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Happy New Year!

Well, we’ve begun a fresh new year. It’s the
perfect me to start (or recommit) to your
debt payoﬀ plan.
A er a fes ve holiday season, it’s soon me
for the bills to begin arriving in the mailbox. If
you need a li le help with the budge ng pro‐
cess to figure out how to make the numbers
work, there are a number of ways to do it.
One way is to use your algorithm‐based program to dovetail
your budget with your debt‐payoﬀ plan. If you have ques ons
about se ng it up, we’re happy to help. Give us a call!

~Lori & Tom Ellio
CLIENT’S CORNER

What is it?
It’s an app that tracks
your income and expenses to give you an ever‐
current snapshot in me for your year‐end tax
picture. If you are an entrepreneur, have a side‐
gig, or engage in any kind of business venture, it
comes in “über‐handy”* in keeping mileage, re‐
ceipts, and paperwork organized & accounted for.
Use the trial version for free at hurdlr.com, or talk
to one of our Debt & Wealth Coaches to find out
how you can use the premium version for free as
part of a business venture tailored to your needs.
Remember, it’s not what you make that ma ers.
It’s what you keep. And the hurdlr app ensures
you don’t overlook important details that can
save you money by reducing your tax bill. As al‐
ways, be sure to talk with your tax preparer, first.

Determining Your Most Expensive Debt

Lenders would rather you not know too much about this topic. That’s why we want to talk about it.
If you carry a debt load of a few 3.9% student loans with interest‐only payments, a couple of credit
cards at 16% APR, a department store 12% APR line of credit at a promo onal 0% interest rate & de‐
ferred interest for 15 months, and a 4.5% fixed‐rate 30‐year mortgage, which would be your “most ex‐
pensive” debt(s) assuming you made only your required payments each month? The answer: The 3.9% student loans.
That might surprise you. You might even want to argue. A er all, the credit cards are 16% interest, and the mortgage
is 4.5% compared to the student loans at 3.9%. But the student loans are “interest only” payments… meaning that
none of your monthly payment reduces the balances of the loans. When you make interest‐only payments towards a
debt, 100% of your payment is simply money given away with nothing to show for it. At least a por on of the mort‐
gage payment and credit card payments will be applied to lowering the debt balances. But be careful, because what
appears to be the least expensive debt— the 0% line of credit— can give a very mean bite if you don’t have the promo‐
onal balance paid‐in‐fully by the 15th month. “Deferred” interest is interest retroac vely added to the debt if the
debt isn’t paid oﬀ when the promo onal period expires, and that could mean thousands of dollars, added instantly.
*

”über‐handy”: using the German word to mean exceeding expecta ons. Not a reference to Uber Technologies.
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COACH’S CORNER
Taking a Consulta ve Approach to Coaching
As an independent financial coach focusing on helping your clients adjust their consumer behavior to get out of debt
and create income sources for a secure future, you play an important role in improving their household’s quality‐of‐
life. But for you to be eﬀec ve, they have to “let you in”. This is where so many coaches with the best inten ons fail!
Telling someone what they should do isn’t par cularly helpful. First, as adults, people are
resistant to being told what to do. It violates their sense of personal independence. And
second, if you tell someone what to do, you’ve crossed the line from coaching to advising,
and in doing so you might actually be breaking the law, pu ng yourself in harm’s way.
Remember from October’s Issue #1 of our newsle er, we do not provide financial, tax,
legal or investment advice. As a coach, you’re not licensed to do so. Financial coaches
focus on behavior, habits, and financial literacy. Leave the advising of what to specifically
do to licensed professionals (financial planners, brokers, CPAs, etc.)
In order to help your clients make changes for themselves, you have to make a personal connec on to gain insight on
lifestyles, priori es, goals, etc. Debt‐free is a des na on, and to get there you’ll need to ask ques ons to help your
client discover their own situa on with a clearer perspec ve. In other words, you can’t oﬀer a solu on to a person
who doesn’t recognize they have a problem. For them to recognize their problem, they have to discover it, them‐
selves. And that’s where your role as a financial coach comes into play. You’ll accomplish it by adop ng the Socra c
method of teaching, asking thought‐provoking ques ons to en ce clients’ cri cal thinking and find their right answers.
Show an interest in ge ng to know them, dig a li le deeper to find out their concerns and their priori es, and help
them envision their future poten al outcome from their choices by asking “what if” ques ons.

HOT TOPIC

Avoiding Predatory Lenders who Bank on “The Fine Print”

The next me you’re tempted to act on one of those “Pay Oﬀ All Your Credit Cards” consolida on loan mailers, take a
minute to read the fine print. You might find that the oﬀer isn’t as good as the adver sement conveys. The details:



Credit cards are simple interest. Consolida on loans are usually compound interest (paying interest on interest).
In many oﬀers, the fine print reveals origina on fees added to the loan. These typically range from 1% to 10% of
the amount borrowed. That means you’ll not only be borrowing more than you currently owe, but also paying
compound interest on the higher amount.
 The “Paying Oﬀ Credit Cards” may sound good, but the reality is that you’re moving the debt, not paying it oﬀ.
 To qualify for the large type, bold‐face rate adver sed, you o en need a high credit score to start with. There’s
usually a disclaimer in the fine print that specifies that the actual rate assigned to you could be much higher (up to
30% or more). If you consolidate 10% simple interest cards into a 24% compound interest loan with fees, beware!
Do the math first. The ads are designed for you to make an emo onal decision, not necessarily a sensible one.
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On Silver

One of the things we o en hear
about is pu ng aside money for a
re rement nest egg. There’s always
a “great p” about one stock, mutu‐
al fund, or another. But unless you
hire an expert (or are one yourself),
playing the stock market can be risky
business in a vola le economy.
You may want to give some thought
to looking into precious metals, spe‐
cifically silver. Do your homework
and get “smart” on it.
It tends to be aﬀordable. It’s been in
demand since biblical mes. It’s
used in industry as well as ornamen‐
tally. And the general consensus is
that it’s at a rela ve low right now.
Ask your financial advisor about it.
Could silver be a good pick for you?

WISDOM

WORTH

When Family Becomes a Threat to Re rement

Last month we addressed the growing problem of kids’ “failure to launch”
from the nest, which starts them out in life at a maturity disadvantage while
se ng their parents up for re rement challenges. This month the topic is
about grandparents raising their grandkids.
According to Barron’s weekly financial journal (Nov 4th issue), 2.6 million
grandparents are primary caregivers for their grandkids. Part of the reason for
this trend is that the children of the grandparents are nowadays likely to have
“special needs” stemming from their upbringing, including drug addic ons,
family instability, chronic health issues and learning issues.
Whereas most working parents at the family‐rearing age of 25‐40 years old are
also at their peak income years occupa onally, grandparents who raise their
children’s kids are typically in financial decline in re rement, forced to tap into
their re rement savings to support raising the next family genera on.
Decades ago it was commonplace for aging parents to move back in with their
grown children. But nowadays, grown children are o en unable to fulfill that
role. As you get older and closer to re rement, yourself, it’s important to be
aware of how your own family’s dynamics are shaping your future. And if you
recognize signs of future problems, take ac on now to get help, develop a sol‐
id financial plan, and shore up your resources to oﬀset hardships later.

A Quotable Quote to Stay In‐Touch with What’s Important

It’s good to have money and the things money can buy. But it’s good, too, to check up once
in awhile and make sure that you haven’t lost the things that money can’t buy.
~George Lorimer

LIFE AFTER DEBT

Get a Li le “Social”.
Help Us Help You: Like It, Comment, & Share It!
We’re hoping you’ll con nue to
support our eﬀorts to spread
the word on financial literacy!

Please visit our Facebook Page and Share it & Like it.
h ps://www.facebook.com/AchieveLifeA erDebt/
*

BONUS VALUE

$200 Gi ‐Card Giveaway*

For a limited me, receive $200 gi card* from a store of
your choice† when you get started with your new debt‐
free plan using the algorithm‐based program that guaran‐
tees the fastest‐path‐to‐zero debt, in wri ng!
The best part: There’s nothing to purchase to see if it’s
the best fit for your needs. Get your free analysis today!

Applies to retail clients only. Some restric ons apply. †Store choice availability may vary.
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