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My Story
Our vision at Wealth Factory is both simple and dramatic:

To change the financial future of
families for generations to come by helping
one million entrepreneurs achieve economic
independence and create the conditions
to live the life they love.
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hanging your financial future
means removing the complexities associated with money. This
means giving structure to the financial
philosophies and values that will support
and strengthen your family for generations. And it also means establishing
a team to support your progress and
perpetuate wealth.
To know where my passion comes
from, and why Wealth Factory is dedicated to furthering the study and application of living and leaving a legacy, it is
essential to share where I came from.
Over several generations, with
great sacrifice, my family before
me laid a solid foundation for
me to build on. Unfortunately,
even though they focused on
building a better life for future
generations, Soul Purpose was
lost and they eventually stopped
doing what they loved in the
name of a paycheck. Their
sacrifice came with a cost: a
scarcity mindset. They were
simply trying to survive
under incredibly difficult
circumstances. Their path was
uncertain and full of rejection and alienation. Furthermore, they had no mentors,
processes, or financial teams to show
them a better way.
To achieve a level of economic independence that those who have gone
before me couldn’t imagine has required
a new way of thinking and a different set
of rules.

A Poor Italian Seeks a
Better Life
To understand my drive to build
and enjoy wealth and help others do
the same, we have to start with my
great-grandfather, Biagio Iaquinta.
In the early 1900s, he was a poor
fisherman living in San Giovanni, Italy.

Since the mob taxed the profits from his
business heavily, he was barely able to
feed his family. He somehow managed to
scrape together enough money to leave
his pregnant wife and sail to America with
his father, brother, and half-brother. They
survived the journey by eating “honey
bread,” which gets hard and doesn’t mold.
They landed on Ellis Island on
November 4, 1913. (Coincidentally, this
is the year the United
States implemented
income tax.) They knew
some Italians and Greeks

or anything that confiscates wealth and
destroys legacy, I am dedicated to minimizing and eliminating it for those we serve.
To avoid being taxed, my great-grandfather was separated from his family and
scrimped and saved every penny he could
in America to send money back to his wife
in Italy. Not only was he motivated to have
his family join him, but he also felt a deep
sense of economic insecurity. Work in the
mines could be unpredictable because of
shutdowns, disasters, and strikes. By the
time his family was able to join him, his
daughter, whom he had never seen, was
seven years old.
The overwhelming poverty
Biagio experienced permeated
his mind so deeply that it
created a framework that was
handed down for generations. In fact, here’s an insight
into my Italian family’s money
management philosophy: My
great-aunt buried coffee cans
filled with money and my grandfather once showed me their
cellar where you could see
rolled-up bills tucked away.

Top Left: Rosa and Biagio Eaquinto with
baby Joseph and Filomena Eaquinto.
Center: Rosa and Biagio Eaquinto and their
friend John just home from a days work in
the coal mine in 1936. Bottom Left: Biagio
Eaquinto's Declaration of Intention Form

working in coal mines in Utah, so as soon
as they were able to, they took a train
to Sunnyside, Utah. Biagio started out
herding goats and sheep until he was
hired by the coal mine. He lived in a tent
for years to save enough money to bring
his wife and daughter to America, as well
as to buy a home.
It is no wonder I have such a disdain
for taxation in any area. It can drive businesses under, separate families, or invite
scarcity into our lives every day. Be it
ignorance tax, income tax, success tax,
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A Wounded
Young Boy Seeks to
Prove Himself
That’s the context into which I was born
in a tiny coal mining community of central
Utah. When combined with the neighboring East Carbon, Sunnyside, Utah
had a population of a couple thousand
people. Today, the population is dwindling and it consists largely of Section 8
(government subsidized) housing. It feels
like a place where dreams go to die.
My grandfather inspired me to be an
entrepreneur, and is still an inspiration
to me today. But my initial motivation
was sparked as a kindergartner in Ms.
Ashcroft’s class. Ms. Ashcroft created an
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building something transformational.
It held me captive in a box of self-limitation. Whenever I was confronted with
difficult situations, that wounded little fiveyear-old would take over. My internal talk
came from that scared child, which made
me operate from survival mode. Fear
became my master.
The most common obstacle entrepreneurs face is fear. Deep down, we
wonder, Am I good enough? Can I do it?
Will it work? What will others think (especially those we care most about)? What if…
It wasn’t until I really started investing
in myself and being authentic about my
fears that I was able to break free from
them. By learning to accept and love that

give them back to us.
I loved my little house and was excited
to take it home to my mom. But I went
home and completely forgot about the
project. The next day, half
of the class recited
their addresses to
Ms. Ashcroft and got
their houses back. So
I was motivated to go
home and memorize my
address. After school,
I sat on our front porch
and stared at the numbers:

little boy who didn’t feel fully capable or
valued. I formed the belief that my selfworth was directly proportional to how
much money I could accumulate. The
silver lining to the whole fiasco is that I
worked hard to prove I wasn’t
stupid, and that
at least got
me in motion.
This was
my earliest
catalyst that
gave me the
drive to learn

five-year-old version of myself, I slowly
moved out of scarcity and into abundance and value creation.
We all have our own “milk carton”
stories that form our beliefs about
ourselves as children, and therefore our
limitations. We think something is wrong
with us, or that we don’t fit in. The way
to break free from these self-imposed
limitations is to create a vision and life that
compels us beyond fears and excuses.
To look at the footprints of failure and
choose wisely who we spend our time
with and what we focus on.
Fear is a foe of legacy. It can impede
value creation and the enjoyment we can
all experience in life. I still feel fear today.
But, by investing in myself, and having
Wealth Factory with me, I have the tools,
team, and process to recognize and
manage it. The best news is so do you.
We all have our own circumstances and
scenarios we have to overcome. You
don’t have to do it alone.

Garrett's Kindergarten graduation with
Ms. Ashcroft.

”The most common obstacle
entrepreneurs face is fear. Deep down
we wonder, ‘Am I good enough?
Can I do it? Will it work?‘”
326 Carson Avenue. But it was freezing
cold outside, so I didn’t last long. The next
morning, I remembered the numbers but
forgot the proper order.
The next day was my final chance
to get my milk carton house back. Just
me and one other student had yet to

about money and become successful.
The biggest downside of this motivation
was that it limited what I was willing to
try. The paralyzing fear of what others
might think or say about me, or that they
might find out that I was stupid, blocked
me from speaking up, writing books, or
23

My First Business
as a Teenager
Much of my drive and passion comes
from my hero—my grandfather, James
Anthony Eaquinto (the family name had
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art project to help us memorize our home
address. We built miniature houses out of
chocolate milk cartons. She then placed
our houses on a shelf until we memorized
our address, at which point she would

complete the project. The other student
recited his address correctly and was
given his house. Then, as the entire class
stared at me, I froze for what seemed
like an eternity. With all eyes on me, my
mind went completely blank. Ms. Ashcroft
asked me a few times but I didn’t respond.
So she grabbed my milk carton house…
then tossed it in the trash.
I was devastatingly embarrassed. In
that moment I told myself, “I. Am. Stupid.”
This belief would shape the course of my
life for years to come. From that belief
I formed an unhealthy view of money
and how the world works. I wanted to
become rich to prove to people that I
wasn’t stupid, that I wasn’t that scared
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been changed when Biagio landed on
Ellis Island). He grew up in East Carbon,
Utah and was a full-time coal miner. But
he also ran a TV sales and repair shop on
the side. He drove around in his red repair
van working on those old, massive Zenith
TVs. I was fascinated by how respected
he was in the community. I would ride
along with him on calls
to repair someone’s TV.
His customers would
give him appreciation,
praise, and even gifts.
I remember someone
making homemade
enchiladas for him. He won
the Community Person of the Year Award.
He was involved with helping build parks
and other things to improve the small
town. He was the glue of our family and
did whatever he needed to support his
community. I respected him and aspired
to be like him.
My grandfather inspired me to start my
own business. He gave me support and
encouragement, and even helped me
out financially at one point when I had a
cash flow issue. My first official business,
which I started when I was fifteen, was
Garrett Gunderson’s Car Care. My dad
was a coal miner and would bring home
service vehicles from the mine. He would
clean them when the bosses came into
town. One day I started helping him.
He had a ’75 Chevy truck and one day
he told me, “You keep your grades up
and keep doing good things and you’re
going to get this truck.”
For a fifteen-year-old in Price, Utah,
that truck was legit. It looked cool, you
could take it into the mountains, and your
girlfriend could sit next to you. So I started
buffing and cosmetically improving the
Chevy, and my dad realized that I was
good at it. He asked the coal mine if I
could start cleaning surface vehicles for
the mine when the bosses came to town,

Keeping true to his blue-collar roots, Garrett cleans a client’s car.

and they agreed. My mom worked at the
credit union, so I also started cleaning
vehicles that the credit union repossessed.
One of my teachers, Terry Tubbs,
encouraged me to enter the Students
in Free Enterprise competition in Cedar
City, Utah. The competition was for the
Rural Young Entrepreneur of the Year. I
got some sponsors and made it happen.
With sweating palms, I presented to a
panel of judges. I ended up winning third
place, which came with a $500 prize. The
next year, I won first place, with a cash
prize of $5,000.

Utah’s Governor Mike Leavitt and myself during
the Governor’s Entrepreneur competition in
1995. I won Entrepreneur of the Year for Garrett
Gunderson's Car Care.
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Deciding what to do with this money
is what first introduced me to finance
and investing. Today, it is part of my
mission to pay it forward by investing in
this same program and organization and
giving other young rural kids a similar
opportunity.

Learning to Invest
Because of my drive to be financially
successful, I decided to invest the $5,000
I won. I wanted to get out of Price and go
to a bigger city like Salt Lake (which felt
like a huge city to me at the time).
Trying to invest was an interesting
process because I needed a custodian
to open an account and my mom wouldn’t
sign off on it. So I started looking around
for people who seemed to have a lot of
money and started asking them questions. What I didn’t realize at the time
is that these people were making their
money from their careers, not from
investing—almost no one gets rich
investing in the stock market.
When I was eighteen, I talked to the
president of the credit union. He told me
I should invest that $5,000 into a Certif-
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Becoming a “Financial
Advisor”
I really started asking questions about
the world of investing after winning the
$5,000. Because I was so tenacious in
my quest for knowledge from people
who knew more than me, I was offered
my first internship with a financial services
firm. I called myself a financial advisor,
but I was merely referring my friends and
family to the company to be sold mutual
funds and life insurance. There was not
much planning or impact. And it wasn’t
preparing me to add value for people,
because almost everything they taught
me was about sales and relationship
building—not financial strategy.

Strong Investments. One day in class he
mentioned he wanted to get into better
shape, so I started going to the gym and
playing racquetball with him as often as
possible.
In March of 2000, while eating lunch
with him, I told him about my situation with
my clients. After that talk, I had to face the
music and tell all of them I had no idea
what I was doing with their money and
that they should get out of the market or
find someone else to manage it. For me,
this was a critical lesson to recognize that
operating from ego can harm clients. By
confronting this head on, people saved
money, I built trust, and I learned the
importance of questioning everything in

that not only would I never get a steady
Two weeks after starting my internship,
the world of finance. By May of 2000,
18 percent annual
in June of 1998, I
everyone but one client was out of the
return, but there
took and passed a
market as it continued to decline for years.
was a 97.8 percent
state exam, which
chance that it
somehow gave me
An Obsessive Quest to
would
totally
the authority to call
Find Safer Financial
fail because of
myself a “financial
Strategies
fees and market
advisor.” Because I
This experience strengthened my
volatility. Fortuwas just nineteen
motivation to learn more about investing
nately, I had only
years old, my family
and redefined what investing meant to
been paying into
and friends saw me
me. It became about knowledge and
the VUL for three
as some financial
relationships over stocks and bonds. The
months. I immediEinstein, like the
commitment to invest in myself, my skills,
ately stopped my
Doogie
Howser
of
and doing everything I could to learn the
nderson, my son
right: Me, Grandpa Gu
to
t
Lef
payments and paid
finance. I started
rules for sustainable wealth became an
nderson (dad).
Breck and Randy Gu
an early tuition through
making money.
obsession.
these investment
But in 2000, the market began
So for the next two-and-a-half years,
losses and learned a big lesson.
to tank and everything changed. My
I started attending events, flying to meet
I have found over and over again
family and friends lost money and family
great investment minds, and personally
entrepreneurs are great at making money,
reunions became even more awkward,
interviewing the brightest financial
but like I learned early on, knowing
since most of my family had become
people I could find, every single month.
what to do with that money can be a
clients. Luckily, I was great at building
I discovered strategies for investing that
different story. Wealth Factory is built
relationships and asking questions.
were more secure than anything I had
by entrepreneurs for entrepreneurs. We
One of my finance professors, Steve
recommended, which I had never heard
have automated infrastructures to help
Harrop, managed $5 billion of assets for
of before.
you remain focused, capture wealth, get
your financial house in order and keep it
”A critical lesson in my journey was recognizing
that way to protect your legacy. Plus a
team to remove obstacles for you along
operating from ego can harm clients.”
the way.
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icate of Deposit. But with such a low
interest rate, it wasn’t very compelling.
Eventually, I met someone who sold me
on a variable universal life insurance
policy (VUL). He sold me the policy by
illustrating a steady 18 percent return
year over year. I was excited because the
illustration showed that I would become
a multi-millionaire if I kept paying into it
for long enough. I started paying $70 per
month into it.
Soon after, I started an econometrics
class at Southern Utah University in Cedar
City with professor Kim Craft. Here we
experimented with Monte Carlo simulations and other models. As I did multivariate analysis on my VUL, I discovered

BOOK 1

MY STORY

WEALTH BOOK

BOOK 1

The strategies I learned enabled me
to help my grandfather add a quarter of a
million dollars to his estate when he died.
His home was worth less than $40,000
when he passed away, so that was a
big deal. It was tax free and helped his
kids out substantially. Two of them had
kidney transplants shortly after he died
and the money helped them get through
it financially.
Money transferred to the next generation in a tax-free manner is only a small
part of legacy though. Keeping more of
it along the way, reducing risk, building
a team that has your back and isn’t just
there to sell products, plus gaining clarity
on your values, philosophies, and the key
The Eaquinto Family: my grandparents, cousins, aunts, uncles, parents, and sister.

In my first year out of college, I
This is when I started asking a new
paid more for education than I paid
question: “What in finance is guarfor all four years of college. As time
anteed?” This led me to discover Cash
went on, my commitment continued
Flow Banking and focus on financial
and even expanded. I did Strategic
efficiency—boosting the bottom line by
Coach, Landmark Education, Great Life,
keeping more money without budgeting.
Business NOS, Genius Network, Growth
I became even more obsessed. The
Harmony Braintrust, Wizard Academy,
more I learned, the more I realized that
Maverick1000, Baby Bathwater Institute.
Wall Street experts and the affluent
I hired personal coaches, including Ron
used completely different tools and
Zeller, Mark Kamin, Mark Ferber, Rick
strategies than what everyone else was
Sapio, Roy Williams, and others.
being pitched.
The first few
I learned valuable
years were such
lessons. For example,
an intense period
compound interest,
of research. Word
while good in theory,
got around to other
only works for instiadvisors and people
tutions pitching
were asking me to
products. Because
train their financial
of market volatility,
dmother
an
gr
d
an
r
advisors. They even
it doesn’t work
y grandfathe
st clients)
My hero, m
into (my fir
qu
Ea
started asking me
effectively for
for help with their clients.
people buying those products. Learning
When others were losing money in 2001
how to maximize tax advantages was
and 2002, my clients got double digit
also key. The ultra-wealthy are excellent
positive returns. Unfortunately, the stratat doing their due diligence, protecting
egies I used were short-lived due to
the downside, and prioritizing focus
trading restrictions.
over diversification.
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components of personal finance are the
essentials to building a legacy that lasts.

Learning to Live Wealthy
The first financial book I remember
reading was The Millionaire Next Door.
As a result, I thought the road to riches
was to budget, scrimp, and sacrifice. This
is how I operated from high school until
a few years after coming out of college.
I was making great money and my wife,
Carrie, and I owned fourteen apartments,
yet we lived in an apartment ourselves.
I was so cheap I wanted to move into
Carrie’s parent’s basement to save
money. Instead of focusing on producing
and creating value, we argued about
saving money on utilities and budgeting,
which was a huge energy drain. I wouldn’t
even buy new clothes in an effort to save
money. One time we went on vacation to
San Diego and it was miserable because
I was constantly worried about spending
the least amount of money possible, and
I was constantly focused on the money I
was losing by not working (there was no
scale in my business at the time).
We spent less on food on that vacation
than we would have just staying home.
On another trip to Tucson, I was working
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owners of a firm called Partners
for Prosperity. They were top
producers who had Robert
Kiyosaki as one of their clients.
They were years ahead of me.
Nancy said to me, “Congratulations on winning the award!
That’s so cool. I can’t wait until
you get to the next level, to the
top of the table and see how
people view money and operate
differently.”
I wasn’t really sure what she
meant so I asked her to elaborate.
She asked me a lot of financial
questions and I did my best to
answer. All of my answers were about
saving, pinching pennies, and delayed gratification. The more questions she asked,
the more I realized what a miser I was.
Then she said something that hit me
really hard: “I wonder what it’s like for
your wife to live in the financial prison that
you’ve built.”
She was right. I had become captive
to a miserly accumulation mindset. I was
ruled by scarcity. Blinded to enjoying life
along the way and appreciating what I had.
I immediately called my wife. I was on
the phone with her crying in the hallway

as the session let out. I apologized for
being such a miser. At the time, we were
looking for the smallest budget home
possible.
Overcoming the blind spot of scarcity,
we bought our dream home in just
forty-five days.
My production went up and my
mindset was much more abundant.
Instead of thinking about reduction,
I started thinking about production. I
began to think more about value rather
than savings. I became more likeable to
people, I felt more in abundance, and I
started living wealthier.
This happened in a single moment—a

Engenuity Team and Business partners, two of which
passed away in a plane crash in 2006.

single shift in thinking. This epiphany
illustrates financial freedom in the realest
sense—where money is no longer the
primary reason or excuse for doing or not
doing something. What I learned is that no
one shrinks their way to wealth because
it’s a slow track and it doesn’t contribute
towards legacy or enjoyment of life.
Financial freedom can come in a
moment. With the right question, conversation, or uncovering the right philosophy,
you can remove scarcity, embrace abundance and have the conditions to live
the life you love in an instant. These are
27

the essential conversations your Wealth
Engineer and other members of the
Wealth Factory team are there to spark
and facilitate for your clarity and growth.

Forming a Partnership
to Help More People
In 2001, I became a founding partner
of a firm called Engenuity with three other
business partners: Les McGuire, Ray
Hooper, and Mike Isom. We knew that
we could help more people together than
working alone.
Les was intellectual. I met him at a
financial training where he was asking
great questions and teaching the
instructor things he didn’t know—
all while wearing flips flops, shorts
and a Harley Davidson t-shirt in
the winter. He really seemed
fearless. I met Ray at a different
workshop and saw him get yelled
at by our crass instructor from
Texas. Ray was teaching people
on the side and talking during
times the instructor was teaching
the group. I met Mike in college.
He went with me on my two-anda-half year journey to find the
right financial formulas. He was
working with more substantial
cases before the rest of us and
inspired a higher standard of
possibility.
Les and I came up with the idea for
a one-day symposium. The idea was to
advance our one-on-one reviews and
start providing social proof of what we
were building. We wanted clients learning
from each other. We were moving to more
of a tuition model versus getting paid on
commission. We had a vision of leading a
financial revolution where people would
start focusing on production instead of
reduction and creating value rather than
scrimping or saving. We still saw it imperative to be efficient, but not so overly
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on real estate the entire time rather than
having fun with my wife.
It wasn’t until I read Robert Kiyosaki’s Rich Dad, Poor Dad that I learned
about building assets and creating cash
flow instead of just saving and accumulating. Next, I read Kiyosaki’s Cash Flow
Quadrant and discovered the concept
of being a business owner and investor
rather than just self-employed.
In August of 2002 I was recognized
at an insurance industry event called the
Million Dollar Round Table. I attended this
conference in Las Vegas to receive my
award, and I was so excited to be there.
While at the conference I met with Nancy
Ogilvie and Kim Butler, the
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restrictive that it reduces the productivity of the business owner or inviting a
scarcity mindset.
This meant we really had to deliver the
goods. In April of 2005, we did our first
full-day workshop. We didn’t have much
time to prepare and we knew that done
was better than perfect. The workshop
model turned out to be a great success.
We started doing them on a regular
basis and we were helping more people
than ever. The stories from the participants were beyond our expectation.
The results were so
much faster for participants than what we had
provided in our previous
models.
To this day it is why we
emphasize our workshops
and events. Each phase will
bring new programs for you
to attend. And you’ll get to
experience community, giving you the
opportunity to learn from others in attendance as well as your Wealth Factory
team.

A few years after we began events at
Engenuity, we were doing so well that we
bought a private plane so we could fly
around to deliver these workshops. On
the third flight, on June 9, 2006, Les and
Ray were flying home from a workshop
and the plane crashed, killing two of my
three partners and the pilot.

Finding My True Path
in Chaos
The loss of my partners was obviously
devastating on a personal level. It also
created massive amounts of stress and
chaos in my business. For four months,
I tried to manage forty-two employees
in three separate offices. I was stressed,
overworked, and began to neglect taking
care of myself and my family. I’d leave
for work before my son woke up in the
morning and I’d get home after he was in
bed in the evening. I gained twenty-two
pounds and I was utterly exhausted.
As my wife and I were driving back
to visit Price for Thanksgiving that year,
with our one-year-old son in the back
seat, we started discussing our situation.
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She told me that I was an “extraordinary” speaker and radio host—and an
“ordinary” husband and father. Rather
than defend or argue, it immediately hit
me and was an ah-ha experience.
I decided I would no longer sacrifice my
life away to keep all the branches running.
I realized my legacy was my own and it
wasn’t of principle to preserve my partners
legacy at the expense of my own. After
getting home from the holiday, six days
later I gave all but one of my business divisions away. I didn’t sell them—I just told
people they were theirs if they wanted to
run them. I retreated to focus on my Salt
Lake office and spend time with my family.
For thirty days, I didn’t accept any phone
calls or check email. I let my executives
and employees figure things out. I spent
a lot of time with my family, which created
a lot of energy and momentum for me. I
began exercising again.
When I realized how much I could
get done by doing what I loved and not
killing myself trying to keep up a false
image, I began to speak on stage more.
But compliance with my broker-dealer
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from people that have been through
the FastTrack. This gives me a direct
relationship to the value provided and
rewards me for making a choice based
upon impact over temporary security.

in alignment with my legacy.
I lost money short-term, but
I also gained my freedom.
Giving up the insurance game allowed
me to do a radio show and host forums
and workshops for other people in the
financial world. I ended up doing something that was more fulfilling, difficult and
costly in the short-term, and much more
profitable and fulfilling in the long-term.
Here’s what I learned: Do what is right
and let the consequences follow. When

Before this point, my
primary purpose in
writing a book was
to get clients, enhance my status, and
feel important. I didn’t yet understand my
Soul Purpose and the impact. But after my
partners died and my wife called me out,
I went to work on the book with a much
bigger vision in mind.
I found a writer, Stephen Palmer, who
was a student of our content and had
attended many of our workshops. With his

New York
Times Bestseller
During this time,
I brought another
project off the shelf
— a book I had been
working on for two
years. I had only
completed seventytwo pages so far.

Following my path was one of my
first experiences with doing something
uncomfortable and choosing Soul Purpose
over perceived security.

you expand your vision and potentially
take a short-term loss, you can gain a new
trajectory of what is possible and have
real, lasting gain.
The evidence comes partially from the
money that is earned, but even more so is
in the stories of those we have impacted,
evidenced by the letters, gifts, and hugs

help, the first draft of Killing Sacred Cows:
Overcoming the Financial Myths that are
Destroying Your Prosperity was done in
about a month. We first self-published
the book and printed 5,000 copies. But
after printing them and selling just under
900 copies, I found a publicist who was
interested in taking the book to a bigger
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platform. With his help, we secured a
publisher.
It was one of the hardest projects
I’d ever done. Our editors helped us
completely overhaul the book and took
it to a whole new level. But once I had
the book done, the real work began:
marketing and promotion. I hustled and
leveraged relationship capital to pre-sell
22,000 copies. The book was officially
released in August 2008.
Because of my newfound passion and
purpose, the book took me on a wild ride
of reaching and impacting more people. I
hired a PR firm, went on a speaking tour,
and spent a ton of money on advertising.
(All told, I invested close to $500,000
writing, publishing, and promoting the
book. I had no idea what I was getting
into when I started the project!)
I flew out to New York City and gave
a speech to the PR team. The president
walked in, slammed down my book, and
said, “If I would have read this two years
ago, it would have saved me tons of
money.” By the time I got back to Utah,
I was on Fox News with Neil Cavuto, I
was booked on several sessions of ABC
Good Money, and I was kicked off of
CNBC. I went on to get paid to contribute
to Forbes, and wrote for Entrepreneur
magazine and Huffington Post.
The message resonated deeply with
people who knew the financial industry
was rigged but didn’t know what to
do about it. Within a month, the book
became a bestseller on several lists
including: New York Times, USA Today,
Wall Street Journal, Businessweek, and
Amazon. We went from a local firm to
a national and even international firm.
I even spoke at the same event as the
Dalai Lama, Richard Branson, Stephen R.
Covey, and F.W. de Clerk (former president of South Africa).
At the same time that I was writing
Killing Sacred Cows I started developing
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restricted what I could say. They wanted
to know every word of what I was going
to say on stage—and I don’t operate that
way. I love the freedom to speak off the
cuff and say how I really feel about the
broken pieces of the financial industry and
flawed strategies that people
are taught.
Selling insurance wasn’t
fulfilling. That wasn’t where
my vision was headed.
So I submitted my resignation, dropped most of
my financial licenses, and
lost all insurance renewals
so I could be free to speak,
create, and build something
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a program called Freedom FastTrack. I
wanted a tuition and results-based implementation model versus a commission
model. Ultimately, I wanted to bring the
personal back to personal finance. As
it developed, we added cash flow optimization, Financial Architects, Wealth Engineers, Business Scale Strategists, and
Results Facilitators.
After my book became a bestseller,
my company was generating higher
revenues than ever. Although we were
producing substantial revenue which
allowed us to scale, we started losing
some of what was making us great. We
had sales people who were too pushy
and even unethical at times. In addition,
we were serving too many people. We
were focusing more on recruiting than on
quality. This led to overpromising and we
lost a good amount of customer intimacy,
impact and satisfaction. This impacted
key relationships with the people who
loved us and even promoted us.
On April 1, 2011, we fired the entire
sales team. We had been hiring people
without doing our due diligence and

standing of what our customers liked
and disliked. Through that, we decided
to scale our business by being more
selective with who we took into our
programs rather than hiring more people
and taking on as many members as
possible. Interestingly, by getting to know
our customers better, we developed a
new program based on the challenges
that businesses with less than $1 million in
annual revenues face. This brought about
revenue opportunities with zero risk to the
experience of those in the FastTrack to
Economic Independence.

Focusing on
Implementation and
Measurable Results
As we grew in our business, we
realized that supporting people with
implementation through one-on-one is
what we love. I don’t care about selling
information if it’s not implemented.
We wanted to provide the education,
mentoring, tools, and accountability to
get our clients massive results. We built
a video recording

“While I was living in Korea, I felt isolated from
my family and deeply lonely. This gave me

a true sense of the value of
community and connection
—and that people are the only true assets.”

many people we hired didn’t share our
core values. It was the right decision—
even though it meant that I personally had
to do sales calls for six months to develop
a new system and slowly hire the right
people.
In that time, I revamped some of our
cash recovery processes and enrollment
processes, and gained a better under-

studio and an online portal that allowed
us to impact lots of people, while also
being more selective about who we work
with one-on-one.
Some people have more time than
money, while others have more money
than time. This is why we have scaled
with a digital library and resources to
reach all audiences and those that
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wouldn’t qualify for FastTrack. The core
of our DNA is being able to bring results
and implementation to those who have
more money than time. Most people who
work with us accomplish more financially
in three to seven years than most accomplish in a lifetime.
Changing a family’s financial future and
destiny is what we are all about. We’ve
learned from growing too quickly and
losing customer intimacy, which is why
we now only focus on a limited number
of new people per year in our FastTrack
to Economic Independence program.
Quality and results are key.

Changing My Family
Legacy
There are key moments in life.
Defining moments.
Between my freshman and sophomore
years of college, I lived in South Korea
for three months. (Vainly I thought I would
go there to model, but I ended up just
teaching English—ha.)
While I was away, I felt
isolated from my family
and deeply lonely. This
gave me a true sense of
the value of community
and connection—
and that people are
the only true
assets.
All entrepreneurs have
times where they
feel alone. My
great-grandfather,
both of my grandfathers, and my father were all coal miners.
So there is no doubt that I was different.
I have never stepped foot in a mine. My
parents wouldn’t have it. They knew there
was a better life for me and supported me
in every way they knew how.
But sometimes what a family thinks is
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best is very different from what we know
is best at our core. Their past experiences can teach the wrong lessons, and
their love can show up as fear (trying to
prevent us from getting hurt). Some of
their words triggered that five-year old
inside me, who felt stupid for getting his
milk carton thrown away. It pushed my
fear to the forefront just as I was about to
graduate from college.
The family I had missed so much
during my time in Korea didn’t see my
financial business as “a real job” and was
concerned about my path. My grandfather
saw entrepreneurship as something on the
side and potentially risky. He loved me and
had the best intentions, but his perspective
created massive conflict for me because I
didn’t want to disappoint him.
The thing is, people can’t understand
your Soul Purpose because it is different
from theirs. Following my path was one
of my first experiences with doing something uncomfortable and choosing Soul
Purpose over perceived security. But the
only real security we experience comes
from choosing Soul Purpose. It doesn’t

my family felt I should do after college.
But deep down, they were not what I
wanted to do. My great-grandfather was
bold enough to leave his family for years
to begin this legacy. He didn’t know how
to read or speak the language. He sacrificed and risked so much, missing out on
doing work to create economic security
and keep the family together. It was the
beginning of a legacy. And now it was my
turn to create a true and lasting legacy
by making the next move and being an
example on how life can be lived—with
family, passion, and Soul Purpose at the
center, and a career that goes
beyond trading time for
money.

Living Legacy: Two months in Italy
with my wife and kids (plus great
friends along the way)
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Within the first few months of graduation, my business had a six-figure month
when an early mentor become a client.
The first person I showed my accounts
to was my grandfather. I wasn’t bragging,
but instead wanted him to know I would
be okay. Every time I saw him he would
tell me, with tears in his eyes and his hand
on my shoulder or giving me a hug, how
proud he was of me.
By choosing to be an entrepreneur,
I have changed the course for future
generations. I’m doing something of
impact that matters—something I love,
that utilizes my gifts, and that I chose to
do with excitement. Sometimes a bold
move, where you lead by example, can
change your family destiny forever.

Finding the Success
Formula
Wealth isn’t only about money. Wealth
is about living a life you love and creating
high-level relationships. I’ve had lots of
hard choices to make in my journey, and
I’ve had to admit lots of mistakes. At one
point, I assessed myself and knew I was
crushing it in business, but not necessarily
in my health or marriage. So I dissected
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Graduating college with fake glasses to
look smart with my Italian/Entrepreneurial
Grandfather and Grandmother encouraging
me to “get a job.”

exist in a bank account or
even a job. It exists in value
creation, relationships, and
doing what we do best.
After graduating college,
I was offered about a
dozen jobs. But none of
them called to me. Ironically, even though they
seemed amazing at the
time, Merrill Lynch, Strong
Investments and (Arthur)
Andersen wouldn’t have
provided security—they all
made offers and aren’t even
around anymore.
These jobs were what

BOOK 1

WEALTH BOOK

BOOK 1

MY STORY

what I was doing in my business and
applied the same principles and methodologies to improve in these other
areas—and it worked. I hired a marriage
coach, I read books in areas of my life
that needed work, I set up structured
meetings and protocols, and I created
visions and goals for each area of my life
that I wanted to improve.
This is where I really started using what
I call the Success Formula. Everyone has
their own formula for performing at peak
levels. But this needs to be dialed in
across all aspects of life, not just business
and finance. It’s how I became a great
husband and father and someone who
cares about their health and fitness. Ulti-

mately, it’s how I’ve created a life I love.
You have your own Success Formula.
Your own legacy. It cannot be delegated. It must be owned and lived.
In 2017, my family and I returned to
the country where my family’s story
started. We rented a villa in Tuscany
for two months and hired a maid and
a private chef. My great-grandfather’s
family couldn’t afford to travel and visit
Tuscany, let alone stay in a villa for
weeks. We also got to see the best
Italy has to offer—Florence, Rome,
restaurants, and experiences. We’ve
come full circle—from an impoverished
Italian family barely scraping by, to a
wealthy family who can travel to Italy or

anywhere else in the world we want to.
The new challenge is passing on wealth
to my kids while avoiding entitlement and
allowing them to seek out their purpose.
This is my great-grandfathers legacy and
now mine.
My great-grandfather never had the
financial team that I do. He didn’t have
Wealth Factory. His mission was survival.
But he created conditions for me to thrive
personally, as well as the opportunity for
me to empower one million other families
to become economically independent and
not only create wealth, but also enjoy it.
You don’t get a second chance to
create a legacy. Build the life you
love.

“The new challenge is passing on wealth to my kids while avoiding
entitlement and allowing them to seek out their purpose.

This is my great-grandfathers legacy and now mine.”
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