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Since starting the Prosperity Economics Movement nearly a decade ago, we have learned 
so much about what our clients and advisors need to know. We’ve learned what resonates 
and what doesn’t. And we’ve certainly learned how we need to adapt as the financial land-
scape changes. 

Being a nonprofit that seeks to educate financial advisors and the public about our 
philosophy and approach to money, it’s important that our core beliefs and values be 

communicated in a set of principles—our Principles of Prosperty. With the start of the 
2020s, and what is turning out to be a tumultuous start no less, we’re recommitting to our 
previous list of seven principles and adding five more. 

Before jumping into them, it’s important to realize none function alone. Similar to 
a holistic approach to personal wellness, we take a holistic approach toward personal 
finance. These twelve principles build on one another, work with one another, and go full 
circle. So while you can certainly pick any particular one and read about it, understand 
that our perspective is that there’s a sequential relationship to them as well. 

While these principles represent the foundational truth of our mission, we want you 
to also see them as an opportunity filter through which financial products and strategies 
can be considered. As we walk our clients through their initial assessments, regular “check-
ups,” or when circumstances change or dictate, this opportunity filter helps to make sense 
of what’s in hand and what the best path forward is. 

So, let’s get started. And what do we do when we venture forth into anything? We set 
our minds to it. We develop a mindset. The 12 Principles of Prosperity are no different. 
Your mindset is your first and foremost step toward your financial goals, and as such, it 
comprises our first principle.

Introduction
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#1
Think

Prosperity Mindset = opportunities and a fulfilling lifestyle versus the 
poverty created by a Scarcity Mindset. Thinking is your stewardship.

You’ve probably heard the phrase “Fake it till you make it.” If you haven’t, it expresses the 
idea that we should act and behave in a way that we’re aspiring to become, and doing 
so will help get us there. There’s some truth and value in that. For example, people who 
exude confidence (even when they lack confidence inside) often create positive results as 
others around them see their confidence. And imagine if a sales rep who was pitching you 
showed up in an old car versus a new car. The new one could be a rental (“faking it”), but 
there’s a likelihood that you’d favor this rep over the old-car rep—all other things being 
equal. Because our rep in the new car gets the deal, it’s proving that faking success gener-
ates successful results.

But this has always bothered us. There’s an underlying inauthenticity that “fake it” both 
promotes and expresses, and authenticity is an important value in my book. So, we prefer 
a different take on this concept: “Act as if.”

Acting as if expresses a mindset versus fakery. You may or may not drive a new car 
by acting as if—it’s more what you think of doing so. Driving the new car is more about 
wrapping yourself in the emotion that you’ve attached to your value of success. This is 
why the car itself is irrelevant, or at least variable from one person to another. What we’re 
getting at here is mindset, and specifically a Prosperity Mindset.

When we are continually prosperous in our thinking, it subconsciously enables and 
programs our actions and decisions. This can be as minimal as our posture at a networking 
event to as significant as a major business choice. These actions and decisions then have 
results, which create a feedback loop into our thinking. Thinking leads to words leads to 
actions leads to results leads to thinking — the loop is true whether it’s positive or neg-
ative. We aren’t saying all properous thinking leads to prosperous results. Of course it 
doesn’t. But how we think about the results, positive or negative, is as important as the 

results themselves. Do you see a negative result as a failure or a lesson? Is it an obstacle or 
an opportunity? 
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The fundamental key here is that we are in control of our thoughts. No one else is, at 
least not without our permission. This is why some immensely successful people, Oprah 
Winfrey being a popular example, have come out of incredibly difficult childhood circum-
stances. How they thought about their circumstances dictated their potential, not the 
circumstances themselves.

So we have this thing called a mind. Humans have struggled to understand the mind for 
centuries, as it seems almost separate from who we are physically. And yet it does come 
from the process of our trillions of neurons firing in tandem with the chemicals that course 
through our brains. Whatever you believe the mind to be — physical, spiritual, or some di-
vine combination — our relationship to it carries supreme importance in how we enjoy life.

Another old adage: Our minds make excellent servants, but terrible masters. This is the 
essence of having a Prosperity Mindset. As we go forward with the 12 Principles of Pros-

perity Economics, keep in mind that they are built on the idea that our minds serve us. 
Your mind is a gift. Whether we share the same spiritual beliefs or not, we think we can all 
agree on this. You were given your mind in some way, and as such, you are a steward of its 
power. You can use it for good or use it for bad; you can use it to think in terms of pros-
perity or in terms of scarcity. It’s your choice at all times, under all circumstances. 

To be clear, we’re not denying the all-powerful significance of our childhood program-
ming. If you constantly received messages of lack and scarcity and financial fear, those are 
very challenging to overcome. But there are two things to keep in mind at all times:

1. We can’t have two thoughts at the same time.
2. We choose what our thoughts are.
So when you catch yourself in a scarcity mindset or negative thinking, change your 

thought to a prosperous or positive one. Man, I can’t take one more rejection becomes 
Each rejection is one step closer to a sale.

We are stewards of our minds. This is such a powerful concept, which is precisely why 
Think is the first of our 12 Principles of Prosperity. 

Set yourself up for a prosperous future by having a prosperous vision. Frame what your 
future looks like. As you create a sense of what this future looks and feels like (emotions 
are extremely important programming tools), let it permeate your thinking. This is the 
acting as if part. You’re acting as if you already own your future and you just need to claim 
it — through your words, actions, and decisions going forward.

We know this is mountainous territory. So if it feels like we’ve laid a confusing or 
daunting path before you, feel free to contact us. We’d love to guide you to a Prosperity 
Mindset.
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Notes on Principle #1: THINK
Jot down your thoughts and ideas below regarding a few points:

 ➤ How do you feel about what you read? 

 ➤  What are ways you might change some of your money habits in order to incorporate 
this principle?

 ➤ What would you ask a Prosperity Economics Advisor about this principle?
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#2
See

Adopting a big-picture perspective where you can see how each one of your 
economic decisions impacts all of the others. Seeing is your opportunity.

Just as the first principle — Think — is a mindset, this one is as well (though not entire-
ly). The idea here is to step back and look at the big picture when we’re making financial 
decisions. Obviously, through the process of examining our choices it’s important and nec-
essary to drill down to specific tactics, individual products, and detailed options. And of 
course, we’re going to get down to very specific numbers. But once we’ve done that deep 
dive into the facts and figures, we need to pull back out to the big picture — what some 
people refer to as “the 30,000-foot view,” as if from an airplane.

Typically, we examine five things: assets, liabilities, income, expenses, and insurance. 
So, you want to see the big picture not only for each one of these, but also the big pic-
ture across all of them. This is how we arrive at a holistic perspective of one’s finances, 
in the same way that a health practitioner should take a holistic perspective regarding a 
patient — diet, exercise, lifestyle, emotional fitness, stress, genetics, etc. 

One of the main goals of the Prosperity Economics Movement is to develop and in-
corporate technology to help clients and us see how each individual economic or financial 
decision impact the others. This is the overarching purpose of the Truth Concepts calcu-
lators. With these, we can almost instantly dive down to the detailed numbers and then 
pull back out to the big picture. If you refinance your mortgage, how can this improve 
the cash reserves in your whole life policy? In one’s finances, especially as they get more 
complex, there can literally be dozens and even hundreds of these kinds of calculations. 
Failing to look at the specifics and the 30,000-foot view is an invitation to make a poten-
tially huge mistake.

An analogy we often think of, related to this, is cooking and baking. You have a list of 
ingredients with quantities of each, and you have the process of bringing them together 
as a whole into a resulting dish. Adjusting any aspect of the ingredients, quantities, se-

quence, and process will lead to a very different outcome — and perhaps even a dining 
disaster! Milk, eggs, sugar, flour, baking soda, and butter can make a wide variety of things. 
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We have the same thing with finances. A little more or less of this or that, a different 
sequence, or a different process can have a dramatic effect. If you don’t pay attention to 
both the details and the big picture, the results may not be good.

Notes on Principle #2: SEE
Jot down your thoughts and ideas below regarding a few points:

 ➤ How do you feel about what you read? 

 ➤  What are ways you might change some of your money habits in order to incorporate 
this principle?

 ➤ What would you ask a Prosperity Economics Advisor about this principle?
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#3
Measure

The efficiency of an asset. Start with the growth and then reduce it by tax-
es, fees, and opportunity costs. Know the scorecard of your assets, liabili-
ties and cash flow.

It’s pretty obvious that measurement is a key part of finance, so what we’re talking about 
here is specifically measuring the efficiency of an asset. This takes into account all of the 
aspects of the asset to measure how efficient it is in total. Put another way, an asset could 
be highly efficient in one regard but not overall, given the totality of your finances and 
circumstances. A good analogy is a motorcycle — excellent when looked at strictly on gas 
mileage, but not so much when you factor in the cost of insurance.

An example of an asset many people have, that can look very different depending 
how you measure it, is a SIMPLE IRA. Let’s say it contains a single fund comprised of a typ-
ical 70/30 mix of stocks and bonds. For much of the past decade, such an asset could’ve 
been returning double-digit percentages annually. That is certainly good in itself. But what 
if we factor in the future cost of this IRA when it’s taxed? (SIMPLE IRAs are tax-deferred.) 
Depending on overall circumstances and following our previous principle — See — this 
IRA might not be the most efficient asset available.  

Perhaps the most important measurement that’s overlooked, however, is opportunity 
cost — something that Prosperity Economics Movement advisors consider carefully. In 
the simplest sense, opportunity cost is what we give up when we make a choice. It’s the 
cost of giving up the alternate opportunity. (In strict economic terms, it’s the “next best 
opportunity.”) So, if you spend $500 on a desk, you now have that desk, but you’ve also 
lost the use of that $500 for something else. If that $500 could’ve earned you $50 in three 
months somehow, the opportunity cost of buying that desk was $50. 

All of our financial (and often non-financial) choices have an opportunity cost. The 
goal is to navigate our financial choices being equally mindful of our opportunities and 
opportunity costs. The principle of Measure takes into account both of these as our ad-

visors work with clients to achieve optimal outcomes. A common situation we get into is 
the choice between a 15- and 30-year mortgage. Typical financial advice says that a 30-year 
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mortgage costs more, and that’s true strictly in a sense of the totality of principal and in-
terest. However, the homeowner who is pumping extra money each month into a 15-year 
mortgage payment needs to consider the opportunity cost. Prosperity Economics Advi-
sors can reveal this cost through our Truth Concepts calculators. Quite often we are able 
to show the homeowner investment strategies that can actually earn them much more 
over time by going with a 30-year mortgage and putting the monthly payment difference 
into another asset (and ideally one more liquid). In these instances, the opportunity cost is 
the loss of this alternate income by sticking with the 15-year mortgage. 

Ultimately, the goal is to measure the efficiency of our assets, both individually and 
as a whole. In seeing how they play with and against each other financially, factoring in 
opportunity cost along the way, we can arrive at the best strategy for a given client’s situa-
tion and goals.

Notes on Principle #3: MEASURE
Jot down your thoughts and ideas below regarding a few points:

 ➤ How do you feel about what you read? 

 ➤  What are ways you might change some of your money habits in order to incorporate 
this principle?

 ➤ What would you ask a Prosperity Economics Advisor about this principle?
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#4
Cash Flow

The true value of money is cash flow. Don’t focus too much on net worth. 
Cash flow is the ultimate goal of any asset.

Unfortunately, for a long time our culture and mass media have enamored people with 
net worth. The Forbes 500 stacks up our richest Americans by this number. When you do 
a Google search on a given celebrity, one of the top results will be her or his net worth. 
And the classic definition of a millionaire, still the standard of financial success for most 
Americans, is based on net worth.

But this vastly overlooks and distracts people from the greater importance of cash flow. 
Cash flow gives you the opportunity to direct your money as needed to meet imme-

diate, near-term, and long-term goals. It dictates what you can and can’t do in a variety 
of situations. It affords flexibility. Net worth, which is often “on paper” and merely theo-
retical, doesn’t speak to the reality of money the way cash flow does. While building your 
net worth is very connected to rates of return, the principle of cash flow says, “You can’t 
spend rate of return.”

If you ever watch the TV show Shark Tank, which features entrepreneurs pitching to 
investors, you’ll quickly learn that the investors want to know when they’ll get their mon-
ey back. Sure, they care about their equity percentage in the investment and some sense 
of return, but they want to know as much, if not more, how quickly they’ll recover their 
investment. This is cash flow. While that money is sitting in this entrepreneur’s start-up, 
the investor can’t do anything with it. It only has value (flow) when it’s back in the inves-
tor’s bank account.

Cash flow even has a surprising connection to taxation — taxes and tax loopholes 
are actually means for the government to keep money moving. These mechanisms drive 
behavior. So, for example, a particular loophole might be perceived by many as a negative 
(loopholes are often portrayed this way), but what it likely does is encourages wealthy 
people to invest their money back in the economy. Otherwise, if there were no incen-

tive, the risk is that some wealthy people would just sit on their money. The economic 
difference between Bill Gates plunking $10 billion into a safe hold versus putting it into 
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an active foundation — the cash flow — is enormous. This can be said as well of Warren 
Buffet’s “billionaires’ pledge,” in which a few dozen billionaires so far have signed a pledge 
to give away most of their wealth during their lifetimes. Philanthropy and goodwill aside, 
this is fundamentally an engine of cash flow at a large level. 

So really, if you think about it, a fascinating alternative to the Forbes 500 would be a 
list that revealed and ranked the cash flow of the wealthiest Americans.

Notes on Principle #4: CASH FLOW
Jot down your thoughts and ideas below regarding a few points:

 ➤ How do you feel about what you read? 

 ➤  What are ways you might change some of your money habits in order to incorporate 
this principle?

 ➤ What would you ask a Prosperity Economics Advisor about this principle?
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#5
Control

The level of influence over financial product performance and use.  Finan-
cial Education and proper product selection increase control.

This principal looks at every asset and aspect of cash flow to see how much you really 
control. What we’re trying to pin down is your level of influence over these. What’s inter-
esting is that you can have two people with the same asset but with differing amounts of 
control — and this often comes down to financial education or knowledge. The more you 
have, the more control you have over your assets.

So, the first perspective to take away here is that your knowledge is your best asset. 
Obviously this applies in a wide variety of ways, but for our purposes, we’re talking about 
financial knowledge. Having a solid understanding of these principles as well as other 
aspects of your money puts you in an advantageous position regardless of your financial 
situation in the moment. To make an extreme comparison, if you gave Warren Buffett a 
thousand dollars and an average person a thousand dollars, you can probably guess which 
of the two would do better with the money after a year. Same thousand dollars, two 
different results because of the knowledge gap. 

To be clear, we’re not expecting you to become a financial expert — only pointing out 
that the more you know, the more control you have. You may choose to delegate your 
control to someone else, and that may be the wisest choice, but having a foundational 
knowledge of money puts you in a better position to delegate your control. This is pre-
cisely why we hear stories from time to time of celebrity athletes and entertainers who 
were duped into terrible investments or financial choices — if not swindled. These people 
had a massive imbalance between the amount of money they had (a lot) and the money 
knowledge they had (a little). While no amount of knowledge can guarantee you won’t be 
ripped off, the more you have the better. 

A good example of how this can play out is people who have aggressive retirement 
goals. These are often people who want to retire at 45 or 50 and need to earn a 20–30 

percent rate of return on their money. This goal almost necessitates that they entrust 
their portfolio to an expert. Someone with average, or even above-average, financial savvy 
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is very unlikely to know how to generate this rate of return consistently. And the net 
result is that they’ve relinquished all of their control, and worse yet, under what would be 
highly risky and uncertain financial conditions.

So how does this fare with Prosperty Economics Advisors? Well, our goal is to pro-
mote client control through co-responsibility in all financial aspects. This means helping 
you achieve a healthy balance of education to match the level of control our services 
require. We want you to have a strong comprehensive understanding of your assets, which 
we show and teach you through a detailed examination of your finances following the 
principles in this book.

Notes on Principle #5: CONTROL
Jot down your thoughts and ideas below regarding a few points:

 ➤ How do you feel about what you read? 

 ➤  What are ways you might change some of your money habits in order to incorporate 
this principle?

 ➤ What would you ask a Prosperity Economics Advisor about this principle?
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#6
Liquidity

Access to cash for adversity or opportunity. This helps to increase Control.

As we stated at the start of this book, these principles link nicely together and sequential-
ly from one to the next. So, it’s only appropriate that we follow Control with Liquidity. In 
the realm of assets, nothing gives you more control than liquidity. 

The funny thing is, with all that liquidity offers — not to mention being a key part 
of any successful portfolio — not many people want to talk about it. Pundits and media 
financial advisors rarely cover it, and clients typically don’t bring it up. When we do, some 
clients even start to check out! So yes, it’s considered a boring topic, but only because 
people don’t know what they’re missing.

First and foremost, the Prosperity Economics philosophy, rooted in an abundance 
mindset, espouses that opportunities are all around us. And given that, liquidity is so 
important because it gives life to opportunity. You’ve likely heard the phrase “Success is 
when preparation meets opportunity” — well, liquidity is a big part of preparation.

Of course liquidity is critical in times of need, which is why we certainly promote 
building and maintaining an emergency fund of at least several months’ to a year’s worth 
of living expenses. But put less thought to that (only what’s needed) and more to building 
and keeping an opportunity fund. First, it’s the abundance mindset behind it, and second, 
it’s important to prosperity overall. One entrepreneur we heard about recently said that 
he likes to keep about 5 percent of his company’s budget available for taking chances. As 
he put it, you have to be able to take a shot on things with money you can afford to lose, 
but which can lead to great outcomes as well.

Back to our look earlier at net worth versus cash flow, liquidity plays a role here as 
well. Obviously it can be tapped for cash flow, but it’s also about opportunity. The saying 
“equity rich, cash poor” represents just this. Someone can have a fantastic net worth built 
on great equity positions, but not necessarily be in a good spot in terms of liquidity. 

Last, it’s worth noting that financial advisors typically often talk about rates of return; 

their approach to money is typically to maximize this. But the flip side is often illiquidity, 
because the closer to you get to actual cash you approach a zero rate of return. So, the 
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unspoken aspect of an asset with a great rate of return is that getting cash from it (literally 
or borrowing against the value) will likewise come with a great rate — for the lender. So 
the goal, and what we strive for with our clients, is an optimal balance of overall rates of 
return and a strong position of liquidity.

Notes on Principle #6: LIQUIDITY
Jot down your thoughts and ideas below regarding a few points:

 ➤ How do you feel about what you read? 

 ➤  What are ways you might change some of your money habits in order to incorporate 
this principle?

 ➤ What would you ask a Prosperity Economics Advisor about this principle?
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#7
Economic Rate

Armed with the proper understanding of how net rates relate to one anoth-
er, you can measure the true efficiency of saving, investing, and borrowing.

A critical part of getting to the whole truth about your money is looking at economic net 
rates. While typical advisers and pundits in personal finance tend to focus on gross rates 
for comparisons, we put our attention toward net rates. It’s the only way you can honestly 
assess the efficiency of your assets and debts.

What is a net rate? It’s the bottom-line rate you are earning from an asset after taking 
into consideration the various associated expenses, such as management fees, taxes, and 
in some cases, opportunity costs. While an asset’s gross and net rate may be the same, 
they’re usually not — and if you’re not looking at the net rate, you aren’t seeing the whole 
truth. This applies whether you’re seeking to grow an asset, leverage it, or just measure it.

A perfect example of how gross rates can be deceiving is in the way most typical 
advisors focus on them — getting the highest rate of return. You get all excited about the 
forecasted 10 percent, for example, without looking at the net. Factoring in costs, howev-
er, you may learn this asset only returns about 7 percent annually. Meanwhile, a Prosperity 
Economics Advisor could potentially show you another asset opportunity with a lower 
gross rate of return, but a higher net, due to less “baggage” associated with it (fees, etc.). 

Of course, as a reminder, we drill down to look at this level for exploratory purposes — 
but we always make sure to follow Principle #2 to see the big picture. So, the lesser asset in 
terms of net return might still be better holistically for your situation. Likewise, a debt financed 
at a higher net rate might be better for your personal economics, all things considered. 

And this brings us to the debt side of the things.
Depending on your financial education and family influence, you have likely heard many 

times that debt is bad. This is a mantra that’s grown over time largely due to the enormous 
rise of consumer debt, which yes, is for the most part negative debt. Carrying $50,000 in 
credit card balances is not good, no matter which way you slice it. But it may surprise you 

to learn that major corporations, government municipalities, nonprofit organizations, and 
wealthy individuals all incorporate debt into their financial strategies. So debt in itself is not 
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bad; it’s really more a matter of how you use it. It’s about taking on smart debt.
Folding this into our topic here, economic rates, a good example of smart debt is bor-

rowing at a lower percentage than you can earn from that same money. It’s entirely possible 
to take on debt at 5 percent (for example, borrowing against the cash value in a whole life 
insurance policy) and then using that money to earn a 10 percent return. While those numbers 
are just examples, they represent the larger point — debt taken at a lower rate and leveraged 
for a higher rate of return is often smart debt. (Just remember the big picture, however!)

A last key point to make about rates is understanding how they’re presented and 
calculated, which can be and often is misleading. A common consumer example, going 
back to credit cards, is how they calculate the rate they’re advertising. While you focus on 
the prominently advertised 14.99 percent for comparison purposes, the far less prominent 
reality (the net rate) might be a few to several percentage points higher. Why? Because of 

precisely how and when they calculate the interest charged. For example, if the lender cal-
culates the interest based on a 27-day cycle, the net rate will be higher than a lender that 
calculates it on a 30-day cycle. But both might be advertising the same promotional rate.

A similar situation that can be misleading is zero percent interest. We recently saw 
two such credit card offers (zero percent for 18 months), but one of them had a $125 
annual fee. Because it was an 18-month deal, there would actually be $250 in annual fees 
attached. So when you think about it, it’s not a net rate of zero percent, putting aside any 
considerations of billing cycles and other calculations as we described above.

 

 

Notes on Principle #7: ECONOMIC RATE
Jot down your thoughts and ideas below regarding a few points:

 ➤ How do you feel about what you read? 

 ➤  What are ways you might change some of your money habits in order to incorporate 
this principle?

 ➤ What would you ask a Prosperity Economics Advisor about this principle?
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#8
Certainty

The assurance level of assumptions being used. The confidence and con-
viction that what you want to happen will happen. Reduces risk on future 
decisions.

This principle relates quite a bit back to #1 — Think. If you recall, a big aspect of that 
principle was mindset. And specifically what we want to foster in our clients’ mindset is 
abundance and prosperity. We want them to see the world through this lens, not one of 
lack and scarcity.

Certainty is a principle we’ve only recently added to our foundation, and it was in 
response to seeing how much it enhances our clients’ perspective on abundance. While 
it may seem obvious on the surface — who doesn’t want more certainty? — we had to 
acknowledge that this isn’t necessarily part of most financial philosophies. And except in 
times of crisis, it’s largely overlooked in the realm of media punditry and TV advice. After 
all, certainty is boring. Mass media and mainstream financial discussions are made more 
exciting by talking about risk and adventure, the stories of gambling it all and winning 
big! So as a result, we felt it was a good idea to give a little love to financial certainty and 
embrace its boring self. 

Although your Prosperity Economics Advisor can explain how certainty ties to all of 
these other principles, we do want to make a specific point about liquidity. Think of the 
liquidity-illiquidity spectrum as correlating to the certainty-uncertainty spectrum. If you 
have actual cash in your hand, that’s maximum certainty. You can convert it to tangible 
use, for a product or service, immediately. (The result may not be immediate, but the ac-
tion is.) The value of the cash, let’s say $100, is certain — it’s $100, and it will be tomorrow. 
Conversely, as you move toward the illiquid side of the spectrum, uncertainty generally 
increases. To use a typical consumer example, a home is a very illiquid asset. And so with 
that comes a higher level of uncertainty. Will it be worth next year what it is now? Can I 
sell it in 30 days if I need to? What rate could I get on an equity loan against the house? 

Will the neighborhood (and thus home value) change? Will something go wrong with the 
house that I can’t afford? These are all valid concerns that arise from the inherent uncer-
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tainty that comes with owning a home (especially if it has a mortgage). So Prosperity Eco-
nomics Advisors take into consideration the liquidity-illiquidity spectrum when balancing 
the level of certainty that would be optimal for your overall financial situation.

Bottom line: Having certainty enables us to stand on a stronger financial foundation. 
It’s that simple. And isn’t a stronger financial foundation what this is all about? We’ve 
found that certainty gives our clients more confidence, which allows them to be more 
productive in their assets, which helps them develop a more prosperous mindset. This 
in turn brings clarity of thinking instead of the fight-or-flight mode that can come with 
too little certainty (too much risk). Obviously, this varies from client to client as each has 
different levels of risk tolerance and aversion — but striking the balance that allows the 
optimal amount of certainty has become part of our philosophy.

Think of Prosperity Economics as a model in which these 12 principles are factors. We 

feed into the model the various factors as evidenced by our clients’ financial situations 
and goals. And out of this comes a strategy. We feel our model has become a lot stronger 
with certainty as a principle. 

Notes on Principle #8: CERTAINTY
Jot down your thoughts and ideas below regarding a few points:

 ➤ How do you feel about what you read? 

 ➤  What are ways you might change some of your money habits in order to incorporate 
this principle?

 ➤ What would you ask a Prosperity Economics Advisor about this principle?
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#9
Actuarial Science

Risk pooling helps overcome the risks of longevity and property loss. It 
leverages math, statistics, and the expertise of insurance companies to 
ensure a more likely outcome.

Sadly, the importance of actuarial science is somewhat overshadowed by the discipline’s 
reputation for being too reserved and cautious — in other words, no fun. we think of the 
main character Reuben (Ben Stiller) in the movie Along Came Polly. He falls for Polly (Jen-
nifer Aniston), who’s a carefree fun-aholic, never seeing much of the risk in life. Reuben, 
being an actuary, can only see the risk in everything. The mismatch of the two characters 
sparks the comedy as Reuben seeks to prove to Polly that he really can loosen up. While 
meant for humor, the movie does accurately reflect the impression of “uninteresting and 
boring” that surrounds actuarial science and actuaries. And for this reason, you won’t hear 
much of it in mass media and typical financial advice.

But for us in the Prosperity Economics Movement, actuarial science couldn’t be more 
interesting!

The concept of actuarial science being product based first and strategy based sec-
ond is what enables us to work back through these 12 principles to make decisions about 
liquidity, properly measuring, adding certainty, and so on. In many cases, including an ele-
ment of actuarial science to the discussion of typical financial products can make all the 
difference in the world for someone’s financial situation, especially creating income. 

While many people associate actuarial science with insurance and death, in reality we 
can apply much of it to other aspects of finance. Essentially what we’re coming to here is 
risk pooling, which is the concept of spreading risk across a large enough data set (like a 
population) to effectively mitigate it. It’s not unlike the financial principle of diversifica-
tion, in which you spread the risk of your money across various assets and instruments. Or 
as we were taught as kids, don’t put all your eggs in one basket. 

What we look to do in personal finance is what you see in the life insurance industry 

(where, not surprisingly, most actuaries spend their careers). That business engages in two 
main types of products—life insurance to benefit shorter lives and annuities to benefit 
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longer lives. This enables them to balance out the monetary effect of clients dying too 
soon or living too long. So while we employ these actual products in a clients’ portfolios 
when appropriate, to mitigate their potentially shorter-than-average or longer-than-aver-
age lifespans, we go farther than that. We also employ actuarial concepts to balance our 
clients’ portfolios to give them a solid financial foundation whether they happen to live a 
short, average, or long life. 

In essence, we use actuarial science to process, measure, and value risk, which in turn 
allows us to leverage and mitigate risk for the wellbeing of our clients.

Notes on Principle #9: ACTUARIAL SCIENCE
Jot down your thoughts and ideas below regarding a few points:

 ➤ How do you feel about what you read? 

 ➤  What are ways you might change some of your money habits in order to incorporate 
this principle?

 ➤ What would you ask a Prosperity Economics Advisor about this principle?
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#10
Multiply

The art of getting your money to perform more than one function. Finding 
“and” assets accomplishes this. Money is limited when it only does one thing.

In the earlier principle #7, Economic Rates, we explored the idea of efficiency. Here we 
expand on that concept by looking to make our dollars more efficient by getting them 
to do more than one job. And in having them do so, we can more quickly multiply those 
dollars. We call the assets that can do this “and” assets because they accomplish one thing 
and another.  

Sometimes this can be employed by adding a strategy to a product for it to have a 
multiplier effect, or it might be enabling this product to multiply its effects on a client’s 
overall personal finances in a way that’s greater than just the product itself.

Let’s look at two very different tools as an example.
A five-year certificate of deposit (CD) has a single job — to earn a certain reliable per-

centage over its five years. There are strategies for managing the money you have in CDs, 
of course, but at the root of it, your CD does one job. 

On the other hand, one of our favorite tools is whole life insurance. We encourage 
you to read our book Live Your Life Insurance to learn more details about this often-ma-
ligned tool, but for now let’s just go with the basics. As you pay premiums on a whole-life 
policy, it builds a cash value. That cash value earns a return over time, and as the value 
builds you can borrow against it. Whole life insurance is often wrongly labled an invest-
ment when it’s more accurately a means of savings because the risk is nearly zero. So, to 
the principle of Multiply, we are able to use the dollars put into the whole life policy for 
more than one purpose — an emergency fund (in the cash value), an opportunity fund 
(in borrowing against the cash value), and as a death benefit (since death is a guaranteed 
event). On top of this, the dollars in the cash value are multiplying as well in that they can 
generate dividends (whole-life cash earns its returns in dividends, not interest, although it’s 
often expressed as a percentage rate). By applying the right strategies when appropriate, a 

whole-life policy can actually do more jobs, but you get the point. It’s about having more 
financial Swiss Army knives!
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Notes on Principle #10: MULTIPLY
Jot down your thoughts and ideas below regarding a few points:

 ➤ How do you feel about what you read? 

 ➤  What are ways you might change some of your money habits in order to incorporate 
this principle?

 ➤ What would you ask a Prosperity Economics Advisor about this principle?
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#11
Leverage

Controlled leverage enables you to do more with less. Leverageable assets 
create efficiency.

This follows Multiply because they are similar. The difference here is that leverage is about 
getting more results from a single action. And as you might’ve guessed, both principles 
can be used in tandem for even better results. This is why net worth is not the supreme 
measurement of wealth it’s often touted to be — someone with a lower net worth can 
potentially generate more cash flow by following the principles of Multiply and Leverage. 

We looked at an example of leverage earlier when we described taking on cheap debt 
in order to fund a separate higher-return opportunity. That’s not multiplying because each 
dollar involved is doing one job — being invested. Instead, it’s leverage because we’re 
achieving greater results from a single action. 

Let’s look at real estate, one of the most common platforms for leverage, using the 
following example. 

You find a home at $300,000 that would make a nice rental property, and you estimate 
it would generate an annual $30,000 cash flow after taxes, insurance, and maintenance. If 
you purchased this home outright with cash, you’d obviously be getting a 10 percent rate 
of return each year ($30,000 is 10 percent of $300,000). 

But what if you leveraged this purchase through debt? 
Let’s consider the same property with a 20 percent down payment ($60,000) and a 

mortgage on the other 80 percent. Given that you’d have a mortgage payment, we’ll cut 
your cash flow to $15,000 per year. 

At a quick glance, it seems like you’re getting far less of a return — but wait, there’s 
more! Your $15,000 yearly cash flow is coming from $60,000 (your down payment), not 
$300,000. This means your annual rate of return is actually 25 percent. 

So in scenario 1 all of your $300,000 is tied up earning a 10 percent return, while in 
scenario 2 your $60,000 is earning a 25 percent return. Not only that, you still have the 

remaining $240,000 available to use another way (Principle # 5: Control). This exemplifies why 
wealthy people are not afraid of debt — as long as they’re using it smartly for a good return.
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As with all of these principles and our work, the goal is to dive into our Truth Con-
cepts and see where opportunities for leverage could be hiding under your nose. And ide-
ally, we can apply the principle of Multiply as well to generate greater returns and financial 
wellbeing for you.

Notes on Principle #11: LEVERAGE
Jot down your thoughts and ideas below regarding a few points:

 ➤ How do you feel about what you read? 

 ➤  What are ways you might change some of your money habits in order to incorporate 
this principle?

 ➤ What would you ask a Prosperity Economics Advisor about this principle?
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#12
Uncertainty

Just as moving out of comfortable areas in our life creates an opportunity 
to learn, obtaining assets with some level of uncertainty creates growth.

This is one of my favorites among these principles because it’s counterintuitive — you’d 
think that uncertainty is something to avoid, and especially not advocated. But we do ad-
vocate it. Why? Because uncertainty in life is where we experience personal growth, and 
it’s no different when it comes to our finances.

With our dollars, when we’re in the zone of certainty, we’re coasting. While we do 
believe in allocating money for this purpose (see Principle 10), your opportunities for real 
growth will come from playing in the zone of uncertainty. 

The human condition is also such that we all, to greater or lesser degrees, need some 
excitement in our lives. And this almost always comes from some degree of uncertainty. 
You can plan your vacation adventure to a new destination with great care, but the reality 
remains that a good degree of the anticipation comes from not truly knowing how it will 
go. (Of course, if your vacation is meant not to be an adventure but more about relax-
ation, then a great degree of certainty will be your goal.)

In fact, we think a lot of what you see in how people handle their money (for better 
or worse) comes down to actually needing a little adventure. This is why the icon for this 
principle is a slot machine. Clients come to our advisors all the time excited about some 
financial prospect based on very speculative circumstances. A few years ago, it was the 
Iraqi dinar (their currency). This was popular among some investors because the story was 
that it would exponentially increase in value as the country and region stablized. It didn’t. 
Another similar example is Bitcoin and all the cryptocurrency. For most people, this hasn’t 
quite turned out to be the magical investment they’d heard about. As of the writing of 
this book, the cannibas industry is all the rage among some investors. We’ll see. But the 
point is, most people want a little risk and excitement in their lives, and we feel it’s per-
fectly fine to make this part of your financial picture.

But you must have a personal economic platform that can withstand losses when 
things go sideways.
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That takes us full circle to Principle #1: Think. We want to foster a mindset that balanc-
es uncertainty and certainty. For our purposes, these are not opposites of each other and 
mutually exclusive — they’re an “and.” We want both of these in our portfolio. The for-
mer gives us excitement and opportunity for growth while the latter gives us the stability 
to venture the risk. 

Notes on Principle #12: UNCERTAINTY
Jot down your thoughts and ideas below regarding a few points:

 ➤ How do you feel about what you read? 

 ➤  What are ways you might change some of your money habits in order to incorporate 
this principle?

 ➤ What would you ask a Prosperity Economics Advisor about this principle?
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In Prosperity Economics, wealth isn’t measured by how much money you have; it’s measured 
by how much freedom you have with your money. CLUE (Control, Liquidity, Use, and Equity) 
is valued over uncertain hopes of a high rate of return. But we also value, as you just read in 
Principle #12, that growth—personally and financially—comes mostly through the uncertain-
ty of calculated risk. Synthesizing all of these concepts and principles together, we seek to 
share with and foster for our clients a holistic approach to their personal finances.

We like to say that typical financial advice—what’s in the mainstream—will get you 
typical results. And Kim should know since she was a typical financial advisor for a long 
time. But she wanted her clients to get better than typical results. She wanted as many as 
possible to get not just part of the way up the multiple mountains in life, but to the peaks. 
Doing so would require traditional, not typical, financial advice—Prosperity Economics 
Advisors follow and teach concepts that have been around for more than 200 years.

Her mission in founding the Prosperity Economics Movement was to share financial 
concepts the wealthy already know—for anyone who truly wants wealth. These are not 
necessarily for everyone at every point in life, but deciding if they’re right for you starts with 
knowing what they are. And perhaps, just perhaps, it’ll open your eyes in ways you hadn’t 
expected. After all, the mainstream typical financial advice is possibly all you’ve gotten. 

Last, this brief book is certainly not meant to be an all-encompassing exploration of 
our 12 Principles of Prosperity. We wanted it to be something of a manifesto, something 

of a mission statement, and something of an appetizer for our philosophy and approach. 
If you’ve found this to be valuable, or it piques your financial curiosity, then we encour-
age you to take further steps to learn about Prosperity Economics. We’ve published 
many books, written dozens of blog posts, streamed numerous webinars and podcasts, 
and much more. Given that we’re an educational nonprofit, a good chunk of it is free. 
And then, when you’re ready for a personal consultation or deep dive, contact the Pros-
perity Economics Advisor who gave you this book or contact us at the office through 
ProsperityEconomics.org.

We’re here for you, and it’s our goal to help you change your financial path from 
“avoiding poverty” to “achieving prosperity.” 

Conclusion




