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Introduction

This is not a worksheet to fill out and file. This is the practice the book 
installed.

The Money Manual put fifty-one truths into the household across forty-three 
chapters. Each truth is paired with a belief — a chantable, first-person 
pledge the household adopts when it adopts the truth. The belief is the 
install. The exercise that follows it, in this workbook, is the practice. 
Without the practice, the install fades. With the practice, the install 
becomes the household’s actual life.

The exercises in this workbook are the practice in concrete form. Each one 
is named, bounded, and run in the household’s actual numbers — not in 
theory, not in the abstract, not in the general case. The truths are universal. 
The numbers are yours. The work is the running.

Run each exercise once when the chapter is fresh. That is the first install. 
Then run it again on the cadence the exercise names — every January, every 
quarter, every six months, every renewal year. Most of them, run once, do 
not finish their work. Most of them, run on cadence across the decades, 
eventually do.

The exercises build a folder. Starting in Chapter Nine with the Reality 
Statement, each chapter adds a page. The Conversion Rate. The Value 
Inventory. The Lever Audit. The 10x Target. The Silence Letter. The 
Conversion Set Point. The Surplus Page. The Debt Page. And on. By the end 
of the book, the folder is the household’s actual money, written in the 
household’s own handwriting, dated in sequence. The folder is what the 
operating system runs on.

The folder is not a financial plan. A financial plan is a document built once 
and abandoned by the third year. The folder is something else — a set of 
pages, each holding one decision, each revisited on its own cadence, each 
updated when the household and its numbers update. Together, the pages 
are not the household’s wealth. The pages are the discipline that produces 
the wealth.

A household that does the exercises has, at the end of Book Two, an 
operating system for money it can run for the rest of its working life. A 
household that reads the book and skips the exercises has read a book. Both 
are valid. Only one is the practice.

The exercises are short on purpose. The discipline is short on purpose. The 
cadence is light on purpose. A practice the household cannot run is not a 
practice — it is an obligation the household will, one season, quietly stop 
running.



This workbook is built so the household can actually run it.

That is all. The truths come from the book. The numbers come from the 
household. The running is the practice.

Start with Chapter One. The next page is yours.



Part One — Seeing

The money software you never chose.



Chapter 1 — The Money Software You Inherited

The Money Source Audit

1. Get a piece of paper. Write down three beliefs you currently hold 
about money. Not what you think you should believe. What you 
actually operate from. Examples: “Money is hard to earn.” “Wealthy 
people are lucky or crooked.” “I’ll never be good with numbers.” 
“Saving is for people with more income than me.” “Investing is 
gambling.” Write what is true for you, not what sounds good.

2. Under each belief, answer: Who installed this first? Not who 
reinforced it. Who was the original source. A parent. A grandparent. A 
neighborhood. A specific moment in childhood when the lesson 
landed.

3. For each belief, answer: What was the financial reality of the person 
who installed it? Were they wealthy? Were they comfortable? Were 
they struggling? Were they afraid? Were they angry at people who 
had more? You inherited the software of someone whose financial life 
was a specific shape. That shape matters.

4. Now ask: Did I ever evaluate this belief on its own merits, or did I 
inherit it and keep running it? Be honest. Most beliefs were never 
evaluated. They were absorbed.

5. Circle every belief you inherited without evaluating. Those are not 
facts about money. Those are inherited code. They are the first 
candidates for rewriting.

Run this audit once now. Run it again in thirty days. The beliefs you find the 
second time are usually deeper than the ones you found the first.



Chapter 2 — The Lies We Tell Ourselves About Money

The Money Lies Inventory

1. Get a piece of paper. At the top, write: The three things I say about 
money — to myself, or out loud — most often. Then list them. Be 
honest. Not what you think you should say. What you actually say. The 
line you reach for at the dinner table. The line you say to your spouse. 
The line you tell yourself in the car.

2. Under each one, answer: What does this story let me avoid? Every 
money lie is doing a job. It is keeping you from a meeting, a 
calculation, an investment, a conversation, a confrontation, a change. 
Name the job.

3. For each one, answer: Whose voice does this sound like, originally? A 
parent. A first boss. A failed relationship. A bad year you’ve never 
recovered from. The story did not begin with you. Find the source.

4. For each one, answer: What would I have to do this week if I stopped 
believing this? The answer is not abstract. It is a specific action — 
open the statement, run the spreadsheet, schedule the meeting, have 
the conversation. The action you would take if the story disappeared 
is the action the story exists to prevent.

5. Circle the lie that protects the most. That’s the one that’s costing you 
the most. That’s where the work begins.

Run this audit once now. Then put a calendar reminder for thirty days from 
today and do it again. The lies you find on the second pass are usually older, 
deeper, and more expensive than the ones you found on the first.



Chapter 3 — Your Money Vices Are Liars

The Money Vice Inventory

1. Get a piece of paper. At the top write: The daily and recurring 
kindnesses I extend to myself with money. Then list them. The coffee. 
The lunch. The streaming services. The convenience choices. The 
“small” upgrades. The “I deserve it” purchases of the last month. Be 
granular. The vice hides in the rounding. If you can’t remember, open 
your bank statement and your card statement for the last thirty days 
and read line by line. Write down every transaction whose 
justification, if you say it out loud, is some version of I’ve earned this 
or it’s not a big deal.

2. Beside each one, write the monthly total. Real numbers. Not 
estimates. If you don’t know, find out. The sentence “I don’t really 
know what I spend on that” is itself the vice protecting itself.

3. Add them up. This is your monthly indulgence number. Multiply by 
twelve. This is your annual indulgence number. Look at it for a 
moment.

4. Pick the single largest one — the one with the biggest monthly total. 
Run the compound. If you invested the annual amount every year, at 
seven percent, for thirty years, what does it become? On any 
calculator: annual amount × ((1.07^30 − 1) / 0.07). The multiplier is 
approximately ninety-four. So a vice that costs you three thousand six 
hundred dollars a year is, in real terms, costing you roughly three 
hundred forty thousand dollars across a working life. Write that 
number — your number — next to the item. Do not move on until you 
have.

5. Now decide. Not what to do — that comes later. What you actually 
believe. Is the item, at the price you just calculated, still a kindness to 
yourself? Or is it something else?

6. Pick one item — only one — that the answer to step five is 
unambiguous. Cancel it, eliminate it, or replace it with a deliberate, 
named, lower-cost alternative this week. Not all of them. Just the one. 
The point is not austerity. The point is a single victory over the script. 
The script will return. Begin keeping the receipts of the moments you 
saw it coming and refused.

Run this audit once now. Then put a calendar reminder for ninety days from 
today and run it again. The vices that survived the first audit are the ones 
telling the most charming lies. They are also the ones with the largest 
compound cost.



Chapter 4 — The Money You’re Sure About

The Money Certainty Audit

1. Get a piece of paper. Write down five things you “know for sure” 
about money. Not opinions you’d defend in a debate — things you 
experience as facts. The sentences that arrive in your mind without 
being summoned. “Investing is gambling.” “Real estate always goes 
up.” “I’m not the kind of person who has money.” “Rich people are 
different.” “Debt is just normal now.” “More money would solve my 
problems.” “Money isn’t really important to me.” Whatever yours 
actually are. Be honest. The point is not to write down the certainties 
that sound respectable. The point is to write down the ones that are 
running.

2. Beside each one, write the source. Who said this in your life first? Was 
it a parent, a grandparent, a teacher, a relative, a moment? Was it a 
specific event you generalized — a market crash you watched, a 
relative who was wiped out, a wealthy stranger who was rude, a deal 
that went bad? The certainty has a beginning. Find it.

3. For each, answer honestly: Have I ever evaluated this on its merits, or 
have I just kept running it? Most certainties have never been 
evaluated. They were absorbed and have been refreshing themselves 
on confirming evidence ever since.

4. Pick the one that runs your financial life the most — the one that, if 
you stopped believing it, would change the most about how you spend, 
save, invest, or earn. That is the most expensive certainty you hold. 
Circle it.

5. Apply the inversion. What would have to be true for the opposite of 
this certainty to be right? Write the answer in full sentences. Not 
bullet points — sentences. The act of writing forces a level of 
precision the certainty has been avoiding for years.

6. Spend twenty minutes researching the inverse case. Honestly. Not 
looking for confirmation of what you already believe. Looking for what 
someone holding the opposite view would say, and what evidence they 
would bring. Read the strongest version of the case against your 
certainty.

7. After the twenty minutes, decide. Does the certainty survive? Has it 
changed? Has it been replaced? Whatever the outcome, write down 
what you decided and why. A certainty that has survived a real trial is 
a real belief. A certainty that has not is something else.



Run this exercise on one certainty this week. Then run it on a different one 
next month. The certainties that survive multiple rounds of inversion are 
real beliefs and belong in your operating system. Everything else is 
inherited code that has been running unopposed for too long. The work is to 
find out which is which.



Chapter 5 — Nobody Is Watching

The Status Spend Audit

1. Get a piece of paper. At the top write: Purchases over the last twelve 
months that I would not have made if I knew, with certainty, that 
nobody was watching. Set a threshold — pick a number that means 
something in your financial life. For most readers, two hundred 
dollars per item is a useful floor. Anything above that threshold goes 
on the page if it qualifies. Be specific. Items, not categories. The 
actual watch. The actual car upgrade. The actual handbag. The actual 
dinner. The actual address premium, if the math is calculable.

2. Beside each item, write the amount. Real numbers. Not estimates. If 
you do not remember, look it up. The phrase “I do not really 
remember what that cost” is the audience defending itself.

3. For each item, ask the diagnostic question and answer it honestly: 
Who was this for? Three categories of answer are allowed. For me, 
regardless of who notices. For me, but the recognition mattered. For 
the recognition itself. The first category is fine — that is money used 
as a tool. Cross it off the list. The third is the imaginary audience. The 
second is the gray zone, and the gray zone is usually the imaginary 
audience wearing better camouflage. When in doubt, ask the 
inversion: would I have bought this same item if no one would ever 
know I owned it? If the honest answer is no, the purchase belongs in 
the third category.

4. Add up the items in the second and third categories. This is your 
annual imaginary-audience cost. Multiply by the compound factor — 
annual amount times ninety-four — to see what the same money 
becomes in thirty years invested at seven percent. Write the 
compound number. Look at it.

5. Pick one category — vehicle, wardrobe, dining, travel, address, 
watches, whatever yours actually is — that the audit shows is the 
heaviest. That is where your imaginary audience is most expensively 
employed. That is where the work begins.

6. For the next ninety days, every purchase in that category, ask the 
diagnostic question before the transaction completes. Who is this for? 
If the honest answer is not “me, regardless,” walk away. Track the 
walk-aways. They are the receipts of the moments you saw the 
audience for what it was and refused to fund the show.

Run this audit once now. Then put a calendar reminder for ninety days from 
today and run it again. The categories that survive multiple rounds of this 



question are the ones that are actually about you. Everything else is theater 
— and you are the only one who ever bought a ticket.



Part Two — Owning

Your financial life is yours.



Chapter 6 — Life Is Perfect

The Decision Trace

1. Get a piece of paper or a clean spreadsheet. At the top, write the four 
numbers that define your current financial position. Net worth (cash 
plus investments plus property minus all debts). Annual savings rate 
as a percentage of gross income. Total debt outstanding, broken into 
categories (mortgage, consumer, student, other). Approximate asset 
mix (what percentage of your money is in cash, in investments, in real 
estate, in other). Use real numbers. If you don’t know them, find out. 
The sentence “I don’t really know” is the first place ownership has 
been deferred.

2. Pick the number that troubles you most. The one that, if it were 
different, would change your life most. Circle it.

3. Below it, write three to five decisions you made over the last decade 
that produced that number. Real decisions. Not “the economy” or “my 
industry” or “my income.” Decisions you made, with full awareness or 
without, that compounded into the current result. The job you took or 
didn’t take. The house you bought or didn’t buy. The retirement 
contribution you made or didn’t make. The conversation you had or 
didn’t have with your partner. The advisor you fired or didn’t hire. The 
risk you took or didn’t take. The expense you cut or didn’t cut.

4. For each decision, write one sentence about what was actually driving 
it at the time. Not the rationalization. The driver. Fear. Performance. 
Inheritance. Avoidance. The script from Chapter Two. The vice from 
Chapter Three. The certainty from Chapter Four. The audience from 
Chapter Five. The driver is rarely what the rationalization said it was.

5. Now ask the question this entire chapter has been building toward: 
given the same situation today, with what I now see, would I make the  
same decision again? Write the answer beside each one. Not the 
comfortable answer. The honest one.

6. The decisions where the answer is no — those are not regrets. They 
are the surface area of the next chapter of your financial life. Those 
are the places where the operating system has been running 
unchallenged, and where the next decision can run differently.

Run this exercise once now. Then put a calendar reminder for six months 
from today and run it again. The decisions you find on the second pass are 
usually the load-bearing ones — the ones the operating system most 
carefully hid the first time.



Chapter 7 — Blame Is a Sedative

The Blame Inventory

1. Get a piece of paper. At the top write: People, events, and forces I 
currently blame for some part of my financial position. Then list them. 
Do not edit. Do not curate. Be exhaustive. The ex. The parents. The 
boss who underpaid you. The market. The economy. The recession. 
The partner. The relative who borrowed and never paid back. The 
friend who talked you into the bad investment. The advisor who 
turned out to be a fraud. The you-from-ten-years-ago. Add anyone 
else. The list does not need to be reasonable. It needs to be honest.

2. Beside each entry, write one sentence describing what is actually 
being blamed for. Not the general grievance — the specific financial 
item. The ex — the seventy thousand from the settlement. The parents 
— never explaining what an index fund was. The 2008 market — the 
forty percent of my retirement that took six years to recover. The boss 
— the eighty thousand a year I was underpaid for almost a decade. 
The me-from-ten-years-ago — the safe job I took instead of the offer I 
should have negotiated. The specifics turn the abstract grievance into 
a number on the ledger.

3. For each entry, ask the diagnostic question: Has the lesson been 
extracted? The lesson is the operational takeaway — what about the 
operating system, the decision pattern, the blind spot was running? If 
the lesson is named, write it in one sentence. If you cannot name a 
lesson, the courtroom is doing no work — it is pure sedative.

4. Now ask, for each entry, the harder question: What decision am I 
currently not making while this blame loop runs? This is the trade. 
Every blame loop is occupying mental real estate that would 
otherwise be running a current decision — the conversation with the 
partner, the negotiation with the firm, the meeting with the advisor, 
the spreadsheet that would tell you what your real position is, the call 
to the brokerage, the application to the role. Name the specific 
decision the blame is preventing.

5. Pick one entry — only one — where the answer to step four is 
unambiguous and the cost is real. The case is closed on that one. You 
are not forgiving the defendant. You are not absolving them. You are 
simply ending the courtroom session and, with the attention you just 
freed, making the specific decision you named in step four. Do it this 
week. Not someday. This week.

6. The remaining entries on the list are not gone. They are still on the 
ledger. Every month, repeat steps three through five for the next 
entry. One closure per month is enough. The work is not to dismantle 



every grievance at once. The work is to make the trade visible, one at 
a time, until the courtroom no longer has tenants.

Run this exercise once now. Then put a calendar reminder for thirty days 
from today and run it on a different entry. The entries that survive multiple 
rounds of this exercise are usually the deepest — and the ones most 
expensive to keep running.



Chapter 8 — You Already Know

The Permission Inventory

1. Get a piece of paper. At the top write: Money questions I have been 
asking myself for more than ninety days. Then list them. Be specific. 
Not “should I save more” but “should I open the brokerage account I 
keep researching.” Not “should I deal with my advisor” but “should I 
fire this specific advisor and move my money to the platform I have 
already been comparing for fourteen months.” If the question 
dissolves into adjectives when you try to write it, sharpen it until it 
does not.

2. Beside each question, write the date you started asking it. As best you 
can reconstruct. The year. The season. The event that started the 
question. If you cannot remember when it started, write more than 
three years. The vagueness is the data — a question you have been 
asking for so long that you cannot remember when it started is a 
question that is no longer being asked in good faith.

3. For each question, write the specific information that, if you had it, 
would actually change the decision. Not vague concerns. Concrete 
facts. If you cannot name what specific piece of information would 
change the decision, the question is not waiting on information. It is 
waiting on permission. Mark those questions with a P.

4. For each P-marked question, write the specific loss you are protecting 
yourself from by not deciding. The conversation with the partner. The 
call to the advisor. The damaged friendship. The wound to the 
parents. The recalibration of the lifestyle. The admission that the last 
five years did not have to look the way they did. Be exact. The fear, 
named, is much smaller than the fear, unnamed.

5. For each P-marked question, write what a friend in the same situation 
would be told to do. Not what you would tell yourself — what you 
would tell them. The advice you would give to someone you cared 
about, looking at the same numbers and the same situation. Write the 
answer in one sentence. Notice that the answer almost always arrives 
in less than thirty seconds and is almost always direct.

6. Pick the single question with the largest gap between how long you 
have been asking it and how long the actual decision should have 
taken. That is the question that has been sedating you the most 
expensively. Circle it.

7. This week — not next week, this week — take the specific action that 
would retire the question. Open the account. Make the call. Send the 
email. Have the conversation. Cut the expense. The action does not 



need to be perfect. It needs to be made. If the action is large, take the 
smallest version of it that ends the asking — the brokerage account 
opened with a hundred dollars, the conversation initiated even if it 
cannot be completed in one sitting, the resignation drafted even if it 
cannot be sent today. The point is to break the pattern of asking-
without-acting on at least one question, to demonstrate to yourself 
that you can.

8. The remaining questions on the list are not gone. They are still there. 
Every month, repeat steps three through seven on the next P-marked 
question. One retired question per month is enough. The work is not 
to retire the entire list at once. The work is to make the asking-
without-acting visible, one question at a time, until it stops being how 
you relate to your own money.

Run this exercise once now. Then put a calendar reminder for thirty days 
from today. The questions that are still on the list at thirty days, untouched, 
are the ones with the most fear attached. They are also, almost certainly, 
the ones whose retirement would change your financial life the most.



Chapter 9 — All Progress Starts by Telling the Truth

The Reality Statement

1. Set aside two hours. Block the time. Put it on the calendar. Treat it as 
fixed — not “if I have the energy this weekend” but a specific window, 
on a specific day, that other things move around.

2. Gather the documents. Most recent bank statements. Credit card 
statements. Retirement and brokerage statements. Mortgage 
statement. Auto loan, student loan, and any other loan statements. 
The most recent pay stubs. Any debt that does not appear on a formal 
statement — money owed to family, balances on store cards, the line 
of credit you forgot about. If a document is missing, find it before 
continuing. The phrase I’ll come back to that is the avoidance 
returning.

3. On a single page — paper, document, or spreadsheet, format does not 
matter — write the following five numbers. Use real numbers, not 
estimates. If you do not know a number, find it now. The “I don’t 
really know” is the avoidance, not the answer. Net worth. Cash plus 
investments plus property minus every debt. One number. Savings 
rate. Total dollars saved or invested in the last twelve months, divided 
by gross income, expressed as a percentage. One number. Total debt, 
broken down. Mortgage, consumer debt, student loans, medical debt, 
family loans, lines of credit, every other category. The total at the 
bottom. One number per category. One total. Top spending categories 
from the last ninety days. Pulled from real statements, not estimated. 
Housing, transportation, food, dining out, subscriptions, 
entertainment, status purchases, whatever yours actually are. The top 
five by dollar amount. Retirement projection. Current retirement 
balance, plus your annual savings, grown at seven percent, to the age 
you would like to stop working. Compare to the annual income you 
would need at that age to live the life you are imagining. The 
difference, in dollars, between projection and need.

4. At the bottom of the page, write the sentence This is where I actually 
am. Sign the page. Date the page.

5. Put the page somewhere specific. Not buried in a drawer of 
paperwork. A folder, a file, a place with a name you will remember. 
Tell yourself, when you put it there, that this is where it lives now.

6. Mark a calendar reminder for ninety days from today. On that day, 
run the same six steps. Same page format. Same five numbers. The 
numbers will have moved — slightly, or significantly, depending on 
what you have done with them between now and then. The act of 
facing them is the part that does not change.



For partnered readers: do the work alone first. Bring the page to your 
partner. Schedule the conversation as its own event. Treat it as a shared 
looking-at, not a confrontation. If your partner controls accounts you cannot 
see, the conversation precedes the page; if your partner is unwilling to 
share the numbers, that is information of its own kind, and the chapter 
cannot tell you what to do with that. It can only tell you that the not-
knowing has been worse than the knowing.

For unpartnered readers: do the work alone. Sign and date the page. The 
page is the record.

Run this exercise once, this week. Do not delay it past Sunday. The 
avoidance you are about to feel — and you will feel it, the moment the 
calendar block approaches — is the operating system’s last move. It will tell 
you that this weekend is not the right weekend, that the documents are not 
all gathered, that you should wait until things calm down. None of that is 
true. There is no right weekend. There is only the one you are currently in.



Part Three — Earning

What the world will and will not pay for.



Chapter 10 — Income Is Not Wealth

The Conversion Rate

1. Get out the page from Chapter Nine — the Reality Statement. The 
single page with the five numbers on it: net worth, savings rate, total 
debt, top spending categories, retirement projection. Signature and 
date intact. If the page is not where you put it, find it before 
continuing. If you have not done the Chapter Nine exercise yet, stop 
here, go back, and run that exercise first. This one builds on it.

2. Pull your gross income for the last twelve months. Use real numbers 
— pay stubs, 1099s, tax records, business books. Not an estimate. The 
actual figure. Write it on the same page, below the existing five 
numbers.

3. Calculate the total new dollars added to your net worth over the same 
twelve months. New savings deposited. New investment 
contributions. Mortgage principal paid down — not interest, principal 
— counts, because the house is an appreciating asset and the 
principal payment increases your equity. Auto loan principal does not 
count, because the car depreciates faster than the principal is paid 
down. Subtract any net withdrawals from existing balances. The 
result is one number — the dollars by which your net worth grew, on 
net, over the last twelve months.

4. Divide the second number by the first. Express it as a percentage. 
This is your income-to-wealth conversion rate. Write it on the page, 
under the gross income figure, with one line of label: Income-to-
wealth conversion rate: X%.

5. Sit with the number. Look at the gap between it and the gross income 
figure above it. For most readers — at every income level — the gap is 
large. The income figure looks impressive. The conversion rate looks 
like a single digit. The gap is the whole point. The gap is the chapter, 
in arithmetic.

6. One final question, written below the conversion rate, in a single 
sentence: what would it take to move this rate up by five percentage 
points over the next twelve months? Not what would it take to earn 
more. What would it take to convert more of what is already arriving. 
The answer is yours to write. Do not solve it tonight. Write the 
question, sign the page again, date it again, and put it back where the 
original Reality Statement lives.

Run this exercise once now. Run it again every twelve months, on the same 
date if you can hold it. The conversion rate is the universal metric. The 
income figure changes with the work you do. The conversion rate changes 



with the decisions you make about what to do with what arrives. The first is 
what the world gives you. The second is what you do with it. Followed 
honestly, year over year, the conversion rate is the one number that tells 
you whether the work of this book is showing up in the actual position.



Chapter 11 — What the World Pays For

The Value Inventory

1. Get a piece of paper. At the top write: The actual activities of my 
workweek. Then list them. Not your job title. Not the version of your 
job that lives on the org chart. The actual things you do with your 
hours, in a typical week — the meetings, the writing, the phone calls, 
the reviewing, the deciding, the producing, the reporting, the 
answering, the waiting, the showing up. Be specific. If you have to 
look at last week’s calendar to do this honestly, look. Twenty to forty 
line items is normal. This exercise does not require the Reality 
Statement page from Chapter Nine — it stands on its own. It is about 
the work, not the numbers.

2. For each activity, write — in one sentence, on the same line — the 
specific value it produces for someone willing to pay for it. Decision 
document delivered to the executive team. Code merged into the 
production branch. Email answered that closed the customer’s open 
question. Presence at a meeting that, if I had not attended, would 
have happened identically without me. Be honest about activities that 
produce nothing of value to a buyer. They exist in almost every job, at 
every income level. The honesty is the exercise.

3. Categorize each activity into one of three buckets. Mark the bucket in 
the left margin. Use a single letter. H for hours-and-presence — you 
are paid because you are there, on a clock, available, regardless of 
what the hour produced. D for deliverables — you produce a specific 
output, owned by the buyer once finished, that has a recognizable 
shape. R for results — you are paid for outcomes the buyer cares 
about: revenue brought in, deals closed, problems solved, customers 
retained. Every activity goes in one bucket.

4. Add up the rough percentages of your week in each bucket. Write 
them at the bottom of the page. H: percent. D: percent. R: percent. 
The three should sum to one hundred. For most readers — at almost 
every income level, in almost every kind of work — H is the largest, R 
is the smallest, and the per-hour pay across the three buckets climbs 
sharply as you move from H to D to R. The shape of the page is the 
chapter, in your own handwriting.

5. Below the percentages, write one question, in a single sentence: What 
would it take, over the next twelve months, to shift even ten percent 
of my H hours into D or R, without changing my job? Not what would 
it take to leave the work. Not what would it take to start a business or 
go back to school or move to a different industry. What would it take 



to change the kind of value produced, inside the work you are already 
doing.

6. Sit with the question. Do not solve it tonight. Sign the page. Date it. 
Put it in the same folder as the Reality Statement page from Chapter 
Nine and the conversion-rate page from Chapter Ten. Three pages 
now, in the same folder, in your own handwriting, dated in sequence.

Run this exercise once now. Run it again every six months. The activities 
change. The percentages move slowly. The question stays the same. The 
shift, when it begins, will not announce itself — it will show up, quietly, as a 
small percentage of your week moving from H into D, and then from D into 
R, and then in the income figure on the next year’s page.



Chapter 12 — The Long Lever

The Lever Audit

1. Open the Value Inventory page from Chapter Eleven. Look at the 
activities you marked H, D, and R. Each of those activities is doing 
one of three things to the world: reaching one buyer (your time, 
traded once), reaching a fixed number of buyers (a deliverable used 
by a specific company or set of clients), or reaching a potentially 
uncapped number of buyers (a product, a piece of writing, a piece of 
code, a piece of content). Mark each line again, in the right margin 
this time, with 1 for one buyer, F for fixed, or U for uncapped.

2. Sum the time you spend in each bucket. Most readers, the first time 
they do this, find that 80 to 95 percent of their week is in the 1 
bucket, a small percentage in F, and almost nothing in U. Write the 
percentages at the bottom of the page: 1: percent. F: percent. U: 
percent. The shape of the page is the chapter, in your own 
handwriting.

3. Pick one piece of work you have already done — done, as in the past 
tense — that could be extracted into a leveraged form. The deck you 
have written three times. The advice you give every new client. The 
process you taught the last three hires. The piece of writing that took 
you a Saturday and could now sit on the internet for the next decade. 
Pick one. Name it on the page.

4. Write, in one sentence: what would it take to extract this into 
something that can be sold or used while I sleep? Not a business plan. 
One sentence on the actual obstacle.

5. Sit with the obstacle. Most readers find the obstacle is not technical, 
not financial, not skill-related. The obstacle is identity — that the 
reader has spent so long being paid for time that they do not yet think 
of themselves as someone who builds levers. The obstacle is an OS 
bug. Name it.

6. Sign the page. Date it. Put it in the same folder as the Value 
Inventory, the conversion-rate page, and the Reality Statement. Four 
pages now, in your own handwriting, dated in sequence. The folder is 
becoming the operating system, in writing.

Run this audit once now. Run it again every six months. The first lever you 
build will be small. The second will be slightly larger. The compounding 
does not announce itself — it shows up, quietly, in the income figure on the 
page two years from now, the year after the lever started doing its own 
work.



Chapter 13 — The Bigger Target

The 10x Target

1. Open the folder. The Reality Statement, the conversion-rate page, the 
Value Inventory, the Lever Audit — four pages now, in your own 
handwriting, dated in sequence. On a fresh page below them, write 
the title: The 10x Target.

2. Write your current annual gross income at the top of the page. Be 
exact. Use last year’s tax return, not a mental estimate.

3. Below it, write the 2x number. Double the income. Look at it.

4. Write, in one sentence, what would have to change in your current 
work for the 2x number to be real twelve months from now. Not in 
five years. Twelve months. Be specific. I would have to take on twelve 
more clients. I would have to bill fifteen more hours a week. I would 
have to raise my rate by thirty-five percent and add a new revenue 
line. Most readers, doing this honestly, find that the 2x answer is grim 
— possible, perhaps, but expensive in hours, strain, and sustainability.

5. Below the 2x answer, write the 10x number. Ten times the current 
income. Look at it. Sit with the discomfort of seeing the number in 
your own handwriting on a page you signed.

6. Now write, in one sentence: what would have to be true of my work 
for the 10x number to be possible at all? Not, what would I have to do. 
What would have to be true. Most readers, doing this honestly, find 
that the 10x answer is not the same shape as the 2x answer. The 2x 
answer is about effort. The 10x answer is structural — a thing built, a 
team formed, a product launched, an asset created. Something new in 
the world that did not exist before.

7. Sign the page. Date it. Put it in the folder with the four pages already 
there. Five pages now, in sequence, in your own handwriting. The 
folder is becoming the operating system, in writing.

Run this exercise once now. Run it again every twelve months. The 10x 
answer will sharpen as the lever sharpens. The 2x answer will recede in 
importance as the years pass and the structural decisions are made. By the 
third year, the page will read like a forecast.



Chapter 14 — The Quiet Years

The Silence Letter

1. Open the folder. The Reality Statement, the conversion-rate page, the 
Value Inventory, the Lever Audit, the 10x Target — five pages now, in 
your own handwriting, dated in sequence. On a fresh page below 
them, write the title: The Silence Letter.

2. Date the page today. Then write a letter, addressed to yourself, to be 
read on the same day next year. The letter has one job: it tells your 
future self what to expect, in advance, of the year between today and 
the day they read it.

3. In the first paragraph, name the lever. The course. The book. The 
product. The team. The asset. Whatever it is you decided to build 
when you set the 10x target. Be specific.

4. In the second paragraph, name the silence. Predict, in honest terms, 
that the year ahead will produce, for long stretches, no observable 
result. The launch will underperform. The signups will be small. The 
reviews will be quiet. The income will not arrive on the timeline your 
operating system expects. Describe the feeling of the flat part of the 
curve before you have to live it. Putting the prediction in writing now 
removes the surprise later.

5. In the third paragraph, give your future self a single instruction. Not a 
motivational line. A mechanical one. Do not quit because the silence is 
loud. Quit, if you must quit, only because the lever is structurally 
wrong. The builder, mid-silence, will be tempted to confuse the two. 
The letter, written in advance, is the proof that the silence was 
expected.

6. Sign the letter. Put it in the folder. On the same day next year, take 
the folder out, find the letter, and read it before you make any 
decision about whether the lever is working. Read it slowly. The letter 
was written by you when you were calm. You will be reading it, almost 
certainly, on a day when you are not.

Run this exercise once now. Re-read the letter every twelve months for as 
long as the lever is being built. Most builds take three to seven years to 
bend. The letter was designed to keep you at the desk for that span. It is not 
motivation. It is a mechanical agreement, between past you and future you, 
about which signal governs the year.



Chapter 15 — The Conversion

The Conversion Set Point

1. Open the folder. Six pages now, in order — the Reality Statement, the 
conversion-rate page, the Value Inventory, the Lever Audit, the 10x 
Target, the Silence Letter. On a fresh page below them, write the 
title: The Conversion Set Point.

2. Write today’s date. Then write the rule, in your own handwriting, in 
one sentence: Of every additional dollar the lever produces above my 
current income, [N] percent is converted before it is spent. Fill in the 
number. The number is yours. The number must be the larger half. 
Below fifty percent, the rule does not work; the lifestyle absorbs the 
rest. Most successful lever-earners run sixty to eighty percent, with 
the higher number more common among those with the lever still 
being built and the lifestyle still calibrated to the pre-lever income. 
Pick the number now, before you have a reason to want it lower.

3. Below the rule, write a second sentence: The rule applies to windfalls. 
Underline it. The windfalls are the months the lever produces an 
unusual amount. The windfalls are where the deserve story lands 
hardest. The rule applies to them anyway. Without this line, the rule 
has a hole in it that almost every builder discovers, expensively, in 
their second or third year past the bend.

4. Below that, write a third sentence: The conversion happens on arrival,  
not on the leftover. The conversion is the first thing the dollar does. 
The lifestyle is the second thing. Reverse the order and the rule fails 
on the first month it is tested. Most adults reverse the order without 
noticing. The page exists to make the order visible.

5. Sign the page. Put it in the folder. The page will sit there, unread, for 
as long as the silence lasts. The page will be read, for the first time, 
on the day the first significantly larger month arrives — the day the 
operating system fires the deserve story for the first time. Read the 
page that day. Read it slowly. Read it before you make a decision 
about what to do with the larger month. The page was written by you, 
in advance, when you were calm. You will be reading it on a day when 
the operating system is doing everything it can to make you forget you 
wrote it.

6. Once a year, take the page out and re-read it. Re-read it alongside the 
original 10x Target and the Silence Letter. The three pages, taken 
together, are the architecture of the lever-paying years. The Target 
says where to point. The Letter says how to survive the dark. The Set 
Point says how to convert what arrives once the dark ends. Without all 



three, the build is not finished — even if the lever, in some technical 
sense, has been finished for years.

The page is short. The page can be written in twenty minutes. The page is 
the difference between a builder whose wealth, at sixty, is the wealth the 
silence years were supposed to produce, and a builder whose net worth, at 
sixty, is identical to the version of themselves who never built a lever at all.

Run this exercise once, today. Re-read the page on the day the lever first 
pays unusually well, and on every January thereafter, for as long as the 
lever runs. Most builders will need to read the page approximately four 
hundred times before the Set Point becomes second nature. Almost every 
builder who actually reads it that many times ends the build with the 
wealth.



Part Four — Keeping

What stays is the wealth.



Chapter 16 — The Surplus

The Surplus Page

1. Open the folder. Seven pages now, in order — the Reality Statement, 
the conversion-rate page, the Value Inventory, the Lever Audit, the 
10x Target, the Silence Letter, the Conversion Set Point. On a fresh 
page below them, write the title: The Surplus.

2. Write today’s date. Below the date, write a single number — the 
actual amount of money, today, that exists in accounts you are not 
spending from. Brokerage accounts. Retirement accounts. Untouched 
savings. Not the checking account. Not the rent buffer. The accounts 
that are quietly there, doing the compounding in the background. If 
the number is small or zero, write the small or zero number. The 
number is what it is. Pretending otherwise on this page is the most 
expensive form of dishonesty available to an adult.

3. Below that number, write three more numbers. The first is what that 
surplus becomes in ten years at a reasonable long-term return — call 
it seven percent — if you never add another dollar to it. The second is 
what it becomes in twenty years on the same terms. The third is in 
thirty. Use a calculator. Run the math. The numbers are not 
estimates. They are arithmetic.

4. Look at the thirty-year number. That number is what your surplus, 
today, is on track to become if you do not interrupt it and do not add 
to it. It is also what your surplus, today, is on track to become less 
than if any of the leaks named in this chapter are running.

5. Write a fourth number. The fourth number is what the same surplus 
becomes in thirty years if you add to it, every month, an amount equal 
to your current monthly conversion. Use a compound-interest 
calculator that handles monthly contributions. Run that math too. Sit 
with the difference between the two thirty-year numbers. The 
difference is what the keeping discipline of the next several chapters 
is worth to you, in dollars, over the rest of your earning life.

6. Sign the page. Put it in the folder.

The page is not aspirational. The page is a reading of where the surplus 
actually stands today, what it becomes if you protect it, and what it becomes 
if you protect it and keep adding to it. The numbers on the page are not 
motivational tools. They are the exact mathematical destinations the surplus 
is currently pointed at, and the only thing that determines which of them is 
actually reached is whether the leaks of the next several chapters get 
closed.



Re-read the page once a year. The numbers will change. The math will not.



Chapter 17 — The Engine in Reverse

The Debt Page

1. Open the folder. Add a new page below the Surplus page. Title it: The 
Debt.

2. List every debt the household carries. Every one. Credit cards, store 
cards, auto loans, student loans, personal loans, buy-now-pay-later 
balances, medical balances, family loans, the mortgage. For each 
debt, write four numbers: the balance today, the interest rate, the 
minimum monthly payment, and the projected payoff date if you 
continue paying only the minimum. Do not estimate. Pull the actual 
statements and write the actual numbers.

3. Below the list, draw a single line. Above the line, copy every debt with 
an interest rate higher than seven percent. Below the line, every debt 
at or below seven percent. The line is the engine line. Everything 
above it is the engine running in reverse against you. Everything 
below it is closer to neutral.

4. For every debt above the line, run the simple math: balance × rate × 
years to payoff. That is the dollar amount the household is 
contractually committed to pay to the lender, in interest alone, if 
nothing changes. Sum the numbers. The total is the price the 
household has agreed to pay for the use of other people’s money, on 
top of the principal that was already owed.

5. Pick a method — highest rate first if you trust the math, smallest 
balance first if you need momentum — and below the totals, write a 
single sentence: I am running this method until every balance above 
the line is zero. Sign it. Put the page in the folder.

6. Re-read the page on the first of every month. Write the new balances. 
Watch the line move. The line is the only progress the chapter is 
asking you to track for the next several years.

The page is not aspirational. The page is a reading of the engine. The 
engine is running, in both directions, on every dollar in the household. The 
page tells you which dollars are running in which direction, and the work of 
the next several years is to move every dollar above the engine line back 
below it.



Chapter 18 — A Life Finally Working

The Lifestyle Line

1. Open the folder. Below the Debt page, add a new page titled: The 
Lifestyle Line.

2. Pull the last twelve months of household spending. Bank statements, 
credit card statements, the budgeting app — whatever the household 
actually uses. Add it up. Get a single number: the household’s actual 
annualized cost of living, today, as it stands.

3. Pull the same number from five years ago. Use whatever records you 
have. Statements, tax returns, old budgets. If the records are 
imperfect, estimate honestly — the goal is not precision, it is the 
direction of the line.

4. Subtract. The difference between the two numbers is the size of the 
lifestyle creep over the last five years, in absolute dollars per year. 
Divide by five. That is the average annual rate at which lifestyle has 
been calibrating upward. Look at the number.

5. Now do the math in the other direction. Take the annual creep rate 
and project it forward thirty years, compounded into the surplus at 
seven percent. That number is what the lifestyle creep, alone, has cost 
the household — and is on track to keep costing — across a working 
life. It is not a small number. It is rarely smaller than the household’s 
current annual income.

6. Below the projection, write a single sentence: My lifestyle this year is 
held at $______. Every additional dollar of income above that goes to 
the surplus. Put the actual number in. Sign it.

7. Re-read the page on the first of every quarter. Re-pull the trailing 
twelve months of spending. Compare to the line. The page is not a 
budget. The page is a held line. The work is to keep the line at the 
line.

The page is the only defense the chapter offers, because it is the only 
defense the math allows. Lifestyle that is not measured against a held line 
will, by default, calibrate upward to consume the next raise. Lifestyle that is 
measured will not. The work is the measurement.



Chapter 19 — What Each Dollar Is Worth

The Erosion Line

1. Open the folder. Below the Lifestyle Line, add a new page titled: The 
Erosion Line.

2. List every account where the surplus currently sits. Checking, 
savings, money market accounts, certificates of deposit, brokerage 
accounts, retirement accounts. For each account, write the current 
balance and one of two labels: cash or growth. Cash is anything 
earning a rate of interest in the normal range. Growth is anything 
invested in productive assets — funds, stocks, real estate, ownership 
stakes. If the account contains both, split the line. The page must 
show, with no ambiguity, what is in cash and what is in growth.

3. Sum the cash column. Sum the growth column. The cash number is 
what is currently losing real worth at the rate of inflation. The growth 
number is what is currently outpacing it.

4. Run the projection. Take the cash number and multiply by one half — 
that is, in round terms, what it will be worth in today’s dollars in 
roughly twenty-five years if it remains in cash. Take the growth 
number and multiply by three — that is, in round terms, what it will 
be worth in today’s dollars in twenty-five years at a real return of four 
to five percent. Write both projections on the page. The difference 
between them, scaled to your years remaining in the working life, is 
what positioning costs or earns the household.

5. Below the projections, write a single sentence: Cash position held: 
$______. Every additional dollar of surplus is in growth. The cash 
number is whatever the household has decided is its near-term buffer 
— a few months of expenses, the emergency reserve, the next big 
planned outlay. Everything above that line is in growth. Sign the page.

6. Re-read on the first of every quarter. Re-pull the balances. Confirm 
the cash position has not crept upward. The page is not a forecast and 
it is not a budget. The page is a reading of where the surplus 
currently sits and where, as of the latest review, the household has 
decided it should sit.

The page is the only defense the chapter offers, because it is the only 
defense the math allows. Cash held is wealth shrinking. The work is to keep 
the cash position deliberate and the growth position intact. The math will do 
the rest.



Chapter 20 — Where the Surplus Lives

The Structure Page

1. Open the folder. Below the Erosion Line, add a new page titled: The 
Structure Page.

2. List every account where the surplus currently lives. Checking, 
savings, money market, brokerage, retirement accounts, employer 
plans, health savings accounts. For each account, write the current 
balance and one of three category labels: taxable, tax-deferred, or tax-
free. The category is determined by the account itself, not by what is 
inside it. A taxable brokerage account holding stocks is taxable. A 
401(k) holding the same stocks is tax-deferred. A Roth IRA holding the 
same stocks is tax-free.

3. Sum each column. Three numbers. The taxable column is the surplus 
that is paying tax annually on its growth. The tax-deferred column is 
the surplus compounding without interruption until withdrawal. The 
tax-free column is the surplus compounding without interruption ever.

4. Calculate each column as a percentage of the total surplus. Look at 
the percentages. Most households, doing this exercise for the first 
time, find the bulk of the surplus living in the wrong category — most 
often taxable, sometimes cash-within-taxable.

5. List the tax-advantaged vehicles you have legal access to but have not 
yet maxed: 401(k), traditional IRA, Roth IRA, HSA, employer match, 
spousal accounts. Write the current annual contribution limit next to 
each. Sum the unused capacity. That number is the dollars of new 
surplus that can be routed into uninterrupted compounding next year, 
before any dollar lands in taxable.

6. Below the columns, write a single sentence: Every dollar of new 
surplus, going forward, fills the tax-advantaged accounts to the legal 
limit before any goes to taxable. Sign the page.

7. Re-read on the first of every January, when the contribution limits 
reset. Re-pull the balances. Confirm the new dollars of the year went 
where the page said they would.

The page is the only defense the chapter offers, because it is the only 
defense the math allows. The tax on growth is permanent, but the share the 
tax takes is not — the share is set by the structure the surplus lives in. The 
work is the structure. Make the structural decision once, well, and the 
chapter’s discipline is essentially complete for the rest of the working life.



Chapter 21 — The Quiet Half

The Fee Page

1. Open the folder. Below the Structure Page, add a new page titled: The 
Fee Page.

2. List every account, every fund, and every advisor the surplus 
currently passes through. For each fund, find the expense ratio — the 
annual percent the fund charges to hold the dollars. The number is in 
the prospectus, on the fund company’s website, or in your account 
statement under fund expenses. Write the percent next to the fund 
name. Do not skip any fund. Index funds, target-date funds, money 
market funds, the bond funds inside a 401(k) — every one of them 
charges a percent.

3. List every advisor or financial professional currently paid as a percent 
of assets under management. Write the percent. If you are not sure, 
ask the advisor directly: what is the total percent I am paying, 
annually, on my invested assets? The advisor is required to tell you. 
The number is often higher than the household assumed.

4. Sum the total annual percent the surplus is paying — fund expense 
ratios plus advisor fees, weighted by how much of the surplus sits in 
each. Write the total at the bottom of the page.

5. Calculate two thirty-year compounding outcomes. The first uses the 
surplus’s expected return — call it seven percent — with no fees. The 
second uses seven percent minus the fee total. Run both for the 
household’s actual surplus and contribution rate. Write both numbers. 
The difference is what the fee structure will cost the household across 
the next thirty years.

6. For each fee above twenty basis points — a generous ceiling — write 
down the lower-cost alternative in the same category: a broad-market 
index fund or exchange-traded fund instead of an actively managed 
fund, an hourly or flat-fee advisor instead of a percent-of-assets 
advisor. The replacement category exists for almost every position. 
Write the alternative next to each line.

7. Implement the changes. This is the only step that requires action 
outside the page. Move the surplus into the lower-cost vehicles. 
Change the advisor relationship to fee-only or terminate it if no advice 
is genuinely needed. The work takes one or two afternoons. Sign the 
page when complete.

8. Re-pull the expense ratios on the first of every January. Confirm the 
new structure is holding. New funds appear. Old funds get repriced. 



Advisors quietly add new fees. The page is the household’s annual 
check that no leak has reopened.

The Fee Page is the cheapest hour the household will ever spend on its 
money. The leak it closes is the largest leak the household can close with 
that little effort. Of all the discipline this Part has asked for, this is the 
discipline with the highest return per minute of the household’s time. Do it 
once. Do it well. Re-check it once a year. The compounding curve, across a 
working life, will lift by an amount most households would not believe 
before they ran the numbers.



Chapter 22 — What You Cannot Explain

The Plain English Test

1. Open the folder. Below the Fee Page, add a new page titled: The Plain 
English Test.

2. List every asset, fund, position, or holding currently in the surplus. 
Every line of every statement. Retirement accounts, brokerage 
holdings, real estate, anything sold to you in the past five years that 
calls itself an investment.

3. For each line, write — in your own words, in plain English, with no 
industry vocabulary — exactly how that asset produces a return for 
the household. ”Pieces of a thousand companies whose profits and 
dividends I receive, compounded over time” is plain English. ”Long-
short equity strategy with low correlation to broad indices” is not. If 
you cannot write the explanation in your own words, write ”I cannot 
explain how this produces a return.”

4. Circle every line where you wrote the cannot-explain phrase, or where 
the explanation you did write came from a salesperson, a brochure, or 
a friend’s claim rather than your own understanding of the 
mechanism.

5. For each circled line, choose one of two paths. The first path: take the 
time to actually learn how the asset produces returns — read the 
prospectus, read the underlying documents, ask the questions, until 
you can write the explanation in your own words. The second path: 
exit the position, redirect the dollars into something whose 
mechanism you can explain plainly, and accept that you were never 
going to understand the original well enough to keep it. Most circled 
lines will resolve to the second path. That is the correct outcome.

6. From this day forward, before any new deployment of surplus dollars, 
run the test once. The test is the question, asked aloud, with the 
answer spoken back: How does this produce a return for me? If the 
answer cannot be given without industry vocabulary, in your own 
words, the dollar does not move.

7. Re-run the test on the entire surplus once a year. Markets evolve. 
Products change. New positions enter the surplus through retirement 
plan defaults, advisor recommendations, and structural changes the 
household may not have noticed. The annual test catches what would 
otherwise slip through.

The Plain English Test is the smallest discipline in this Part. It is also the 
one that makes everything else worth doing. The household that has driven 



its leaks to zero and then surrenders the surplus into things it cannot 
explain has done nothing. The household that has driven its leaks to zero 
and then deploys only into mechanisms it can articulate has built, with care, 
the rarest financial position in modern life: a surplus structurally protected 
from every leak the household can foresee. Hold the test. Hold the position. 
The unforeseen leak is the subject of the next chapter.



Chapter 23 — The House That Was Ready

The Three Accounts

1. Open the folder. Below the page from the last chapter, add a new 
page titled: The Three Accounts.

2. Write down the current balance and account name for the three jobs 
that have to be separate. The float — your checking account, where 
monthly bills clear from. The buffer — wherever the household 
currently keeps cash held against emergencies. The surplus — every 
productive account you have built across Part Three and protected 
across Part Four. Three labels. Three real accounts.

3. If the buffer line is blank, or the buffer dollars are sitting inside the 
checking account, or the buffer dollars are sitting inside the surplus, 
write that down honestly. Most households reading this chapter will 
have at least one of those three failures. Naming the failure is the 
start of fixing it.

4. Calculate the household’s monthly expenses. Real number. Rent or 
mortgage, utilities, food, transportation, insurance, debt service, the 
routine cost of running the household for a single month. Multiply that 
monthly number by a range — three at the floor, twelve at the ceiling 
— appropriate to the household’s income stability, dependents, and 
structural exposures. Write down the floor, the ceiling, and the 
number you intend to actually hold.

5. Open a separate account, in a category designed for liquidity and 
small return — high-yield savings, money market fund, short-duration 
treasuries. The book does not name products. The category is what 
carries. Move the buffer dollars there. Do not put a debit card in your 
wallet for it. Do not link it to apps you check daily. The buffer is for 
actual emergencies, and the friction of having to log into a separate 
account is part of what protects it from being raided for a long 
weekend or a sale on a thing you wanted.

6. Until the buffer is funded, every dollar of new surplus from this point 
forward goes to the buffer first, the productive accounts second. This 
will feel slow. It will feel like the work of Part Three is being 
suspended. It is not being suspended. It is being protected. A surplus 
without a buffer is, structurally, not yet a surplus. It is a future 
emergency’s first liquidation candidate.

7. Once the buffer is funded to the number you wrote down, redirect 
new surplus dollars back to the productive accounts of Part Four — 
the structures with the right tax treatment, the lowest fees, the 
explainable mechanisms. Re-check the buffer once a year. Inflation 



will have raised your monthly expenses. The buffer’s nominal balance 
has to grow with them, or its real coverage shrinks every year you 
ignore it.

The Three Accounts page is the simplest in the folder. It is also the one that 
makes everything else in the folder survive a hard year. A household that 
runs the whole of Part Four well except this one chapter will, on average, 
eventually liquidate its surplus for an event it could have absorbed with a 
buffer that took an afternoon to build.



Chapter 24 — The Engine, Forward

The Curve

1. Open the folder. Below the Three Accounts page from the last 
chapter, add a new page titled: The Curve.

2. Write down the current size of your surplus. Real number. Every 
account that does not move from month to month for spending — 
brokerage, retirement, untouched investment accounts. Not the 
buffer. Not the checking account. The dollars that are sitting in 
productive vehicles, doing the compounding in the background.

3. Open a compound-interest calculator. Run three numbers. The first is 
what the surplus, at its current size, becomes in ten years at seven 
percent, with no further contributions. The second is what it becomes 
in twenty. The third is what it becomes in thirty. Write all three on the 
page.

4. Below those, run three more numbers. The same surplus, at the same 
rate, with monthly contributions equal to your current monthly 
conversion. Ten, twenty, thirty years. Write those down too.

5. Now run one more set. The same surplus, the same contributions, but 
at five percent instead of seven. And again at nine. Six numbers in 
total — three rates across three durations, with constant 
contributions. The point of this last set is not to forecast a particular 
outcome. The point is to compare what changing the rate does to the 
curve versus what changing the duration does. You will find, when you 
sit with the numbers, that the duration changes the curve far more 
than the rate does.

6. Sign the page. Date it. Put it in the folder. Re-run the numbers once a 
year. The numbers will change as the surplus grows and as the 
contributions adjust. The shape of the curve will not.

7. The page is the household’s only durable defense against the 
temptation to interrupt. When the next newsletter arrives, when the 
next clever opportunity appears, when the cousin calls about the next 
thing, the household pulls the page out, looks at the thirty-year 
number, and decides whether the new opportunity is worth 
surrendering the curve to chase. The answer, almost always, is no. 
The page is what makes the answer obvious.

The curve is what the household is actually trading every other minor 
decision against. The curve is the wealth. The page is how the household 
keeps the curve in front of itself.



Part Five — Growing

Where the surplus is deployed.



Chapter 25 — The Spine

The Spine Page

1. Open the folder. Below the Curve from the last chapter, add a new 
page titled: The Spine.

2. Write today’s date. Then list, in plain English, every place the 
household’s surplus is currently deployed — the account, the wrapper, 
the vehicle. If the household does not know what an account is 
invested in, write the name of the account followed by Unknown. That 
line is the work of the next step.

3. For each line, write what the vehicle actually holds. Broad ownership 
of many enterprises across many sectors? Concentrated in a few 
names? A single sector? A single story? Be specific. The vehicle either 
is the spine or it is not.

4. Test each line against four criteria: Broad. Low-cost. Accessible. 
Explainable. A line that fails any one of them is not the spine. Mark 
the failures.

5. At the bottom, in one sentence, name the household’s spine in plain 
English. Most of our surplus is deployed into [vehicle], which holds 
many productive enterprises at low cost across many sectors, and is 
held for the long run. If the sentence does not yet read true, write 
what it will take to make it true.

6. Sign the page. Date it. Put it in the folder.

Run this exercise once now. Re-read the page on every January, and on any 
year the household is approached with a vehicle that promises to do better 
than the spine. The page is the household’s defense against the next clever 
thing.



Chapter 26 — The Other Roof

The Other Roof Page

1. Open the folder. Below the Spine page, add a new page titled: The 
Other Roof.

2. List every piece of real estate the household currently owns. The 
home the household lives in goes at the top, on a line of its own. 
Below it, list each piece of productive real estate — every property 
held for rent, directly or through a diversified vehicle. For each: the 
rent it produces in a year, the cost it consumes in a year, the net rent 
that lands.

3. For each productive line, write whether the property is being held for 
the rent it pays — the durable mechanism — or for the price the 
household hopes the market will give it later. If the answer is the 
price, the household is speculating, not owning. Mark it.

4. Write the share of the household’s wealth currently held in productive 
real estate, as a percentage of the total. Then write, beneath it, the 
share the household would author today if it were starting from a 
clean page. The gap between the two is the work.

5. Below the list, write one sentence: Real estate, in our household, sits 
beside the spine — not in place of it. If the spine page from Chapter 
Twenty-Five does not yet exist, complete that page before continuing 
this one.

6. Sign the page. Date it. Put it in the folder.

Run this exercise once now. Re-read the page on every January, and on any 
year the household considers adding or selling productive real estate. The 
home the household lives in is held for the life it shelters; the page is not 
about it.



Chapter 27 — The Inside Bet

The Inside Bet Page

1. Open the folder. Below the Other Roof page, add a new page titled: 
The Inside Bet.

2. Write the three preconditions across the top, in your own 
handwriting: Spine. Buffer. Specific knowledge. Beneath each, in one 
sentence, answer whether the household currently has it. If any one of 
the three is missing, the page closes here for now — and the rest of 
the exercise runs only when the missing precondition is in place.

3. If all three are in place, list every direct-ownership position the 
household currently holds — the piece of a private business, the 
partnership share, the concentrated equity in a single named 
company, the employer stake the household has not diversified out of. 
For each: what it is, what the household paid for it, what it would sell 
for today, what specific knowledge justified the position when it was 
taken.

4. For each line, answer one question in plain English: If this position 
were wiped out tomorrow, would the household’s spine, buffer, and 
daily life remain intact? If the answer is no, the position is too large. 
Mark it.

5. Below the list, write one sentence: The bets, in our household, sit 
beside the spine — never in place of it, and never in sizes the 
household cannot survive losing. If the sentence does not yet read 
true, the work is to bring the positions down to a size that does.

6. Sign the page. Date it. Put it in the folder.

Run this exercise once now. Re-read the page on every January, and on any 
year the household is considering a new direct-ownership position. Most 
households, reading this page honestly, will hold no stakes. That is a 
successful outcome, not a missing one.



Chapter 28 — The Ballast

The Ballast Page

1. Open the folder. Below the Inside Bet page, add a new page titled: 
The Ballast.

2. List every position the household currently holds in stored-value 
assets — gold, silver, other metals, speculative digital assets, anything 
held for what it might be worth later rather than for what it produces 
today. Note the size of each position as a percentage of the 
household’s wealth.

3. For each position, write the named function in plain English. Held 
against a regime collapse. Held against currency debasement. Held 
for portability across borders. Held because someone recommended 
it. If the only honest function the household can name is the last one, 
the position is not ballast — it is a sales pitch the household bought.

4. Add up the total share of the household’s wealth held across these 
assets. Compare it to the named functions. If the share is large and 
the functions are small, the household is making a thesis bet, not 
holding ballast. Mark it.

5. Below the list, write one sentence: Our ballast, if we hold any, is 
small. Its function is named. It sits beside the spine — never inside it, 
never instead of it. If the sentence does not yet read true, the work is 
to bring it true.

6. Sign the page. Date it. Put it in the folder.

Run this exercise once now. Re-read the page on every January, and on any 
year the household is approached with a new store of perceived value. For 
most households, the right size of this position is zero — and that is the 
right answer for them.



Chapter 29 — The Hold

The Hold Page

1. Open the folder. Below the Ballast page, add a new page titled: The 
Hold.

2. Write today’s date. Then write, in your own handwriting, the rule of 
the hold: Once a deployment is made into the spine or any beside-it 
category, the position is held without interruption — through bull 
markets, panics, recommendations, alternatives, and the household’s 
own occasional certainty that this time it can do better.

3. Below the rule, name the three interruptions the household is most 
likely to face. The friend’s confident recommendation. The headline 
that says the spine is over. The clever alternative that promises more 
for less work. Write them down. The naming is what removes the 
surprise when they arrive.

4. Below the interruptions, write the household’s response to each, in 
one sentence: We do not move the spine on the strength of a friend’s 
confidence. We do not move the spine on the strength of a headline. 
We do not move the spine on the strength of an alternative whose 
mechanism we cannot explain in plain English. Each is the rule the 
household has, in advance, chosen to run.

5. Below the rules, write the two conditions under which the household 
does act: structural rebalancing on a cadence the household has 
chosen, and the renewal of the structure on the renewal cadence Part 
Seven names. Outside those two windows, the hold is the practice.

6. Sign the page. Date it. Put it in the folder.

Run this exercise once now. Re-read the page on every January, on any day 
the household is tempted to interrupt the hold, and on any year the spine 
produces an unusually loud quarter — in either direction. The hold is what 
does the work. Most households, reading the page on a day they were 
tempted, do not interrupt.



Part Six — Spending

What the wealth is for.



Chapter 30 — The Point

The Point Page

1. Open the folder. Below the Hold page, add a new page titled: The 
Point.

2. Write today’s date. Then write, in your own handwriting, three 
sentences completing this phrase: The wealth this household is 
building is for… Be specific. Not freedom. Not options. What, in this 
household, in this life, would the wealth eventually do? Time bought 
back from work? A particular kind of work the household wants to do? 
A particular set of people the household wants to provide for? A 
particular set of years the household wants to live in a particular way? 
Three sentences.

3. Below the three, write the one sentence that comes hardest: If the 
wealth never bought any of those — if it just sat as a number — what 
was it for? The answer to that question, written in plain English, is the 
test of whether the three above are real.

4. Below the test, name the two largest current uses the wealth is not 
yet pointed at — the ones the household has been deferring. The 
renovation. The sabbatical. The gift. The career change. The school. 
The relocation. Name them. The deferring is what produces the 
unused number in a household’s later decade.

5. Sign the page. Date it. Put it in the folder.

Run this exercise once now. Re-read the page on every January, and on any 
year the household notices the wealth growing while the life is not. The 
Point page is the household’s defense against accumulation that has lost its 
function.



Chapter 31 — The Hours

The Hours Page

1. Open the folder. Below the Point page, add a new page titled: The 
Hours.

2. Estimate, in current numbers, the household’s full annual cost of 
living — what it actually takes, year in and year out, to run the life the 
household runs. Divide the household’s current wealth by that annual 
cost. The number is the years of life the wealth already buys, if 
deployed against living costs alone. Write it.

3. Below the number, write a second number: the years the household is 
currently spending on income-producing work that the wealth, 
deployed differently, could already cover. The gap between the two is 
the hours already bought back — and not yet used.

4. Below the gap, write, in your own handwriting, what the household 
would do with the next twelve hours a week the wealth could buy. Be 
specific. Not more time. A specific activity, a specific person, a 
specific place, a specific work. If the answer is I don’t know, that is 
itself the work of the page — the wealth is buying hours the household 
has not yet decided what to do with.

5. Below that, write the one sentence: The hours are for …. If the wealth 
bought them tomorrow, the household would use them for that. The 
page exists so that, on the day the hours arrive, the answer is not 
improvised.

6. Sign the page. Date it. Put it in the folder.

Run this exercise once now. Re-read the page on every January, and on any 
year the household considers buying back time — a sabbatical, a reduced 
schedule, a retirement. The hours the household has not named will be 
filled by whatever is nearest.



Chapter 32 — The Others

The Claims Page

1. Open the folder. Below the Hours page, add a new page titled: The 
Claims.

2. List every person, in the household’s life, who has a current or 
anticipated claim on the wealth. Spouse, partner, children, parents, 
siblings, extended family, dependents, friends, anyone the household 
has, by word or by pattern, signaled it would help. For each: the 
rough size and shape of the claim, named in plain English.

3. For each claim, write one of three labels in the margin. Yes — the 
household chooses to honor this claim, and will plan around it. No — 
the household declines this claim, and will let the person know on the 
household’s own cadence. Unsettled — the household has not yet 
decided, and the deciding is the work of the next step.

4. For every Unsettled, write the date by which the household will move 
it to Yes or No. The deciding is not optional. Claims left unsettled get 
decided by the loudest claim, the most recent ask, or the household’s 
discomfort in the moment — none of which is the household.

5. Below the list, write the one sentence: The household’s wealth 
answers claims by the household’s authorship. The household chooses 
what to honor and what to decline. Sign it. Date it.

6. Put the page in the folder.

Run this exercise once now. Re-read the page on every January, and on any 
year the household’s relationships change in a way that adds or removes a 
claim — birth, death, marriage, divorce, illness, distance. The page is the 
household’s defense against having its wealth answered by ambient 
pressure.



Chapter 33 — The Reach

The Reach Page

1. Open the folder. Below the Claims page, add a new page titled: The 
Reach.

2. Write down, by name and rough annual amount, every organization, 
cause, or person beyond the household that currently receives any 
portion of the household’s wealth. Charitable giving, tithing, regular 
donations, recurring transfers to people outside the household, 
political contributions — anything. If the household believes it gives 
nothing, write that, and write below it the small recurring outflows 
the household may have stopped noticing.

3. For each line, answer two questions in writing. Is this the cause we 
would choose if we were starting from a clean page today? Is this the 
size we would choose if we were starting from a clean page today? 
Mark each line with the answers.

4. Below the list, write the one to three causes the household, on its own 
authority and with no external prompt, has decided are the work it 
wants its wealth to do in the wider world. Be specific. Not education. 
A particular kind of education. Not the poor. A particular form of help 
to a particular kind of person.

5. Beneath the named causes, write the annual figure the household will 
direct toward them over the next twelve months. The figure may be 
small or large. The size is the household’s. The authorship is the point.

6. Sign the page. Date it. Put it in the folder.

Run this exercise once now. Re-read the page on every January, and on any 
year the household receives an emotionally loud ask that did not fit the 
page. The page is the household’s defense against having its reach decided 
by whoever shouted last.



Chapter 34 — The Hands

The Hands Page

1. Open the folder. Below the Reach page, add a new page titled: The 
Hands.

2. Write, in your own handwriting, one or two pieces of work in the 
wider world that the household, having the wealth-bought hours, 
would choose to do directly — not by writing a check, but with its own 
time, attention, and presence. Be specific. The neighbor whose roof 
needs help. The local school. The recovery group. The animal rescue. 
The work in the household’s own community that no one else is doing.

3. For each piece of work, write the smallest first action the household 
can take this month to begin. Not the eventual version. The first 
action. The phone call. The visit. The hour given. The skill offered.

4. Below the work, write the one sentence that most often blocks it: We 
will do this when we have more time, more money, more freedom. 
Then write, below it, the household’s response in advance: We have 
the time the wealth bought. The wealth bought the time for exactly 
this.

5. Schedule the first action on the household’s calendar. Put a date. Put 
a time. The page is not the work; the date is.

6. Sign the page. Date it. Put it in the folder.

Run this exercise once now. Re-read the page on every January, and on any 
year the check has begun to feel like the work. The check is not the work. 
The hands are the work.



Chapter 35 — The After

The After Page

1. Open the folder. Below the Hands page, add a new page titled: The 
After.

2. Write today’s date. Then write, in your own handwriting, the three 
documents every adult household needs: Will. Power of attorney. 
Healthcare directive. For each, write the date of the current version 
the household holds. If the household has none, write None and a date 
by which one will exist — set the date inside the next ninety days.

3. Below the documents, list every account, property, and beneficiary 
designation the household currently holds. For each: the named 
beneficiary, the date the designation was last reviewed, and whether 
the beneficiary still reflects the household the household is now — not 
the household it was when the designation was first made.

4. Below the list, write what the household wants the wealth to do when 
the household is no longer there to direct it. To whom, in what shape, 
on what terms, with what preparation. Be specific. Vague intentions 
handed to a stranger become whatever the default rules say they 
become.

5. Below the intentions, name the two or three people who will need to 
know the page exists and where the household keeps it. The page is 
not a private document; it is a deliberate one. The people named on it 
are owed the knowledge.

6. Sign the page. Date it. Put it in the folder. Calendar the next review 
for one year from today.

Run this exercise once now. Re-read the page every January, and on any 
year the household experiences a birth, a death, a marriage, a divorce, or a 
significant change in wealth. The defaults will decide if the household does 
not. The household decides what the after is.



Chapter 36 — The Use

The Use Page

1. Open the folder. Below the After page, add a new page titled: The 
Use.

2. Write, in your own handwriting, the three largest things the 
household, having built the wealth, has been deferring. The 
renovation. The trip. The school. The career change. The gift. The 
instrument. The year off. Name them.

3. For each deferred thing, write the actual reason in plain English. We 
are waiting for… If the sentence completes with a number the 
household has already passed, the deferral is no longer about money 
— it is about a different software the household has not yet examined.

4. For each deferred thing, write the smallest concrete step toward 
using the wealth on it within the next ninety days. Not the whole 
renovation — the first phone call. Not the year off — the first 
conversation. Not the gift — the first transfer.

5. Below the list, write one sentence: The wealth was built to be used. 
The using is the discipline the saving was always pointed at. Sign it. 
Date it.

6. Put the page in the folder.

Run this exercise once now. Re-read the page on every January, and on any 
year the wealth grows while the deferred list stays the same. The defaults of 
the household are now its own — the saving runs whether or not the 
household is paying attention. The using does not.



Part Seven — Practicing

The discipline that runs across the decades.



Chapter 37 — The Practice

The Practice Index

1. Open the folder. Below the Use page, add a new page titled: The 
Practice.

2. Write, in your own handwriting, the four practices the chapters to 
come will name: Audit. Review. Return. Renewal. Leave space beside 
each for the cadence and the next date — the chapters to come will fill 
them in.

3. Add a fifth line below the four: The Week. The cadence the practices 
fit into is the household’s actual week, not a borrowed one. Chapter 
Forty-Two will name how.

4. Below the five, write the one sentence that holds them: The book 
ends. The practice does not. The page is the household’s promise, in 
advance, that what follows the reading is not silence but the running 
of the operating system the book installed.

5. Sign the page. Date it. Put it in the folder.

Run this exercise once now. Re-read the page on every January, as the first 
step in the annual review. The page is the index of the practice the rest of 
Part Seven names. The pages that follow it fill in the cadence; this page 
holds them together.



Chapter 38 — The Audit

The Audit Cadence

1. Open the folder. Below the Practice page, add a new page titled: The 
Audit.

2. Write the household’s audit cadence. Monthly is the standard. Some 
households can hold weekly. Some, with a stable life and an 
automated structure, can hold quarterly. Pick the cadence the 
household will actually run — not the cadence the household admires.

3. List the inputs the audit reads each cycle: income received, surplus 
produced, debt remaining, current balance of the spine, current 
balance of the buffer, fees and erosions absorbed, any one-time 
movements. Five to ten lines. Short. The audit is descriptive, not 
analytical.

4. Schedule the audit on the calendar. A recurring appointment, on a day 
and a time, on the household’s actual week. Thirty to sixty minutes is 
the size. Two hours is too long; ten minutes is too short.

5. Decide, in advance, the cost the audit will incur if missed once: 
nothing. The audit is not a streak. The next cadence date carries it. 
Decide, in advance, the cost if missed three times in a row: the Return 
practice fires, which Chapter Forty names.

6. Sign the page. Date it. Put it in the folder. Put the first audit on the 
calendar before the page goes back in.

Run this exercise once now. The audit, then, runs on the cadence the page 
just named. The page itself is reviewed once a year, or on any year the 
household’s life changes shape enough that the cadence no longer fits.



Chapter 39 — The Review

The Review Cadence

1. Open the folder. Below the Audit page, add a new page titled: The 
Review.

2. Write the household’s review cadence. Quarterly is the standard. 
Annual is the floor — a household running annually is running the 
practice; a household running less often is not. The review is 
interrogative; it asks whether the plan still fits the numbers the audit 
produced.

3. List the questions the review asks each cycle, in writing: Is the 
surplus rate still right? Is the conversion still happening on arrival? Is 
the deployment still on the spine, sized as authored? Are the claims, 
the reach, the after, and the use still current with the household the 
household is now? Has any page in the folder gone stale? The list is 
short. The point is the household is asking — not summarizing.

4. Schedule the review on the calendar. A recurring appointment, on a 
day and a time, on the household’s actual week. Ninety minutes is the 
size. The review is longer than the audit because the answers are 
harder.

5. Beneath the questions, write the rule the review runs by: The 
numbers come from the audit. The decisions come from the 
household. The review is what closes the gap between the two.

6. Sign the page. Date it. Put it in the folder.

Run this exercise once now. The review, then, runs on the cadence the page 
just named. The page itself is reviewed once a year, alongside the rest of 
the folder. The audit produces the data. The review acts on it. Together, 
they are the practice.



Chapter 40 — The Return

The Return Protocol

1. Open the folder. Below the Review page, add a new page titled: The 
Return.

2. Write, in your own handwriting, the household’s response to a single 
missed cadence: the next cadence date carries the practice. No catch-
up. No double-up. No remediation. The single missed cycle is the 
practice tolerating itself.

3. Below that, write the household’s response to a longer lapse — three 
or more missed cycles, or any stretch where the practice has gone 
silent for more than a season. The protocol is short. The household 
returns by running the next regular audit, with no attempt to 
reconstruct the lapse. The folder gets re-read on the same day. The 
next regular review is scheduled at the next cadence date. The lapse 
is not addressed; the practice is resumed.

4. Write the rule the page exists to enforce: The lapse is not the failure. 
Failing to return is the failure. The return is cheap on purpose. If the 
return is hard, the household will not run it; the lapse will become the 
new normal; the practice will end.

5. Schedule one date, in the calendar, six months out: Read the Return 
page. The page is read whether or not the household lapsed. The 
reading is what keeps the page warm enough to fire on the day a 
lapse arrives.

6. Sign the page. Date it. Put it in the folder.

Run this exercise once now. Re-read the page on the half-year mark from 
today’s date, and every time the household notices a lapse. The lapse is 
universal. The return is what carries the practice across the years that 
include them.



Chapter 41 — The Renewal

The Renewal Cadence

1. Open the folder. Below the Return page, add a new page titled: The 
Renewal.

2. Write the renewal cadence. Five years is the standard. Three for 
households in faster-changing life stages — early career, young 
children, a household in formation. Seven for households in stable, 
late-stage configurations. Pick the cadence the household will actually 
run.

3. Write the questions the renewal asks. The same questions the book 
put once, asked again, fresh, against the household the household has 
now become. What is the wealth for? Who has claim? Where does the 
reach point? What does the after look like? What is being deferred 
that should not be? The list is short; the answers are the work.

4. Below the questions, write the rule of the renewal: The plan is not 
renewed. The answers underneath the plan are renewed. The plan is 
rebuilt from whatever the answers, asked fresh, produce. This is what 
keeps the household, ten and twenty years on, current with itself.

5. Schedule the next renewal on the calendar — three, five, or seven 
years from today’s date. The page is read between renewals; the 
renewal itself runs once on the cadence.

6. Sign the page. Date it. Put it in the folder.

Run this exercise once now to set the page. The renewal itself runs on the 
cadence the page names. Between renewals, the audit and the review keep 
the plan current with the numbers. The renewal keeps the household 
current with itself.



Chapter 42 — The Week

The Week Page

1. Open the folder. Below the Renewal page, add a new page titled: The 
Week.

2. Write, in your own handwriting, the household’s actual week. Work, 
sleep, the rhythms of children if any, the meals, the rest, the 
obligations the week already carries. The page is a description, not an 
aspiration.

3. Below the week, write the practices Part Seven has named: Audit. 
Review. Return. Renewal. Beside each, write where in the actual week 
the practice will live. Not Saturday morning in the abstract — the 
specific Saturday morning the practice attaches to. The first weekend 
of the month, after coffee, before the rest of the day begins. A 
Tuesday evening, after dinner. The household’s own rhythm.

4. For each practice, write the cue the week already carries that the 
practice will hook to. The first of the month. The last Sunday. The 
Saturday after the bank statement arrives. Practices attached to 
existing rhythms run. Practices floating in the calendar do not.

5. Below the attachments, write the one sentence: The practice runs at 
the size this week can hold. We do not borrow a week we do not have. 
If the practice the household designed will not fit the week the 
household actually has, the practice — not the week — is what the 
household revises.

6. Sign the page. Date it. Put it in the folder.

Run this exercise once now. Re-read the page on every January, and on any 
year the household’s week changes shape enough that the practice no 
longer fits. A practice that fits the week is what survives the decade. A 
practice that fights the week is what the household, one season, quietly 
stops doing.



The Closer

The question the book hands back.



Chapter 43 — The Question

The Author’s Answer

1. Open the folder. Below the Week page, add a final page titled: The 
Author’s Answer.

2. Write today’s date. Then write, in your own handwriting, the 
household’s current answer to the question the book closes on: If the 
engine the prior Parts described — the surplus, the conversion, the 
deployment, the hold — were no longer necessary, what would the 
household do? Be specific. Not live freely. A particular life, lived a 
particular way, by this particular household.

3. Below the answer, write what the household would not do — the 
things that would no longer be the work, the deferrals that would no 
longer be deferred, the parts of the current life that were only ever 
there to feed the engine. Naming the no is part of naming the yes.

4. Below that, write the one sentence that holds the page: The author is 
the answer. The world is the question. Whatever the world becomes, 
the household decides which one runs the other.

5. Sign the page. Date it. Put it in the folder, on top of the others — the 
page is the index of the household the rest of the folder is in service 
to.

Run this exercise once now. Re-read the page on every renewal cadence the 
household has named — three, five, or seven years. The answer will age. 
The question will not. The page exists so that the household, twenty years 
from now, can read what its earlier self once authored and decide, on its 
own authority, what to keep and what to revise.



The Fifty-One Truths

From Chapter One through the Closer, in chapter order. The continuous count picks up 
from Book One, which ended at Truth #35.

Truth #36 (Chapter 1)

You inherited a relationship with money before you ever earned a 
dollar of it.

By the time you understood what money was, you had already absorbed 
every belief about it the people around you carried — what it does, what it 
means, what kind of person has it, what kind doesn’t. None of it was 
chosen.

Truth #37 (Chapter 1)

Your brain doesn’t optimize for wealth. It optimizes for the money 
story you were handed.

The brain runs whatever program was installed first. If the program says 
money is dangerous, it will protect you from money. If the program says 
money is for other people, it will keep you among the others. It has no idea 
you wanted to be wealthy. It is doing its job.

Truth #38 (Chapter 1)

You don’t see money as it is. You see money as the people who raised 
you saw it.

The lens was ground before you knew there was a lens. Every dollar you’ve 
earned has been filtered through it. Every decision about money you’ve 
ever made has been shaped by it. And until you examine the lens, you’ll 
keep mistaking the distortion for reality.

Truth #39 (Chapter 2)

The lies you tell yourself about money are the ones nobody else ever 
hears.

Lies told to others get checked, contradicted, embarrassed out of existence.  
Money lies live behind a wall of cultural silence — no one asks, no one 
contradicts — and so they survive unopposed for a lifetime.

Truth #40 (Chapter 2)

The stories you tell yourself about why you can’t have money are the 
actual reason you don’t.



The stories aren’t observations about your financial life. They are the 
blueprint of it. Repeat one long enough and it becomes the walls of the life 
you actually live in.

Truth #41 (Chapter 3)

Your money vices wear the face of friends. They are the reason your 
surplus never forms.

Every charming money habit — the daily treat, the small upgrade, the “I’ve 
earned it” — presents itself as a kindness to yourself. It is, in fact, a quiet 
transfer from the life you wanted to the life you’re settling for.

Truth #42 (Chapter 4)

Your most dangerous money beliefs are the ones that no longer feel 
like beliefs.

A belief that still feels like a belief can be examined. A belief that has 
graduated to the status of obvious fact runs unopposed. The most expensive 
money certainties live in the place you have stopped noticing they’re there.

Truth #43 (Chapter 5)

You spend real money on an imaginary audience.

The neighbors, the colleagues, the relatives you’re outfitting yourself for 
are too busy performing for their own imaginary audiences to ever notice 
yours. The audience is fiction. The money is real. And the money never 
comes back.

Truth #44 (Chapter 6)

Your financial life is perfect. It is the exact, compounded result of 
every decision you ever made about money.

The bank account is the verdict on the decisions, not the verdict on the 
person. The math is mechanical. The compound is exact. What you see is 
what you built.

Truth #45 (Chapter 7)

Blame feels like accountability. It functions as anesthesia.

The mind that is busy litigating the past is not the mind that makes the next  
decision. Whichever direction your eyes are facing is the direction you are 
not. While you face backward, the compound clock keeps running — and it 
pays whoever is facing forward, which is no longer you.

Truth #46 (Chapter 7)

The money was taken once. Resentment makes you pay forever.



Every grievance you keep alive past the moment of naming becomes 
interest the perpetrator collects in your attention, your sleep, and your 
future decisions. They took from you once. You pay them every day after 
that, voluntarily, with the only currency you actually own — your finite 
hours.

Truth #47 (Chapter 8)

After enough time, the asking is the answer. The permission is yours 
alone to give.

Real research has scope and a deadline. Permission-seeking has neither. 
The information has been sufficient for years — what is missing is the act, 
and the only person who can authorize it is you.

Truth #48 (Chapter 9)

In money, the truth is a number. All progress starts by writing it 
down.

Every other domain lets you trade in adjectives. Money does not. The gap 
between the life you have and the life you imagine is measurable to the 
dollar — in numbers you have refused, sometimes for decades, to write 
down.

Truth #49 (Chapter 10)

Income is a rate. Wealth is a reserve. Confusing the two is the most 
expensive error any adult makes about money.

Income is dollars per year — a flow. Wealth is dollars — a balance. They are  
different kinds of thing, and they move independently. The conversion is the  
lever — and the lever is available on the income you already have.

Truth #50 (Chapter 11)

The world does not pay for effort. The world pays for value.

Effort is what you put in, on your side. Value is what arrives on the buyer’s 
side. The income is set by what the buyer received, never by what it cost 
you to produce. The two ledgers do not balance, and have never been the 
same ledger.

Truth #51 (Chapter 12)

The lever decides the reach. Same hour, longer lever, more reach.

An hour traded for time reaches one buyer. An hour built into a product, a 
piece of code, a piece of writing, a team — reaches as many as the world 
wants. The hour does not change. The lever does.

Truth #52 (Chapter 13)



2x demands more. 10x demands different. Different is easier than 
more.

Doubling extracts harder work from the same lever. Multiplying by ten 
requires a different lever, a different problem, a different self. The bigger 
leap forces the structural change that the smaller leap lets you avoid — and 
the structural change is where the wealth lives.

Truth #53 (Chapter 14)

The lever pays late. Most quit during the silence. The silence is the 
build.

The lever produces no reward while it is being built. The flat part of the 
compound curve looks identical to failure from the inside, and the builder 
who quits there has done the work and walked away the day before the 
bend. Most builders quit. The few who finish are not the most talented — 
they are the ones who decided, before the silence began, to trust the math 
instead of the silence.

Truth #54 (Chapter 15)

The lever raises the rate. Only the conversion raises the reserve.

A lever pays in income, not in wealth. The income is the rate; the reserve is 
what survives the conversion. A bigger faucet, run through the same 
conversion fraction, produces a bigger flow into lifestyle and the same 
wealth as before — the years in the silence get paid back in conversion or 
they do not get paid back at all.

Truth #55 (Chapter 16)

Wealth is what stays. The rest was money in motion.

Income arrives, deposits land, conversion runs — these are events, not 
wealth. They are dollars in motion, briefly visible in your accounts on the 
way to somewhere else. The surplus is the only place dollars stop moving, 
and only the dollars that stop and stay long enough to compound were ever 
wealth at all.

Truth #56 (Chapter 17)

Debt is compounding in reverse. Same engine, higher rate, against 
you.

The same compounding that builds wealth in your favor dismantles it in 
reverse. The lender’s rate is higher than yours will ever be. Run long 
enough, the position is worse than zero — and zero is where the surplus 
had to start.

Truth #57 (Chapter 18)



Lifestyle takes the raise by default. The surplus grows only on what 
you defend.

The income rises. The lifestyle quietly rises with it, automatically, without 
anyone making a decision. The surplus stays roughly the size it was, 
because the surplus only ever grows on the dollars you defended from the 
calibration. Held lifestyle, not raised income, is what makes the surplus 
grow.

Truth #58 (Chapter 19)

A dollar held is a dollar shrinking. The number is not the worth.

The statement does not change. The price of bread does. The dollar quietly 
loses worth every year, in every account, regardless of what the household 
does — and the only defense is to hold the surplus in things that grow faster  
than the dollar shrinks.

Truth #59 (Chapter 20)

All growth is taxed. The structure decides what stays.

The household cannot stop the taxation of growth — but it can decide, once,  
where the surplus lives for the rest of the working life. That single 
structural choice, made well and left alone, determines whether the tax 
takes a small share or most of the compounding.

Truth #60 (Chapter 21)

A fee compounds the same as wealth. Across a working life, it takes 
half.

The percent is charged on the balance every year, regardless of 
performance or growth. Run through compounding for decades, that small 
annual share becomes roughly half of what the surplus would otherwise 
have been — paid quietly to a private institution that arranged to take it 
before the household ever saw the dollars leave.

Truth #61 (Chapter 22)

What you cannot explain in plain English, you do not own — you 
fund.

The complexity is not the price of sophistication. The complexity is the 
moat. The household that deploys the surplus into what it cannot articulate 
supplies the fuel for the mechanism it cannot see.

Truth #62 (Chapter 23)

A buffer absorbs the shock. A surplus without a buffer is the buffer.



The buffer’s job is to be liquidated when the unexpected arrives. The 
surplus’s job is to compound, untouched, for thirty years. Any household 
that confuses them ends each emergency back at zero.

Truth #63 (Chapter 24)

Wealth is what compounding does to a surplus left alone.

Compounding is not a feature of investing. It is the entire mechanism. The 
dollars you add are the seed. The years are the entire crop. The wealth that 
arrives — when it arrives — is not what you put in. It is what compounded 
on what you put in, on what compounded on that, across decades the 
surplus was simply left alone.

Truth #64 (Chapter 24)

Time is the asset. The rate is bounded. The years are not.

Optimizing for rate is the standard error of every adult who notices the 
math is real. The error is not that rate doesn’t matter — it does — but that 
rate is small relative to time. A modest rate held for forty years beats an 
aggressive rate held for fifteen. The years are the asset that does the actual  
work, and the household’s only durable lever on the years is to start.

Truth #65 (Chapter 25)

Broad ownership of the productive economy, held for decades, is the 
spine of wealth.

One category — broad, diversified, low-cost ownership of many productive 
enterprises through a single household-accessible vehicle — has reliably 
produced real wealth across long sweeps of human history. The vehicle is 
not clever. The decision is not complicated. The mechanism is owning many 
productive things, at low cost, for a long time.

Truth #66 (Chapter 25)

Owning the many is the spine. Owning the few is the bet. Build the 
spine first.

Broad ownership and concentrated ownership are different games with 
different distributions of outcomes. The spine is reliable across decades. 
The bet is wide across outcomes. The household that confuses them — or 
builds bets in place of a spine — has no spine at all. The spine is built first. 
The bet, if it happens, sits beside it.

Truth #67 (Chapter 26)

Productive real estate is held for the rent it pays. The home is held 
for the life it shelters.



They share a roof. They do not share a category. One is wealth — 
productive, income-bearing, beside the spine. The other is shelter — the 
place where the household’s life happens. Most adults have confused them 
for so long that they cannot tell them apart.

Truth #68 (Chapter 26)

Productive real estate compounds through rent. Not through price.

Rent collected, year after year, against an asset whose value rises slowly 
with the broader economy, is the durable mechanism. The price the market 
gives the asset on any given day is a side effect of the rent it produces. 
Households that buy for the rent are owning. Households that buy for the 
price are speculating.

Truth #69 (Chapter 27)

Direct ownership is concentrated equity in a productive enterprise 
the household understands.

The mechanism is the same as broad ownership — owners of productive 
things receive a share of the profit. What changes is everything around the 
mechanism. The diversification is gone. The information requirement has 
replaced it. The household trades the protection of the basket for direct 
knowledge of one productive thing.

Truth #70 (Chapter 27)

Direct ownership belongs to the household with a spine, a buffer, 
and specific knowledge.

Three preconditions sit in front of this category. Without all three, the 
position is gambling dressed as investing. With all three, it is a measured 
bet at the margin, sized to survive a wipeout, beside a spine that does not 
depend on it.

Truth #71 (Chapter 28)

Stored value holds. It does not produce. Hold it small, for a named 
function, beside the spine.

An ounce of gold has bought roughly a fine suit across two thousand years 
— held value, never produced wealth. The mechanism is sitting, not 
compounding. The household that holds it at all holds a small piece, for a 
named function, beside the engine that does the work.

Truth #72 (Chapter 29)

Holding is the work. The wealth lives in the years you do not 
interrupt.



From outside, holding looks like inaction. From inside, it is active discipline 
— the deployment happens once, the holding happens every week of the 
working life. The wealth is produced by what the household does not do.

Truth #73 (Chapter 30)

Wealth is a means, not an end. Wealth pointed at nothing produces a 
number the household cannot use.

Money is a tool. The tool is for something. The household that confuses the 
tool with the goal accumulates past any usable purpose — and arrives at the 
end of a working life with a number it never decided what to do with.

Truth #74 (Chapter 31)

Wealth buys back time. Time pointed at nothing is the same failure, 
measured in hours.

Productive work converts hours into money. Wealth converts the money 
back into hours. Time bought back without an answer for what the hours 
are for is wealth pointed at nothing — refunded in a different unit.

Truth #75 (Chapter 32)

The household does not live alone. The wealth answers the claims 
placed on it — deliberately, or by default.

Every relationship the household carries places claims on the wealth across  
the years. The deliberate household decides which claims to answer, and 
how, and on what terms. The default household lets the loudest claim, in 
the most pressured moment, decide for it.

Truth #76 (Chapter 33)

The wealth reaches past the household. The household decides 
where it reaches — or the loudest claim does.

Wealth not deliberately deployed in the wider world is deployed anyway — 
by viral campaigns, social pressure, year-end guilt, the news cycle. The 
deliberate household decides its causes, its terms, and its ceilings before 
any of those arrive.

Truth #77 (Chapter 34)

Wealth funds the work the household does itself. The household 
does the work — or the freedom does nothing.

Some work in the world only gets done because a household with the 
wealth-bought hours does it directly. The deliberate household takes such 
work up. The default household sends the check, performs the title, or 
never asks whether the freedom was for work the household could do itself.



Truth #78 (Chapter 35)

The wealth outlasts the household. The household decides what it 
does after — or the defaults decide.

Every working life produces a wealth that outlives the working life. The 
deliberate household decides — to whom, in what shape, on what terms, 
with what preparation — before the wealth has to operate without it. The 
default household leaves the deciding to be done by whoever is closest to 
the wealth at the moment the household is gone.

Truth #79 (Chapter 36)

Wealth is used or wealth is unused. The household decides what the 
using is — or the freezing, the drifting, and the signaling decide for 
it.

The household built the wealth by years of saying no. The using is a second 
discipline — not the absence of the first. The deliberate household spends, 
in advance and on its own terms, on the life the wealth was built for. The 
default household freezes, or drifts, or signals, or compensates — and the 
wealth, however large the number, is never actually used.

Truth #80 (Chapter 37)

An operating system is practiced or it is forgotten. The household 
runs the practice — or the inherited code, which never left, runs the 
household in its place.

The book ends. The practice does not. The truths the book installed are held  
by the household’s daily, weekly, yearly use of them — or, unused, fade into  
the shape of the older code, transaction by transaction, year by year, until 
the new code is the name of something the household stopped doing a long 
time ago.

Truth #81 (Chapter 38)

The household either looks at its actual money or imagines it. What 
stays unseen drifts. What gets seen gets steered.

The audit is the deliberate looking. The household that runs it has current 
data on what its money is actually doing. The household that does not runs 
on the older numbers, the estimated numbers, the numbers the household 
would prefer were still true. Every other practice the household runs begins  
with what the audit produces — or operates on what the audit, having not 
been run, never produced.

Truth #82 (Chapter 39)

Data without decisions is record-keeping. The household either 
reviews the plan against what the audit shows — or runs the plan the 
audit was meant to test.



The audit is descriptive. The review is interrogative. The audit produces the  
numbers the household has. The review asks, on a cadence, whether what 
the household is doing is still what the household, having seen the numbers,  
would author today. Without the review, the audit produces data and the 
original plan keeps running — regardless of whether the original plan still 
fits.

Truth #83 (Chapter 40)

Every long-term practice lapses. The household either has a return 
— cheap enough to actually run — or the first missed cadence ends 
the practice.

The lapse is universal. It will arrive in every household across the years. 
The lapse is not the failure mode. The response is. A return designed in 
advance, light enough that the household can run it without effort, is what 
carries the practice across the years that include lapses. Without it, the 
audit and the review, however well-built, end the first time the household 
misses.

Truth #84 (Chapter 41)

The answers underneath the plan age. The household either re-
derives them — on a cadence, against its current life — or runs the 
plan, in the years to come, in service of an answer some prior version 
of itself once gave.

The audit produces the numbers. The review keeps the plan current with 
the numbers. The renewal keeps the household current with itself. Without 
it, the plan compounds — accurate, well-run, year by year — in service of 
answers the household, were the questions now put fresh, might no longer 
author. The plan stays current. The household stays out of date with itself.

Truth #85 (Chapter 42)

A practice runs at the size the household’s actual week can hold. The 
household either builds the practice into the life it has — or, by 
asking willpower to summon a different life, watches the practice 
fade.

Summoning capacity is finite. The practice that lives in time the week 
already has, attached to rhythms the household already keeps, runs by 
mechanism across the years. The practice that demands time the household 
does not have, in slots the household must summon, runs until summoning 
runs out. The household designs the practice to the week it has — or runs 
an elaborate practice, against a week that did not have room for it, until the  
week reclaims its time.

Truth #86 (Chapter 43)



The author is the answer. The world is the question. The household 
decides which one runs the other.

Whatever the world becomes — scarce or abundant, working or post-work, 
recognizable or not — the household that authors its own decisions remains 
the answer the truths were teaching.



The Forty-Three Beliefs

One per chapter, in chapter order. The first-person pledge attached to each chapter’s  
truth. Read across, the beliefs are the operating system in chantable form.

Chapter 1. I inherited my money software. I choose to examine it.

Chapter 2. I am the easiest to fool about money. I choose to stop.

Chapter 3. My money vices are liars. They are stealing from my 
future.

Chapter 4. My money certainties are not facts. I put them on trial.

Chapter 5. Nobody is watching. I stop performing and start building.

Chapter 6. I built this financial life. I am the one who rebuilds it.

Chapter 7. Blame is a sedative. I drop the case and face forward.

Chapter 8. I already know. I give myself permission and act.

Chapter 9. I write the numbers down. I work from where I am.

Chapter 10. Income is what I earn. Wealth is what I keep. I keep 
more.

Chapter 11. I am paid for value, not effort. I create more value.

Chapter 12. I build long levers. Same hour, more reach.

Chapter 13. I aim for 10x. Different is easier than more.

Chapter 14. I keep building in the silence. The silence is the build.

Chapter 15. I convert every dollar the lever pays before I spend it.

Chapter 16. What I keep becomes wealth. I keep most of what I 
convert.

Chapter 17. I refuse to compound in reverse. I clear the debt.

Chapter 18. I send the raise to the surplus, not the lifestyle.

Chapter 19. Cash is a leak. I keep the surplus in growth.

Chapter 20. I put the surplus where the tax takes a small share.

Chapter 21. I put the surplus where no one takes a percent.

Chapter 22. I do not deploy a dollar I cannot explain.

Chapter 23. I keep a buffer so the surplus stays the surplus.

Chapter 24. I do not interrupt the compounding. The years are the 
wealth.



Chapter 25. I own the many, not the few. I hold the spine.

Chapter 26. I hold real estate for the rent, not the price.

Chapter 27. I take stakes only in what I know, in sizes I survive.

Chapter 28. I do not confuse what sits with what compounds.

Chapter 29. I hold what I chose. The years do the work.

Chapter 30. The wealth is for something. I decide what.

Chapter 31. I buy back time. I decide what it’s for.

Chapter 32. I give by choice. I decline by choice. Both are mine.

Chapter 33. I direct the wealth’s reach. The loudest does not decide.

Chapter 34. I put my hands in. The check is not the work.

Chapter 35. I decide what I leave. I do not leave the deciding.

Chapter 36. I use the wealth. I do not watch the number.

Chapter 37. I run the practice. The practice does not run itself.

Chapter 38. I look at the actual numbers. I do not imagine them.

Chapter 39. I act on the numbers. I do not just record them.

Chapter 40. I return to the practice. I do not start over.

Chapter 41. I ask the questions again. I do not assume the answers.

Chapter 42. I fit the practice to my week. I do not borrow another.

Chapter 43. I am the author. Whatever the world becomes, I decide.


