire book. It makes no difference to me if you do, but it does make a difference to you. It proves to you that you are the type of person who can outwork ‘most people’. It’s important for you to believe that about yourself, and completing this book is one easy way to ritually display your commitment.

There is also good news: I am going to provide you with the ‘smartcuts’ that will amplify the effectiveness of your hard work.

The hard work I will ask you to do, through specific prompts, may seem difficult at first. But their effect becomes amplified over time. Also, the actions will actually become easier over time.

Have you ever learnt to drive a car, or ride a bike? Do you recall how taxing it was while you were still learning? Yet doing it now seems almost second nature. You barely have to think about it.

You may have had the same experience with exercise. The first time I ever learnt about weightlifting techniques, and attempted a proper workout in a gym, I was staggered to think that any living human being could ever do a second such workout, never mind doing it four or five times a week. But these days, some ten years later, that’s exactly what I do, and I even find the hour I spend weightlifting relaxing and refreshing, not tiring.

That’s how this will work. The first time you grapple with these ideas and actions, they may seem unbelievably difficult. Overwhelming. Scary and confusing. You might not find it credible that anybody could really make such changes and truly live this way. But we do. And it’s easy. Or rather, it eventually becomes easy. The hardest part is getting going in the first place.

So, here are your first behavioural prompts:

1.I want you to commit to reading this entire book, and not quitting before you reach the end.

2.I want you to say to yourself: ‘We’re dealing with the rest of my life here. This is worth the work. I am open to finding the answers, and I am open to working hard now, in order to be rich later. I am that sort of person.’

Good. Now, how are you feeling? Do you feel anxious? Does talk of change cause you discomfort, deep down in your gut? Let’s discuss that next, because emotion is not your friend in the world of wealth-generation.

2. Declutter your emotions using ‘the fish and the list’

Do you recall the scene from The Matrix in which Neo finds himself standing in an empty, white space, waiting for the training program to load? It’s like he’s floating in a pure white emptiness.

Picture yourself in such a space.

Now, I want you to imagine something appearing in front of you. It’s a single page. The page has writing upon it in beautiful, old-fashioned cursive lettering. The headline on the page says: ‘Things I must do to grow wealthy’. Beneath the headline, and slightly out of focus for now, are lines of text numbered from 1 to 50. Everything about this page is clean, crisp and attractive. This page has all the answers that you need. All you have to do is to follow the steps.

Now, leave the page floating before your eyes within your imagination.

Next to it, I want you to picture a dark-green plastic bag. It’s large, it’s rumpled and it’s unattractive. It smells bad, and it’s discordant in this pristine place. In your mind’s eye, open the bag slightly. The hot, wafting scent hits you. It’s full of old, dead fish, and their smell is offensive. You look into the bag and see that some of the fish have scales missing, or shredded fins, and their eyes are grey and vacant, or missing altogether. Nevertheless, keep looking. On each fish, scratched in ugly letters, are short phrases. These phrases are the emotional things we tell ourselves about wealth. Pick them up and examine a few.

On one fish is written: ‘I’m not clever enough.’ Toss it back into the bag. Pick up another, and you will see the phrase: ‘I’ll never get there, so what’s the point?’ Beneath it is a fish with the words, ‘I come from a poor family,’ and right beside that, one that says, ‘I’m too dumb and lazy.’ Another has ‘I know it’s not in my plan, but I have to have that new thing right now!’

There are some strange and contradictory messages as well – for example, there is one fish that says, ‘I’m not morally good enough to be rich,’ while the fish right beneath it says, ‘I’m a good person, so why am I poor!?’

As it turns out, both of these fish are wrong. Money does not respond to agonised emotion.

Back to the fish. There’s another with, ‘What if I try and people judge me?’ Drop it back in the bag. Wipe your hands.

Now let go of the bag and zoom back.

Look at the page and the bag together.

Make them float beside one another in front of you.

Everyone has a page, and everyone has a bag. The page is unemotional. It is clinical. It contains one thing and one thing only: the useful steps that you can take. These steps have no emotion built into them. They don’t need emotion. They’re just steps – to-do items, instructions, and if you follow them, they work perfectly.

The bag, by contrast, is your enemy. It contains nothing but poison.

Now take the bag and empty all of the fish right over the pristine white page. Watch the slopping fish pour off the page and onto the ground, smearing and obscuring the instructions, their brown juices running over the lines of beautiful text and turning everything to pulp.

In my previous book, Is Your Thinking Keeping You Poor?, I point out that wealth does not respond to emotions. Wealth also does not respond to ‘how good’ or ‘how bad’ you are. Wealth responds to one thing and one thing only: wealth-generating activities. If you do the steps that make you wealthy, you will become wealthy, regardless of emotions. But if you focus on the emotions, you may never do the steps, and then you will stay poor.

The more I engage with entrepreneurs and career-builders who are sincerely trying to move forward, the more firmly I believe that emotions – specifically, fear – are their worst enemies.

We are overwhelmed by fear. As a species, we seem to stew in it. We speak it over our lives and we view our world through its crippling lens.

Fear causes paralysis. Fear stops you from acting. Fear clogs up everything. It makes you unwilling to try things, because you are terrified you might get it wrong. (Later, we will see that getting it wrong is actually okay. It’s much better than not acting.)

The interesting thing is: escaping poverty and generating wealth has nothing whatsoever to do with fear, or even with emotions in general. There’s no link. Generating wealth has to do with taking constructive steps, and that’s it. Emotions only ever make things worse.

Here is another ‘fishy’ thing that we do, and it impacts upon our personal discipline: we tend to ‘check our emotional thermometer’ throughout the day.

The best thing that wealth-builders can do is to clarify which steps they must take throughout the day, then take them. One of the worst things they can do is continually ‘check in’ with themselves to see how they are feeling. There’s no upside to it. And there’s plenty of potential downside. If you’re feeling a little sad, blue, dejected, out of sorts, or any other ‘less than perfectly aligned’ calibration, you may then self-sabotage: ‘I’ll take the rest of the day off. Maybe I’ll feel like it tomorrow.’

That’s the fish again. That’s feelings. That’s poverty behaviour.

Oh, and how about the idea that it’s mean-spirited to tell poor people that marriage and hard work can change their lives? That’s an emotional response. It is contrary to the truth. That makes it a fish, and an odious one. It needs to go.

As political commentator and author Ben Shapiro often says, ‘Facts don’t care about your feelings.’ He’s right. We need to replace self-defeating emotional fish with truthful, simple steps.

Later, we will discuss some very basic ideas about investing your money. Many people become frenetic about investing, as they try to track the latest fads and land the latest ‘hot deal’. It’s the worst thing they can possibly do. The best thing they can do is to switch off their emotions entirely and forget that they even have investments – just let them tick over in the background. No emotion. Just better results.

Emotions and money make a terrible combination. Simple, clean, unemotional actions are far superior.

For this reason, I want the image of the page and the fish to become embedded in your thinking. I’d like you to share the analogy with friends or family members whom you trust. When you catch yourself feeling a mess of confusing emotions regarding money – It’ll never work! I can’t do it! I’m too stupid! - I want you to remember and picture that bag of fish.

The image is intentionally repulsive. Then I want you to say to yourself, ‘I’m staring at the fish again. I’m looking at the wrong thing.’ At this point, I want you to remember that it’s the instructions that matter. The steps. Find out what steps you need to take. Read until you discover them. Then take them. Taking them is all that matters. Throw the fish away.

You only ever need one thing: the next constructive step.

To agonise emotionally over this is to do it wrong. To educate yourself about the next clean step is the goal. Ever and always.

Now picture a broom. See it sweeping the fish off the floor and into the plastic bag. Chuck the ruined list into the bag as well, tie it shut, and throw the whole messy package away.

And lo! A new list appears. Once again, it is clean, pristine, ordered and beautiful, and it has no emotions connected to it. It’s just a list of steps. And that’s the picture we want to set before our eyes.

Becoming wealthy is not endlessly agonising.

Becoming wealthy is just taking steps.

Now let’s learn what they are.

New behaviour: What is the principle you have just learnt? Repeat it to yourself, out loud, in your own words. Make it as simple as possible. Try to list the ‘fish’ that you constantly present to yourself.

3. Understand the ‘master-key’ principle of wealth

Is there a single path to becoming rich? No. Upward mobility can be achieved in thousands of ways. But every one of these ways relies on a remarkably simple underlying principle. This is the master-key principle to becoming rich. The principle is this:

If more money is coming in than going out, you are getting richer. And if more money is going out than is coming in, you are getting poorer.

That’s it. That’s everything. Now we simply add complexity on both sides of that equation. But that is the whole formula for becoming wealthy, and it’s the entire focus of this book.

We learn how to make more money come in and how to make less money go out. Over the course of your lifetime, you get better and better at it, and that’s how you become richer.

Does that make you feel a little better? Our goal here is incredibly straightforward. You can see that, at its very core, upward mobility is really just about two things: income and outflow. What you get, and what you lose.

You can become wealthy even if you earn a very small income, provided you keep more than you lose. Even in tiny amounts, ‘more coming in than going out’ equals upward mobility. You can work a very humble day job, save, and ultimately get rich. It is possible.

However, we must aim to do this efficiently. We want to ensure that large amounts come in, so that the process happens faster.

Every principle that follows in this book is designed to help you do those two things more effectively: to ensure that more comes in, and to ensure that less goes out. The degree to which you succeed in doing that – just that – is the degree to which you become rich.

Question: How many sources of income are bringing new money into your life each month right now? Maybe just one: a salary? That’s okay. We need to find ways to raise the salary, so that there is more coming in, or to add additional income streams to it, so that there is much more coming in, or to make you the boss, so that your total income is larger. We also need to plug any leaks that are currently causing your money to go out unnecessarily.

4. Learn which behaviours keep you poor

I will now share with you the seven leading things that most commonly keep people poor, either by ensuring that less money comes into their life, or by causing more money to flow out.

In many ways, these seven things are all actually the same thing. They, too, boil down to a simple underlying principle. The principle is this:


Delayed gratification makes you wealthier.

Instant gratification makes you poorer.



This dynamic really represents the master key to all success, whether in money or in anything else. Can you be trusted to think long-term?

You radically increase your chances of success if you are able to do the hard and uncomfortable thing now, in order to reap the rewards later. Similarly, you radically increase your chances of failure if you choose the easy way now, and delay or fail to do hard work or make a difficult investment.

A simple corollary: If you want to look like the model on the cover of a fitness magazine, you must put in the difficult exercise while also denying yourself the temptations of pizza and doughnuts. Eat the doughnut, put off the exercise, and you increase your chances of failure.

There is a staggering number of studies that point to faithful, monogamous marriage as one of the greatest indicators of wealth potential. In fact, it is more relevant, argues George Gilder, than where you are born, how much money you are born into, how much access you have to education, or any other factor. And what is a faithful, monogamous marriage other than delayed gratification? It’s taking the more disciplined, more responsible path, rather than simply grabbing what you can get in the moment with no thought for the future. People who do responsible things, with a long-term view, tend to fare better.

So, let’s recap the principles we’ve learnt:

•More money coming in than going out makes you richer.

•Learning to delay gratification and do the hard work upfront causes more money to come in.

•Giving in to ease and temptation tends to cause more money to go out.

With those principles in place, which things are most likely to make you poorer?

The following list is ordered, but only roughly, because these factors may apply differently in different countries. Nevertheless, it follows a reasonably accurate hierarchy of the greatest causes of poverty at the top, to smaller but nevertheless detrimental factors towards the bottom.

1. Unwed childbearing

Top of the list of causes of poverty, pretty much globally, is unwed childbearing. If you can wait to be married before having children, you will change your wealth trajectory astronomically. You would also do yourself a great favour financially by remaining married while raising children.

Naturally, you may know single mothers who are well off. It is not impossible to be a wealthy single parent. But it is more difficult. Also, the younger you start having children out of wedlock, the harder it is to escape poverty. An unwed teenager with a baby will face greater difficulty than, say, an established, unwed thirty-year-old with a baby.

2. Unwillingness to work, because a minimal support system is available

The Brookings Institution has found that there is a distinct difference between the inability to find a job and an unwillingness to work. A significant percentage of poor people prefer not to work, either because the work they can find is hard and unpleasant, or because social grants are available, or because they can live with someone else who works or receives a social grant.

This unwillingness to work keeps them poor.

It must be said that some people genuinely cannot find work. However, to say that that is true of poor people in general is simply not true.

3. Lack of education

Being able to read is critically important to your wealth. I think of education largely in terms of literacy, rather than in terms of academic qualifications and, in the very broadest of terms, this bears out in the working world.

It is entirely possible to start your own business or become the manager of a division without a university qualification. It is even possible to do so without matric, although that is harder. There are many multimillionaires who out-earn doctors and lawyers, and yet have made their wealth in ways that did not require degrees.

But to become wealthy without the fundamentals of reading and writing is rare indeed, if not unheard of. Lack of education is definitely one of the top three causes of poverty.

4. Vices

Smoking, drinking, gambling and paying for sex. All of these take money out of your life (especially gambling, which is weighted and calculated to cause you to lose money over time), and all also cause other problems that increase poverty potential.

All of these things are costs. The costs become habitualised, which means that, over your lifetime, you will lose a large and measurable percentage of your total wealth supporting them. To habitualise a bad habit is to construct a downward trajectory for your wealth. These habits tend to create a scenario in which more money goes out of your life than comes in. That’s the formula for poverty.

5. Spending tomorrow’s income today, and debt that generates more debt

Credit cards and stores that offer credit are the banes of the developed world. It is so easy to spend money you don’t yet have when you don’t even see it going out of an account. But when we spend on credit, we do two things: 1. We guarantee our own indenture for future work that we must now perform; and 2. We feed a system that mathematically multiplies itself against us. We will look shortly at how this powerful force called compound interest can annihilate your wealth prospects.

6. The belief that it’s not my fault and not in my hands

This is a fascinating one, for two reasons. The first is that it’s purely psychological – it exists only in your own head. Yet, in the same way as excellent ideas in your head are able to make you rich, a single terrible one is more than enough to keep you poor for a lifetime.

The second reason this dynamic is fascinating is that, even when it’s true, it’s wrong. Even if you can legitimately prove that somebody else made you poor, and that you really are a victim, this revelation does not help you to become wealthier. Even if your life really is fundamentally unfair, until you take 100 per cent accountability for it, the ‘unfairness’ will not help you. It will impede you.

Pick a self-made millionaire. Pick a study on personal wealth. They all point to 100 per cent accountability as a prerequisite for wealth. I agree with all of them.

Does that sound unfair? Think back to the Jewish immigrants. They came from a land where regular pogroms (violent raids) were a part of their reality. They arrived in America utterly destitute. Who, in history, has had more right to say ‘I am a victim’ than them? It would have been true; they were victims. But they did not choose to see themselves that way. Instead, they took total accountability for their own progress, and they changed their lot by design.

You must too.

Telling yourself that you are a poor, suffering victim of circumstance, even when it is true, is wrong. It may feel good to do it. But it will keep you poor. The choice is yours.

7. Self-sabotaging impulse behaviours

Your late teens and early twenties are arguably the worst period of your life in terms of peer pressure. At this age, you are old enough to do adult things, and your peer group is generally young enough not to know better. The phrases that will be the worst enemy of your wealth goals include such gems as:

•‘Come on! You only live once!’

•‘What’s money for? Enjoy yourself!’

•‘Live a little!’

•‘Everyone’s doing it!’

It is easy to be talked into doing things that go directly against your long-term wealth goals but provide immediate and exciting gratification. It is much harder to realise that you can’t afford it, or that you can’t afford to make that mistake, and then to hold out. Impulse behaviours that sabotage your goals are your enemy.

When you hear these phrases, I want you to try to zoom back and think of your life as a game of chess. The opponent (shall we call him Poverty?) has made a move that puts you in a dangerous position. Now it’s your move. Will you fall for the trap? Or can you rise above it? We’re not talking about a moment’s activity here. We’re talking about your life, your future.

Bear in mind that not all self-sabotaging behaviours come to you in the form of obvious debauchery. It’s rarely the devil whispering in your ear. Some are more subtle. It may not be a friend inviting you to blow your bonus on alcohol. It might be a friend who buys an expensive car, subtly influencing how much of a predicament you will place yourself in with your own next car purchase.

Merely comparing your ‘stuff’ to someone else’s leads to self-sabotaging impulse behaviours. Shop according to your numbers, according to your budget and your goals, and not according to the emotional fish of jealousy and one-upmanship.

Having seen this list, it should be apparent to you that much of your wealth potential will be determined by one thing: your personal discipline. If you are disciplined, you will tend to delay gratification, and that will tend to bring more money in and cause less money to flow out. If you allow emotion to cloud your strategy, and if you give in to social pressures, you will be less disciplined, and you will buy bags of fish.

If we were to reverse that list of impoverishing behaviours, it might look like this:

1.I only have children within marriage. I try to keep my family together.

2.I take pride in my work, regardless of how humble it may be. I’m developing a strong work ethic, and that fact will change the course of my life.

3.I educate myself as much and as often as possible. I make the smartest decisions I can at the time about what education I need. And I don’t worry too much if I get it wrong. I know that education is a lifelong pursuit, not a ‘pass or fail’ scenario, so I just keep reading.

4.I don’t develop vice habits in the first place. I don’t take that first puff of a cigarette, because I don’t believe in turning a percentage of my life’s wealth into smoke. If I have vices, I strive to eliminate them from my life. They shorten my years and steal my money. They’re not worth it for me.

5.I don’t use systems that ensure future debt. Instead, I use systems that create future freedom. (We will explore these systems later.)

6.I take total accountability for my situation, even when that doesn’t seem fair. When I believe that my future is completely in my hands, I can strategise and work to improve it. Victims merely continue to be victims, and that’s not me.

7.I don’t fall for the emotional tug of peer pressure. I live according to a plan – my plan – and not according to other people’s pressure upon me. To live according to someone else’s pressure is to be their slave. I am no one’s slave.

So, your understanding and mastery of personal discipline will impact how wealthy you will become. Now let’s see what behavioural techniques we can employ to improve your personal discipline.

5. Bake discipline into your life through preloaded decisions

Personal choices are the largest determinants of your wealth or poverty. The sort of choices in which you deny instant gratification and work towards long-term goals instead are the best choices for your wealth potential. All of this requires personal discipline. If you can improve your discipline, you’ll make more good choices and fewer bad ones, leading to greater wealth. So let’s talk about discipline.


Objection!: ‘Okay, I’m out! I know I’m not a disciplined person. So I guess I’m doomed to failure …’

Response: ‘No. You don’t have to be disciplined in everything. To become wealthy, you only have to be disciplined in a few very specific things. Could you do that? By all means, keep an untidy bedroom. But try to be disciplined about a few of the specific things we will discuss here, and that will be enough to affect your wealth potential.’



Have you ever agonised over going to gym? You had the time, but you didn’t know if you had the inclination. You weren’t sure if you felt like it.

When people vacillate over going to gym, they are engaging in a ‘fish and list’ dynamic. To achieve their goals, all they need to do is follow the clearly written steps on the list: ‘Go to gym, exercise, come back home.’ However, rather than do this, they focus on the bag of fish. They agonise and emotionalise and overthink the decision, and ultimately tend to talk themselves out of it. We are masters at talking ourselves out of doing the things on the list.

A successful gym trip entails no emotion whatsoever. It shouldn’t be a point of anguished decision-making. You simply get dressed and go. More often than not, once you’re actually there, you find that you enjoy the experience.

One extremely powerful way to bypass our own detrimental emotions, which lead to poor discipline, is to ‘preload’ a decision.

In the gym analogy, that would mean that you wouldn’t base your actions on whether or not you feel like it. Instead, you would preload the decision to go, well in advance, then simply follow the plan. For instance, the day before you might pack your gym clothes. You would then know that, at 6 p.m. the following day, it’s gym time. When 6 p.m. arrives, it’s not a decision. It’s just what happens at that time. So you pick up your bag and go.

Preloading a decision can work well, because it removes the agony of decision-making in the moment, which is when we tend to be weakest and most likely to tell ourselves negative stories of self-justification. With a preloaded decision, we don’t have to talk ourselves into it. Instead, the decision has already been made. We just follow the list.

Query: Which things that you know you should do, do you emotionalise? What if you preloaded the decision in advance, taking the emotion out of it?

I will point out opportunities for preloaded decisions as we progress. See if you can think of your own examples. Can you currently think of a decision you might ‘preload’, either to make more money come in, or stop excess money from going out?

6. Learn which outside forces deplete your wealth

What is your reaction to the following phrase?

‘The greatest threat to your wealth is tax.’

Say this phrase out loud, and most people’s reaction is to laugh. Usually nervously. So why do they laugh? To them, tax seems like an inevitability, written in stone. Why would you even bring it up when there’s nothing you can do about it? They perceive hints of dishonesty in this statement, as though it is implying that they should try to evade paying tax.

And yet, tax is the greatest threat to your wealth, by far. And while you shouldn’t try to evade paying tax (that is criminal), you definitely should try to reduce the amount (that is financially smart).

For most people, no other single force takes such a big chunk out of your income. In South Africa, the average person pays between 18 and 45 per cent of their earnings in tax. And then they also pay tax every time they make a purchase with the money left over. And then they pay capital gains tax every time they come into a large chunk of money. It is not difficult for the average person to give more than half of what they earn in their lifetime to the government, in the form of taxes.

More than half of your wealth! And most people never even think about it.

Yet the size of the chunks you will give in taxes are certainly not inevitable. They are actually negotiable.

Depending upon how you set up your life, how you go about deals and how you use your money, you will be taxed either more or less. People who are not aware of this do not take clever steps to set up their lives more tax-efficiently, and therefore end up paying the maximum tax possible for their scenario. That’s the same thing as giving away your money for no good reason. Those with a financial education do the opposite.

Typically, wealthy people pay very little tax. Some actually pay zero in personal tax, and that is perfectly legal (though their companies might pay a lot). Middle-class people typically pay the highest amounts possible, and again, it’s simply because they do not know better.

Learning to change this one thing in your life can change how wealthy you become. If you kept as much as an extra half of your total income, that would make you twice as rich. Does that make sense?

It is irresponsible not to learn how to do this.

There are many things you can do to change how much tax you pay. I will explain just some of them here. But the more important principle is simply to understand this: high taxation is not inevitable for you. It is in your hands to a larger degree than you might realise. And all through your life, you must remember this idea, and make smart moves accordingly. The moves will change and evolve over time. The principle must remain. Always be smart about tax.

If you work for yourself, you have a great many opportunities to restructure your life so that you minimise the amount of tax you will pay. Some clever business owners and investors pay zero in tax, and they do so legally. Why is this the case? Well, because every nation’s government has patterns of behaviour it wants to encourage among its people. If you follow these patterns of behaviour (which might include saving, or investing, or starting certain types of businesses that are desirable to a government, or building houses or properties), you could enjoy very large tax breaks or tax reductions.

This is not stealing. The government wants you to engage in these behaviours, and is actively incentivising you to do so. When people speak bitterly of the rich not paying taxes, they are ignorant of this point. When the rich don’t pay taxes, it is because they are doing things that are so good for the country that the government is rewarding them. The government wants them to do this. These people are a positive force, not a negative one. They are being clever, and they are a force for societal good.

So, let’s explore some actions. If you own your own business, you can claim a great many of your expenses as work-related, which reduces the amount of your income that is taxable.

Salaried workers can enjoy tax breaks too. If you work for a salary, paying money into a retirement annuity will reduce the amount of your money that is taxed each month. In certain cases, if you increase the amount that you pay into your retirement annuity, you could actually push yourself down into a lower tax bracket and thereby end up keeping more of your own money each month. If you can, why wouldn’t you?

Overall, there is no doubt that entrepreneurs can fare better than salaried employees in the tax-reduction stakes. That is yet another reason I would encourage you to seriously consider becoming your own boss.

Consider this. An employee who earns R1 million per year will likely pay about 40 per cent in tax. This means that, although they have earned R1 million, they will get to keep only R600 000. However, an entrepreneur who earns R1 million and cleverly structures their life for tax-efficiency may pay closer to 15 per cent in tax. This means they will retain as much as R850 000 of their income.

Both people earned the same amount of money, but the tax-savvy entrepreneur ends up with an extra R250 000 in his pocket. The highly tax-burdened employee gets only two-thirds of what the entrepreneur gets, even though they have earned the same amount.

Do you see how great an impact tax has upon your wealth?

Now imagine this at a higher level. Imagine an investor or entrepreneur who is earning R10 million in her personal capacity each year, and paying zero in tax because she has done clever things, such as using profits from her business to buy more businesses. This entrepreneur has spoken to her tax consultant, and they have worked out ways to structure her life and business so that she runs an empire, earns R10 million per year, and keeps all of it, legally. If she didn’t speak to her tax consultant, she might have ended up losing half of it to taxes, and keeping R5 million instead of R10 million.

Her conversation with a tax consultant has been worth R5 million to her.

That is the difference a little knowledge can make. That is why we should continually educate ourselves.

Now, while it is true that if you work for a salary you have less room to manoeuvre, there are nevertheless still many things you can do to reduce your tax burden legally, and not to do so is the same as giving away money. If you keep that money instead of losing it, you could get richer. If you invest that money, you double its effectiveness.

To understand exactly how to reduce your tax burden as a salaried employee, and to see the tables that explain which tax bracket you currently fall into as a salaried employee, I recommend buying an excellent small book titled How to Get a SARS Refund by Daniel Baines, available from Penguin. The book shows you how you can personally carry out these steps, from home, using the SARS website.

Meanwhile, here are some useful pointers:

•Keep a log of your exact mileage for any business travel. Record your odometer reading before and after any trips.

•If you increase your contributions to your policy payments in order to lower your tax, you must keep your RA, pension fund and provident fund certificates for submission to SARS. Do also make a point of finding out what the upward limit is on these payments. Beyond a certain amount, you stop enjoying a tax benefit.

•Do you make any charitable donations? Many are also tax-deductible, and will lower your taxable income. The ones that qualify are listed on the SARS website.

•If you do more than 50 per cent of your work in a home office, much of your equipment will be tax-deductible. You may even qualify for deductions on your rates and taxes, and on maintenance costs. Could you even switch to a home office to enjoy this benefit?

•Certain equipment, such as books you buy or a laptop you use, can be included in a ‘wear and tear’ deduction. Keep the slips for anything that you buy and use for work purposes.

•If you have medical aid, ask your employer whether they are taking your ‘medical credit’ into account. Most do, but it’s worth checking.

•If you’re over sixty-five or have a physical disability, you can (and should) apply for an additional medical tax credit. This could substantially reduce your taxable income. The same may apply if you have a dependant with a disability.

•If you go to the dentist, optometrist, physiotherapist or to hospital, and if you personally pay anything towards these trips, you may also be able to submit these amounts. Keep records.

•If you work on commission and more than 50 per cent of your income comes from commission, you can qualify to have your taxable income significantly reduced by proving to SARS that you use your phone, car, entertainment budget and so on for business purposes. Again, you will need to keep records. If this applies to you, check with your employer that they are not mistakenly deducting the PAYE amount that applies to normal, salaried workers. If they have been, you should be able to get a refund.

Do you earn commission? Are you a contractor? In South Africa, commission-earning employees and contractors can enjoy greater deductions than salaried employees, because they are allowed to write off business-related expenditures, such as car, phone and business lunches, as part of their ‘cost of doing business’. If you have the option of switching to commission, it may actually save you significant amounts in tax, which means keeping more money.

So, once again, the specific things that you can do to reduce your tax payments will change over time, and according to your changing scenario. But the principle always remains: find out. Learn what you can do to be tax-efficient, and you will get to keep more money. Sometimes a lot more money.

Now let’s go one step beyond taxation on your earnings. It turns out that almost every big move you make has tax implications. You should always find out about them before you make dramatic changes.

I recently heard a story about a woman who sold a house and paid a large amount of capital gains tax on it. She made the sale without first speaking to a tax consultant. Had she just spoken to a consultant, they would have told her that, had she just waited six more months, she would have payed zero in tax. That’s all she had to do, just wait. But she didn’t know that.

The difference was hundreds of thousands of rands.

Don’t do anything without first finding out the tax implications. Starting a business? Talk to a tax consultant. Getting married? Selling a house? Doing a deal? Writing a will? Inheriting an estate? Talk to a tax consultant. That conversation can make you richer.

New behaviour: ‘Before every big move I make, I will talk to a tax consultant. I’m not going to give away hundreds of thousands of rands through simple ignorance. Instead, I’ll ask how I can make this move more tax-efficient. That conversation will make me richer.’

Even as a salaried employee, some of the amounts on your receipts can be deducted from your taxable income. If you travel for business in your own car and do not keep the petrol receipt, you are giving away free money. That is the opposite of wealth-generating behaviour. That is impoverishing behaviour.

As an entrepreneur, those receipts are even more important. Your tax accountant can work out which ones to submit, but keep them all. The more the better. The fewer receipts you keep, the more money you lose in unnecessary taxation. Think of every receipt you keep as a form of wealth-building.

New behaviour: ‘I will keep every receipt. Always. For ever and ever, amen.’

7. Switch from ‘outward show’ to ‘genuine strategy’

Let’s talk about ego. As you grow your wealth, there are two potential sources of personal satisfaction available to you. I would like you to pick source number two – the less obvious one.

Source number one is outward displays of wealth: flashing the cash. Make no mistake, it’s very gratifying and very rewarding to show the world that you can afford things. You buy alcohol for friends. You buy a flashy car. You buy branded clothes. This gives you a sense of reward.

But there is a different sense of satisfaction that will appeal to the more mature. It’s the quiet, inward sense of satisfaction you get when you do something clever, something brilliant, something strategic, and no one knows about it.

This may sound strange, but that quieter inward satisfaction is actually the greater of the two.

Showing wealth to the world does not in any way help you to generate wealth. In fact, it makes you poorer. But quietly making brilliant decisions, and keeping them to yourself as you genuinely get richer in the background, is the stuff of genius. It’s personal satisfaction for grown-ups.

I would like you to choose this second sense of satisfaction, and eschew the first. You are not the kind of person who gains a sense of identity from splashing money around. Who cares what others think? Instead, you are the kind of person who quietly and strategically goes about becoming rich. You are a commander and a strategist. Your clever moves happen out of sight, backstage, behind the curtains, and you think long-term.

Because you think long-term, you’re going to win this battle. To accomplish that, you must derive your personal satisfaction differently from those around you.

Do you think you can do it? It requires an unusual amount of maturity.

Once you’ve experienced the quiet, inward pride that comes from making a clever decision that no one knows about, I think you will find it addictive. On a day-to-day basis, it doesn’t look flashy. But one day, everyone will look around in surprise to discover that you have outmanoeuvred them all. And that’s pretty damn sexy! That’s how high-class players do it. That’s pro-level behaviour.


Objection: ‘Okay, I’ll steer clear of dropping cash on alcohol. But I do need a flashy car. I see clients in my car, and it counts.’

Response: ‘Firstly, it counts less than you think it does. But let’s assume that clients do see your car often, and you feel strongly that it matters. Can I persuade you that “classic” outperforms “trendy” in the image stakes? For instance, say you plan to spend R600 000 on a new hot hatch. You could spend a full R100 000 less and buy a pre-owned, low-mileage C-Class Mercedes. This more classic purchase is significantly more impressive to mature clients, and looks more expensive. Moreover, if your means of being socially impressive is trendiness, you have to update continually. If it’s classic, you won’t. Classic keeps on working for years, and returns the financial advantage to your pocket.’



8. Set absorption goals, then organise your routine around them

Earlier, we referenced the Jewish people reading liberally, and we made a link between this activity and their disproportionate financial success throughout history. Reading impacts upon how much you earn because it provides you with knowledge. It gives you insights and ideas that directly increase your potential for income, whether you are salaried or your own boss.

In upcoming chapters, we will discuss very specific and practical wealth-acceleration techniques such as:

•raising your value

•solving expensive problems

•breaking the link between hours and income, and more.

For now, it is enough to say that many of the things you will need to do to become richer rely on your having increased knowledge.

I hope that you already love reading. But even if you don’t, it’s not the activity itself that matters. It’s the knowledge you gain.

I want you to set up a habit of beginning to absorb more knowledge than you did before, so that you become a more effective earner. This may mean reading more, or it may mean listening to audiobooks, or perhaps it may mean watching more educational videos online. Whatever you choose, I want you to bake this choice into your daily life as a preloaded habit.

Here is how I do it.

I once made a decision that I would begin every single working day by picking up my copy of the Harvard Business Review and reading an article. Nothing happens until after I’ve done that. If I’ve run out of articles, I read a chapter of a book, usually to do with entrepreneurship.

I have promised myself that I will do this even when I have a rushed or stressful day ahead, on the grounds that I can’t afford not to do it. My income is directly linked to my expanding knowledge, and so is yours.

I could easily tell myself that I don’t have time to read – the latest project is too urgent! The deadline is too close! – and then remain extremely busy, while also remaining at a low level of wealth. Or I could turn reading into a scheduled, preloaded habit. When I do that, I choose to raise my income over time, while also decreasing my amount of ‘busyness’ over time.

How does this magic act happen? Simple. Reading continually provides me with ‘smartcuts’. Whenever I have problems or challenges to overcome, reading provides me with ‘aha’ moments, in which I discover that I’ve already read a clever solution to that particular issue. And so I solve it quickly, rather than struggling with it for months. I already have the answers to things that could otherwise have taken up huge amounts of my time – or, at least, I know where to find them.

So I don’t care how much it is, I don’t care what your sources are, but I want you to make a ritualised habit out of daily knowledge absorption. I would prefer you to read, because I think it’s the best medium. But if your choice is to watch YouTube videos, or to listen to a podcast each day, those are very respectable options. It’s the ritual that we’re after.

I also highly recommend downloading the Audible app to your phone, and then listening to audiobooks. I make a daily habit of doing that, too. On average, I listen to about 45 hours’ worth of audiobooks per month, which means over an hour a day. I do it while I’m driving, at the gym or relaxing.

If you would like specific reading recommendations, then I would suggest two magazines that are worth your while:

•Harvard Business Review, and

•Entrepreneur magazine (you can also read many of their articles for free at www.entrepreneurmag.co.za).

These are two excellent places to start. In fact, I defy you to read those two sources faithfully each month and remain poor.

I would also recommend that, at least occasionally, you read books on wealth, business or entrepreneurship. Pick the title that most appeals to you. It doesn’t have to be a dense book. Sometimes very small books contain very large wealth-building ideas.

New commitment: I understand that I can be extremely busy every day, earning small amounts of money, or I can take time out of my business to learn better answers, and thereby become less busy and more wealthy. I choose ‘less busy and more wealthy’. Therefore, I choose a ritual of daily learning.

New behaviour: Right now, I’m going to decide how much knowledge absorption I will commit to making each day, and what the source will be. It could be an article, a chapter, a magazine, a podcast or a YouTube video. It could be a mix of all of the above. I will commit to doing it as part of a set routine every day, preferably at the start of the day.

Warning!

‘Should I read financial publications?’

Well sure, if you’d like, but there is a serious danger zone to be avoided. The content splits into two types. One is good, one bad.

The good kind contains principles of wealth. Reading this type of content is an excellent idea, and it generally comes in the form of books, like this one. However, there are also publications that provide ‘the latest hot stock tip!’ Avoid these like the plague. They are trendy, risky and bad for you. They are not based on sound, long-term principles of wealth-building. Instead, they are trying to sell you a new magazine each month, and they have to ramp up the emotional hype to do it.

There are very good reasons why you should not be looking for ‘the latest hot tip’. That is emotional behaviour. It’s a stinking fish. Read about entrepreneurship and wealth-building principles instead. If it looks like they’re trying to sell you something rather than teach you a principle, drop that fish immediately.

9. Learn the difference between an asset and a liability

When we spoke about the fish and the list, I made the point that emotion clouds everything. It makes us poor judges, paralyses our willingness to act, causes us to spend poorly, out of jealousy, and obscures important information.

The value of the list is that it is unemotional. It’s just a clean set of steps.

Sometimes, taking the emotion out of a situation and viewing it in writing, or even in diagram form, can make things much clearer for us.

Let’s do that now, with a very simple principle. I would like you to be aware that everything in your life can be divided into one of two categories. Everything in your life is either:


An asset (which is good)

or

A liability (which is bad).



The difference is simple. An asset is anything whatsoever that causes money to flow into your life. A liability is anything whatsoever that causes money to flow out.

Assets make you richer. Liabilities make you poorer. We want assets. We don’t want liabilities.

If you understand this – that assets make you richer and liabilities make you poorer – you understand the entire governing dynamics of personal wealth. If you don’t, you have the makings of a lifelong problem on your hands. So, please do pay attention.

Robert Kiyosaki, the author of Rich Dad, Poor Dad, aggressively argues that understanding this one thing is the biggest difference between rich and poor people. Poor people tend to view things like their houses or cars as assets.

Are they really? Let’s put it to that simple, unemotional test: Do they cause money to go into your account, or out of your account? Once we remove the emotion, the answer is very simple: They are costing you money. Therefore, they are liabilities. They are making you poorer.

Now, what if you rented your house out to a tenant? Let’s apply the simple test: Does doing that cause money to come in, or go out? In this case, it causes money to come in. Therefore, in this scenario, your house has become an asset.

There is no emotion in this equation, and that makes it wonderfully simple. If you understand the difference between an asset and a liability (an asset causes money to come in, and a liability causes money to go out), you have the basis of a world view that can show you how to become wealthy.

Again, we will add complexity to this principle as we go along. For now, the principle is sufficient. Everything you do that gathers liabilities into your ownership makes you poorer. Everything you do that gathers assets into your ownership makes you richer. That is the key principle for viewing the world like a wealthy person.

Poor people will buy Coca-Cola each day, and then they will drink it, and then it’s gone. Wealthy people will buy stocks in Coca-Cola. That’s the difference.

If you can learn to think of items like cars, homes, clothes, handbags, shoes and new phones in terms of assets versus liabilities, you will have made a big change to the quality of your thinking. It’s hard to think of these items without sentimentality or emotion. But to become wealthy, it is important to view everything in terms of assets and liabilities. This switch will radically change your thinking.

Kiyosaki’s entire body of wealth literature basically boils down to this equation:

The poor work hard all their lives to finance their liabilities.

These liabilities, in turn, make them poorer.

The rich just buy assets. That’s it. Their assets make them richer.

This extra wealth then enables them to buy more assets, and these additional assets make them richer still.

Quick quiz: Do you currently possess any assets whatsoever? Sadly, for many middle-class salary earners, the simple answer to this question is no. For most people, everything they own is a liability, costing them money. We need to change this in your life.

10. Understand that ‘in and out’ is everything, then determine which is happening

If more money is coming in than going out, you are getting richer. If more money is going out than coming in, you are getting poorer. Assets bring money in. Liabilities take money out.

So, do you know which is happening to you right now? I don’t mean to ask, ‘Which do you think is happening right now?’ I mean, what do your numbers actually show?

Once again, most people don’t know the answer to this one. If you faithfully find out, you will already be ahead of most people in the game of money mastery. Will you commit to doing so?

I’m not asking you to do a comprehensive accounting of all your spending. I just want you to know the answer to a simple question: Is more coming in than going out, or is more going out than coming in? That will tell you whether you’re getting richer or poorer.

If your money goes into a bank account, then this should be fairly easy to determine. Check your last three or four statements. Has your total balance gone up or down each month? Are you in less debt or more? There’s your answer.

Do you have any savings and investments? How much are they worth? Are they going up in greater amounts than are going out of your bank account each month? Good, then you’re getting richer.

What is your current answer?

If you discovered that your money is increasing, congratulations! You are getting richer. Let’s discuss ways to amplify this, and make it happen faster.

If you discovered the opposite, take heart. Life can turn on a dime. Regardless of how deep a hole you’re in now, you can get out again, and I’ll show you how.

Not only that, but by your own efforts, you can become extraordinarily wealthy, and in the not-too-distant future. It’s not at all hopeless. Throngs of people have gone from poverty and huge amounts of debt to wealth, in very short spaces of time. The answers exist, and we will explore them. For now, let’s look at the upside. It’s good that you are now aware that you need to make a change. That’s useful knowledge.

11. Understand compound interest: there’s no such thing as ‘that only makes a small difference’

Einstein famously said that the most powerful force in the universe is compound interest.

There is an old Chinese legend that captures how it works. The legend says that the inventor of chess showed his new game to the emperor of India. The emperor was so impressed that he offered to give the man a reward. The reward could be anything he wanted.

The man answered: ‘I wish for one grain of rice for the first square of my chessboard. Then two grains for the next square, and then four grains for the one after that, and eight for the one after that. I wish to have the amounts doubled each time, for all 64 squares.’

The emperor very gladly granted his wish, thinking that the man had asked for too little. But his treasurer did the sums, then came back to the emperor, alarmed.

‘If the entire empire grows rice for several centuries,’ he said, ‘we will still not have enough to pay him!’

Compound interest does something fascinating. It grows upon itself, multiplying over time.

The thing to understand is that compound interest can work either for or against you.

If you have lots of assets, then, over time, compound interest can make you extraordinarily rich. If you have lots of liabilities, such as high expenses and credit card debts, then compound interest can hammer you into the dust so that you can’t get back up again.

Compound interest is pretty much always working in your life. The question is really just whether it’s working for or against you.

If you have assets, such as investments or a business that you own, compound interest can work for you. If you are paying back credit to a store or to a bank, compound interest is working for them and against you.

Whether it’s working for you, or working against you, a little bit in either direction matters greatly.


Behavioural change: Stop thinking of purchases in terms of monthly costs. That is how advertisers deceive you. If you limit yourself to thinking only in terms of monthly costs, then I can cause you to spend a million rand and still believe that it wasn’t particularly expensive. I’ll spread the payment out over a very long time, and then add interest, but I will only charge you a small amount per month.

You will then look at the small amount and think: ‘That’s not so bad.’ But you couldn’t be more wrong. You are going to be in my debt for decades. I will milk you for a full million rand, without you really appreciating it, so long as you think it’s only a few rands per month.

Always look at the total amount. And the longer the payment terms, the worse the compound interest you will pay. Long payment terms are not your friend.



Now let’s see how compound interest can work in your favour.

Say, for instance, that you start saving or investing money when you are twenty years old. You don’t invest a lot. You can only manage R100 a month. But every month, you faithfully save your R100 in an investment. This earns you 8 per cent. By the time you are thirty, you will have paid R12 000, but you will actually have R18 417. By the time you are forty, assuming you’re still only paying the very low amount of R100 every month, which is unlikely, you will have R35 295.

Now let’s increase the payment amounts and see what happens.

Let’s assume that, from the age of twenty to twenty-five, you pay only R100 per month. Then, from twenty-five to thirty, you increase that payment to R1 000 per month. At the age of thirty-five, you increase the payment amount again to R3 000 per month. At forty, you increase the payment amount to R10 000 per month. You never touch that money.

By the time you are fifty, you will have paid a total amount of just over R2 million into your investment. However, you will own a total amount of R4 635 970, as a result of the compound interest.

Have I got your attention?

You basically just got R2.5 million for free, just for behaving cleverly. And you also still get to keep the original R2 million that you invested over that time, in order to gain that R2.5 million. It’s all yours.

Compound interest is either killing you, or making you rich. You must understand compound interest. You don’t even need to understand the numbers. Just the principle.

When you grasp how this force pushes your life story in the direction of either wealth or grinding poverty, it begins to change your behaviour. Taking on credit card debt starts looking like a very, very bad idea. Buying assets that make you richer starts to make a great deal of sense.

12. Learn to see and master ‘ghost money’

What on earth is ‘ghost money’? Ghost money is money that you can either gain or lose, if you can simply learn how to see it.

Here’s an example. Most banks today have rewards cards. If you fill up your car at their preferred filling station, you gain points. The points can be redeemed on later petrol purchases. Some points systems could give you as much as 50 per cent back. That’s the same as getting half a tank of petrol for free – or, otherwise stated, getting to keep half that money. That’s ghost money. You can’t see it, but it’s potentially there, and you can have it, provided you use the system cleverly.

Here’s another example. My wife works for a bank. I used to have my account with their competitor. By swapping my account to her bank, I became eligible for her staff banking rates. This reduced the interest on my car payments, my credit cards and everything else. Spending less on these items is the same thing as getting to keep more money. And over time, it’s a lot more money.

Are you making clever use of ghost money? Have you taught yourself to see it?

Here’s the trick: if having ghost money incentivises you to spend more than you would have (‘Yay, I have extra ghost money! Now I can get the more expensive option!’), then you are missing the point. In that case, seeing the ghost money is actually causing you to lose money. But if you simply use ghost money to make the purchases you were already planning to make, then you are gaining its benefit. You are keeping money. You are getting richer.

Ghost money kept is wealth grown. Ghost money lost is wealth lost.

In an article in The Atlantic,6 Joe Pinsker points out that the wealthy score doubly (ghost money × 2) by buying items like toilet paper in bulk, and also only when there is a sale.

I could add a third way to do this by mentioning that many online stores now include free delivery. If you don’t use your own petrol to go and buy the item, and you get it on sale, and you buy bulk, you get to keep significant amounts of ghost money. Far from this being a technique used by poor people, Pinsker argues that the rich do it more often and more effectively than the poor. It’s generally the poor who tend to pay the maximum amounts, and thus lose the greatest amount of ghost money.

Ghost money can also work against you. For instance, do you have small amounts going off your bank account each month for things you can’t really explain?

When I bought my first car, I agreed to a very small roadside assistance plan. It cost me only R25 per month. Then I forgot it was there.

Over the years, it’s gone up, but only to about R200 per month. I don’t need it and I don’t use it. But I wasn’t aware of it either. It’s ghost money, going out of my account each month. If I’ve paid R200 per month towards it for the past ten years, then I’ve lost a full R24 000.

Say it with me: ‘Holy mackerel!’

That’s a lot of ghost money. Ten years ago, I did not sit down and say, ‘I would like to pay these people R24 000, for nothing.’ And yet, that’s what I’ve done.

Many car purchases cause you to haemorrhage ghost money too. Buy a sports car for R5 million, drive it out of the dealership, and you have instantly lost R1 million in value. Would you willingly throw away R1 million if you were holding that amount in your hand, in cash? So, what’s the difference?

Let’s look at that same idea on a smaller scale.

On principle, I will never buy a brand-new car. I buy pre-owned or demo, but never new. The loss in ghost money is too great. People tend not to care about this, but think about it differently: say you buy a R400k car, and the moment you drive it out of the dealership, it loses R100k in value. How long would it take you to work and earn R100k? Would you agree to do that much work for free and not be paid? Losing R100k in ghost money is the same as agreeing to do that much work for free. It’s not a smart move.

Strange and unexpected taxes comprise ghost money too.

Remember the story of the woman who sold a house and paid a great deal in tax, which she would not have needed to pay had she only waited six months? A tax consultant can point out massive chunks of ghost money to you, and help you to either gain from it, or not lose it.

There is also further ghost money in car purchases, related to resale value. Say, for instance, you are trying to choose between two cars. Both cost R500 000. One of them, however, has a resale value of R50 000 more than the other. You think, ‘That’s no big deal. The one with the smaller resale value is more exciting.’

Making that choice is the same thing as walking up to an ATM, withdrawing R50 000 of your own money, putting it on the ground, and then walking away. It is not an abstract difference. It is the genuine loss of R50 000 in real money, which could have been yours to keep.

Check it out: Which strange amounts go off your accounts each month that you don’t want or need? Cancel them immediately.


New behaviour: I pledge to become aware of the ghost money passing before my eyes. I’m going to use the systems cleverly to my advantage. I am not going to see them as an invitation to spend more. Instead, I’m going to use them as a tool to build wealth. I will educate myself so that I ‘see’ these ghostly amounts and keep them.

Behavioural prompt: Discuss this idea with a friend or family member. Start comparing notes whenever you see an example of ghost money.



13. Reframe the stories you tell yourself

Psychologists point out that human beings are typically driven first by emotion, and only then by logic and reason. After we have made our emotionally led decisions, we then tend to justify them in retrospect, manufacturing explanations. We tell ourselves stories that make everything okay.

Change the stories you tell yourself, and you can change your behaviour.

For example, imagine that you spend a lot of time fixating on cars. (I can relate.) You constantly think about the latest model, and when you will be able to afford it, and how great you will feel once you are driving it, and how greatly admired you will be as a result. Stories of this nature will help you to justify the purchase, even if it’s a bad financial move for you.

At one point, my family and I decided that we would like to have the option of a second home overseas. Regularly buying new cars, which are liabilities, ran counter to that goal.

So, I changed my internal story. Whenever I caught myself thinking, ‘What kind of car would I really like now?’ I would intentionally disrupt the dialogue in my head and say to myself, ‘Cars are not my current priority. I want my family to live with options.’

I would then picture the city overseas, and mentally walk through a small story in which we were enjoying the fruits of better decision-making. I did that every time the car urge surfaced; eventually, I had retrained myself with the use of a different story.

As we’ve seen, if more money is coming in than going out, you are getting richer. The changes we are going to make will require that you begin to tell yourself a different story each time you face a decision or carry out an act that impacts your financial goals.

One example of a different story might be: ‘I used to think my purchases were assets. Now I don’t. I’ve become wiser. I now see the world through the unemotional framework of assets and liabilities. I was buying way too many liabilities. But now I buy assets, and they make me rich.’

So, imagine that you are considering going on an indulgent vacation. It’s human nature to begin by looking for the most expensive option that we can ‘afford’. We tell ourselves mini justifying stories, such as ‘Well, I’ve worked hard,’ and ‘Look at what I’ve been through.’ Or even worse: ‘This will look great on Facebook.’ In this latter case, we are choosing social media ‘likes’ over becoming wealthy. Can you think of anything sillier?

Now try telling yourself a different story: ‘Sure, I can afford that. But it’s a total liability. If I opt for something else for half that price, within the parameters of this particular purchase, I’m becoming double as wealthy.’ Money you keep equals wealth.

Reframing is a great way to get away from spending on credit. With the possible exception of investing in business growth, spending money that you have not yet earned is a terrible idea. When it’s spent on an impulse purchase, that’s the worst decision of all.

Do you buy on credit? And worse, are you an impulse buyer who makes unplanned purchases, using credit? Try scaring yourself using this reframing of your story: ‘By doing this, I have decided to donate my future work and my future freedom to others. In making this purchase, I hereby agree to become a slave.’

The wording is emotional, but that’s good. It works better when it really hits home.

How about this version? ‘I have decided to donate my future to others, because my future isn’t important to me.’ Or perhaps: ‘I hereby choose to build someone else’s wealth, not my own.’

Or you can put the item back on the shelf, or delete it from your online basket, and tell yourself: ‘I do not donate future hours of work to silly trinkets. I am not going to make other people wealthy instead of myself. I am not going to trade freedom in the future for a momentary rush now. I’m cleverer than that.’

You can also tell yourself reframed stories that pertain to making money, not just saving it.

For instance, we tend to tell ourselves the story continually that employment is the ‘safe’ option, while entrepreneurship or starting your own business is the ‘risky’ option.

I believe that this story is completely false. I am not anti-employment. But it’s certainly a slower track to wealth, and the wealth that it will generate can never be as great as that developed by those who own and sell. And it’s risky for several reasons: you put all your eggs into one basket, then hand that basket to someone else: your employer. They can fire you. Or go under. Or the service they provide can become irrelevant. Or your job could be automated. Or you could faithfully work for an entire lifetime, only to see your pension disappear in a financial crash, and so on.

As we progress through the chapters, I will point out specific opportunities to tell yourself a different and better story. Here are some of the new stories we have covered so far:

•Readers and tight-knit families tend to out-prosper everyone else. Staying together and educating ourselves is an important part of becoming rich.

•I am not a victim. My wealth is determined by how well I learn and apply specific principles, not by forces outside of my control.

•I don’t derive satisfaction from flashing cash. I am a master strategist, making clever moves that no one knows about, quietly becoming rich in the background.

•I don’t view purchases in terms of monthly costs. I look at the total, plus the interest.

•I program myself to see ‘ghost money’.

In the next chapter, we discuss one of the cleverest and most effective story reframes you can make.

14. View your career as a wealth-creation vehicle


Question: Is it necessary to choose any specific career in order to become wealthy?

Response: Actually, many different career and lifestyle choices can lead to wealth, including entrepreneurship, owning property, becoming an artist or performer, opening an office as a specialist practitioner, working for a salary under a boss, and many other approaches. It’s not always about the specific career. It’s about three underlying principles:

1.How you orient your own thinking about your career

2.The degree to which you raise your value

3.Your ability to divorce the link between the hours you work and the money you earn.



Let’s start with the first of these principles. It is not an exaggeration to say that the way you orient your own thinking about your career will change the course of your life.

The idea that we are about to look at now represents one of the greatest epiphanies in this book. It is a remarkably powerful concept, but one that few people have ever heard of, let alone actually bought into or begun to practise. I can safely tell you that, despite my extensive exposure to wealth and entrepreneurship ideas, I was in my mid-thirties before I even heard of it.

The idea is this:


Most people view their career as something that supports their lifestyle. They work in order to fund the life they lead.

Wealthy people do not. Wealthy people view their career as a ‘wealth-creation vehicle’. They work in order to become rich.



These two approaches are universes apart, and they lead to extremely different behaviours, not to mention financial outcomes.

Most people basically work to be able to afford liabilities. These liabilities then make them poorer. Wealthy people work to create wealth. The wealth gives them the option of buying assets. These assets make them even richer.

We will get to the idea of buying assets later. For now, let’s focus on just this one, powerful principle: viewing your career as a wealth-generating vehicle.

In How to Make Your First Million, award-winning financial advisor Warren Ingram points out the power of this principle, with the jaw-dropping, true example of a young woman, Julia. Right at the beginning of her career, Julia decided that working ‘to have nice clothes, or a good car, or to go partying with friends’ was not the point. The point was to become financially independent quickly. She focused on using her career as a means of becoming rich.

For that reason, Julia saved one-third of every salary payment, from her very first pay cheque. Whenever she received bonuses, she would save those too, rather than spend them. Why? Because the point of her career was not to fund a fun lifestyle. The point was to create wealth. So she didn’t ‘blow’ anything. Ever.

She invested her money and never gave herself excuses to spend it. She tried hard to gain promotions and increases wherever possible, in order to raise her total income. Then, whenever she did get a raise, she would save most of that, too.

(Can you picture her quietly keeping this to herself, and deriving satisfaction from watching her numbers grow in the background?)

She also refused to use debt, keeping her living expenses humble.

Julia is one of Ingram’s case studies of a young person who made their first million before the age of thirty. And there was nothing complicated about what she did. Quite simply, she viewed her career as a mechanism for generating wealth, and she continually acted according to that orientation, and that orientation only.

She bought small cars instead of flashy ones, stayed at B&Bs instead of expensive hotels, and continually saved and invested her money. She saw the entire point of her job as ‘to grow my money’. She describes how she made her first R1 million in a period of four years and four months. This included paying off a car and a student loan.

In her own words in Ingram’s book: ‘Making your first million is not complicated or impossible … it just takes time and discipline. For me, discipline is the most important part – discipline in saving and discipline in investing.’

There’s that word again: discipline. But for only four and a half years. Is that too much to ask?

That result is remarkable. I wish somebody had impressed this idea upon me from the first month of my working life.

So, how do you currently view your career: As a wealth-creation vehicle, or as a lifestyle support system? Your orientation will change everything for you. It could be the determinant of whether or not you become wealthy. The process applies equally whether you own your own company or work for a boss.

I would like you to make this change today. I would like you to begin telling yourself this new story about what your career really is, what its point is. It will entail some specific behavioural disciplines that you will need to implement. They all begin with this admission:

‘Up until now, I didn’t realise that I could get rich so quickly. I saw work as a way to fund my life. But now, all that is going to change. I’m going to see work as a way to build my wealth.’

With this revised story will come a number of behavioural changes. Allowing expensive indulgences to rob you of your future wealth is now out. You will need to drop them, or replace them with options that don’t hurt your wealth-goals. For example:

•Do you order an expensive latte at work each day, to help you ‘cope’? That’s a lifestyle-support purchase. It runs counter to your wealth goals. Forty bucks a day for a latte equals two hundred bucks a week, which equals eight hundred bucks a month, which equals about ten thousand a year.
Every ten years, that’s R100 000. On coffee!

Had you invested that R10 000 per year, you wouldn’t just have R100 000. You would also have earned interest, and compound interest. Let’s assume your interest was only 9 per cent. That brings our total loss of money to R185 775.47, over a ten-year period.

And that’s just on one indulgence: coffee.

Do you have a few more ‘decompressors’? Add them together, and you could rob yourself of millions over the course of ten years. This is not an exaggeration. Manage them better, and you could keep those same millions. Better still, those kept millions could earn interest for you.

So, do you want your career to be a wealth-creation vehicle, or a lifestyle-support system?

If you want to become wealthy, then you must change your choices to fall in line with the goal of seeing your career as a wealth-creation vehicle: find a cheaper source of coffee. Your current source no longer fits the story you are telling yourself.

•Do you drive the flashiest car you can afford? Few things work against your wealth goals as effectively as new cars. Take it from someone who suffers from ‘luxury-brand lust’. As much as I love cars, I have taught myself to live by the rule, ‘If you can only just afford it, then you can’t afford it at all.’ I also no longer think in terms of monthly costs. I now think in terms of total cost, plus interest.

If you can overcome the self-deceiving psychology that says, ‘Everyone will judge me according to my car’ (they really don’t), then you can keep massive amounts of money and put it towards your ultimate wealth. (At which point you will be able to drive anything your heart desires. That’s how ‘delayed’ gratification works: there is gratification at the end of the delay.)

Let’s run some numbers here, as we did with coffee. Say you pay R15 000 per month on your car. Now let’s assume that you could actually get everything you possibly needed out of a car for R8 000 per month. By downsizing, you would get to keep an extra R84 000 per year to put towards your wealth. If we extend that to a ten-year pattern of behaviour, you are looking at a difference of nearly R1 million. And that’s before you invest that million and cause it to earn on your behalf.

•Are you paying sums of money towards ‘cures’ for work? For instance, do you see a therapist in order to unload about the difficulties of work? The irony in that case is that you are working to afford the therapist. Or, viewed differently: to be able to afford the therapist, you will have to keep working.

•I believe in good-looking, professionally tailored clothes, and I do believe that they can actually contribute to your wealth, insofar as people will tend to treat you at the level of professionalism and authority that you portray. In 2018, an article in Inc. magazine7 argued that readers should dress as though every day were a job interview, because most people underestimate the effect that appearance has on their career progress.

But it’s actually more about the tailoring than the expensive brand name.

You can go to a tailor and have a brand-new suit fitted to your exact specifications for about one-tenth of the price of an Armani suit. Armani is beautiful. But while you are in the process of building your personal wealth, it’s not ten times more beautiful than a fitted suit made by a professional tailoring service, and it will not get you ten times the results.

•Expensive bottles of wine? Johnny Walker Blue? Hennessey? You’re actually trying to stay poor, right? This is a drink. You consume it, and then it’s gone. A few years’ worth of the money you spend buying these bottles could add serious wealth to your name. Or not. It could literally go down the toilet instead, and then you could keep working in order to support big breweries. Your choice.

As we progress through this book, I will increasingly encourage you to become more entrepreneurial and, ultimately, I will try to persuade you to become your own boss. I will also encourage you to buy assets, which can make you wealthier.

However, if you insist on sticking with traditional employment, then this one principle alone will be sufficient to change your financial trajectory. Apply it with discipline and, even if your income is small, you will become significantly wealthier over time. For a killer combination, though, apply this principle in conjunction with the entrepreneurial principles we will explore as we go further.

The principle itself is very simple: there is a point to all your work, and the point is wealth. If the point is merely ‘to sustain the way I like to live’, then you’re doing it wrong. You are labouring to buy liabilities. That is not smart.

Organise your thinking correctly, and it changes everything. Stop working in order to support a lifestyle. Stop labouring in order to buy wealth-depleters. Start seeing your work as a wealth-creation vehicle. Start using goal-orientated behaviour. The goal is to become rich. Now let’s focus on that goal with serious discipline.

New story: ‘There’s a point to my work. I see my work as a wealth-creation vehicle, not just as a lifestyle-support system.’

15. Raise the value of what you do

If you make the previous change, and you view your work as a wealth-creation vehicle, you are on track to have more money come into your life than leave it. That means your wealth will grow.

So, now let’s do the next logical thing: let’s increase the amount of money coming in from your work so that your wealth can grow faster.

Remember that, as this starts to work, and more money comes in, you should then buy assets, and not liabilities. Combine ‘more money coming in’ with ‘I buy assets with my money’ and you will be unstoppable.

Regardless of what work you do, your mission should become to raise the value of that work. Raising your value means getting paid more.

Say you are a labourer, working on a construction site. You will likely earn a very small amount of money. But if you add the skills necessary, for example, to oversee other labourers, and you become a foreman, you will earn more. You show curiosity, you ask questions, you make it clear that you are willing to learn.

Depending on how much you learn about building, you could become an increasingly valuable foreman. Each new skill set that you add raises the value of your work, so that you can earn more money per hour.

A person who sweeps a pavement for an hour may earn a very small wage. A person who performs eye surgery for an hour will earn a very large wage. In that way, formal education raises the value of what you do. But formal education is only one option out of many.

Over the next few chapters, I will provide you with a variety of principles for raising your value. Not all of them will work in your scenario, but most will.

Here is an example of a mix of different ‘value-raising’ principles in action, using a hypothetical person. Janet does well at school and gets excellent marks. By doing so, she has already begun to raise her value. (I’d like you to note that you can do extremely poorly at school and raise your value in other ways, but we will get to that.) She then goes to university to study to become a doctor, which is her commitment to raising her value even further. While she’s there, she learns that it’s more lucrative to be a dentist, and that’s the path she opts to follow.

A few years down the line, with some experience under her belt, she discovers that the real money in dentistry is to be made in orthodontics, improving people’s smiles. So, she studies further and pursues that. She makes herself potentially more valuable.

She opens a practice and charges a high fee for her expertise, based on how valuable she has already made herself.

Then she notices that other practices are getting more customers than she is. She realises that she is still relatively unknown. So, she needs to learn some new things and take some new actions to market herself more effectively, to be seen more broadly as a great (‘valuable’) option in this particular arena. She does so, and thus increases her customer base.

Ten years down the line, she has learnt some fascinating lessons about her work, so she writes a book. The book itself brings in money for her. But more than that, as a result of the publication, her status has gone up. She is now perceived as an expert, which leads to interviews and requests to speak on panels. She accepts these offers, appears regularly in public, and thus raises her value even further, by improving her status. This results in more business coming her way, which allows her to charge more, on the grounds that she is highly regarded as a valued authority.

She uses her momentum and credibility to create a television show, in which she leads a team of people doing ‘smile makeovers’. Not only is she paid for the show itself, but her fame means that she becomes a sought-after resource among celebrities. After all, someone has to make Tom Cruise look that way.

At this point, Janet is not even doing the work herself any longer. She has scaled up. She now heads a team of orthodontists who labour under her guidance, as employees. Because Janet employs them, each time one of them works, a portion of that money accrues to her. They are ‘assets’ in her life, bringing in more money.

She then opens up additional practices in other cities, replicating the success of her first business. Each practice brings in additional new income for Janet. These businesses, too, are assets.

She is now so successful that she can use her brand name and financial resources to pioneer her own line of high-end dental equipment, which she sells to other dentists all around the world. She also pioneers home kits for customers, which are then sold in stores throughout the world. Every time any one of these items sells, in any city on earth, Janet receives a percentage of the money. This happens even when she is asleep.

Janet is now earning so much money that she has a tax problem. So, rather than pay tax, she uses her profits to invest in other businesses, and in buying property, and in buying stocks and shares. That way, not only does she avoid paying unnecessary taxes, but she is actually buying assets that earn her even more money.

With every step, Janet has been ‘raising her value’. She has been constantly learning, constantly adding new skills (education, leadership, entrepreneurship, marketing, tax knowledge, and more), and constantly discovering new ways to become more valuable. She has taken clever risks, which no one forced her to do. She is entrepreneurial, and is always looking for new opportunities.

It works. Janet ultimately sails off into the sunset, to live in rapturous joy on her private island with Eduardo, the Porschedriving pool boy. Good for Janet!

There are many ways to increase your value. We will begin with the simple ones you can carry out within a salaried career. Then, in subsequent chapters, we will progress to larger-scale ideas, in which you become the boss and find ways to uncouple the relationship between how many hours you work and how much you earn (like Janet, who earns while she sleeps).

I openly state that I hope to convince you to start your own business, and also to start investing. But even if I’m unsuccessful, and you decide to remain within employment, please don’t skip these chapters on raising your value. Many of the concepts apply within a career, too, and can help you to gain greater income.

To raise your value, do any one (or a number) of the following things:



TO RAISE YOUR VALUE

16. Raise your level of education

Learn more. This might entail studying for an academic qualification. Or it might not. Elon Musk (currently worth an estimated US$23 billion), famously taught himself the fundamentals of rocket science, prior to obtaining a formal qualification. He did that part just for fun. He also initially became rich by co-creating the electronic payments system that is now called PayPal. That was a self-taught skill too.

In some industries, qualifications grant you access to a job market, or to a promotion. In other industries, it is about your personal level of skill and understanding, which can be acquired through your daily reading ritual, informal courses, online Open University sources, YouTube tutorials, mentorship and life experience.

So, the question is not: ‘Which specific degree should I pursue?’ Instead, pause and zoom back a little. The real question is: ‘What form of knowledge would have the most impact on my advancement?’ If a four-year degree accomplishes that, then by all means, do it. But if not, a four-year degree could represent four years of lost productivity and massive new debts. Reading articles on sales or entrepreneurship might actually work better for you.

In Why the Rich Are Getting Richer, Robert Kiyosaki has much to say about university degrees, and little of it is positive. Mike Rowe, the host of Dirty Jobs, argues that many people who work in trades actually become much wealthier than their university-educated counterparts and are, in many cases, happier human beings, who feel that their work really achieves something.

The two paths that lead to what is arguably the greatest wealth potential possible for human beings, entrepreneurship and investing, do not require degrees at all. Certainly, they require huge amounts of education. But all of that can come from sources other than university, such as your daily reading.

This much remains: raising your level of education will always open up more wealth potential for you. It’s one of the reasons we have already set daily knowledge-absorption goals into your new list of habits.

17. Master a skill

Here’s mine: I mastered public speaking to the extent that I won a number of contests and awards for it. I now make good money as a professional speaker, locally and abroad.

I had to add business skills to the mix, because the skill of public speaking, in isolation, was not sufficient to generate money. But with additional skill sets, such as entrepreneurship, article writing, book writing, networking skills, marketing skills and a handful of others, I created a lucrative business for myself.

Could you master a skill and turn it into a business? A surprisingly wide array of activities can be lucrative. People make serious money playing video games online, imitating politicians on a stage or playing billiards. What’s your skill? Can it be monetised?

18. Research and make smart moves to gain promotions

If you are treating a salaried career as a wealth-creation vehicle, then you need to raise your income as rapidly as possible. Advancement tends to be the result of soft skills, rather than merely of technical proficiency. Simply put, in a group of twenty equally excellent engineers, the one who volunteers to speak in public, run meetings, head up projects, lead initiatives – basically, the one who is seen as a leader – will tend to get promoted first. Public speaking and leadership skills are easy to research and learn. The hardest part is actually putting up your hand and volunteering.

Bonus tip: Some skills can be learnt very cost-effectively. For instance, joining a Toastmasters club will help you to learn public speaking and leadership. The fees are surprisingly reasonable, and many clubs offer bursaries for those who can’t afford the fees.

Another means of ensuring swifter advancement is to make lateral moves, by applying for positions similar to yours at another organisation entirely. The other organisation will generally have to pay you more to secure your services. Quite often, people return to the original organisation years later, but at a higher level. Lateral moves of this nature tend to result in faster promotions than one might typically enjoy by remaining with one organisation.

Quick warning: Don’t withdraw your pension from the previous company when making a move. Early withdrawal results in a massive tax penalty.

As a broad category, ‘getting promoted’ is easily researched. This could be your topic of daily study, as you pursue knowledge absorption. You might begin by reading daily articles on how to get ahead at work, and then, if you determine that, say, public speaking is the skill you most need, your daily absorption goals could swing in that direction. Here you can see directly how daily knowledge absorption equals greater wealth.

If this is your chosen area for advancement, I would strongly recommend reading Harvard Business Review every month. It will teach you about leadership trends and workplace dynamics in ways that will give you a significant and continual advantage over everyone else.

In broad terms, the advice on this topic includes strategic ideas like:

•Help your boss to achieve her goals

•Help to make the organisation more profitable

•Help the organisation to reduce losses

•Take on special projects

•Seek out internal problems that need solving

•Volunteer for leadership roles

•Show willingness

•etc.

All of these techniques are active rather than passive. In other words, instead of simply waiting to be promoted, you constantly engage in strategy designed to make it happen faster.

You may also wish to learn about things that hold you back from promotion. For example, did you know that being incurious can be one of the greatest reasons you don’t get promoted? Go to the Forbes.com website and search for the article titled ‘Millennials, This Is Why You Haven’t Been Promoted’.8 Once you are aware of this, you can use the information as part of your active advancement plan – by regularly making a point of displaying curiosity, for example.

New behaviour: I don’t just work within my career. I also work on my career. Because the work itself is not the point for me. Wealth-building through advancement is the point.

19. Go where what you do has more value

A friend of mine is a qualified electrician, working on a mine. For a period of time, mines in Australia were looking for people with his qualification. The difference in income potential was so large that moving would have resulted less in a raise than in a quadrupled salary.

Even if it is not your goal to relocate to another city or country permanently, a couple of years of high earnings elsewhere could change your financial reality. Could you put in the sacrifice now, for a better life later? Is two years too much to ask?

As a variation on this idea, you could also go where what you do involves less cost.

It is possible to increase your income simply by decreasing your expenses. Wealth planners like Ric Edelman, author of Ric Edelman’s No-Nonsense System for Building Wealth, point out that we tend to underestimate the costs associated with a career. Edelman uses the example of two working parents, who could actually save money if one of them stopped working. Factor in the costs of commuting, an extra car, childcare and a few more necessities, and some careers actually cost the employee money.

Could you work from home, thus reducing your costs? Inc. magazine lists that as ‘the world’s smartest management strategy’, which ‘vastly increases productivity’.9 Or could you work remotely, from a less expensive city?

To use an extreme example, if you work for US dollars, but do so from a remote coastal village in a developing country, you could earn a humble salary and still become disproportionately wealthy. It’s not for everyone. But it’s certainly worth thinking about.

20. Build celebrity within your industry by positioning yourself as an expert

Whether you are employed or become an entrepreneur, the degree to which you are seen as an icon or ‘celebrity’ in what you do will dramatically impact your wealth potential.

I have written two books on the topic of positioning yourself as an expert, Own Your Industry and What Makes Them Great?, and I have a daily motivational video series called From Amateur to Expert, which you can view for free on my website, www.douglaskruger.com.

I believe very deeply in this dynamic. Few things raise your wealth potential like becoming the Branson of business, the Clarkson of cars, the Schwarzenegger of bodybuilding or the Oprah of talk-show TV.

The essential idea is this: if you are an unknown chef, you will get paid X for slaving in a kitchen every night, regardless of how good you are. However, if you are Nigella Lawson, your financial reality will be vastly different. Television networks will vie with one another to host your show. Publishers will ask you when you will be writing your next book. You will be approached to make celebrity appearances around the world on shows like MasterChef.

Being the Nigella Lawson of your industry is worth exponentially more than being an unknown chef. And the Nigella Lawsons of any industry do not merely earn two or three times more than their contemporaries. It’s an order of magnitude more.

Becoming the celebrity of your industry is hard work, but it is not mysterious work. I lay out the actions you can take in each of my books. In broad terms, you need to combine knowledge with personality and publicity.

You need to do the following things:

•Show your face in public as much as possible via public speaking and the media.

•Teach others, in order to become perceived as a thought leader.

•Create products that can be sold to the public, preferably on a global scale.

•Do it all with flair, showmanship and huge helpings of your uniquely entertaining personality. (Nigella is not simply famous on the grounds of her technical proficiency; her personality is probably the greater part of her success equation, as is the case with Gordon Ramsay, Jeremy Clarkson, Simon Cowell and Richard Branson.)

Becoming a recognised expert is hard work. However, the financial reward is that your work becomes worth more per hour. If you are an unknown interior decorator, you can only charge a certain amount for an hour’s consultation. But if you are perceived as the grand high llama of interior design, people will expect to pay exponentially more for an hour of your time. Big names in any industry typically also sell products and enjoy endorsement deals, which further escalates their income.

Interesting side note: During recessions, the low-level operators in a range of industries can be wiped out. But the top-level experts and significant name brands tend to weather the storm, and then do even better after the economy recovers, due to reduced competition.

21. Solve an expensive problem

Imagine that a large corporation has a problem that costs them R100 million every year. You have a solution, which you could sell to them for R30 million. Provided your solution works, this would be a no-brainer for that organisation. In their first year alone, they would save R70 million, just by buying your solution. (I would argue that your price is too low, but it’s the principle we are interested in here.)

It doesn’t matter how expensive your product or solution is, provided the problem costs more than your solution does.


Danger zone: Here is a strange and tragic thing that often happens to technically minded specialists working for large organisations: they spot a problem that is costing the company millions, set their minds to solving it, solve it, and then, by way of thanks, they receive exactly the same monthly salary as usual. Or perhaps they receive a token bonus of a few hundred thousand rand.

Yes, I say ‘token’. If a consultant had come in and solved the same problem, they could have charged millions. And the organisation would gladly have paid it.



The reward you can gain for solving an expensive problem is not relative to how hard the work is. Instead, it’s relative to how much that problem is costing the company.

If they are losing R100 million per year as a result of, say, theft in their warehouses, and you can reduce that number to zero, then charging them R30 million for your solution would be quite reasonable – a bargain, even. They are gaining R70 million by using you. That’s a no-brainer for them.

This dynamic points to a potential escape from employment and into entrepreneurship for those with specialised skills. Have you repeatedly seen the same problems coming up in your industry? Do you know how to solve them? For heaven’s sake, stop doing it for the measly reward of a monthly salary. Start your own consulting firm and do the same thing for millions. Solving expensive problems is a high-value activity.

My friend Tim Ohai, of Ubuntu Mission, puts it this way: ‘The only way to generate revenue is to solve a problem that others will pay for. You can either solve a big problem that a small group have (like providing air travel for business travellers) or solve a small problem that everyone has (like providing breakfast).

‘The key is to find a problem that few can compete with. If it is easy for many people to provide breakfast, that will be a very difficult challenge because your competition will be never-ending and your revenue will be small. But if it is a problem that is harder to solve – like inventing a technology that few can imitate – well, you get the picture.’

If you take this one idea seriously, apply yourself to finding an expensive problem to solve, and then sell the solution, you could become extremely wealthy from this one idea alone. Could this be your path to prosperity?

22. Amplify your effectiveness using networks, associations, bureaus and mastermind groups

You have almost certainly heard the phrase: ‘It’s not what you know, it’s who you know.’ You may also have heard the slight variation: ‘It’s not who you know, it’s who knows you.’

There is truth in both sayings. You cannot be perceived as valuable if nobody is aware of you, or of what you do.

Networks and associations can amplify your effectiveness. For instance, in the professional-speaking world, many practitioners are members of the Global Speakers Federation (or, in South Africa, the Professional Speakers Association of Southern Africa). This allows us to network with one another, share knowledge and become known.

Many are also represented by speakers’ bureaus. These are agencies who represent a pool of talent. By gaining representation (which often must be earned), speakers can be booked for more engagements, because they are being advertised through more channels.

There are many industries that have similar bodies that you can use to become more widely known, and thus more effective.

In The Real State of Entrepreneurship Survey 2018, one of the major findings was that networks are critical to the success of an entrepreneur, along with education and skills.

You can amplify your value simply by being known to more people. Networks help you to achieve this. An expert tip on this one: volunteer to speak on their agenda, and share some ideas of potential value. This way, you get known quickly, and you become perceived as an energetic and dynamic contributor.

Mastermind groups can also be an excellent source of guidance and vitality. I once had a kindly friend, who had been in my industry for longer than I had, give me a single piece of advice about raising my fees that changed my income radically. He knew better than me, and he taught me what he knew. As a result, I earned more money. That happens often in these sorts of groups.

23. Instead of working for a set number of hours, land big deals

Salespeople are often treated with privilege in organisations, and there is a good reason for that. They are how the money comes in.

Making sales and landing deals is often considered to be worth more than actually doing the work. ‘Rainmakers’ are highly valued in any organisation, because they bring the money in.

Could you be a rainmaker?

Try this challenge. Imagine that you are not allowed to do the work you do for the next month. Instead of labouring ‘at’ your work, you have to find a way to land one big, lucrative deal instead. That single handshake must be worth more than your year’s salary.

Can you think of a way to do that? If you can, that probably represents your highest current earning potential. It’s a step away from ‘working a set number of hours’ and towards ‘strategically landing the biggest deals possible’. How might you go about that?

You can do this either as an entrepreneur, running your own business, or as an employee. If you’re an employee, try the challenge too. How might you land a big deal for your organisation? Could you be a rainmaker there, instead of just ‘doing a job’?

It is a wonderfully strategic approach to wealth, which often appeals to lazy people. This is not a negative accusation. Lazy people are often brilliant at finding ways to make money, because they are more interested in the result than in following a tedious process. An excellent thought experiment for this approach might be: What’s the least work I could do for the most money? The answers to that could raise your value.

24. Buy low, add value, sell high

Finally, one of the most basic tenets of commerce is the simple idea of buying something at a low price, adding work, or leadership, or ideas that make it more valuable, then selling it at a high price.

Here are some variations on how that might look:

1.You buy an old house, you hire someone to add labour and design work to it, making it more attractive, then you sell it for a high price. You’ve added value, and you make a profit as a result.

2.You buy a business. You add clever strategy and management ideas to it and cause it to earn more. Then you sell it for a large amount.

3.You buy cheap raw materials like clay, you turn them into beautiful pots, and then you sell them.

Does this principle spur any wealth-creation ideas for you?

These have been some of the ways in which you can raise your value within your hours of work.

Our next stage of thinking goes a step further. Rather than just becoming more valuable per working hour, could you multiply the number of things that cause money to come into your account? Let’s see …

25. Multiply what you do

Multiplying the thing you do is the beginning of generating serious money.

Say you’ve started a small business servicing wobbly wheels on shopping trolleys. You can personally straighten ten wobbly trolley wheels per hour. That number represents your total income potential.

If you hire another person who can do the same amount of work as you, you have doubled the business’s potential income. You will need to pay that person a salary, but a percentage of the value of their work will go to you. Hire ten people, and now you have potentially increased that revenue stream tenfold.

That’s the principle. The next three sections give specific ways in which you can multiply the thing you do for money:

26. Work for many, not one

How many paying customers do you currently have? If you work for a boss, the answer is essentially ‘one’. You serve that person, and they pay you.

But even as someone who sells work, there are ways to sell to more than one. For instance, if you are a journalist, you don’t have to be employed by a single newspaper. You might consider selling different articles to multiple outlets. This is not big wealth, but if done cleverly, it could certainly increase income.

The same could apply to a wide range of professions. You may actually be able to earn more by going freelance, and selling to multiple customers, than working full-time for a single customer: your boss. You would also reduce your daily commuting costs, which factors into the equation (if your freelance income merely equalled your salaried income, you could come out ahead based on reduced costs and increased tax-effectiveness).

27. Create passive income streams by offering more

Do you train or coach for a living? You could also sell books, courses, audio programmes or online seminars. The principle is this: if a buying market exists for what you do, offer more, and offer it in more formats.

A word of caution here: if your goal is to position yourself as an expert, I strongly discourage ‘being multiple things’. For instance, if you are a financial guru, you can then speak on the topic for money, write books about it, create courses, design a game, and many other things. However, these things should all be part of the same branding, the same basic genre. What you should not do is try to run multiple careers, in which you are a financial guru, and also sell bicycles, and occasionally design web pages.

Experts tend to be known for one core thing. This actually amplifies their wealth potential. Being seen as a jack-of-all-trades weakens your branding and therefore generally diminishes your earnings.

If you are an expert on a topic, you could write more books, create more courses, develop more products, sell online registrations … the list is endless. If you are something creative, like a cartoonist who’s created a character for children, you could also create figurines, or a television show, or a range of bubble baths. There are always ways to offer more.

28. Divorce the link between time and money

One of the surest ways to break the link between time and money is to own a business that generates money for you. In other words, to become the boss.

Being the boss is one of the surest paths to wealth.

Broadly speaking, there are two major paths to becoming the boss. The first is to start your own business. The second is to be promoted to top-level leadership. Being promoted to leadership requires smart career moves, and can be a subject of study. But it’s never a guaranteed thing.

Most first-generation multimillionaires don’t become rich through employment. Instead, they start their own businesses. They ask large, bold and yet very simple questions like: ‘What would it actually take?’ And then they make plans to make their idea happen.

So, have you ever had an idea for a business? Have you ever honestly thought through what it might take? Sometimes we surprise ourselves with this exercise. When we see it broken down into steps, the path may not be as complicated, difficult or expensive as we imagined.

I will provide you with a few more suggestions for ways in which to divorce the link between time and money, and my hope is that one of them will spur an idea for you. But let’s jump-start the process by taking one of your dreams and determining how hard it would actually be to do. It’s always a matter of starting with the desired result, then working backwards to the first step.

It’s often useful to conduct this simple exercise. Start by imagining who would buy your idea, or your service, or your product. Then ask yourself simple questions about what would come before that. The answers would be:

•I would have to make it; and

•They would have to know about it.

Great. That’s a good start. So, now ask what would have to happen before that. Your answers might be something like:

•I would have to source the parts; and

•I would have to find out how to reach buyers.

Excellent. That sounds like the sort of thing you could find out quite easily, with a little research.

Books on entrepreneurship generally take you through these steps in more detail, and that’s why I recommend reading them. But that’s the basic process. Start by picturing the end result. Then work backwards, continually asking yourself: What would that take? As you break it down into actionable steps, you may find that it’s not as terrifying as you initially imagined. It’s just a set of steps.

Viewed this way, even massive goals begin to take on realistic proportions. Will you try the exercise with your loftiest dream? Why not try it now? What does the biggest version of it look like? And when you work backwards, what’s the first step? Can you take it? Could you even take it today?

If you have the courage to become the boss, and to own a business or entity that produces money for you (the path to serious wealth), the next few chapters contain some ideas to consider. Each one helps you to break the link between the hours that you personally work and the amount of money you can earn.

29. Serve a widespread need

Let’s say that what you make, do or sell cannot be sold for a large amount of money. It’s a fairly cheap, simple thing. However, lots of people need it. Or, perhaps, a very large number of organisations need it. By sheer scale, you can become very wealthy, serving a great many customers, even at a low price per customer.

Danger zone: It’s worth pointing out that a business idea that combines a very small margin of money with a very small base of potential customers is essentially a losing formula, and not worth pursuing. You need either large numbers of buyers for small amounts of money, or small numbers of buyers for large amounts of money, or, ideally, large numbers of buyers for large amounts of money.

30. Don’t be the chef in your own restaurant

Many so-called business owners make the mistake of becoming the chef in their own restaurant. By working within the business, essentially like an employee, they have not created a real business – they have merely created a ‘job’ for themselves. That can actually be worse than working for a salary, because all the same limitations apply – plus you are responsible for others.

Serious business owners do not become their own employees. They learn to scale up, so that it is possible for them to step out of the business and still earn money from it as the owner. That doesn’t mean they don’t have strategic input. It just means they’re not there, working a nine-to-five job, every weekday.

A friend of mine once cleverly expressed it by saying, ‘Don’t be the person who says, “I manage a restaurant.” Instead, be the person who says, “I run restaurants.”’ The distinction is the difference between a kitchen manager and an entrepreneur with a chain of stores.

Quick audit: If you currently have a business, are you the chef in your own restaurant? What would it actually take for you to graduate beyond this role? Could you scale up your business?

31. Automate the work

To escape the ‘employee in your own business’ trap, you need to automate the work. As far as possible, it must occur in your absence. Classically, this problem is solved by hiring and training employees, but that’s not the only solution. You could also design an app, or have a program designed for you, that does the work automatically. Or you could use a machine or robot. Or you could outsource and pay someone else to come in and do it. You could even use the services of a virtual assistant, somewhere else in the world.

The cost may seem like an issue, but cost is always relative to how much money you could make afterwards. And if it’s a brilliant idea, there are banks and sources of funding that might consider putting up the money for you to scale up. (In South Africa, consider approaching BusinessPartners.co.za, who provide both funding and good advice for entrepreneurs.)

Let’s assume it might cost as much as R10 million to implement the automation in your business. If the business is capable of earning R100 million afterwards, then R10 million is peanuts. And some entrepreneurs play this one very cleverly, gaining commitments from clients prior to investing the money to be as certain as possible that their risk will pay off.

Of course, some automation is not expensive. But find out. Because that cost might be all that stands between you and becoming genuinely wealthy. It could also make you free.

32. Sell something that can be sold repeatedly

One of the reasons so many people wanted to learn how to design apps was because you do it once, and then you sell it thousands, or even millions, of times over. Also, you enjoy all the benefits of being a business owner without actually having to manage other human beings. This appeals to a lot of people.

An app is not the only thing with such potential.

Many forms of online businesses can perform the same magic trick. You create it once, and new customers can continually purchase it from you, whether it’s something they download, or a course they do online, or a game they buy. Do you have something that can be digitised and sold repeatedly?

And ‘digital’ is not the only way to go on this idea. If you can:

•write a book

•create a song

•draw a comic strip

•or produce any number of things that can be ‘reproduced’ …

… these things can also be sold many times over. Each time they are sold, they will bring in income for you. In a best-case scenario, you could become the Stephen King of books, the Katy Perry of music or the Charles Schultz of comic strips. These people all generated massive wealth by creating something once, which then sold many times over.

And global fame and popularity are not the only criteria for success when it comes to making something once that can be sold repeatedly. If you write a successful school textbook, used by thousands of children each year, that will work too. It may not be glamorous, but it certainly is lucrative.

Is there something you could create once that could be sold multiple times?

Sometimes, you don’t even have to create the thing that you sell many times over. You only have to own it, and then you can sell it repeatedly. For instance, if you have a rental property and someone pays you each month to live there, you are effectively being paid multiple times for the same thing. You’re selling it over and over.

This idea of owning an asset can be the basis of mega-wealth. One of the great distinctions between rich and poor is that the rich buy, or own, or make, or create assets that continually make them money.

This idea is important, and we will revisit it later. For now, the small-scale version is simply this: Do you already own something that could bring in money for you? Could you buy something that would? Could you create something that you could repeatedly sell?

That is called an asset; done cleverly, owning assets can make you very rich.

33. Own the sale: understand where money comes from and get in its way

In the last few chapters, we looked at ways of raising your value. Within a salaried career, you have the options of becoming highly sought-after as a skilled worker, being promoted, creating additional revenue streams, and so on. But inarguably, the big money is to be made by two groups who fall outside of traditional employment.

They are:

•people who are their own bosses (entrepreneurs); and

•people who invest money (buying assets).

These two groups may do very complex work, or they may do very simple work, but the underlying principles are always the same. They either:

•make something and sell it; or

•buy something and sell it.

That’s it. Those are the two activities of the two groups who become the wealthiest people in the world. Here is the important part: in both cases, the money happens when a sale is made.

As such, here is a simple truth that you need to know:

Money always follows sales.


Objection: ‘Are you saying I need to be a salesperson? I hate selling!’

Response: ‘No. I’m saying that you need to own the sale. If you are an employee, you do not own any sale. You receive a fixed monthly salary, and that’s only provided other people in the company are selling effectively. If you are the owner of a company, then every sale that is made will make you wealthier. When you own the company, you “own” all the selling done by the company.’



And remember, you do not have to be the owner of a brick-and-mortar building, or even employ any staff, to be the ‘owner of the sales’. If you draw a comic strip, and that comic strip is sold to 10 000 newspapers around the world each day, then you are the ‘owner’ of 10 000 sales each day. You’re not actually a salesperson. You are the owner of the sales, which is different. And that can make you astonishingly rich. If you ‘offer more’ by creating merchandise as well, such as toy versions of the cartoons, then you can become even richer, by owning even more sales.

He or she who owns the sale becomes fabulously wealthy.

To do that, you may need a sales team. Or you may need SEO (Search Engine Optimization) working for you on the internet. Or you may need advertising. Or you may need to do interviews in the media to bring in clients. Or you may need to work through a syndication in order to sell to many sources in one go, like the cartoonist. Or you may need to display at expos. The point is not necessarily to do the selling. Rather, it is to own the benefit of the selling.

Even someone like Oprah has benefitted from this dynamic.

Oprah owns her own production company. Her daily talk show used to be one of the most popular shows on earth. Had she been merely ‘employed’ by a production company, she would have made a very good salary, given her popularity. But instead, she owned the production company, Harpo Productions, herself. Therefore, every time the show was ‘sold’ to a network, she owned the sale; instead of merely earning a big salary, she made galactic amounts of money.

By contrast, another of the world’s most popular TV presenters, Jeremy Clarkson of Top Gear and The Grand Tour, was paid very well because of his popularity, but his wealth does not even begin to approach Oprah’s, because he did not own the production company. Therefore he did not ‘own the sale’.

Don’t sell your idea. Keep the idea, then repeatedly sell the product or service.

Sara Blakely, the world’s first self-made female dollar billionaire, also achieved her wealth by owning the sale. She became frustrated by the problem of visible panty lines. So she spent a little time trying to figure out how to make panties that didn’t show through pants. She knew nothing about clothes, fabrics, sewing or design. She just asked some clever questions and got a few people to work with her in solving the problem.

Then she did something brilliant. Rather than selling her idea once, she started making and selling the solution herself.

Let’s assume that Sara had sold her idea once. Let’s be extraordinarily generous, and assume that a company would have paid her a million dollars for it (doubtful in the real world). That would have been the end of her story.

Instead, Blakely continued to ‘own the sale’ of products that her own company made. She started with a small team at first, and sold to a few local stores. Then scaled up and sold to national stores. Then international stores.

Each time her organisation, Spanx, made and sold anything, some of that money went to Sara. Owning the sale is the key to large-scale wealth. This is how the Rothschilds and Rockefellers of the world created their fortunes.

And you don’t even have to ‘make’ anything. You could simply ‘bring together’. An entrepreneur who sells cleaning services does not make a product, but rather ‘brings together’ a group of people who can clean, manages their work, and sells their service.

Can you think of a useful service you might sell repeatedly?

Remember, if you have a brilliant idea, do not sell the idea itself. Make the thing, or create the company, and sell that instead. Own the idea, and continually make sales from it. That’s the key.

34. Investing is also owning the sale

Even for investors, who might buy things like property or stocks, the same applies. They start by purchasing an old property. Perhaps they fix it up. Or they buy a business and give it some guidance. The thing they bought becomes more valuable. Then they sell it. It’s at the point of sale that they have made money.

The sale is where the money happens. If you own the sale, you have placed yourself in the way of the money.

Probing question: In your current work, where is the point of sale? Who is buying and paying money? Do you in any way benefit directly from the sale? Do you receive more money the more sales are made? Could you get into such a position?

To invest in shares in companies is to be a part-owner of the sales. If the company makes many sales, you receive greater income.

It is possible to be a salaried worker and also to be an investor. This way you may receive a salary, in addition to being a part-owner of the sales.

It is also possible to be an entrepreneur and an investor. That way you own two potential sources of sales income.

This much always remains: the money happens where the sale is made. Nowhere else. Own the sale, and you have placed yourself in the way of the money. Anything else is ‘salary’, and salaries have limits.

35. Think creatively about owning a business


Objection: ‘All right, stop! I don’t want to be the boss of a big business! That’s not me.’

Response: ‘No, you misunderstand. Being the boss of a big business is only one type of entrepreneurship. There are many. Making and selling an app from the privacy of your home? That’s entrepreneurship. That’s a business. Hiring a bunch of guys to sell Coke at street corners? Drawing a cartoon strip? All entrepreneurship is just about being the person who owns the sales.’



Let’s start getting serious about this concept: What kind of business could you possibly own?

Here are some examples of entrepreneurs I know of, and the successful and somewhat unusual businesses that they own:

•Scooter training for delivery staff

•Laughter coaching for corporate companies

•Children’s birthday parties with clowns and magicians

•Reviewing toys on YouTube

•Filming birth videos

•Running student houses at universities

•Selling liquid soap to industrial companies and shopping centres

•Taxidermy

•Teddy bear refurbishment

•Chrome plating for shopping trolleys

•Managing voice-over artists

•Training people in public speaking

•Training people to flirt more effectively

•Photographing wildlife

•Filming fashion shows

•Selling imported wigs for women …

I personally write books and speak on business-growth topics for a living.

You can sell B2C (business to consumer), or you can sell B2B (business to business), or you can do both, selling to consumers and to other businesses. I do both. I sell presentations to companies, and I sell books and business-growth products to individuals.

There is no end to the strange and creative things you can do to generate money. I know an entrepreneur who loves soccer. He bought grounds and hosts mini soccer tournaments. He is an entrepreneur, making a great deal of money from the thing he loves. And he has opportunities to upscale by opening the same concept in other locations.

Anything you do that can generate money can become a business and make you an entrepreneur. If it makes a sale, it is a business. If you own the sale, you’re on the right track.


Question: ‘But what if I want to be an altruist? What if I want to make a difference in the world?’

Response: ‘Brilliant! Sounds like you might have the beginnings of a good business plan. The goals of wealth and contribution to the world are not mutually exclusive. If anything, they tend to go together. So, by all means, you could make a difference by being employed as a firefighter, if you wanted to. But you could also be the innovator who makes a product to put out fires more safely and efficiently, like the person who invented the ‘dodgeball’ that you throw into a fire, which extinguishes it faster than a fire extinguisher would.10

‘Or you could be the person who invents clever ways to reuse plastic bags, saving the environment. Or you might develop a cheap source of nutrition for hungry babies in impoverished neighbourhoods. I know a young woman who did that. She’s a multimillionaire now. Breakthrough ideas that help people are at the very heart of great entrepreneurship and innovation.’



Truly becoming an entrepreneur implies learning and doing simultaneously. Effective entrepreneurs do not learn everything to the point of perfection, and then begin. They begin, and then learn furiously as they go. And then once they get it right, they continue to own the sale.

But it’s all the same thing. Here is one of the great secrets of entrepreneurship: the problems that entrepreneurs face are generally the same. The businesses themselves may vary wildly. But the challenges to solve tend to be very similar. They typically include:

•getting customers

•getting funding

•dealing with cash-flow problems

•scaling growth.

Because these problems tend to be so similar across businesses, it’s relatively easy to learn the ropes and discover how to solve them. Mountains of books have been written on these topics.

I would strongly recommend watching shows like Dragons’ Den or Shark Tank, in which entrepreneurs pitch their ideas to investors. If you watch even two or three episodes of such a show, you will already begin to see the same patterns emerging. You’ll see how many people make the same basic business mistakes. You’ll see exactly what investors are looking for every time. It really doesn’t take an extensive amount of time before you begin to ‘get the bigger picture’ of entrepreneurship.

Publications like Entrepreneur magazine, again, are excellent resources for pointing out the mistakes people make and how you can do better. If you have the courage to go the entrepreneurial route, make this your focus of study.

Begin with a Google search for ‘how to launch my new business’. When you’ve read some of the articles that come up, do some more searches. I recommend:

•The top errors made by new entrepreneurs

•The top success formulas for entrepreneurs.

36. Learn that barriers to entry can be signposts to wealth

This is a highly advanced idea. If you don’t see a way to implement it, don’t worry. Just keep it in the back of your mind as something to mull over. See if you can recognise examples of it in the real world.

You generally get rich by doing the things that others consider too hard or too boring. If it is surprisingly difficult to get into a form of business, the chances are that most people won’t do so. Maybe there’s too much red tape. Maybe it requires too much infrastructure. Maybe it’s just incredibly hard or complicated work.

That generally means it’s also valuable work. You could become extremely wealthy by being the one who does bother to go through the pain.

Out of interest, South Africa ranked 52nd out of 54 for barriers to entry or regulation burdens in The Real State of Entrepreneurship Survey 2018.

Do you have a business idea that would be incredibly difficult to implement? If so, don’t write it off. You may be onto something seriously valuable. If you can solve the implementation problems, where others can’t or won’t, you could become extraordinarily rich.

37. See procrastination as the enemy, and start ‘getting it wrong’ quickly

Procrastination is your worst enemy, whether it’s in saving or in growing a business. It’s better to start acting, and fumble a little as you learn, than to wait. Figuring it all out is a barrier to entry. The sooner you get busy with figuring it all out, the sooner you position yourself for wealth.

In The 10 Pillars of Wealth, Alex Becker, multimillionaire by age twenty-seven, argues that starting your own business is actually ‘safer’ than having a job, even if you have multiple failed starts over the course of a number of years.

I agree.

Within employment, you trade an enormous number of hours each day in return for a salary. You have minimal control over this salary, and it’s always possible for you to lose your job.

As an entrepreneur or business owner, you have direct control over the degree to which you can scale up your business and increase your income. You have multipliers of your own work, and you are able to raise your value dramatically.

So, what about failed attempts?

Becker points to the fact that, if you try nine separate businesses and only succeed once, you still become rich. You only have to get it right once in your lifetime. Isn’t that a startling new perspective?

He urges us to rearrange how we look at failure and mistakes, advising us to ‘hurry up and get it wrong’. Making mistakes is not the most damaging thing we can do when learning to build wealth. In fact, getting your hands dirty quickly and early on is an excellent idea. The worst thing you can do when trying to reach your goals is nothing at all.

Surprisingly, getting it wrong at the start can be far more beneficial in the long term than getting it right. You learn more by making mistakes. You see more. You gain a greater depth of understanding.

In my daily motivational video, which is titled From Amateur to Expert, I often lament this problem in would-be experts and entrepreneurs. I call it ‘paralysis by hesitation’. People who suffer from this problem refuse to take a single step until they believe they can do the whole dance perfectly.

It never works that way. Instead, you have to start in order to learn how the steps work. You are going to have failures and missteps. That’s part of the process. If you want to be your own boss, I recommend you start failing as soon as possible, to get to the good stuff.

New mindset: Trying and getting it slightly wrong is okay. Not trying does zero for my wealth. I’m going to try, and I’m going to go easy on myself if it doesn’t work immediately.

38. Focus on wealth-generating activities, not busyness

As you begin to grow your own wealth, I’d like you to start asking yourself this question: Am I just busy? Or am I busy making wealth?

The silliest thing that new entrepreneurs do is focus heavily on building their infrastructure while placing hardly any emphasis on getting customers. If you hope to make it, and if you hope to prosper, getting and keeping customers should become everything for you. They are where the sale happens. They are how the money comes in. Getting that sale equals getting wealthier. Not doing so equals business failure.

Here’s a quick example of that balancing act. One day I had two things to do. I had to create a motivational video, and I had to prepare a quote for a massive coaching job involving innovation training for a large multinational organisation. I spent an hour or two working on the video, thinking ‘It’s urgent!’

Sure, it was urgent. But it wasn’t important. Money-generating activity is important. A sale is important. And putting in a bid for a few hundred grand’s worth of work? Well, that’s seriously important. I’ve been at it for over fifteen years, and I still caught myself making this mistake.

It is terribly easy to be ‘busy’, but not be doing things that generate money. In this way, we fall onto the wrong side of the 80/20 Pareto Principle. We work much harder for much less.

In many ways, great entrepreneurship can actually look like the lazy approach. Its best-case scenario is when it aims to do less ‘busy’ work, while simultaneously getting more money.

New habit: At the end of each working day, take a moment to review. Consider doing so with a business partner, spouse or trusted friend. Ask them to challenge you continually with, ‘That’s great, but how did it generate money?’ You may hate them for this. But, boy, will it force you to change your approach. You can’t hear that criticism for three days in a row without starting to change your behaviour. Busyness isn’t important. Focusing on wealth-generating behaviour is. Getting and keeping customers is. That’s where the money lies.

Pop quiz: Think about your most recent day of work, which may have been today. Was it loaded with wealth-generating activity? Did it generate sales? Did it get new customers? How might it have looked had you done it better?

39. Learn why most businesses fail and study how you can do better

In South Africa right now, according to The Real State of Entrepreneurship Survey,11 the top three challenges entrepreneurs face are:

•finding customers

•an inability to raise funds

•wearing too many hats.

These are closely followed by: a lack of guidance, slow sales, customers paying late and unpredictability of business conditions.

Those are seven separate issues faced by local entrepreneurs. Do you think, for one minute, that those problems are unsolvable? The truth is, there are mountains of books and unending streams of podcasts and YouTube videos on clever ways to solve each of these issues.

As such, our goal in this chapter is behavioural, rather than informational. That is to say, it is not my plan to give you the answers to each of these problems here. Instead, my goal is to make you aware of them, and to embed in you the habit of seeking out clever solutions.

I think that, as an entrepreneur in South Africa, this list of problems is very useful. It can form the basis of your daily reading habit. Study how to solve these problems, and you will be ahead of most South African entrepreneurs.

A little knowledge and insight go a long way. As Tim Ohai of Ubuntu Mission puts it: ‘The number one reason that businesses fail is not lack of money, heavy competition, or poor market conditions. It is that they make bad decisions. They lack wisdom. This is why King Solomon wrote that wisdom is worth more than gold. Seek wisdom over money. Seek to understand. Ask questions. Learn why, and how, and when. Then, when opportunity comes – and it will – you will be able to make the right choice and take the right action. This will lead to wealth.’

New habit: I study why businesses fail. I do this so that I don’t fail. I know I only have to succeed once in order to be rich, so this small amount of study is a worthy investment for me.

New habit: I watch shows like Shark Tank and Dragons’ Den to see the patterns of success and failure, so that I can ‘get it’ quicker.

40. Keep more of it, lose less of it

We’ve spent a few chapters now talking about generating money and owning the sale. Remember our original philosophy? ‘If more is coming in than going out, you are getting richer.’

Now, let’s consider the other side of that equation: money going out.

Do you buy anything on credit? Are you paying off a house or a car? Do you have a couple of credit cards that are currently in the red?

As I pointed out when we discussed compound interest, most of us fail to appreciate just how much the interest on debt costs us. Credit suppliers cleverly disguise these amounts by showing you that the extra is only ‘so much per month’. What you are not seeing is that, every month, interest is added to that amount again.

The author of Transforming Debt into Wealth, John Cummuta, had a light-bulb moment when he sat down and properly calculated the total amount he would pay on a house. He bought a house in the United States for the equivalent of about R2.7 million. But the amount that he would pay back to the bank, over the total period of his mortgage repayments, turned out to be the equivalent of R11 million.

Pause with me for a second, and appreciate what that means.

If he’d had R2.7 million to pay in one go, that would have been the total amount he would have paid for his house. But because he paid it off on credit, he paid over R10 million!

Do you see why experts warn you that credit is a bad idea? We fool ourselves when we see that the monthly payment is ‘only’ a certain amount. To truly appreciate how much of our future wealth we are losing, we should work out what the total amount will be, including interest, over the period of time for which we are paying off an item.

If you make only the minimum monthly payments on a credit item, you will very likely be paying for that item three times.

Cummuta uses the phrase ‘debt elimination IS wealth building’. He’s right. Few things are more detrimental to your long-term wealth than debt. He recommends paying off debt prior to building wealth, and there are sound reasons for that. The interest on the debt you owe will tend to outperform interest on the investments you might make. So, start by paying off existing debt first. Then, once you have no debt, begin to invest.

Here is the essential system that Cummuta recommends for paying off debt. It works remarkably well, as proven by scores of people around the world. It’s not at all mysterious; it just requires discipline. Let’s say you have ten separate items of credit, which include your house, your car, two clothing-store accounts, a couple of credit cards, and so on. Start by choosing the smallest debt. Let’s assume it’s a clothing account. In addition to the minimum monthly payment, you should start to make extra payments to just this one debtor. If, for instance, your monthly minimum instalment is R500, you might start paying R700 each month. You do this religiously, while also meeting the minimum monthly payments for all your other debtors.

Eventually, you will have paid the small debt completely flat.

Now here is the clever part. You then take the minimum amount you had to pay to that small debtor each month, which was R500, plus the extra R200 that you were paying on top of it, and you start paying that amount towards your next smallest debt. You do this in addition to the minimum monthly payment you were already making.

Soon, you will have paid off the second-smallest debt too.

Then you take the total amount you were paying to the smallest debt (which has now vanished) and the second-smallest debt (which has vanished too), and you pay it into the third-smallest debt. You keep repeating this process.

To the great astonishment of families who have tried this around the world, most have been able to get completely out of debt, and pay off their houses and cars too, in about seven years. And these were people who were so deep in debt that they felt their lives were hopeless.

Can you conceive of being completely debt-free, and owning your own house and car, outright, seven years from now? If you do this, every cent you make after that becomes wealth.

This is a revolutionary way to live your life. It can be done on relatively humble earnings, provided it’s done with discipline. With high earnings, it can propel you towards serious wealth.


Just a minute! ‘I like that idea. I’m very keen to get out of debt. I’d like to hear more about that approach.’

Response: ‘From the Audible website, download the audiobook Transforming Debt into Wealth, by John Cummuta.’



Bonus tip: How would you like to get this process started just a little quicker? In Your Money or Your Life, Vicki Robin points out that much of the money you’ve earned over your entire life is lying all around you in the clutter of your home. Old books, clothes you never wear, that exercise bike, DVDs and unused computers. A lot of the money is still there. Sell these items and get the money back. Use the cash to accelerate your debt repayments. A bit of quick progress early on can be very encouraging.

So, now you have a system for paying off debt and beginning to create wealth. I recommend following it religiously. However, if you take nothing else away from this chapter, please at least do this. Make this promise to yourself and never break it:

New absolutely iron-clad rule: ‘I don’t ever, ever, ever make the mistake of paying only the minimum balance on a credit account. Never. I always pay more than the minimum balance, even if it’s only a little more. But I try to pay a lot more, because it really, really matters. Minimum payments invite extreme poverty into my life.’

New behaviour: I also don’t do impulse buying. I do planned buying. If something jumps out at me, I won’t buy it immediately. I’ll go home and see if this fits the plan. And the plan is to get rich.

Tip: If you really struggle with impulse buying, use this system: when you go to make a purchase, start by withdrawing the amount you will need in cash. Perhaps consider going back to your car and leaving your credit card there after you’ve drawn the cash. Then use the cash only. Once you’ve made your purchase, you have run out of cash. You can’t buy anything else. Go home.

41. Treat budgeting as non-negotiable, but do it cleverly

Would you like to know which one thing you can do that will put you ahead of most people on the planet? It’s fairly simple. Fix this one mistake that everyone makes and you are ahead of most of humanity in the financial wisdom stakes: most people meet their monthly commitments, then spend the rest. If you do it the other way – apportion towards your goals first, then work with the remnants – you will be able to say, legitimately, that you have greater mastery over your money than most people alive.

New behaviour: Because I have decided to be rich, I start by paying myself first. I put money into savings and investments – or, at least, into paying off debt – and only after that do I budget for the rest of it.

Failing to budget can more or less guarantee diminished wealth.

Here is one simple tip for doing budgeting well. In Ric Edelman’s No-Nonsense System for Building Wealth, the author points out that it can often work better done in reverse. Start by working out how you have actually spent your money over the past three or four months. Then turn that into a budget.

This will show you very quickly (and often, rather terrifyingly), what you are actually spending your money on. If it looks okay to you, then that becomes your budget. If not, you will see precisely what needs to be altered or changed.

As you create your budget, don’t forget to account for things that might catch you out. For instance, you could have a perfectly balanced budget that fails to account for birthdays, holidays and Christmas presents. There goes your budget!

You could do something clever by deciding how much of each month’s income to apportion towards those events and saving in advance for them.

42. Beat the ‘commensurate spending’ pattern


How to do it wrong: ‘Oh look, I got a bonus. Now I can afford to …’

Response: ‘Halt! That’s wrong! That’s how you stop using your career as a wealth-generating vehicle.’



By now we know that the formula for growing wealthy is: if more is coming in than going out, you are getting richer.

Here is where it goes wrong for most people. They get a raise, or their business begins to prosper. So they ‘just’ buy some new clothes to celebrate. And they ‘just’ buy a few more groceries than usual. And they ‘just’ buy a new car. Why? Well, because they can.

Prior to their purchases, they were on the correct side of the getting richer equation. Then, after getting a raise, they pushed themselves over the tipping point and into a getting poorer equation. In this case, more money changed their situation from getting richer to getting poorer.

This pattern of behaviour is called ‘commensurate spending’. It is so common and so predictable that it’s actually difficult to find people who don’t do it. Your spending rises commensurate with your rising income and, as a result, you are no longer getting richer. You have merely bought more liabilities.

Is there a way to beat the commensurate spending pattern?

Yes, but you have to plan for it in advance. You have to see it coming. If you don’t plan for it in advance, the chances are you will fall for it, and you will lose the opportunity to become wealthier.

This particular problem is purely behavioural. As such, you need to solve it with a behavioural prompt. I will suggest a radical one for you. Try this: when you get an increase in income, decrease a cost.

No, I’m not kidding. Rather than spend a little more, I would like you to find some cost – albeit something very small – that you can decrease on purpose. This is not to be miserly. It’s to prove to yourself that you can do it. It is an almost symbolic show, to your own mind, that you have noticed the mistake about to befall you, and that you are capable of beating it.

New behaviour: Preload this decision in advance of a rise in income: when more comes in, I will make a point of decreasing a cost, rather than increasing my spending.

43. Ritualise, habitualise and automate the good behaviours

We’ve learnt that emotional behaviour harms our financial goals. Even stopping to ‘check your emotional thermometer’ can be a bad idea. That’s fish behaviour. We should follow the list instead: clear steps that lead to wealth.

The fewer fish in your life, the better. For that reason, I would like you to ritualise, habitualise and automate the good behaviours. The less you have to think about doing clever, correct things, and the more they simply happen by themselves, the better. What do I mean by that?

Well, paying money into a savings account or investment is a good behaviour. But agonising over doing it each month is not. Instead, how about setting up a debit order so that it just happens automatically?

And should you try to play the markets? People can get extremely emotional about this one, spending hours each day trying to pick just the right stocks, trying to time the market, trying to make a killing through clever moves.

Does it work?

The answer is, essentially, no. You shouldn’t do it. There have been extensive studies into whether or not people who do this ultimately get richer, and findings are very, very bad for them. The studies show that, in most cases, if you simply leave your investments alone and forget about them, you’re actually going to do much better over time. Fussing with them is fish behaviour. Worrying about whether they’re going up or down (which they will do) is fish behaviour. The studies indicate that you will lose money this way. Better to make the investment, leave it to its own devices, and get on with your life. No emotion, just steady growth over time.

You can do it with good behaviours, too. Say, for instance, that you buy into the important idea of morning reading. You could block out twenty minutes in your diary each day for that purpose. By doing so, you have ritualised a desirable behaviour.

Can you think of any other good behaviours that you could ritualise, habitualise or automate?

The ways in which you use this principle will grow and change over time. But I would like you to buy into the principle. Don’t leave it to the day, or to emotion, or to chance. If it’s a good idea, then systematise it. Which things could you systematise, starting now?

44. When the money starts to flow, buy assets, not liabilities

We’ve seen repeatedly that becoming wealthy is a matter of causing more money to come in than go out.

It may take you a frustratingly long period of time to pay off your debts. But as you do, you’ll be surprised at how much more money becomes available to you, and how, following a period of frustration, it all seems to change quite rapidly. If you then begin to generate more, and to save a portion of it, the speed at which things change can actually be incredible, particularly if you’ve been feeling trapped for many years.

Seemingly overnight, you discover that you have a large amount of disposable income.

Please don’t dispose of it. That’s how people become poor again.

Instead, use your disposable income to buy assets. An asset is anything that generates more money. You might decide to buy stocks or shares or gold coins or rental properties. In this instance, it’s worth your while to speak with a financial advisor. Or you might buy things that automate or speed up or scale up your business. Or you might buy advertising, to generate more business. Or you might buy entire businesses.

The point is to put that money to work making more money.

It’s perhaps no great mystery to meet a person who has R1 million in the bank. We can all conceive of the idea of someone working hard and smart, and then saving as much as possible, and ultimately becoming a millionaire. But we often struggle to understand how any single human being could possibly have hundreds of millions.

This idea is the answer to that riddle, and it’s that simple.

The money that such people have made goes to work making them more money. And when you have a situation in which your money makes more money, you are on the path to serious wealth. Very few multimillionaires on earth simply ‘earned’ their money through a single stream of work and income. Multimillionaires are almost always people who have assets that multiply their income. They own a business or businesses. They have multiple investments. They continually find ways to make their money work for them.

Money that makes money – if you want to become truly rich, that should be your goal.

So, here is our evolving formula:

•If more money is coming in than going out, you are getting richer.

•Anything that takes money out of your account is a liability. Anything that puts money into your account is an asset.

•You should view your career as a wealth-generating vehicle.

•You should use the money you generate to buy assets.

•Poor people buy liabilities, which make them even poorer. Rich people buy assets, which make them even richer.

Now let’s talk about how to buy assets. Let’s discuss investing your money in things that bring in more money.

45. Start investing as soon as possible, regardless of your age

Monthly investing is just ritualised clever behaviour. It also plays on the benefit of compound interest working in your favour, rather than against you. And it doesn’t matter how little you invest each month – the point is to begin as soon as possible.

If you have large amounts of money to invest, you can consider making big moves, like purchasing property or buying a business. If you are at that level, then the kind of information you will need will be highly specific. Your starting point should be to meet with both a financial planner and a tax consultant, and to discuss the strategy and tax implications of your options.

But let’s assume you’re starting small. What would be a good way to get started with investing, in a South African context?

In How to Make Your First Million, Ingram gives the following example, based on the demographic of a graduate in his or her mid-twenties. This hypothetical person takes home about R19 000 per month, and can afford to invest R5 000 per month. Don’t worry if your numbers are different, or even dramatically less. It’s the principles we’re after, not the amounts:

Step One is to get out of debt. If you are in debt, start by carrying out the plan in Chapter 40, ‘Keep more of it, lose less of it.’ (Start with that, even if it takes a few years. Once you’re debt-free, report back to this page for Step Two.)

Step Two is to build up some cash reserves. Ideally, you should have about six months’ worth of living expenses saved. Our hypothetical person has monthly expenses of R14 000 and can afford to save R5 000. So, it will take him or her seventeen months to raise this amount. Ingram advises saving it in a money-market account. You can organise to do this by walking into a bank branch, and sometimes you can even do it yourself via online banking.

Step Three is to start investing that same R5 000 monthly amount in online share trading, through an exchange-traded fund. Once again, you can organise that through your bank, or with a financial planner.

Step Four is just to keep adding R5 000 to this investment every month. Never touch it.

Assuming an average growth rate of 15 per cent, which Ingram says is quite reasonable, our hypothetical person will make his or her first million in eight years and four months.

Simple, right? Yes, it actually is. All it requires is the unemotional discipline to follow the steps. No fish. Just clear steps.

And please don’t worry if you can’t invest as much as R5 000. If you can only invest R100, you should still do it. Over time, your investment amounts will increase. Remember, the model above assumes that our hypothetical person never invests more than R5 000 per month. Even if you start with R100 per month this year, in a few years from now, you might be able to invest much more than R5 000 per month. But getting started is key. The sooner the better, and that applies at any age.

Will investing in property make me wealthy?

The answer is … maybe. But in South Africa, investing in the All Share Index actually way outperforms property. If your goal is purely to make money, property is not necessarily the best investment, because residential property basically just tracks inflation over time. So yes, it’s good to have a house. And it makes you safer in certain ways. But as far as growing money goes, there are faster ways and options for better returns.

The exception is this: Do you plan to buy property, and then run it as a business? If so, then yes, you can make a substantial amount of money that way. This would entail active work on your part, though, rather than just passive purchasing and keeping. The people who make money out of property in South Africa are actively involved in what they do. They either buy it, improve it and sell it, or they buy it and rent it out.

If you were not planning to do this actively as a business, but were simply planning to buy property and hold it, the All Share Index could be a better bet.

46. Counteract ‘massive impoverishers’ before they arise

In your lifetime, certain fairly common but often devastating occurrences can destroy the wealth you have built, sometimes in a single event. For example, a family member may fall desperately ill, and the medical bills can take millions of rands out of your account. Or not, if you’ve prepared for it.

Many potentially catastrophic events are easily handled with basic financial planning. To ward off the potential for ever falling prey to massive impoverishers, meet with a financial planner. Discuss the following potential needs:

•Life insurance – to pay out to your estate or beneficiaries in the event of your death

•Business assurance – to cover needs specific to your business, if you run your own business

•Dread disease protection – to pay out in the event of contracting a disease like cancer

•Income protection – to provide cover if you become unable to earn a salary, if you earn one

•Medical aid – to pay for hospital stays and/or doctors’ visits

•Gap cover – to make up shortfalls in medical costs.

‘Anything I should know?’

Here is a common mistake to avoid when speaking with a financial planner. Many people feel silly asking basic questions. Financial planners may assume that you understand the ideas being discussed. Don’t hesitate to ask for clarity until you understand.

47. Use heuristics to guide your future behaviour

Heuristics can be powerful tools for changing behaviour. Heuristics are really just little ‘verbal short cuts’ that sum up a clever principle. You build them into your thinking and into your daily speech, and they begin to guide the way you act.

Here’s an example. I am a parent to a toddler. If I see my child struggling with something, it’s tempting to just take it away and fix the problem for him. But children don’t learn that way. They actually need to struggle a little. So a good guiding heuristic for parents is: ‘The struggle is the point.’

By remembering this heuristic, I remind myself to occasionally let my toddler work his way through a problem (while providing verbal guidance and encouragement), rather than just taking it away and doing it for him.

You have learnt many new behaviours over the course of this book. I would like you to start ‘telling yourself the story’ of your new behaviours, through simple heuristics, which become part of the way you think and speak.

Here is a useful heuristic I’d like you to consider adding to your vocabulary: ‘What is the best car? The best car is the one I own outright.’

That’s a clever heuristic. I no longer look at the ideal car in terms of what is available in the world. Instead, my ideal is total ownership. When it’s mine and paid off, that’s the best possible car.

The wonderful thing about this heuristic is that it’s relative. If you earn R10 million per year, and can pay off a Lamborghini in under a year, then a Lamborghini is a perfectly viable ownership option for you. You can have one.

If you’re earning under R500k, and you drive a humble but reliable go-kart, and you have paid off that go-kart and own it, then that is the best possible car for you.

With this guiding heuristic, ‘best’ equals ‘ownership’, not ‘most expensive one they will let me have’.

Here’s another: ‘I get the later edition.’

Do you buy the big, hardcover version of books? Or do you wait a couple of months and pay half the price for the softcover? Do you rent the latest new movies as they come out? Or do you wait two months and then see them for free? Sometimes by waiting a little, you can pay a great deal less for the same thing. Here a guiding heuristic becomes a behavioural policy.

These are just two simple examples of guiding heuristics. I would like you to start looking for and collecting your own. Heuristics that you repeat to yourself, and to your family, become another form of ritualised good behaviour, and by discussing them with those closest to you, they enter into the lore and legend of your family. Eventually, everyone starts enforcing them.

48. Grow old

An old issue of Braintainment magazine once listed ‘Don’t die’ as the number one way to grow wealthy. Now there’s a great heuristic!

It may seem strange to list ‘growing old’ as a wealth-technique, and yet it’s one of the most certain. The longer most people live, the more wealth they tend to accumulate, and if they’ve bought assets or saved money, the older they get, the greater the amounts become. Moreover, if you remain healthy and productive, the longer you live, the more work you will put in.

(Just out of interest, the same article listed ‘Resign and become your own boss’ as the second most effective thing you can do.)

So how could we be proactive about ‘living longer’? Let’s turn it into a challenge, and phrase it this way:

Given that growing old will tend to make you wealthy, what are you doing to actively ensure that you will grow old? This is a legitimate question. The very basics include eating healthily, getting sufficient sleep, and exercising. How are you faring on them? Do you go for regular medical check-ups, so that you can catch anything potentially serious early on, increasing your chances of resolving it?

In addition to these basics, here is a surprising, practical thing you can do that will make a genuine and measurable difference to your longevity.

Find out which daily risks are most likely to kill you

Most people dramatically overestimate the risk of dying in dramatic ways, such as a plane crash or terrorist attack. They also dramatically underestimate the risk inherent in seemingly mundane activities, like walking across a street, jumping a red light while driving, letting their kids play near a swimming pool or trying recreational drugs.

The stats show that you and your children are way, way, way more likely to die unnaturally doing these latter, less sensational activities, than during anything as intense as a plane crash.

You can actually discover which behaviours are likely to be lethal for you, and you can train your brain to perceive genuine risk better, if you simply have the information available.

The short version of this idea is this: crossing streets, driving through intersections, allowing kids to play near a pool, risky sexual behaviour, trying narcotic substances and texting while doing almost anything at all are the six greatest death-defying risks most people ever take. If they were much more cautious about these simple activities, their chances of dying young would decrease dramatically. It’s worth noting that pedestrian deaths in South Africa are virtually off the charts when compared to most other nations. Crossing a street is a fantastically risky business here. It can be solved by a simple heuristic: ‘Look right, look left, look right again.’

For the longer, more in-depth version of this idea, read the book Risk: Why Smart People Have Dumb Accidents – and What We Can Learn from Them by Steve Casner.

Exercise more

We already know this one works. Do you make a point of it? Perhaps the most interesting aspect of exercise is its benefits for your brain and ability to concentrate.

Wealth always begins with the way you think. Very few things have proven to have as much benefit for the brain as exercise. It helps you to think better and provides you with the necessary vigour to work hard, for years into your future.

Are you neglecting it? If so, consider this: you are neglecting a substantial wealth-building technique. Change your exercise behaviour and you could change your wealth trajectory.

New behaviour: I will make living longer a legitimate goal. I will think of ways in which I currently compromise this goal, and act to negate them.

49. Use this marker to determine whether you are succeeding

How will you know when you’ve ‘arrived’? Is there a goal you can aim for?

I’d like to give you a useful way of looking at this. The answer is yes, but it’s not about an amount of money. Instead, it’s about a state of living. I think you should aim for this state as your goal:

‘I live off my asset-based income, not my cash flow.’

If you can live off your asset-based income, and not your cash flow, you have pretty much arrived.

Most people live off their cash flow, which is the income from their salaries. Imagine a scenario in which you have bought enough assets that you live off the money from them, and not off your salary.

You might still earn a salary. But that’s just extra. You have reached the point where your assets are paying in full for your living expenses. This means that, even if you stop working, you will still continue to have enough money to meet all your living expenses, because your assets are supporting you. And if you add more assets, you will become wealthier still.

How does that sound? Could you make that your goal?

50. Become a number-defier

Let’s talk about the statistics of how many people actually become wealthy, and then let’s talk about why you are not ‘victimised’ by these wealth statistics.

The statistics on upward mobility over the past 100 years look astonishingly good. According to the World Bank, the current poverty line is $1.90 per day. Over the past century, extreme poverty has dropped by 90 per cent.12 That means it’s almost gone from our planet and from our species. The Economist points out that over one billion people have been taken out of extreme poverty in the past twenty years alone.13 This rapid improvement is unique in human history, and I’m not the only commentator to say that we are under-celebrating what is truly an astonishing achievement.

So, what does ‘rich’ look like?

For starters, we must remember that ‘rich’ is always a relative term, necessarily measured in relation to ‘everybody else’. In a world where people all earn R1 000 per year, the one person who earns R1 500 per year is obscenely rich. In a world where everyone earns R1 million per year, the person who earns R1 000 005 is ‘rich’.

Moreover, the quality of the life that ‘middle-class’ people can easily lead today would have been unthinkable to people living just two hundred years ago. Today, we can somehow describe a person who lives in their own apartment with a television, smartphone and indoor plumbing as ‘poor’. Even a century ago, indoor plumbing was a luxurious indulgence.

Nevertheless, the approximate number of people described as poor (‘living in poverty’) in South Africa is estimated at over 30 million. Of a population of some 57 million, that means more than half of South Africans can be classified as poor.14 The average income, across all South Africans, is R61 000 per year.15 If you’re earning more than this, you are in the top half of the earners in this nation.

There are different definitions of what it means to be ‘middle class’ in South Africa, but most estimates put the number of middle-class South Africans at about 4.5 million.16 So, how do you know whether you qualify as ‘rich’?

At the last check, there were about 45 000 millionaires in South Africa. To have over R1 million in assets in this country puts you among the wealthiest 0.078 per cent of South Africans. That makes you rich, relative to other South Africans.

(If you’re keeping track of numbers, and you’ve noticed that we haven’t accounted for all 57 million South Africans, there is a band of people between the 30 million described as ‘living in poverty’ and those in the middle class. We might describe this group as above the poverty line, but not truly qualifying as middle class.)

Now that we know this, let’s talk about the psychological impact of numbers and stats. It’s easy to view numbers as depicting good or bad outcomes, and to become discouraged by them. For instance, some experts argue that as few as 5 per cent of people who try to lose weight actually succeed in keeping it off over the long term.17

Here’s the thing to remember: Statistics are not prescriptive. They do not cause a thing to happen. Instead, they only measure what has happened. The 95 per cent of people who failed to lose weight and keep it off did not fail because statistics said that they would. They failed because they stopped making the daily choice to try, and then statistics recorded their failure.

Your success is not determined by statistics. They actually have no bearing on you. Your success is determined by your choices and your continued will power. It’s about following the list and not fixating on the fish. Focusing on discouraging statistics is fish behaviour. So don’t. Just take the next necessary step instead.

You’re going to beat the odds. You’ve already read this book to the end. Reading a book to the end is a feat that most people never accomplish! And in your case, you will use a series of new behavioural ‘stories’ and heuristic prompts to ensure that you change your life, slowly but surely.

Let’s take a look at all of them together. Here are the behavioural prompts and new approaches we have covered, from the beginning of this book to the end, listed in the form of first-person statements.

My new wealth behaviours

•I don’t believe that poverty is inflicted upon me from the outside. I believe that I have control over my own destiny.

•My thoughts and behaviours determine how rich I become, and I have committed to improving what I think and improving how I behave.

•I understand that the number-one determinant of wealth potential is my work ethic. I choose to work hard, because it matters.

•I understand that the second-greatest determinant of my wealth potential is family fidelity. To the degree that it’s within my power, I will faithfully maintain a monogamous family.

•I can see that capitalism is the greatest force for human growth our species has ever seen. I am not duped by the ‘kind but false’ promises of socialism, which impoverish wherever they are implemented.

•I understand that differences in behaviour cause the rich to get richer and the poor to get poorer.

•I see the value in reading, because it provides ‘smartcuts’ to wealth.

•I understand that entrepreneurship is more profitable than a job.

•I’m not intimidated by wealth literature or new ideas, because I understand that nobody on earth does it ‘all in one go’. It’s a gradual process, and I’m prepared to start by making small tweaks and then learn as I go.

•I realise that emotions are detrimental to my wealth plans. They are rotten ‘fish’. Instead of focusing on the fish, I should focus on the list, which is nothing more than ‘the next clear step’. I should always be learning about the list and, when I catch myself fixating on fish, I should realise it and change my behaviour.

•I will not spend my days ‘checking my emotional thermometer’. Instead, I will simply do the things that need to be done. I believe that action outperforms agonising.

•I understand that the most important principle of upward mobility is: ‘If more money is coming in than going out, I am getting richer. If more is going out than coming in, I am getting poorer.’ It doesn’t matter how much comes in, so long as it outweighs what goes out. Nevertheless, I can make smart moves to ensure that more comes in. I can also find smart ways to stop so much from going out.

•I understand that delayed gratification makes me richer. Instant gratification tends to make me poorer. I choose to invest the hard work, and show the necessary restraint, early on, so that I can enjoy the rewards all my life.

•I see the wealth threats to my life in unwed childbearing, unwillingness to work, a lack of education, vices, spending tomorrow’s income today, believing that my fate is out of my own hands, and self-sabotaging, impulse behaviours. To the best of my abilities, I will not allow myself to fall into these poverty traps.

•I will bake discipline into my life by preloading good decisions. If something is hard but important, I won’t wait to see whether I feel like it at the time. I will preload the decision to act, then simply follow the script.

•I understand that the greatest threat to my personal wealth is tax. All my life, I will make a point of being strategic about my tax payments. Whenever I make big moves of any kind, I will find out their tax implications first. I will structure my entire life to be as tax-efficient as possible. My goal is to pay the minimum tax burden that is legal, not to fall for the maximum burden through ignorance.

•I will stop deriving personal satisfaction from outward shows of wealth. Instead, I will learn to derive a quiet, inner satisfaction from clever strategy that no one else is aware of.

•I will set absorption goals for the acquisition of new knowledge. This might mean reading an article every morning, watching a YouTube video or listening to a podcast. I will ritualise this behaviour and plan my day around it, because I can’t afford not to learn more continually. More knowledge makes me richer.

•If I read financial literature, I will stick to the stuff that teaches principles and avoid the publications that try to sell me ‘hot tips’.

•I understand the important difference between an asset and a liability. These are unemotional. An asset is anything whatsoever that puts money into my account. A liability is anything whatsoever that takes money out of my account. I understand that buying assets makes me richer. I understand that buying liabilities makes me poorer. I comprehend that most people on earth don’t understand this, and spend their lives buying liabilities.

•I grasp that the poor work hard all their lives to finance their liabilities, which, in turn, make them poorer. I understand that the rich buy assets, which, in turn, make them richer and enable them to buy more assets, which make them richer still.

•I have found out whether more money is coming in or going out of my life each month. I am determined to get on the right side of this equation in order to get richer.

•I understand that compound interest can work for me or against me. I know that if I’m paying off credit card debt, it’s working dramatically against me. But if I save or invest, it can work dramatically for me. I am determined to get onto the right side of this equation, because it adds up significantly.

•I never think of costs in terms of monthly instalments. That’s how people fall for paying large amounts to banks and stores. I think of the total amount, plus the interest. I make my decisions based on that information.

•I am learning to see ghost money in my scenarios. Where it exists, I choose to benefit from it. I don’t use it as an excuse to spend more. Instead, I bank the win.

•I also do not allow ghost money to flow out of my life in the form of expenses that I’m not aware of, or don’t want. I’ve checked my accounts for any strange ghost payments going off.

•I reframe the stories I tell myself about wealth to behave more cleverly. Instead of thinking, ‘Which car would I like now?’, I think, ‘I don’t buy cars. I’m saving to buy homes in another city.’ I change my stories so that they work for me.

•I also use reframed stories to scare myself away from bad behaviour. For instance, when I think of buying something on credit card debt, I tell myself, ‘By doing this, I have decided to donate my future work and my future freedom to others, and to make them rich and me poor.’

•I no longer tell myself the story that employment is the ‘safe’ option. It’s one option.

•I view my career as having a point. Its entire point is to serve me as a wealth-creation vehicle. I do not see my career as just something to fund my lifestyle.

•I do dress well, but I don’t have to dress expensively. I know that it’s more about the fit and tailoring than the brand name.

•I understand that one of the great keys to wealth is not to work more hours, but to be more valuable per hour. For that reason, I devote myself to a lifelong search for ways of raising my value.

•I can raise my value by raising my level of education. This might entail formal qualifications, or it might not. It might mean developing soft skills like public speaking or leadership. I always zoom back and try to work out which new knowledge would give me the most advantage right now.

•I believe I can become very skilful at something. If I add additional skill sets, such as entrepreneurship, I can use my skill to become wealthy.

•I make smart moves to gain promotions. I research which moves to make and I continually learn about this topic. I show attractive and promotable qualities like curiosity and initiative. I also study which things hold people back from promotion.

•I will consider going where what I do has more value.

•I have considered building celebrity within my industry by positioning myself as an expert.

•I try to find ways to solve expensive problems. Where I see very big opportunities to do this, I consider starting my own company and doing it for large amounts of money.

•I use networks, associations and bureaus to become better known, and to amplify my effectiveness.

•I am part of a mastermind group, where I gain knowledge and encouragement that causes me to grow and prosper.

•Instead of working long hours, I find ways to be a rainmaker and land large deals. I try to imagine the simplest possible ways of making the largest possible amounts of money.

•I look for ways to buy low, add value, then sell high.

•I try to multiply the thing that I do, to gain more revenue. I might do this by hiring more staff, by automating, by creating a programme that does it for me, or through a variety of additional options.

•I try to work for many, not one, in order to be paid by many.

•I create passive income streams, by developing more of what they want from me.

•I am constantly on the lookout for ways to divorce the link between time and money. When money is coming in even as I sleep, I know I am doing something right.

•To do this, I may have to become the boss and own my own business. Or I may become an investor, living off the proceeds from my assets. Or both.

•As the boss of a business, I try to serve a widespread need, or if I must serve a small market, I ensure it’s a high-paying one.

•I am very aware of the trap of becoming a ‘chef in my own restaurant’. I am supposed to be the owner of the business, not its main employee.

•I try to sell something that can be sold repeatedly, through digitisation (like an app), or through syndication (like a TV show, song or comic strip).

•As my business grows, I try to increase my customer base and offer to a wider pool of potential customers.

•I understand that all money happens at the point of sale. That’s where wealth is created.

•I am committed to working out how I can ‘own’ the sale in my scenario. This will probably mean being the owner of a company that makes and sells something, or that provides a service. It might mean being an artist who sells through multiple channels. It might also mean being an investor. Whichever way, I commit to figuring out how I can ‘own the sale’.

•If I have a great idea for a business, I am not going to sell the idea. Instead, I’m going to find a way to make the thing, and then continually sell it.

•I am not limited in my thinking about what can constitute a business. It could be anything, from noble ideas that solve a social problem, to fun things like taking executives bungee jumping. I will train myself to be on the lookout for something that might work for me.

•As I build my business, I will research the top mistakes made by entrepreneurs and the top success tips of entrepreneurs. I will watch shows like Dragons’ Den and I will read magazines like Entrepreneur, because I understand that the underlying problems and dynamics are all very similar. I commit to understanding and mastering the basic patterns of entrepreneurship.

•I understand that barriers to entry can be signposts to wealth, and I will keep my eyes open for opportunities that play on this.

•As I open my business, launch my idea or begin to invest, I will start getting it wrong quickly. I know that small failures are part of learning. I also believe that an entrepreneur can have nine failed ideas and one successful idea, and still end up rich.

•I will not be paralysed by perfectionism. Instead, I will begin to act, then learn as I go, accepting that getting it slightly wrong is much better for my wealth prospects than doing nothing at all.

•I will not fall for the trap of daily busyness. I will hold myself accountable (and even ask someone I trust to hold me accountable) that I am carrying out money-generating activities each day as a priority. Getting and keeping paying customers, landing deals and creating revenue streams – these are money-generating activities.

•I am profoundly aware of the reasons why most businesses fail, and I continue to research and learn ways to ensure that this doesn’t happen to me. I read books, watch YouTube videos, listen to podcasts and study episodes of Dragons’ Den to ‘see the patterns’.

•I am aggressive about not using unnecessary credit when I buy things.

•If I get into debt, I focus first on eliminating the debt, and then I begin to build wealth.

•To eliminate my debt, I begin with the smallest debt. I make the minimum payment, plus as much extra as I can, every month. Once I’ve paid that debt off completely, I take the monthly minimum payment, plus the extra that I was paying, and begin paying off the next-smallest debt. I then take the minimum payments of both debts, add the extra, and pay off the third-smallest, and so forth.

•It is an iron-clad rule for me that I never pay only the minimum balance on a credit account. I understand clearly that this results in the loss of huge amounts of money for me. I see ‘minimum monthly payment’ as the same thing as ‘extreme poverty’.

•I don’t do impulse buying. I do planned buying. I will go home and think about whether a purchase fits the plan before I make it. And the plan is to get rich.

•If I struggle with impulse purchases, I will learn to withdraw only the amount of cash necessary for the planned purchase. Once I’ve made the purchase, I will be out of cash, and I’ll go home.

•I plan my spending each month with a basic budget. To figure out my budget, I work in reverse, looking at my past spending habits. I cull whatever I don’t like, and try to make slight improvements. I also allow for extras like birthday and Christmas presents.

•When I get bonuses and increases, my mind brings up a big warning sign. I am potentially about to fall prey to the ‘commensurate spending’ pattern, which catches most people out. When I get a raise, I consciously reduce a cost to prove to myself that I will not increase my spending. If I do not increase my spending, I know that I have made a very significant strategic move towards getting rich. I preload this clever decision in advance.

•I ritualise, habitualise and automate good behaviours, such as savings and investment payments.

•I do not track and agonise over my investments every day. That is emotional thinking, and the studies show that people lose money when they act on it. I simply leave my investments alone. They will go up and down, but they will ultimately grow over time.

•When money starts coming in for me, I will use it to buy assets. An asset is anything that generates more money.

•I commit to starting to invest money as soon as possible. I want compound interest to work to my advantage. I will put my money to work making more money (according to the steps in Chapter 45: Start investing as soon as possible, regardless of your age).

•I will organise a meeting with a financial advisor to organise policies that easily counteract massive impoverishers.

•I will begin collecting clever heuristics, such as ‘the best car is the one I own outright’, to guide my future behaviour. I will share them with my family, in order to ritualise the ideas and behaviours.

•I understand that growing old is a wealth strategy. I will find out which behaviours work against my age potential, and thus my wealth potential, and I will mitigate them. I plan to live long and (therefore) prosper.

•I will use the idea of living off my assets as a marker for ‘arriving’. I will make that a goal.

•I will ignore statistics, become a number-defier, and continually remind myself that it’s not about the fish. It’s only ever about the next clear step on the list.

So, what’s next?

Congratulations on taking this journey through some of the most important and life-changing ideas in the world of personal wealth. Now here are two recommendations I’d like to make for you:

1. Start a living document for behavioural changes

I do this personally, and it works. Whenever I think of a change I would like to make, I write it down. I simply use the ‘Notes’ app on my phone, and I think of it as a living document because it changes and grows over time.

Nevertheless, I keep the notes themselves very simple. Here is an example of a few notes that appear on my current file, which I have titled ‘Financial Changes and New Behaviours’:

•Organise to change to my wife’s bank, so that I get staff interest rates.

•Use only Caltex filling stations to get more points on the bank’s reward system.

•There are cheaper options for the Speedpoint machine I use to sell books. Solve this and stop giving away that money each month.

•My current car payments are spread over too many months. Increase my monthly debit order to ensure that I pay less interest in the long term.

•X company mentioned that they would like more public-speaking training for their executives in the other city. Follow up.

These are just samples of passing ideas as they have occurred to me, and I have acted on each one. Through constant small refinements of this nature, I ensure that I cause more money to come in and less to go out.

Why bother to create such a file? The reason is that you might come across a good idea, shrug and agree with it, but never act on it. The file becomes a way to ensure that the idea goes with you, and that you eventually implement it.

Why not start your file now?

2. Read it again

Carrying out these ideas is very similar to starting to exercise. At first, it all seems terribly difficult and complicated. But the more you work on it, the easier it gets.

I would strongly recommend rereading this book. If you have the stomach for it, you can dive straight back in for a repeat reading. Or you could wait a few months. You might even consider downloading the audio version from Audible, to listen to me reading this book for you. The great thing about that option is that you can refresh your understanding even while you’re at the gym, or driving, or having a hot bath (I can’t see you, so you’ll be safe).

Repeated exposure to these ideas will deepen your understanding of them. For that reason, I also encourage you to discuss them with friends and family. Debate them. Haggle over them. It’s okay if people don’t agree. Find out why they don’t agree; in doing so, you will deepen your own understanding of your financial belief systems.

And when it starts working for you, may I ask you a favour? Please pass it on. Any wealth technique that you have used successfully could change the life of someone around you. We need more wealthy people in this country, and knowledge makes the difference. Give, and you’ll find that you will receive even more.

Here’s wishing you, and your family, health, wealth and prosperity. Now go get ’em!

______________________________

5There are various sources that say this. Here is one example: https://www.bustle.com/articles/54054-do-you-finish-reading-or-abandon-books-kobo-shows-how-many-people-give-up-on-their

6https://www.theatlantic.com/business/archive/2016/05/privilege-of-buying-in-bulk/482361/?utm_campaign=the-atlantic&utm_content=5c14d0a61adf640001b2dee4_ta&utm_medium=social&utm_source=facebook

7See https://www.inc.com/quora/how-you-dress-at-work-is-way-more-important-than-you-think.html?cid=sf01002

8See https://www.forbes.com/sites/carolinebeaton/2016/05/12/millennials-this-is-why-you-havent-been-promoted/?utm_source=FACEBOOK&utm_medium=social&utm_term=Malorie%2F#617a1bd229a7

9See https://www.inc.com/geoffrey-james/case-closed-work-from-home-is-worlds-smartest-management-strategy.html?cid=sf01002&fbclid=IwAR1TFHSC8C_FAybYC9PGdG3v1hHWJfXysaPTxTrRABGGgzzw66roTZ5GMxY

10See https://www.businessinsider.com/firefighting-technology-that-extinguishesflames-without-getting-close-2018-9?IR=T

11See The Real State of Entrepreneurship Survey 2018, available at https://www.seedengine.co.za/real-state-of-entrepreneurship/

12https://www.financialexpress.com/economy/huge-achievement-extreme-poverty-drops-by-90-in-100-years-how-far-we-have-come-in-1-chart/1270971/

13https://www.economist.com/leaders/2013/06/01/towards-the-end-of-poverty

14http://www.statssa.gov.za/?p=10334

15https://africacheck.org/factsheets/factsheet-wealth-south-africa/

16https://businesstech.co.za/news/wealth/111285/how-much-money-you-need-to-be-middle-class-in-south-africa/

17See https://www.washingtonpost.com/national/health-science/the-big-number-45-million-americans-go-on-a-diet-each-year/2017/12/29/04089aec-ebdd-11e7-b698-91d4e35920a3_story.html?noredirect=on&utm_term=.b6a52f529434
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