
Why do some people let their potential for lifetime
wealth slip away?

Some people are better  of f  economical ly  at  30 or  40 than they are at  50

or 60.  In  some cases ,  fate deals them a bad hand .  In  other cases ,  bad

decis ions and inact ion are to blame .

Some buy depreciating assets, instead of allowing assets
to appreciate.

They rack up debt and l ive on margin .  What are they spending so much

on?  I t  isn ’ t  just  consumer staples –  i t ’s not  unusual  for  a fami ly  to “keep up

with the Joneses”  and buy the latest  nonessent ia l  i tems .  Contrary to the

bumper st icker,  the person who dies with the most toys does not

necessar i ly  win .  In  fact ,  that  person may leave a pi le of  debt and l i t t le

savings behind .  Today ’s hottest  cars ,  c lothes ,  f lat  screens ,  phones ,  and

tablets may be tomorrow ’s junk and clut ter.

Some never create a retirement strategy.

For many,  there are opportuni t ies to save and invest ,  whether i t  be

through a t radi t ional  IRA or a workplace ret i rement account .  Whi le i t ’s t rue
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that ,  l ike any investment ,  these strategies do not  a lways show posi t ive

resul ts ,  and that  past  performance is  no guarantee of  future returns .  I t ’s

also t rue that  many employers and f inancial  professionals of fer  these

choices ,  and in the case of  workplace ret i rement accounts ,  matching

contr ibut ions f rom your employer may be an opportuni ty to heighten your

savings power.  That  being said ,  not  everyone takes advantage of  these

opportuni t ies .1

Some never build up an emergency fund.

Financial  chal lenges wi l l  ar ise ,  and a ra iny day fund can help you meet

them .  Even the wealthy need cash reserves .   Str iv ing to save for  that  ra iny

day also helps to promote good ,  l i fe long saving habits .

Some invest without a strategy.

Chasing the return at  any cost ,  impuls ive stock picking ,  and market  t iming

–  these are behaviors that  may lead to f rustrat ion instead of  f inancial

f reedom .  Instant  wealth seldom comes from picking a hot  stock or  fund ;

indeed ,  that  wealth may be f leet ing .  These ideas don ’ t  s top people f rom

hazardously assigning an excessive port ion of  their  assets to one

investment .

Some accept a “forever middle class’ mindset.

Some people def ine themselves as middle c lass and accept that  def in i t ion

al l  their  l ives .  The danger is  that  th is  can amount to a k ind of

psychological  barr ier,  a  sense that  “ th is  is  i t”  and that  “gett ing r ich”  is  for

others .

Behavior & belief may count as much as effort.

I t  takes some in i t iat ive to create l i fet ime wealth f rom present -day

aff luence ,  but  a person ’s out look on money (and view of  the purpose of

money )  can inf luence that  ef fort  –  for  better  or  worse .
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