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A WARNING TO THE READER 

Nothing in life can change until the unspoken is spoken. Most 
people will tell you what you want to hear. They don’t ask the 
tough questions. 

I hope this book helps you think differently, clearly, about your 
business, and about money and risk.

We lose money when we don’t see risk. The less risk you see the 
more risk you’ll face, and the less prepared you’ll be.   

My goal in this book is to shine a light on the potential negative 
outcomes (risks) you face—because they are there, even if you 
choose to ignore them—and to give you the tools to avoid the 
risks that can be avoided and minimize the impact of the risks 
you can’t avoid. In short, I’ll show you how to survive, and, yes, 
thrive as a business owner who faces a long list of risks every 
day.

The views I share in this book are my own. As always, you 
should seek the advice of a competent professional when facing 
important business, financial, and life decisions. 
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A LETTER FROM THE AUTHOR

Dear Business Owner,

The book you hold in your hands is a guide to building a 
successful business to increase your wealth. Most business 
owners want those things; I did when I began. I have achieved 
some measure of both and always strive for more. But, those 
reasons alone are not enough.

Owning a business is a fantastic vehicle for building wealth but 
can often be roller-coaster. If you have suffered sleepless nights, 
stress, worry, ever struggled to make payroll and looked in the 
mirror wondering, “is it all worth it” …then you know what I 
mean. 

The rules I have outlined in this book are the exits to the 
roller-coaster. But the rules themselves are not enough. 

You should surround yourself with a team of experts who can 
help you because you cannot know everything. There is no 
shame in that; there is only shame in not asking. 

If you have such a team—a great CPA, attorney, business coach, 
banker, and risk/insurance expert—congratulations! You are 
ahead of the game.



6  |  SHON MESSER

If not, I would like to help you. I do not fill all those roles, but 
I have a team of advisors who can.

If you need to build your team or fill gaps in the roster, please 
email me or call my office. I will help since I know how vital it 
is to have a team to support you. 

To your success!

Shon Messer, MSFS
shon@dsdinsurance.com | 205-903-9771
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INTRODUCTION

“No one will care about your money as much as you do.” 
- Shon Messer

Congratulations. You have made it. 

You are no longer working as an employee for somebody else.

You are excited about the financial opportunity and your 
ability to control how much money you make. You enjoy and 
appreciate the freedom of not having someone look over your 
shoulder. 

You may have done this by choice because you did not like your 
old job, or a layoff or downsizing may have forced you to do 
this. 

As an independent contractor, you are in charge of your destiny. 
But while that means you get all the rewards, you have also 
assumed all the risks. 

You no longer have a company responsible for your health 
and well-being, so to speak. That safety net is gone. That is the 
reason these companies want you to be independent – to shift 
that responsibility and cost – to you. You provide a service, or 
you sell a product, and they pay you for it. The relationship is 
then over. 
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You are now responsible for your healthcare, lifestyle, retirement 
(the only person that can take care of that older person you 
will someday be is the younger person you are today), and your 
family’s survival. 

Who Is This Book For?

The strategies and recommendations in this book will 
help independent contractors of all types, including:

• Independent distributors for major manufacturers 
• Delivery Providers for companies like Amazon
• Independent sales reps
• Truck drivers (owner-operators)
• Lyft and Uber drivers
• Freelancers
• Solo business owners
• And small business owners of every kind…

The only person that can take care of that older person 
you will someday be is the younger person you are today.

You are now the company; even if you work so closely with a 
company, that it almost feels like you are an employee. 

But you are a small business owner, and if you do not start 
acting like one, the results can be devastating. According to the 
U.S. Bureau of Labor Statistics, about 20% of small businesses 
fail within a year of opening. By year five, about one-half have 
failed. After ten years, around one-third are still in business. 
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There are many reasons businesses do not have longevity, and it 
boils down to not having the right mindset. 

On top of the challenges associated with running a day-to-day 
and long-term business, there are also outside forces against 
you – beyond your control – that you must account for as a 
business owner: 

• Shrinking Social Security
• Higher healthcare costs
• Longer life expectancy

You are responsible for the systems, processes, and most 
importantly, the mindset vital to the success and growth of your 
business. The things that will turn it into a wealth-building 
machine and even create a legacy for your family include: 
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• Maintaining cash flow
• Paying correctly into Social Security
• Setting aside an emergency fund for personal and 

business accounts
• Pay yourself first 10-20 cents of every dollar you earn
• Pay off all debt
• Properly registering your business entity
• Properly registering your vehicle and other 

business-related equipment
• Paying the correct amount in taxes – not too much, not 

too little
• Preparing for retirement
• Maintaining proper insurance protection
• Using proper contracts with all your clients, vendors, 

employees, and freelancers
• Having agreements in your business and personal life
• Having the proper documentation
• Separating the business’s financials from your financials
• Having an exit plan
• Putting a plan in place for what happens if you die 

unexpectedly
• Knowing what you must do when you grow big enough 

to hire employees

Look, it is to be expected if you are falling behind in some 
– or even most – of the categories. You may have never run a 
business. So, you might not understand the basic principles or 
rules that you need to follow as an independent contractor and 
small business owner – at least to be a happy and wealthy one.
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That is why you are here and what I designed this book to teach. 

It will give you a solid foundation in running your business, 
from top to bottom, front to back. Think of it as a how-to guide 
for building your business and your wealth as an independent 
contractor.

The truth is that you are responsible and must take ownership of 
your future. There is no pension waiting for you in retirement. 
There is no employer to fall back on. 

But with great responsibility comes great opportunity, and I 
want to give you a roadmap that will show you how to achieve 
prosperity now and in the future with a growing, thriving 
business.

I will give you the basic habits that, if you set up and implement 
them, will make a huge difference in your business, and solve 
your biggest business problems – including those you have no 
idea you have right now. 

Now, I know you have a high-risk tolerance because you are 
an independent contractor and get paid based on results. You 
would not have gone into business for yourself otherwise. 

My goal for you is to have financial security in a world of 
uncertainty using risk transfer strategies that allow you to have 
more control and confidence in your business. That means 
being willing to go after bigger clients… willing to hire and fire 
people… because you have a plan for the worst-case scenario. 
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Typically, small business owners get stuck because of a lack of 
courage. And often, that lack of courage is warranted because 
they do not have the necessary plan in place if things go south. 

When you reduce the risk and understand that you have the 
downside protected (and I am not talking about buying more 
insurance), it allows you to be more aggressive, which allows 
you to grow.

My goal is to help you make safe and smart choices to avoid 
losses and recover when they happen. I want you to understand 
your real role in your company and how that determines how 
you must act. 

Here are some truths you must accept as you start on this 
journey:

1. You are a shareholder in your business.
2. Your #1 wealth-building tool is your income from your 

business.
3. Cash flow, not net worth, determines your lifestyle.
4. You need the right habits to avoid the roller coaster 

effect of wealth-building.
5. Your #1 investment should be in your personal 

development and business.
6. Your #1 focus should be on the #1 asset you have – your 

business. You cannot get distracted. First, you must 
protect and then build that asset. 

7. Financial security is more about avoiding losses, having 
the right habits and protections in place than trying to 
find the next “big” investment.
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If you do not accept these truths, you will continue to plateau 
or even struggle. 

Your business will be more like a job you bought than a 
wealth-building tool. 

You will work hard but not have much to show for it. You may 
not even be able to retire.

You could be on the hook to the IRS for thousands. 

Debt could cripple your ability to grow.

As an independent contractor, ignorance is not bliss. Ignorance 
is financial pain and poverty; nobody else cares that you do not 
know something. The IRS, creditors, and regulatory bodies do 
not care.

In fact, in many cases, they like it that you do not know because 
you often pay them more as a result. 

But when you follow the lessons in this book, you have the 
building blocks for a thriving business. 

I am talking about understanding what could go wrong and 
having a plan. I am talking about having good contracts and 
agreements and having a way to manage your cash flow and 
taxes to reduce debt. 



14  |  SHON MESSER

It is about being systematic and organized in every aspect of 
your business. Being clear about what you are doing so you 
have more control and confidence. 

If you fix your finances and financial confidence, you will fix 
your business. You will have the courage to do what you need 
to hire the right person for further growth or fire the person 
holding you back. You will have the courage – and the cash 
flow – to make strategic investments to help you grow. 

People start businesses because they have certain strengths and 
something they think they can bring into the marketplace. 
They see that opportunity and try to capture it.

But it is not long before they discover that there are threats out 
there on the horizon. And before they know it, those dangers 
become all-consuming. That is all they can see. It obscures the 
opportunities by fear and anxiety – you probably think of it as 
stress. 

This book will help you identify those dangers – and eliminate 
them – so you can capture the opportunities out there and 
work in your strengths to build wealth and have a happy and 
fulfilling career and life! 
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CHAPTER 1 

Habits and Behaviors

Companies today increasingly do not want to be responsible for 
you as far as benefits, insurance, and the like. That is one reason 
why there are so many independent contractors out there.

That puts the ball in the court of the independent contractor. 
And without education and knowledge, things can go wrong.

Maybe they do not know they should set aside money for taxes, 
and they end up owing to the IRS and charged penalties and 
interest until it is all paid back. 

An independent contractor doesn’t bother to find out what 
type of business license you need to operate. They may not 
worry about it or spend the fees until someone calls them out. 
No problem, right? Wrong. 

The city finds out the contractor does not have a business 
license. The word gets out to potential clients, and they have 
created ill will in the community, and they end up suffering 
because new businesses do not come in; not only that, but the 
city could also levy a fine due to non-compliance. 

The small business owner does not secure the right insurance, 
or the proper coverage amount, or lets it lapse. Next time they 
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bid for a job, they cannot because the organization that put out 
the bid wants to see their certificate of insurance. 

They hire employees they should not have. One of the biggest 
problems I see is putting people in company vehicles with bad 
driving records. They do not tell the insurance company who 
is driving. They are not on the insurance. Then there is a wreck, 
and it is totaled. 

Now, the business owner is uninsurable, or the insurance 
premiums are so high they cannot afford it, and this can ruin 
the business. 

Not only that, if they get sued by the other driver in the 
accident, they could be on the hook for hundreds of thousands 
of dollars. And the insurance company would not defend them 
in court or offer a settlement because they violated the terms of 
the policy by having that driver in the vehicle. 

Hiring someone to drive with a bad driving record and putting 
them in a company vehicle every day is one thing, obviously, 
a bad idea. But it can be something as simple as the business 
owner allowing their sixteen-year-old son to take the business 
vehicle to run to the grocery store. 

These may all sound like far-fetched scenarios; when, in 
fact, they happen all the time in small businesses across 

the country.

They get in an accident, and insurance rates skyrocket.
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These may all sound like far-fetched scenarios; when, in fact, 
they happen all the time in small businesses across the country.

The saying goes that ignorance is bliss. But in the case of being 
a small business owner, ignorance is pain. Ignorance is poverty. 

And there are people out there, like the government, banks, 
suppliers, your employees, and insurance companies, who are 
hoping you are ignorant about these consequences because it 
puts money in their pocket.

The solution is to ditch those bad habits and put in place the 
systems and processes to run your business efficiently and 
profitably.

Establishing a New Way of Doing Business

The process of business is quite simple. As Dan Sullivan says, 
you are not selling a commodity; you are selling confidence. 
That means adding more value than anybody else selling the 
same product or service.

Remember that at the end of the day, you do not sell to a 
business or a government… you are selling to other human 
beings.

That is high-level. But these are nuts-and-bolts things you must 
do day-to-day. 

There are good habits and behaviors you must adopt.
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You must be organized and ready to make tough decisions, 
you cannot procrastinate. You cannot only focus on your work, 
which you do well, and not the business. Simply being great at 
what you do will not ensure you succeed.

Do not get sloppy with record keeping and figure you will 
get to it later, or your “tax guy” will figure it out. You cannot 
comingle personal and business expenses.

If that sounds like what you have been doing in your business, 
it is time to make a change. You no doubt have figured that out 
already. 

And I am talking about systematic change. Not something that 
is going to fix everything overnight; there are no quick fixes. 
No huge windfall that’s going to turn things around. Although 
it is tempting to think so…

Before you invest in financial products, or a new piece of 
software or app, or hire a “superstar” employee, or make any 
another big investment in your business, look to yourself first. 

It could be your bad habits that are making the business struggle. 
And you need to fix those habits before you do anything else.

Here are some things you might be doing wrong:

• Focus on the rate of return instead of the rate of saving
• Not forecasting cash flow 
• Not preparing for unexpected expenses
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• Being out of compliance, which means you could be 
facing regulatory fines 

• Running on margins that are too thin
• Not setting aside money for taxes, which gets you into 

trouble with the IRS
• Overpaying taxes because you have no receipts/records 

for deductions
• Making bad agreements (or no agreements)
• Having the wrong title on your assets...create personal 

liability
• Building bad credit due to bad cash flow management
• Trying to be an expert in areas outside your circle of 

competence (not hiring experts to help you to save 
money)

• Lending money to friends/family (you lose both)
• Investing in things you do not understand
• Making decisions based on emotion…
• Focusing on the best-case scenario and forgetting about 

the worst 
• Overestimating revenue... and underestimating expenses

You are not alone. This is common among independent 
contractors. I have seen these bad habits many times in my 
work with clients over the years. 

The whole country has fallen into bad habits when it comes to 
managing money.

In this book, we will explore all these bad habits in detail – 
what causes them, what the impact can be… and how you can 
change them.
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I have created a set of rules to live by in your business. They are 
rules that will impact every aspect of your life, and at the core 
of these rules is a change in mindset you must adopt. 

80% of finances is psychology. 

I want you to have a brighter future you are moving toward. 

When you have that vision, you will be willing to do the work 
and pay the price needed to get there. 

Your vision of the future could be cutting back on your work 
hours so you can play more golf or spending more time with 
your family or retiring at fifty-five to a house on the lake. 

Let that vision guide your business decisions; always have the 
long-term view in mind. You make the worst decisions when 
you do not consider the consequences. 

That is exactly why many people end up accumulating a lot 
of debt. They want instant gratification. Or they try to be an 
expert in areas outside their unique ability or expertise because 
they want to save money by not hiring professionals.

Or they try to cut corners on agreements… or tax planning… 
or other aspects of their business. And it always ends up costing 
them money, or opportunity, if not both.

It is time to get serious and ditch those habits and find the right 
mindset, following the rules in this book.
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Don’t Lend Money to Friends and Family

As an independent contractor, people on the outside 
do not understand the struggles you might be going 
through. In their mind, they see that you are the boss 
and that you are swimming in cash as a business owner.

So, it is not uncommon for friends and family to ask 
to borrow money. If they have gone to multiple banks 
and none will loan to them, do not do it… unless you are 
okay with never seeing that money again and losing the 
friendship forever. 

When You Plateau

One of the things I see business owners doing a lot is that they 
will get to a certain level and then coast. Rather than doubling 
down and figuring what they need to do next to grow beyond 
this stage, they plateau, which is another bad habit. 

Often, figuring out what you need to do starts with a period of 
personal growth. 

What people should avoid is thinking that instead of working 
on or investing in their business, they should take some of their 
profits and invest it elsewhere. It seems like a smart move. But 
when they do not know enough about those opportunities, 
they usually lose that money or are taken advantage of. 

That is why I always say that you need to look into the return of 
your money, not always the return on your money. 
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CHAPTER 2 

Rule #1: Be a Shareholder

As an independent contractor, you probably see yourself as 
owning a job. You think of yourself as working for the supplier 
as an independent. Even though you are the boss, you might 
not consider yourself a small business owner – even though 
you are.

You might still feel like an employee, even though you get a 
1099 instead of a W-2. But you are not.

As I have said, whichever company you work with pays you to 
provide a service. You are responsible for everything else. That 
makes you a small business owner. More than that, I want you 
to consider yourself a shareholder inside your business, as well 
as an employee.

It is a mindset you must adopt to be a sustainable, long-term 
success as an independent contractor. 

I want you to consider yourself a shareholder inside your 
business, as well as an employee. 

Let me explain.
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When most people see the term shareholder, they think of 
investing in major publicly traded companies like Apple, 
Amazon, or Walmart.

If you own your company and you are incorporated, you are a 
shareholder; you own stock; you own a share of the company. 
You own stock. That stock represents ownership. If you receive 
a distribution of the money the business makes, you are a 
shareholder. 

Another way of looking at it is that you are an investor in 
your own company. And that means you must treat it as an 
investment.

Investment Buckets

As a shareholder, you can own part of…

• A private equity firm
• A private partnership
• A publicly-traded company
• Your own business

With these investments, except for your business, you 
have little influence.

With IRAs and mutual funds, the returns are usually low 
and have little influence. With real estate, you usually 
need a lot of capital. To be honest, if you do not have 
one to two years of liquidity in your business, you do 
not need to think about buying shares outside your 
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company. You cannot manage money until you have 
money. 

Sure, it is great to have diversified investments. But 
the number one wealth-building tool you have at your 
disposal, the number one driver of value you have the 
most control of, is your business.

The problem is that you might not be looking at your 
business in that way. You might be looking at it like a 
paycheck you get every two weeks.

But with your own business, you have tremendous 
influence and higher potential returns. 

The #1 investment you can make is in your personal 
development and business. 

If you work as an employee for someone else, you get 
paid a salary to work in that company. That is your 
income.

If you are an independent contractor that is incorporated, 
you should pay yourself a salary for your work. But you also 
get paid a percentage of the profits of the business for being 
a shareholder. That is called a distribution from S-Corp or 
dividend for a C-Corp. And you need to view that differently 
than you do the salary you draw for working in the business.
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Look at investing in major companies like Apple. They give you 
a dividend based on their performance. When the value of the 
company goes, the stock value goes up. They base the amount 
of money you get on the number of shares you own, essentially 
representing the percentage you own of that big corporation. 

Most small business owners have an S-Corp and receive 
payments with the K-1 tax form, which are distributions based 
on the profits of the business. And they get it all. That only 
happens because they are the only shareholder. They get all 
the profits because they own the business. If you owned all the 
shares in Apple, you would get all the dividends/profits.

You must adopt this mindset: you work in the business and are 
a shareholder as well. 

As the value of the business goes up, your wealth goes up too. 

The Shareholder Mindset 

A shareholder must believe in their ability to:

• Increase value (increase your wealth)
• Receive profits (distributions)

They must understand that:

• Their distributions escape FICA Tax under current 
law 

• They should never invest in something they do not 
understand.
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• The business must be healthy first before they 
make any other investments. 

• The business is separate from their finances
• They must create value in the business to create a 

return on your investment

The Difference Between Shareholders and Employees

As a business owner, you have the privilege of being both 
shareholder and an employee of your business. You get paid 
to do the employee job, and then you get paid for being the 
owner. You need to adopt that mindsset. 

It means that for you to get paid at all, the business must be 
healthy first. You must understand that your business is a 
separate entity from your finances. 

The reason you become a shareholder is to get a return on your 
investment. You buy stock, or shares, in a company hoping they 
will go up in value. 

As a shareholder in your own business, you have more control 
than investing in any other company. That is why I consider 
owning a business to be the best vehicle to create wealth. 
Nearly 70% of the self-made millionaires out there today are 
small business owners. Sure, there are wealthy people in every 
profession, but usually, it is only the top 10%.
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Dividends and Taxes

Distributions are taxed differently because you have taken the 
risk to own the business and buy shares in the company. That 
is one of the main reasons investors get wealthier is because of 
the different views the IRS takes of ownership in a company.

Being a shareholder/business owner is a mindset. You are an 
investor, the owner. You are not only an employee. 

Anyone that gets ahead owns shares. To become wealthy, you 
need to own shares in something that is growing. And when 
you are only an employee, you are growing somebody else’s 
wealth.

But when you own a business, you are the employee making a 
salary doing a specific job to build up the company and build 
wealth, and you are a shareholder reaping that wealth. It is great 
being a shareholder, owner, and employee in your business 
because you can bring somebody else in to do the employee 
portion and still benefit financially. 

A strategy I took from Tony Robbins that I agree with 
wholeheartedly is that by the time you reach your mid-fifties, 
you should bring somebody in and give them shares in your 
company so you can work less. Robbins has done that with the 
more than 500 businesses he owns. 
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Work Less, Get Paid More

The best way to bring someone in is to give them 5% ownership. 
Then as they start taking over your tasks and your work schedule 
reduces, you are paid less as an employee. At the same time, 
your dividends are growing as a shareholder, and the value of 
your company is increasing. In short, your wealth is growing. 

Most small business owners never plan on retiring. But if you 
can understand this shareholder concept and how you can 
be paid through distributions/dividends after you bring in 
employees, so you work less but are paid more as a shareholder, 
retirement is a possibility – and a comfortable one at that. And 
often, you only need to look at hiring one person, which is a 
relatively easy thing to do.

Last Thoughts

I have proposed quite a mindset shift in this chapter by outlining 
the two different worlds you inhabit now – shareholder and 
employee – and how you should think and act like an investor.

The problem is that it might be hard for many independent 
contractors to think of themselves that way. In many cases, they 
essentially bought themselves a job. They got themselves a job 
without a boss. And they do not have the security of a job.

If you are having that issue, you should consider why you 
went independent. Being a shareholder allows you to enjoy 
five freedoms. And you need to put in the work to continue to 
enjoy them. 
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Our Risk Control Method puts you in control, gives you 
confidence, and puts more profit in your pocket. 

• Freedom of Time. You want to spend your working life 
doing what you really enjoy doing, and you also want 
the freedom to spend time not working too, so you can 
have a full life and pursue your other interests.

• Freedom of Money. You don’t want a ceiling on how 
much money you can make for doing a great job.

• Freedom of Relationships. Work with the people you 
want to work with, including, customers, team members 
and vendors.   

• Freedom of Purpose. Your business is not just a career 
but a vehicle for living the life you to want to live and 
achieving the things that are most important to you. 

• Freedom of Location. The ability to work and live 
anywhere in the world…  Technology has made this 
possible for a lot of small business owners providing 
consulting and other services. 

Worth working towards, right?
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CHAPTER 3 

Rule #2: Always Separate 
Business Income and 

Personal Income

As a business owner, you must understand that even if you are 
the “boss,” the business and its finances are separate from you 
– or should be. 

Business and personal income are different. As discussed in 
the previous chapter, you draw income as both an employee 
(personal) and shareholder (business).

If you die tomorrow, and you are incorporated, your business 
entity lives on. The business does not die when you die. It is 
separate. It has a tax ID number; you have a Social Security 
number. Your business has its own tax return. You have a 
personal tax return. 

Yes, there are flowthroughs on S-corps. But the reality is that it 
is a separate entity, separate income. 

This separation does give you protection and advantages. But 
you must follow the rules to take advantage.
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It is tempting because an independent contractor/small 
business owner usually owns all the shares in their company; 
they see it as only them – not a separate entity. 

The problem is when they do not understand the distinction 
between business and personal income, it can produce negative 
consequences.

Business and Personal Taxes

One of the biggest mistakes people make when confusing 
personal and business income is with taxes. 

With employees, the government is smart – they take the money 
out of every paycheck. They do that because they know if they 
give people the whole check and wait until the end of the year 
to collect taxes on the return, it would not be there. 

They understand money is emotional and is more psychology 
than numbers.

Money is more psychology than numbers.

But when you own a business, the government does not 
withhold that money. You must set the money aside yourself. 
You need to account for that tax bill. And because you own 
a business, you have an extra step that an employee does not. 
You need to distinguish between business income and personal 
income. Otherwise, you set yourself up for failure.
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For one, you might not plan to have enough funds on hand 
to pay your tax bill when it comes due. Second, you might 
not get the tax deductions you could. Why? Because you are 
comingling money – your personal and business income. At 
that point, it becomes harder for an accountant to defend you, 
and they are less likely to give you a deduction when preparing 
your tax return.

The Problem of Comingling

If you come to an accountant with your books and you 
are mixing personal and business expenses and have bad 
recordkeeping, do you think an accountant will put their 
professional license on the line to give you a tax deduction? 
No. So, you end up paying more taxes unnecessarily because 
you are not doing something you should be doing anyway.

Here is what happens: when you comingle income, it looks like 
you have more personal income than you have. Because all the 
money from the business goes into one account. That does not 
show the expenses – the money it takes to run the business. It 
does not consider the account taxes.

What you should say to anyone who looks at your books is that 
my business pays me as an employee, let’s say, $4,000 a month. 
That is what I live on. Then, when the business is profitable, 
you get your distribution as a shareholder. That is your “bonus.”

But when you comingle business and personal income, you 
think you have more than you do – it appears as if you have 
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more than you do. So, you often end up spending more than 
you have.

Obviously, that creates financial problems. 

A Nightmare Scenario

An independent contractor is making good money. The 
business is thriving. 

But then there is an incident…

An accident… divorce… there is some sort of tax 
situation…

Without an emergency plan in place, they are in big 
trouble.

For example, say there is a divorce, and the independent 
contractor has comingled their assets, and the business 
and personal income are not separate. 

Guess what they will base the child support or divorce 
settlement on?

People can only make as much money as they see “conceptually.” 
When personal and business income and expenses are not 
strictly separated, it is easy to think you have more money than 
you do. 
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When someone has spent their whole life up until they became 
an independent contractor with the government withholding 
taxes from their paycheck – it was clear how much money they 
had. 

That is why you should think of separating your business and 
personal finances as protecting yourself from yourself.

This separation is as easy as having two different bank accounts. 
When you need to spend money, always ask yourself, “Is this 
for the business, or is this personal?” Then you take from the 
appropriate account.
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CHAPTER 4 

Rule #3: You are Responsible 
(and Only You)

A small business owner was not placing enough to the side 
for quarterly estimated tax payments and a couple of times did 
not make payments. This went on for a couple of years until 
he ended up with a quarter-million-dollar tax bill. The IRS 
charges interest. They charge penalties, and they are not nice 
when they come to collect.

He was a successful guy. It was odd he made this mistake. He 
had to scramble to repair that damage… and it was not only 
financial. The stress of the situation hurt his relationship with 
his family and friends.

It goes to show that as an independent contractor, you need 
to be aware of unintended consequences. When someone 
is an employee, the business can absorb the damage from 
unintended consequences. That is why employees do not get 
the same freedom as business owners. When you are on your 
own… it is all on you.

When you are on your own… it is all on you.

Unfortunately, many small business owners tend to make 
decisions based on the best-case scenario, that they will always 



38  |  SHON MESSER

hit their sales goals, for example. Or that all their clients will 
pay them all the money they owe on time.

I often say that people underestimate expenses and overestimate 
revenue when they should overestimate expenses and 
underestimate revenue. It is always better to be surprised by 
having more money than expected than the other way around.

Stupid Games Business Owners Play

Owning a business is the best opportunity most people 
have for building wealth. But with great opportunity 
comes great responsibility. Far too many independent 
contractors do not take that responsibility seriously 
enough…

• “I do not know”
• No business license
• Inadequate insurance (cannot get certain jobs)
• Letting family/employees drive vehicles with bad 

driving records 
• Not setting money aside for taxes
• Not hiring professionals to help you – CPA/

attorney/insurance pro

Unfortunately, due to confirmation bias... meaning that because 
things have gone fine in the past, people tend to downplay their 
costs and expect more money to be coming in.

But it is much better to be prepared.
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When I look at the revenue side, I like to use the 80% number, 
meaning use only 80% of the money you expect to receive 
as your estimated revenue. That way, you have planned for 
potential hiccups, and anything that comes in above is gravy.

As far as expenses, take whatever you are expecting and then 
add 20%. Things often – if not always – come up that you are 
not expecting. This way, you are prepared.

Being aggressive in overestimating revenue is one of those 
aggressive behaviors, one of those bad habits that many small 
business owners must break.

It is not the rate of return; it is the rate of savings. People worry 
about what the rate of return is when they need to worry about 
the percentage they save. And there is no such thing as savings; 
it is only delayed spending. 

So, the key is how you spend it and allocate the money to use 
later– that is basically what savings are. 

My #1 Tip for Investing Responsibly

Never invest in something you do not understand. If the 
investment is too complicated and you cannot explain it on 
one piece of paper, move on. If the people inviting you to this 
investment cannot show you how it works, if they are doing it 
themselves, stay away.

That tip comes from Peter Lynch, the legendary investor 
who ran Fidelity. He understood that staying away from 
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complicated investments is the best way to avoid losing money 
and experiencing serious heartache.

Warren Buffett said that he could tell you within 10 minutes of 
meeting someone to try to sell him a business… if he is going 
to buy it. An investment should not be complicated. If it is not 
clear, do not do it.

The Investment I Did Not Understand

I want to share a personal story about investing in 
something you do not understand. At one point, I 
decided to get into Section 8 properties. I had eleven 
properties and hired somebody to manage them. But I 
did not understand this business. 

Then storms came through and created vacancies. 
I did not know that people who receive this housing 
help get vouchers. They can take that voucher to any 
Section 8 property in the city. They move around often. 
I did not understand that as a Section 8 property owner, 
you needed to “move” your homes around too – buy 
properties in different areas that are becoming popular 
with these people – if you want to compete for those 
vouchers, which pay top dollar.

This situation ended putting me in bankruptcy… all 
because I did not understand what I was investing in. 



HOW TO CREATE FINANCIAL SECURITY IN A WORLD OF CHAOS AND UNCERTAINTY  |  41

Irresponsible Investments

When people are scared, they often want to find something to 
save them… to give them those big windfalls that take away all 
their money worries. 

The next “hot” investment seems like it could be the thing to 
do it… like a hot stock they heard about in the news or some 
new cryptocurrency. 

But you should never invest in something you do not 
understand. If you hear about it, that ship has probably already 
sailed, and the real opportunity is gone; instead, you should 
focus on creating a solid plan to run your business. It takes 
more time and effort, but it is more sustainable. 
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CHAPTER 5 

Rule #4: Cash Flow Is King

“If you have enough cash to solve a problem, you don’t 
have a problem.” 

- Dan Sullivan

The #1 reason for financial problems in a business is a lack of 
cash flow management. Every financial problem in life goes 
back to not managing the cash flow. 

If you cannot control your cash flow, you and/or your business 
will go broke. It does not matter how much money you have. If 
you do not manage your cash flow, you will not stay in business.

Professional athletes who make millions go broke all the time 
because they do not manage their cash flow. On the flipside, 
you see a little old lady who never made more than $30,000 a 
year as a millionaire.

Read the book, The Millionaire Next Door. All those people 
profiled controlled cash flow.

The fix is a spending plan. I do not call it a budget. In this plan, 
every dollar has a job. 
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Cash flow in a business is like blood in a body. When the cash 
stops flowing, the business stops. Money may not be the most 
important thing in life. But it is the #1 most important thing 
in a business.

When you do not forecast cash flow, unexpected expenses can 
bury you. That could be: 

• A repair bill for a vital piece of equipment
• An unexpected deductible
• A fine from getting in trouble with regulatory bodies 

for not complying
• A tax bill that comes in and there is no money set aside 

to pay
• Divorce and other family problems

This lack of cash flow could be the result of:

• Not keeping up with deductions, which means too much 
is paid in taxes unnecessarily (and you can bet the IRS is 
not conducting audits for potential overpayments).

• A lack of good agreements with employees or customers. 
Do not rely on so-called gentleman’s agreements or 
handshake deals. If something goes wrong, you have no 
recourse.

• Not having proper documentation. For example, 
the business’s vehicle, building, or other property or 
equipment, is not titled or registered in the name of the 
business entity but rather in their name. That means 
personal assets are at risk.
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Any of these issues can create a cash flow crisis because it 
requires cash from them that they have not accounted for.

You must have resilience and be prepared – mentally and 
financially – when a client does not pay or cancels… or when 
unexpected events crop up. You must have the ability to 
withstand those events.

I do not care if you are a millionaire or broke. Everybody has 
issues controlling cash flow. The thing is, cash flow, not net 
worth, determines lifestyle.

Freedom

The #1 reason people own their own business is 
freedom (of time and the ability to do things their way) 
– not money. Often small business owners make less 
money than they would by working for somebody else. 
Having said that, they also can make a whole lot more 
money than they ever would by working for somebody 
else.

To keep track of cash flow, you must be forecasting 
your expenses and revenue. You need to be planning 
for the future; you cannot be looking back. This is a 
mindset that trips a lot of people up because when they 
think about cash, they are focused on what they spent 
and made. 

They need to be forecasting what their expenses and 
cash will be moving forward.
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You cannot do anything about what has happened.

It is always the unexpected that trips people up… the 
things you do not plan for. That is why you need to 
prepare. It is no wonder so many businesses go to 
subscription models – it brings in predictable cash 
flow.

Controlling Cash Flow

For a small business owner, the key to controlling cash flow is 
forecasting cash flow. You already do this in some capacity with 
your finances, so let’s look at that first.

In your personal life, when you are an employee, you know 
how much money you get every month. That is your salary. 
Then you have your mortgage, power bill, cable/internet bill, 
car payment, groceries for the month… these days, you most 
likely have a lot of that on automatic payment, kind of like a 
tax withholding.

It is a great way to manage your cash flow instead of keeping 
track of paying all those bills each month. It makes sure they 
get paid.

After those expenses, you know how much free cash you can 
spend on other things. 

For small business owners, nothing is automatic.
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Here is the thing, though: for small business owners, nothing 
is automatic. Expenses can vary from month to month. So can 
revenue. You must keep track of it all. You always want to be 
playing ahead, not looking behind. Figure out what is going to 
happen, not what has happened, in other words.

And to do that, you need to forecast what expenses and revenue 
will be. That can be a challenge. Unlike with your personal 
finances, with a business, expenses and revenue can fluctuate 
from month to month. This is a huge leap for most people, 
who have been employees with only personal finances to worry 
about for most of their lives.

The tendency is to underestimate expenses and overestimate 
revenues. Wishful thinking, I guess. But then you are out of 
cash and out of business.

Bookkeepers have software that can help with that. But it does 
not need to be complicated. A simple spreadsheet where you 
track your expected revenue and expenses month-by-month, 
or better yet, week-by-week is all you need. For many business 
owners, this seems like tedious work, and it is. It is also 
important work. 

You can delegate the creation of such a spreadsheet to your 
bookkeeper, but you need to be analyzing it and asking the 
question, does this represent reality? Is my real future cash flow 
likely to match my projection? What could go wrong? If it does 
go wrong, what is Plan B; how will I adjust?
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Being Good at What You Do Is Not Enough

Here is the thing. Most people become independent contractors 
or start a business because they are good at something. It could 
be marketing, selling, plumbing. So, they open a business.

They are good at what they do. Now they must learn about 
forecasting and managing cash flow.

Personal finance is often about automation – getting bills 
automatically deducted each month. A business is more about 
forecasting.

Think about budget billing with your electric bill. The power 
companies know most people cannot handle a fluctuating 
power bill that goes way up in summer when you use your AC, 
for example, or way up during the winter when you turn up 
the heat.

So, they give you a way to maintain the same bill throughout the 
year, say $250 every month, regardless of how many kilowatts 
you happened to use that month.

No such option exists for your business. One month, you 
might need to bring in a web designer to fix your website… or 
another month, you might be super-busy and need to hire an 
extra set of hands to handle all your clients. If you are a delivery 
provider for companies like Amazon, the holiday season is 24/7 
go-go-go. You might get paid more but have more expenses like 
gas and paying a helper to go out with you on delivery runs.
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What Impacts Share Price

Legendary investor Peter Lynch said that it is easy to 
forget sometimes, that a share is not a lottery ticket; it 
is part ownership of the business. 

What makes the stock price for a company go up or 
down?

There are many factors, but the #1 is anticipated 
earnings. Same with your small business. 

All sorts of things can impact your business’s value: 
consumer confidence, interest rates, the number of 
customers you have, your profits… But anticipated 
earnings – the amount of money the business will 
make in the future – has the most impact by far.

That is why author and business coach Dan Sullivan 
said you must always make your future bigger than 
your past. Otherwise, nobody will ever buy the business 
if you end up selling it later, and nobody will invest in 
your business… unless you anticipate that earnings will 
continue to grow.

This forecast is key for small business owners as they 
make decisions, like whether to add another delivery 
route or hire somebody. Your future earnings must 
justify that change.
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The great thing about an independent contractor in 
charge of their destiny, they can engineer those higher 
earnings by putting the right systems, processes, 
marketing, relationships, partnerships, and other 
elements in place.

If you ever want to sell your business, those are exactly 
the elements a potential buyer will want to see in place 
because it points to higher potential earnings. If you 
have only one client for your business, anticipated 
earnings are not looking that great. But if you have a 
marketing system that brings in new clients almost 
automatically, the situation improves.

That is why these tech companies sell for so much 
money. It is not about what they are doing right now or 
how profitable they are right now; investors base it on 
what they anticipate they will do. They are betting on 
the future.

As a business owner, believing your future will be better 
than your past is a huge motivator. Also, consider this: 
freelancers, potential employees, or vendors want to 
work with somebody who has a bright future and will 
grow and make more money.

Managing and Forecasting Cash Flow

Even getting low on cash can be a serious problem. You get low 
on energy and confidence. And when you are the main source 
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of income for your business, a lack of confidence translates to 
the energy hemorrhaging more money. 

What often happens is that the financial side of things becomes 
overwhelming. The independent contractor knows things are 
not right and that the business is losing money. But he does not 
know what to do. So, he goes back to doing what he does best: 
being a technician in whatever field the business happens to be 
in. Because that is what he knows. But no matter how hard he 
works… it is not going to solve the financial problems of the 
business.

In fact, the problems keep compounding. The business shuts 
down. And the independent contractor sees those financial 
issues translate into problems in their personal life.
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CHAPTER 6 

Rule #5: Debt Can Rob Your 
Freedom

The two main drivers of financial stress are risk and debt. 

As far as personal debt, I see far too many small business owners 
buy things they do not need with money they do not have to 
impress people they do not like. That causes financial stress.

Debt in a Nutshell

• Debt reduces your lifestyle and income
• Debt robs your confidence
• You must protect your credit score
• Bad debt is debt that finances depreciating assets
• Good debt is debt that makes you money (you will 

need access to capital)
• Debt takes on a different level of danger when you 

have unpredictable income
• Debt adds risk

But debt is not all bad. And there is – or should be – a separation 
between business debt and personal debt. 
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You can have so-called good debt in your business. It is called 
leverage. But the case must be that you are borrowing money 
to invest in something that you can generate a return from that 
exceeds the cost of the debt.

You can use this leverage to grow your business. 

It could be a vehicle you buy and finance to use in your business 
or a building you buy with a mortgage to operate in. In these 
cases, having this vehicle or space will help you make more 
money in your business – so the return is greater than the cost 
of borrowing.

So, when you look at purchasing something, always ask yourself 
if it will produce more revenue than it cost you.

Debt is caused by “shoulds” and “deserves.”

Good Debt Versus Bad Debt

Good debt will produce income that exceeds the cost of the 
debt payment. 

Bad debt produces no income. 
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Here are some examples:
Good Debt Bad Debt
If you deliver products 
or services to companies, 
having a good vehicle 
eliminates downtime due to 
a broken-down truck, which 
would cost you money if you 
cannot make deliveries.

Buying a nice car, motorcycle, 
or boat because you feel like 
you have been working hard, 
and you deserve it. These 
will quickly depreciate and 
contribute no income.

Buying a piece of property 
in a prime location for your 
business. It will typically go 
up in value, plus there are tax 
benefits and write-offs.

Taking expensive vacations and 
paying for it all on your credit 
card.

Investing in equipment or 
technology that will increase 
your business’ efficiency and 
create more profit or allow you 
to take on more work.

Eating out, buying expensive 
clothes, jewelry, watches, or 
gadgets on credit.

Establishing Credit for Your Business

When it comes to debt, where most people get in trouble is 
with credit card debt and buying things that depreciate and do 
not generate a return.

I do recommend you establish credit in your business name. 
Typically, they will only allow a credit card. But when you start 
using it and paying it back, you start establishing business 
credit. 

As you grow your business, having that good business credit 
allows you the leverage (good debt) to get the resources you 
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need. You want to have credit available to you separate from 
your finances. Often, when an independent contractor starts 
their business, they will use their credit for funding. 

But you need the mindset of separating your business and 
personal credit early on. It takes time to establish business 
credit. And you do not want to end up still using your personal 
credit five or ten years down the line.

Excessive debt and hope are the roots of financial crashes. Debt 
eats at your cash flow, and if you are out of cash, you are out of 
business. Cash is king.

Having too many debt payments takes away the income you 
need to for your needs. That erodes your lifestyle and robs you 
of freedom. 

The value of your business, the value of your shares, is based on 
cash flow and anticipated earnings. Debt payments take away 
from that cash flow and future earnings. The more bills you 
have, not only do you owe money, but it also leaves you with 
less income. 

So, the debt you have better be good.

The key to avoiding losses is to minimize the risk. 
Debt that does not produce income is a risk. You do 
not measure all signs of progress by wins, profits, and 
sales. Sometimes progress is measured by losses 
avoided.
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Leveraging Debt

You can use debt to make money. 

That is a good form of leverage that you will need to use from 
time to time. Keeping your debt low is more important when 
you do not have a predictable income, or when you do not have 
a guaranteed 401 K, or when you do not have a pension. 

At that point, debt has a different focus. If you are an employee 
and have a $200,000 salary, buying that boat and paying $300 a 
month might be okay.

But when you are an independent sales rep or distributor and 
have unpredictable income, debt can become a real problem. It 
is another way that your mindset must change when you are an 
independent contractor versus an employee.

Debt and Confidence

When you have debt, particularly debt related to an investment 
in your business (a.k.a. good debt), it eats away at you. It erodes 
your confidence. 

It puts your business on shaky ground. When you have 
problems with debt, you cannot sleep. You start making more 
bad decisions. You will not have the confidence, the swag as we 
say in the South, or the courage to confront issues you must to 
grow your business. 
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Therefore, that defers the debt, so you pay it off later, and that 
magnifies the problems. 

As a result of this, that freedom you have as an independent 
contractor, the reason you went into business for yourself, starts 
to slip away. 

But dangerously, debt – and the things you have bought with 
it – can give the illusion of wealth. 

Remember, fancy cars, hiring lots of people, having a fancy 
office space, higher overhead, and memberships are signs of 
significance, not signs of success.

True wealth is assets and cash flow. Period.

The world is unpredictable. Your income as an independent 
contractor is unpredictable. That is what creates the opportunity 
to boost your income, but it also creates risk. And having debt 
adds to that risk.

About getting that motorcycle, or boat, or other “toy” you have 
always wanted. Yes, you have worked hard, and you deserve 
them. But do not go into debt. Instead, pay cash – in full. Set 
up special savings accounts for items like this. Do not let debt 
impact your cash flow now and anticipated earnings in the 
future.

When you have less fixed expenses and debt, you have higher 
cash flow. And that is money you can save and invest in your 
business’s future when you need it. In this world, you either pay 
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interest (like with debt) or earn interest (like a savings account). 
You want to be on the earning side.

Credit Traps to Watch Out For

When taking on debt, you can never assume that the lender will 
openly disclose everything you need to make a wise financial 
decision. For example, there are 0% interest car loans out there. 
But before you jump on that “great deal”, consider that there is 
a prepayment penalty if you pay the loan off early.

Another mistake many people make is focusing too much on 
the interest rate for their loan, whether it is a student loan, car 
loan, mortgage, or whatever else. But you must also watch for 
the origination fees. 

The whole financial industry has switched from making the 
most money from interest rates to fees. They cannot compete 
on free money anymore.

Protect Your Credit

You need capital to grow as an independent contractor.

You might be a one-man, but at some point, you may have 
the opportunity to expand. But not if you do not protect your 
credit. You have limited your ability to do that. 

Small Business Administrations give loans mainly based on 
credit, not just on personal assets. 
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When talking about debt, my take is a bit different than other 
advisors out there. The more bills, the more debt you have, the 
less income you have, the less you have of the lifestyle you want. 
My biggest recommendation is to not buy debt on assets that 
do not appreciate, do not run up lines of bad credit. That limits 
how fast you can grow your business.

Debt takes away from your income. Debt reduces your lifestyle; 
it cripples your ability to grow. And it robs your confidence and 
ruins your credit score for the future.
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CHAPTER 7

Rule #6: You Must Understand 
Your Taxes 365 Days a Year

One of the largest expenses you will pay as a family, or as a 
business owner, is taxes. Any dollar you save on taxes, thanks to 
deductions and tax credits, is money that goes directly to your 
pocket. 

A place where many independent contractors get tripped up is 
not planning for taxes; the tax bill can put you out of business. 
The government will garnish your wages. There is no statute 
of limitations on payroll taxes. Most people do not know that.

Most business owners get in trouble because they cannot 
manage cash flow and taxes. They do not understand taxes 
and often overpay or underpay, and they live in fear of being 
audited. 

That is not an unreasonable fear. The IRS audits people like you 
far more often than wealthy people or corporations because 
the “little guy” does not have the legal resources to fight back. 

The result of this fear is that it takes away the courage and 
confidence of small business owners, which means they do not 
take risks, which is what they need to grow. 
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Do You Have a Tax Plan?

What I often see with independent contractors is that they do 
not have a plan for taxes. They do not understand the worst-case 
scenario and have a plan for it.

As an independent contractor or small business owner, you are 
in the best position to save money on taxes if you play your 
cards right.

Why?

Because businesses create jobs. Businesses move the economy. 

They designed the tax code to save you money. Those who 
know the rules are taking advantage; they do not miss out. The 
trouble is the tax code is always changing. 

The Proper Role of Your Accountant

Many independent contractors expect their accountants to do 
all the work. Now, I do recommend you have an accountant. But 
you must understand that an accountant is not a bookkeeper, 
they cannot do everything.

Good accountants go through 200 to 300 tax returns in an 
average season. They do most of the work in six weeks. They 
are busy. So, you must do your part – and that is record-keeping 
and not commingling business and personal finances.
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You need to keep those receipts and keep them organized. 
Anything used to generate revenue in your business is a tax 
deduction. You could even employ your children and get a tax 
deduction.

But keep in mind that no accountant will risk their professional 
license and livelihood to get you deductions that you cannot 
back up. So that job for your kid – it must be a real job. That gas 
receipt– must be for your work vehicle or business purposes.

The price you pay for saving money on taxes like this is that you 
must always have the proper documentation. 

You always hear about these celebrities and rich folks paying 
virtually zero in taxes. They (or their advisors) know the rules, 
and they can document everything. 

(On a side note: it can be tempting when you see how little the 
wealthy pay in taxes to decide not to pay your taxes at all as a 
sort of protest. Do not even think about it. Most IRS audits go 
after the “little guy” because they know you do not have the 
resources to fight back.)

You must also make sure that you are separating your business 
assets from personal assets. That means running all your 
business expenses through your business and not mixing them 
up with your personal expenses.

It is a simple process. If it is a business expense, put it on your 
debit or credit card linked to your business account. 
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When you start trying to write things off for your business tax 
return that you paid for with personal income, it is a big red flag 
to an accountant. They do not want to give you that deduction. 
You could end up paying more in taxes than you need to if you 
do not have that separation.

It is a tax nightmare.

Understand that when you are out of compliance with a tax 
code, the IRS is pleased. They charge you penalties; they charge 
you interest on the taxes you owe that were not with your 
return.

In some cases, small business owners get so disorganized with 
their finances that they do not even do a tax return. They keep 
putting it off. They get farther and farther, owing more in back 
taxes and penalties, plus interest.

As a result, they rob themselves of their retirement. They rob 
their families, who will have no benefits if they die or become 
disabled.

Preparing for Taxes

To properly prepare for your tax bill, not only must you 
rigorously document your business expenses and use only 
business accounts for business-related purchases, but you must 
also set aside money to pay your tax bill. You do not want to 
wait until your quarterly taxes come due and then scramble to 
find the funds.
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I recommend starting by setting aside 25% every time you get 
paid anything for taxes. Transfer it to a separate account only 
for tax payments. The first year of doing that, you might get 
a big refund. Then you can adjust. Maybe 25% is too much; 
maybe set aside 15%.

Some people get upset at the thought of overpaying the 
government, even if they receive a refund at the end of the year. 
But I say it is better to overpay by a bit than being hit with 
penalties. 

The Difference Between Tax Planning and a Tax 
Return

During tax season, your accountant is extremely busy for about 
six weeks. Outside of that period, you should meet with your 
accountant to discuss tax planning.

This is where you sit down with them so they can look at your 
business to figure out where you might save money on taxes. 
They will help you figure out an effective recordkeeping system. 
And tax planning goes beyond that one meeting.

Before you make a major purchase in your business, say buying 
a new truck or buying inventory, check with your accountant 
or another tax advisor to see if there is a way you can make the 
transaction tax-efficient. 

A good tax advisor will save you more in taxes than you will pay 
to retain their services.
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Unfortunately, I see people trying to get their taxes prepped for 
the least possible cost. They end up paying more in taxes than 
they need to. Or they end up in trouble with the IRS. I have 
worked with more than 5,000 businesses in 43 states, and the 
#1 problem business owners run into is tax issues.

You could be good at what you do… you could provide stellar 
services to your clients… you could offer the best products… 
but if you do not keep up with your taxes, get all the deductions 
you are entitled… follow all the documentation requirements… 
you will end up in financial ruin.

How Social Security Fits In

Social Security is the main form of retirement income for 
everybody – millionaires, middle-class folks, and those living 
in poverty. 

The thing is, most independent contractors do not pay enough 
into Social Security, sometimes none at all. And when it comes 
to retiring, it bites them in the butt because they do not have 
enough Social Security benefits. 

As a business owner, you get paid two ways: as an employee, 
which is a W-2 because you work inside your business. You also 
get paid distributions or earnings because you are a shareholder.

There are two different incomes, and they are taxed differently. 
You do not pay Social Security or Medicare tax on distributions 
because you own the company. Just like if you own a share in 
Apple, Walmart, or any other publicly-traded company. 
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But you do pay Social Security tax on any W-2 income up to 
a certain limit (the limit changes each year). What business 
owners try to do is minimize how much Social Security tax 
they pay by making their salary as low as possible, especially on 
the S-Corp because it is a flow-through entity.

The IRS requires you to pay yourself a reasonable salary if you 
work in your business as an employee. Consult with a CPA or 
Tax Advisor on what that salary should be for you.  

But Social Security is a benefit that they base on how much you 
pay in. You get it in retirement. But it also pays a death benefit 
to your children, a monthly income until they turn eighteen. If 
you die prematurely, it pays for your spouse’s retirement. 

It is the only income guaranteed for life. And it is tied to the 
cost of living. 

Unfortunately, people who do not pay much are in trouble 
when they reach retirement age. Life happens. We live in an 
unpredictable world. They may have made a lot of money 
throughout their career. 

But then the business fails, or their industry implodes right as 
they are ready to stop working. They no longer have that money 
to retire with and do not have Social Security to fall back on. If 
you do not pay much in, you will not get much out. 
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Why You Should Not Take Social Security Too Early

I think it’s funny when I see small business owners 
taking Social Security early while they are still working. 
They want that extra income. The problem is, you are 
going to pay taxes on that income. 

What you should do is defer Social Security as long as 
you can. Then when you truly retire, you get that Social 
Security check and pay less or even $0 in taxes. But you 
use your assets to pay cash for things you need. 

Many financial advisors will tell you to turn those assets 
into income – say $8,000 a month guaranteed for life. 
That is great, except you will pay a big chunk of that in 
taxes… maybe $2,500… $3,000.

If you take Social Security, you could bring home almost 
$40,000 tax-free each year. And remember that you can 
use assets to pay your expenses as well. 

If you have other income, part of Social Security 
becomes taxable. 

This strategy is not possible if you do not pay enough 
into Social Security throughout your working life. 

I am not saying it should be this way. If it were up to me, 
I would set things up differently. 
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But this is the system we have. The government is a 
system. Taxes and Social Security are systems within 
that system. These systems have rules, and we all 
must play by them. If you cannot beat ‘em, join ‘em, as 
they say. 

Can You Avoid Paying Into Social Security 
Altogether?

Sometimes I see entrepreneurs and small business owners who 
do not pay any taxes at all. Maybe they set up as a sole proprietor. 
They get to retirement, or they become permanently disabled. 
They do not have enough qualifying quarters to get Social 
Security, and they receive no income. It is a tragedy.

That is why I am so passionate about maxing out your Social 
Security taxes. It is critical to your financial future, even if it 
does not appear that way right now… even if it is tempting to 
receive a larger distribution, so you have more money in your 
pocket.

No matter what, Social Security will be a critical part of your 
retirement income as it is for the vast majority of Americans, 
and it can save the day for your family if you die prematurely or 
permanently disabled. It can even get you into a nursing home 
if you need it.
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The Two Parts of a Business

You must understand that you live on cash flow, not net worth. 
Social Security becomes part of that cash flow.

When you buy a business, there are two parts to the deal. You 
are buying their net worth, which could be their building and 
equipment. But what you are buying is their cash flow and 
anticipated earnings – what you expect the cash flow to be in 
the future.

I know a guy who does real estate who is making $300…$400,000 
a year. But when he starts getting Social Security, it will probably 
only be $1,500 a month because he is not paying into the system 
now. 

The truth is there is no reason you should not be maxing 
out your contribution right now. Social Security is the form 
of income that is tied to inflation, which means you get a 
cost-of-living adjustment.

One of the smartest things my dad did was max out his Social 
Security contribution. He made about $140,000 a year during 
his working life. Now he is ready to retire and sell his business. 
And he is going to have $3,400 a month, guaranteed for life, in 
benefits – and the amount will go up with inflation.

If an independent contractor is bringing in $500,000 in business 
revenue, but only paying a $50,000 salary to avoid paying too 
much in taxes, he’s in for a big surprise in retirement: a $1,200 a 
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month Social Security benefit. Whereas the person who maxes 
their benefit contribution will be at $3,500.

Many small business owners fall into a trap. They feel like they 
do not need to pay into Social Security. They take all the money 
their business makes as a distribution from their S-corp or 
LLC, figuring they will make up the money in some other way 
for retirement. And not only do they not have that money in 
retirement, but they also do not have disability benefits if they 
need them. If they pass away, their spouse and kids will receive 
less money as a death benefit.

It shows a real lack of long-term vision in my view.

If someone owns a $5 million business, maybe they do not 
need to pay into Social Security. 

But an independent contractor, one man or maybe with a few 
guys working for them… they are going to need that Social 
Security.

The Myth of Social Security

For decades, pundits and politicians have been saying Social 
Security will not be around much longer. Maybe that is why 
so many independent contractors minimize their contribution. 

The truth is that Social Security works. It is going to work. But 
you must pay in to get anything out.



72  |  SHON MESSER

If you are still in doubt, ask anyone who is receiving Social 
Security if they could live without it or desire to live without it.

Of course, some people think they have a better alternative 
figured out. They do not pay into Social Security and instead 
invest that money in the stock market. But we all know the 
stock market is a gamble. They could get rich and have a 
beautiful retirement, or they could have nothing…
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CHAPTER 8

Rule #7: You Must Plan for the 
Worst-Case Scenario

“Taking action  without thinking is the cause of 
every failure.”

 – Peter Drucker

A business is only one bad decision away from a financial 
disaster.

Every decision you make in your business, there is a risk 
involved. That is life. Every time you get in a car or airplane, 
you take a risk. 

Risk Control has nothing to do with Risk Avoidance. 

But the goal is to minimize risk as much as possible and have a 
plan for the worst- and best-case scenarios. Also, key – you must 
accept that the worst-case scenario could happen. You cannot 
pretend it would not and not plan for it as a result.

Never forget Murphy’s Law: What could go wrong, will go 
wrong. Think about the pandemic. Nobody saw it coming or 
the impact it would have on about every industry out there. 
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Two Types of Risk

You should take risks, but not all of them are necessary. 

Is it a “pure risk”, meaning there is no upside, and it 
needs to be controlled?

Or is it a “speculative risk” – there is a downside, but 
also a big potential upside - transform the downside to 
maximize the upside?

You Can’t Predict, but You Can Prepare

Anxiety is one of the biggest problems we have in the world 
today. Business owners are some of the most anxious people 
out there, as you know yourself.

One of the most effective ways to deal with this anxiety is by 
first considering the worst-case scenario. If you cannot live with 
the worst that could happen, do not move forward. Do not do 
it. That simple. 

Remember, there are some risks you need to take, but plenty you 
do not. You do not need to make decisions without thinking 
them through – including the potential consequences. 

Part of that process is figuring out how to minimize the 
downside… or boost the upside. Essentially, you try to account 
for that possible worst-case scenario.
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Serious potential problems do not disappear because you 
ignore them. And thinking that risk is under control is the 
greatest risk there is in life. But when you think about risk, 
when you consider all that could go wrong from any course of 
action, you increase the odds of creating something that could 
go right.

Warren Buffett’s says, “You only find out who is swimming 
naked when the tide goes out.“ Those swimming naked are, of 
course, those who have not controlled their risks. 

Howard Marks is one of my favorite business authors. Here are 
some of his important thoughts on risk (I recommend you read 
Howard’s books):

• “Risk means more things can happen than will happen.” 
• “The possibility of permanent loss is the risk I worry 

about.” 
• “Risk means uncertainty about which outcome will 

occur and about the possibility of loss when the 
unfavorable ones do.”

• “Risk control is the best route to loss avoidance. Risk 
avoidance, on the other hand, is likely to lead to return 
avoidance as well.”

• “Skillful risk control is the mark of the superior investor.”
• “You can’t predict. You can Prepare.”
• “You’re unlikely to succeed for long if you haven’t 

dealt explicitly with risk. The first step consists of 
understanding it. The second step is recognizing when 
it’s high. The critical final step is controlling it.”
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• “People overestimate their ability to gauge risk and 
understand mechanisms they’ve never before seen 
in operation. In theory, one thing that distinguishes 
humans from other species is that we can figure out 
that something’s dangerous without experiencing it. We 
don’t have to burn ourselves to know we shouldn’t sit 
on a hot stove. But in bullish times, people tend not to 
perform this function. Rather than recognize risk ahead, 
they tend to overestimate their ability to understand 
how new financial inventions will work.”

• “Understanding uncertainty: Investing requires us to 
make decisions about the future. Usually, we do so by 
assuming it will bear a resemblance to the past. But that’s 
far from saying outcomes will be distributed the same 
as always. Unusual and unlikely things can happen, and 
outcomes can occur in runs (and go to extremes) that 
are hard to predict. Underestimating uncertainty and its 
consequences is a big contributor to investor difficulty.”

Fear

Taking risks can be scary, but there is no excitement 
without fear. So, do not expect great rewards without 
taking risks. 

Fear manifests itself as stress and uncertainty.

It is best to think of fear as a useful tool – at least when 
you are in control. It is a showstopper when you are not.
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There are many factors in planning for the worst. 

1. Avoid having a lot of debt or avoidable expenses. If your 
income reduces and you have a financial crisis, keeping 
up with debt repayment will be more difficult.

2. Understand that the rules, laws, and regulations that 
could impact your business are always changing. New 
tax laws, new environmental rules, new licensing 
requirements, etc. That is where having a team of expert 
advisors comes in. They will stay on top of the rule 
changes in their area of expertise.

As you anticipate and prepare for problems, be sure to take 
advantage of opportunities. As they say in hockey, you do not 
skate to where the puck is; you skate to where it is going.

Beyond Murphy’s Law

Murphy’s Law states that what could go wrong will go 
wrong. There is a sub-law, which is:

Everything takes longer than your best estimate of how 
long it will take.

I suggest you take your estimate and triple it.

Another sub-law:

Everything costs more than you can anticipate in 
advance.
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I suggest you add 20% of the total cost of the project.

So, when you minimize risk in any venture, add a fudge 
factor to account for the degree of uncertainty in the 
budget and timeline.

Maximizing the Upside

When thinking about risk and worst-case scenarios, you can 
create strategies to deal with them.

For example, say you want to hire an employee to do vital work 
in your business. But you are worried that after a while, they 
might quit and work for a competitor. So, you have them sign 
a non-compete. That is your strategy.

Or your business deals with delivering packages, and your van is 
totaled in an accident. Your insurance has rental reimbursement, 
so you can keep working.

Or you get sick and cannot work. Disability insurance kicks in 
to pay you an income until you are back on your feet.

Insurance is a major component of protecting the downside. 
Also, contracts, safety programs, regular meetings with 
employees… it is all part of understanding what could go 
wrong and accounting for it with proper planning. That way, 
you are not reacting only when it happens. 
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That also increases the opportunity to maximize results. But 
you must be proactive.

You do not create a will after you die or buy insurance after an 
incident happens.

It is all about the risk, educating yourself about it, and then 
creating a strategy to minimize it while increasing the possible 
upside. That will help you avoid making a lot of bad decisions.

At the end of the day, being in business is all about taking risks. 
But you can be smart about how you do it. It is about taking 
calculated risks.

Calling on a potential customer is a risk – they could reject you. 
But you could also get a contract.

Hiring a consultant to create a new marketing plan is a risk – it 
might not work. Or you could double your income. 

It is key to understand different risks. Is something purely 
speculative? Is there a potential – but not likely – pay off? Or is 
there a good upside potential– and minimizing the downside 
– if you approach the situation the right way?

If there is an upside, you should probably go forward… if you 
could live with the worst-case scenario. 

Think about it this way. 
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As a small business owner, you are already a risk-taker. Many 
people yearn for that freedom but are too scared to leap. 

So, you are not afraid to take risks – you have already taken the 
biggest risk there is. But as you take risks in the future, do not 
forget to consider the downside and plan for the worst-case 
scenario. What will you do if everything goes wrong?

A Strategy for Dealing With Fear

As you consider potential downsides, I recommend taking a 
sheet of paper and writing down everything you are “scared 
of” on the left-hand side. Whatever stresses you out about 
your business. Then on the right side, write down your plan 
to overcome, minimize, or take advantage of this stressful 
situation.

This is a way to get the stress out of your head and start figuring 
out a strategy. Spend 80% of your time on the solution and 20% 
on the problem.

Whatever you do, do not ignore the fear, stress, or uncertainty. 
Always be thinking of how to deal with it and seize the 
opportunities if they are there – but you will not spot any 
opportunity unless you think about the situation.

Underpromising and Overdelivering

As an independent contractor, you are in control. It is your 
business. So, set yourself up to win. Lower your sales projections, 
increase your costs.
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Then when the numbers come in, you will have more profit 
and revenue.

You should also strive to underpromise and overdeliver. Some 
sophisticated people do not get invited to future opportunities 
because they have overpromised and underdelivered in the past. 

The lesson here is to not present the best-case scenario to every 
client. I call it disarming honesty. When people buy a product 
or service, they go through a decision process. First, they try to 
understand the situation. Second, they evaluate the alternative. 
Three, they evaluate the risk. Four, they decide. 

People only buy improvement. People only decide if they will 
be better off with your products or services.

Whatever you are selling, bread, marketing services, insurance, 
every potential client goes through this process. The intent is 
to minimize their risk. They want to make sure the money they 
are spending is worth what they are getting.

That is where disarming honesty comes in. You tell them the 
risks. Help people make good decisions. When people make 
decisions, you get paid. 

Why would you bring up something that may kill the sale?

They already have these questions. But when you bring it up, 
it minimizes the risk of them backing out once they buy. To 
decide, people should anticipate being better off afterward. But 
when you help them anticipate what could go wrong, you will 
be the hero when things go better than they expected. 
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CHAPTER 9

Rule #8: You Must Have the Proper 
Agreements in Place

Agreements are vital to the running of a business. 

At its core, an agreement is a commitment, a promise, a trust 
document… something that shows mutual consent between 
two parties. Good agreements are all about understanding and 
communicating expectations.

As a small business owner, you will have agreements dealing 
with the business side of things. But you also need the right 
agreements in your personal life.

Your Most Important Agreement

The most important agreement you have with your 
business is with yourself and that you will not quit. It 
is a commitment to learning what you must to create 
a successful business that builds wealth for yourself 
and your family.
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Business Agreements

An independent contractor who provides a service or sale for a 
manufacturer has an agreement with that company outlining 
the relationship and what is expected from each side. 

You might also have agreements with your vendors or employees.

With vendors, an agreement will help manage expectations. 

Tony Robbins said that to be happy, you must either lower your 
expectations or increase your performance. Regarding vendors, 
the agreement must show what they can expect from you and 
vice-versa. 

Problems come in when people assume. And assumptions 
can be all over the board. But clarity around expectations can 
prevent a lot of obstacles or heart burns. 

This could go beyond what you set down in written agreements, 
with elements like giving your cell phone number, so the vendor 
expects that you will respond to a call within two hours, or the 
verbal promise that they can text you at any time. Or what will 
happen if they have an issue with somebody working on your 
behalf. 

This does not need to be in intricate detail. But you do want 
to lay out three or four potential problems, state them upfront, 
and explain how you will handle these situations. This action 
goes a long way to keep vendors. 
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Keep in mind that when I say agreements, this goes beyond 
simply having the right contracts in place. It is about setting 
and communicating expectations so that everybody knows 
what the “rules of the game” are and how to fix problems. 

This simplifies everybody’s lives and makes everything in 
business – on all sides – easier to deal with. It boosts your 
credibility and believability while taking away uncertainty. 

It is like how a good salesperson operates. For every product or 
service, there is a benefit that will convince the prospect to buy 
it. But there is also an obstacle or objection that will prevent 
them from buying it. 

An effective salesperson will bring up that objection up front. 
Why? Because they know it exists. They do not escape it. 
They know that question is there in the prospect’s mind. By 
addressing it, they increase their credibility. 

What Agreements Do

When looking at agreements, what you are talking 
about is creating certainty. In your personal life, in your 
business, in the financial and legal space, and with your 
most important relationships.

How to Handle Freelancers

Many small business owners work with freelancers and 
independent contractors. You should have agreements with 
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these folks – again outlining the relationship. Make sure that 
these folks know that since you are not paying them a W-2, they 
are responsible for paying their taxes and paying into Social 
Security for retirement, disability benefits, and death benefits. 

You must be clear on this, so there are no surprises for you and 
your accountant come tax season.

Finally, there are some agreements you should make in business 
that will not be on paper but should guide what you do every 
day. 

Dan Sullivan has four referral-building habits. They are simple 
but effective. I want you to commit to these four habits:

• Show up on time

 Do not overcommit or pack your schedule. Do not miss 
meetings. Respect other people’s time. Learn to manage 
your time.

• Do what you say

 Do not make “well-meaning” promises and then forget 
about them. Fulfill all your commitments and stay 
organized to make sure you do.

• Finish what you start

 As a business owner, you no doubt always have new 
ideas. But do not let that stop you from completing 
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an ongoing project. It is handy to give yourself 
non-negotiable deadlines.

• Say “please and thank you” 

 As Sullivan says: “Showing gratitude is a free way to 
make people feel their value has gone up, and they feel 
completely understood.”

Following these four habits increases your credibility and makes 
people want to refer new business to you. They learn they can 
count on you. And trust is the glue that holds relationships 
together.

The most important factor to generate sales and revenue for 
your business (and if you’re a business owner, you are the #1 
salesperson) is empathy. That is the ability to meet people where 
they are, understand how they feel and what they want… what 
they fear, what keeps them up at night… and meeting them in 
that place.

When people feel you understand them, they invite you to 
influence their thoughts, feelings, emotions, and actions.

The key to being successful as an entrepreneur is to step outside 
yourself and get inside someone’s head and understand their 
world. That is another agreement with yourself: leave your ego 
at home – do not bring it into your business. Always show up 
with empathy.
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Tip: Always get experts to help you review and 
understand your agreements. As they say, the devil is 
in the details, and you do not want to be surprised down 
the road when things pop up you are not aware of.

Agreements in Your Personal Life

What would happen if you dropped dead tomorrow?

You need a succession plan for your business to protect your 
family and their finances. As an independent contractor with a 
small business, this does not need to be complicated. It could 
be as simple as having a will, as far as your family is concerned.

It is all about having a plan that will benefit the people you care 
about. We are talking about having liquidity and protection.

These days getting a will is easy – you can go online to a service 
and get it done in minutes for a low cost. A lawyer can draft a 
simple will easily too. Having a will lays out what happens to 
your assets after you die. Importantly, it eliminates the need 
for your estate to go through probate, which can be a long and 
costly process in which the state decides what happens.

Many people say, “Well, I don’t have much, so I don’t need a 
will.” But this document enables your family to carry out your 
wishes. 
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When you draft your will, questions to consider:

1. Who will be the executor? In other words, who will carry 
out your wishes set down in the document? It could be 
a family member or a friend.

2. Which assets should go to which people?
3. If you have children under eighteen, who will take care 

of them if something happens to you and your spouse?
4. What should happen to your online presence, including 

social media accounts?

But a will is not the only agreement/legal document you need. 
You should also get:

Power of Attorney: This agreement sets down who can act 
on your behalf if you are disabled or incapacitated and unable 
to make financial decisions. This includes becoming mentally 
incapacitated due to a condition like dementia.

Healthcare Directive: This is a specialized type of power of 
attorney for accidents or medical emergencies. Let’s say you are 
unconscious and cannot make decisions about your medical 
care. This agreement lays down what actions you want to be 
taken by healthcare providers.

Living Will: This is a type of advance directive that also leaves 
instructions for treatment. Often it is used interchangeably 
with a healthcare directive. In some cases, this agreement 
forbids certain types of care, like life-sustaining treatment. In 
short, this can protect your family from having to decide to 
“pull the plug”, so to speak, if you are in the hospital. 
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Doing these things will not help your family but give you peace 
of mind knowing that your affairs are taken care of. It can be a 
great relief to eliminate that worry from your life.

Update Your Beneficiaries

Be sure to regularly update the beneficiaries on your 
bank accounts, annuities, life insurance policies, 
investment accounts, retirement plans, and other 
accounts. Also, be sure to keep your will updated and 
who holds control with your power of attorney and 
healthcare directive/living will. 

For example, is your youngest child in your will? Is a 
deceased family member the person you gave power 
of attorney to? Is your ex-wife the beneficiary of your 
life insurance?

Having an Exit Plan for Your Business

Who is going to take over your business if you die? Or become 
disabled? Life insurance, in the event of your death, will be a 
major tool in that. 

Once you reach your fifties or sixties, you need to have a 
succession plan in place that lays all this out. It does not need 
to be complicated, but it must be clear on how the business 
will move forward.
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Although unpleasant, avoiding this topic is not an option (and, 
in fact, is cowardly and setting your family up for a traumatic 
experience). You must deal with it head-on because you never 
know when your number is up.

By the way, I advise business owners on life insurance needs. I 
am happy to discuss the options with you. Feel free to contact 
me at 205-903-9771.

The Promises You Keep

There are some less formal agreements that I think you should 
put together. As a small business owner, it is easy to become too 
wrapped up in your work to the detriment of your family life. 
You can ruin your relationships, and the result can be divorce 
and alienation from your children. You also need time for 
hobbies and downtime. Otherwise, that is a recipe for burnout. 

So, make an agreement with your spouse and kids that you will 
spend time with them. Do not get so busy, as Stephen Covey 
said, leaning your ladder against the wall that you are climbing 
that you do not figure out you were climbing the wrong ladder. 

Some entrepreneurs are afraid to take time off. But remember 
why you got into the business: freedom. And are you free if you 
are always working?

The Role of Life Insurance

Nobody likes to talk about dying. Nobody likes to think about 
their mortality. But the truth is, everybody is going to die 
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someday. And when you do, it is going to be your spouse and/
or children who will be affected. They might struggle to run it 
themselves or sell it for less than it is worth because they need 
the cash quickly. 

What is Life Insurance?

Life insurance has been around for hundreds of years, The sale 
of life insurance in the U.S. began in the 1760s. It was developed 
to replace capital when capital is needed the most, at a person’s 
death. It uses the leverage or statistics of how many people 
die in a year, and the contributions of premiums with a mass 
number of people. 

Why is it needed; It was designed so at a person’s death, life 
insurance would pay a benefit with the idea of replacing future 
earnings of the decedent. 

Uses:  

• Create an estate at death
• Pay off liabilities and create wealth
• Tax free payout
• Pay estate taxes and liabilities
• Fund compensation benefits at death and retirement 
• Pay off mortgages
• Fund a buy and sell agreement at the death of a 

stockholder
• Protect a business in case of the loss of a key person
• Charitable gift at death
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• Any time there will be a liability at death, life insurance 
is a product that works the best and the most tax effective

Executive Compensation For Small Business Owners 

As a business owner, you have a unique opportunity 
to use permanent life insurance to create substantial 
tax-free wealth through your business.  Many small 
business owners are not aware of compensation plans 
such as bonus 162, split dollar and executive deferred 
compensation programs.  Permanent life insurance is 
ideal for this use. Permanent life insurance is a great 
way to shift business earning from the business to the 
owner’s personal wealth, keeping the wealth outside the 
business creates more personal wealth. Also, by using 
these types of plans, you can discriminate in favor of 
yourself, family and key employees. The rank-and-file 
employees do not have to be involved in the planning 
of executive compensation plans.  

Life insurance will give them the cash they need, replacing 
what came from the business. Then you can combine that with 
a plan to sell the business, that will:

• Guarantee that the estate will sell the business interest 
(you can even name who you want the business to go 
to)

• Establish the sales price
• Provide the payout to your family
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This avoids the need for your survivors to borrow money to live 
on or accept less than the business is worth.

The bottom line is that you carry insurance on your trucks 
and your buildings, so you must insure the most important 
money-making asset in your business: you. With life insurance 
when you walk out, insurance walks in, as I like to say. And the 
beneficiary does not need to pay taxes on that death benefit.

You can customize life insurance to your specific situation. But 
no matter, it is important not to wait. If you do, you may no 
longer qualify, or there may be too many exclusions to make it 
worth it, or the premiums may be too high.

Contrary to popular belief, money does not buy life insurance; 
health does. Money only pays for it.

Another thing to consider is that your health is not the only 
factor that limits the amount of life insurance you can buy. 
They also base it on your human life value, which represents 
how much money you would make in the rest of your life after 
you take the insurance. 

Should You Have Retirement Accounts?

I do not recommend putting your money into retirement 
investment accounts like 401(k)s or IRAs before you 
have both a business and personal emergency account 
and have debt under control. When there is a crisis in 
the business, you will drain it. Life happens, and you will 
never make the compound interest work for you.
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CHAPTER 10 

Rule #9: You Must Increase 
Your Confidence by Boosting 

Protection and Liquidity

A lot of things can happen in a business. Protecting yourself 
and your business should always be your first financial 
consideration because you cannot build your tomorrow if you 
have not prepared for what could happen today. 

You must do that before you focus on increasing liquidity, 
which I will go into in a moment.

When speaking of protection, we are talking about insurance 
first, which, probably no surprise to you, is one of the top three 
expenses in most businesses. 

The primary role of insurance – home, car, etc. – is to replace 
the item you are insuring by its appraised value. So, use it to 
replace the whole house or the entire car. 

TIP: Not all insurance contracts are the same. Work 
with a professional to understand exclusions and what 
is covered. 
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Most people are not thrilled about having insurance. It seems 
like a big expense and a hassle. But as a business owner, you 
should be excited about having insurance, and I will go into 
why in this chapter.

The most important part of an insurance contract is 
something called the “duty to defend.” So, if you own your 
own business, you have general liability, professional liability, 
commercial auto, works comp… but the key part of any policy 
is that duty to defend.

TIP: There’s technically no such thing as “full coverage 
insurance”.

A lot of people think they have full coverage insurance, 
however, “full coverage” is a term used by insurance 
agents but rarely clients have as much insurance as 
they thought. No person can be fully covered. It is 
nearly impossible to insure and cover every possible 
scenario or outcome. Therefore, “full coverage” is never 
accurate and in most instances deceptive.

It means that if you get sued, the insurance company must 
defend you against legal proceedings. 

We all know we live in a litigious society. And you do not need 
to be guilty or at fault to be sued. You could be in proximity to 
an incident where a party suffered damages, and their law firm 
is going after anyone and everyone because they receive money 
on what they recover from their clients. 
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Lawsuits can be frivolous, but you still need to defend yourself 
in court. That costs money. The insurance company has many 
attorneys ready to go to take your case. (And, by the way, even if 
you are at fault, your insurance company will still defend you.) 

Of course, lawsuits can go on for years, with hours of 
attorneys’ fees (representing hundreds of thousands of dollars) 
accumulating the whole time. 

It is important to note that they do not take these legal costs 
off your insurance policy limits. That money goes to the party 
suing you if they win. That gives the insurer a big incentive to 
avoid the maximum payout.

Insurance levels the playing field for you, a small business 
owner, and Fortune 500 companies. There is no way a small-time 
entrepreneur could do business with a major corporation unless 
they have insurance. That insurance allows the much smaller 
business to enter into agreements with companies that are 100 
times their size in terms of revenue and number of employees.

Why is this the case? Because in the event that the small business 
does something wrong, the bigger company is protected. The 
insurance indemnifies them to make them whole. They are not 
liable. 

Why does every small business owner not have this coverage if 
this is so? Lack of knowledge. And it is not only Fortune 500 
companies. I have seen landscaping companies not bid on huge 
contracts with municipalities because they do not have the 
correct insurance. 
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Having this insurance gives you a competitive advantage. Large 
companies and governments will not do business with small 
businesses that do not have this coverage. Show potential 
customers and clients you have this coverage in a pre-emptive 
strike, so to speak, right at the beginning of your discussions 
with them, and I guarantee you will get more deals and 
contracts.

Simply say: We stand by our work, but if something goes wrong, 
we have insurance.

Side Note: Never work with an attorney or financial advisor 
without errors and omissions insurance. If they are negligent or 
do not do an adequate job representing you and your interests 
and there is a financial loss, the insurer will compensate you if 
they are found liable.

Insurance Checklist 

While the specific types of insurance you should consider 
depends on the type of business you operate, the different types 
of business insurance fall into these general categories: 

Property Insurance

If your business owns and uses a property while conducting 
a business, that property can be lost or destroyed through, for 
example, fire or theft. Property insurance protects not only 
buildings, but also the items used in conducting business 
operations, such as office furnishings, machinery, supplies, 
and computers. In addition, you can use specialized property 
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insurance to provide operating funds while the business 
recovers from an insured loss. 

Liability Insurance

You can sue a business for causing third-party bodily injury or 
property damage. Liability insurance is also available to protect 
against lawsuits alleging libel or slander and provide errors and 
omissions coverage. Also, to protect officers and directors of 
your company if someone sues them because of performing 
their duties, and to protect against liability due to employment 
practices, such as discrimination or sexual harassment claims. 

Business Auto Insurance

Business auto insurance covers vehicles owned by a business 
and used for business purposes, such as cars, trucks, and vans. 
The coverage also pays the costs of third-party bodily injury or 
property damage for which your business is legally responsible. 
If you or any of your employees use your own vehicles for 
business purposes, discuss with your agent whether your 
personal auto insurance policy will provide coverage if you are 
involved in an accident. 

Workers’ Compensation Insurance

It’s your job as the owner to keep employees safe at work. 
However, accidents happen. Sometimes employees get injured 
or become ill on the job, and that’s why we have Workers 
Compensation Insurance.
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This insurance covers medical costs and lost wages, as well as 
things like rehabilitation or physical therapy. It’s mandatory in 
many states, and highly recommended for all employers.

The workers’ compensation exclusive remedy provision serves 
as a compromise between employer and employee. Workers 
are  compensated for their medical expenses and receive 
partial lost wages while they are unable to work, and employers 
don’t have to worry about lawsuits related to employee injuries.

Business Owners Policy (BOP)

A business owner’s policy or BOP is an insurance package that 
generally provides coverage insuring against property damage, 
business interruption, and comprehensive general liability. It 
is more cost-effective to purchase multiple coverages bundled 
into a single policy than to purchase them separately. Please 
note, however, that a BOP policy does not provide all the 
insurance protection your business may need, such as business 
auto, professional liability, life, and disability insurance. 

Disability Insurance

Some states require businesses to provide some level of short-term 
disability benefits to replace a portion of an employee’s wages 
if the employee is sick or hurt and cannot work. On an optional 
basis, a business can also provide disability benefits for a longer 
duration after the short-term benefits run out. 



HOW TO CREATE FINANCIAL SECURITY IN A WORLD OF CHAOS AND UNCERTAINTY  |  101

People often make insurance more of a big deal than it is. It 
provides maximum protection, but you are paying pennies on 
the dollar. 

That being said, I always consider insurance to be your last 
resort in many cases. Some insurance you need, period. But in 
some cases, there are other ways to reduce or mitigate the risk.

For example, you do not need to insure your cellphone. People 
buy travel insurance when it is not necessary. They buy auto 
insurance from car rental companies, even though their regular 
policy covers them. Yet, they will not insure against the loss of a 
vital employee whose absence will seriously harm the business, 
which is called key person insurance. And by the way, that key 
person could be you as the owner.

Key Person Insurance Explained

If you have employees who make a substantial contribution 
to the success of your business, and, if they died, there would 
be a significant financial impact, you should look into owner 
insurance or key person insurance.

Here are the steps you would take to secure this coverage:

1. Your business establishes the value of the key employee’s 
contribution to the business. 

You measure the value of the employee by multiplying 
his / her annual salary by a capitalization factor that 
ranges from two to ten. The more critical the key 
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employee’s contribution to business success, the higher 
the capitalization factor used. 

This valuation method values the key employee’s annual 
contribution to earnings; then, you multiply the years 
you will require to replace the key employee’s expertise. 

This method assumes that life insurance proceeds 
can be invested, with both the investment return and 
insurance proceeds used to indemnify the business on 
an annual basis, beginning at the key employee’s death, 
for the annual loss of the key employee’s contribution 
to earnings. 

You peg the value of the key employee at the estimated 
sum required to replace his/her contributions to the 
business. 

With this method, you insure the key employee for an 
amount equal to a year’s profit, which buys the business 
a year to locate and train a replacement. 

2. After satisfying the notice and consent requirements 
for employer-owned life insurance contracts, your 
business purchases insurance in that amount on the key 
employee’s life and pays the nondeductible premiums.  

3. Your business owns the life insurance policy, which you 
also name the beneficiary 
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The rule to follow when deciding what to insure: 

If you can afford to replace the item, or you can afford to defend 
yourself in case of a lawsuit – you do not need the coverage. If 
you cannot, you do.

For example, can you afford to replace your cellphone? Probably. 
So do not buy that $15 a month protection plan your carrier 
offers you.

One last thing, do not become dependent on your insurance. 
Say you have commercial vehicles. You need insurance. But 
you still need to manage them: know who is driving them, use 
telematics to ensure drivers drive safely and make sure they are 
properly titled.

When you do not proactively manage your risk in this way, and 
there are incidents in which you must use your coverage, the 
insurance company will put you in a different risk category and 
increase your rates, which limits your options.

Protecting Against Identify Theft

The Federal Trade Commission reports that nearly 1.4 million 
Americans were victims of identity theft in 2020, which is up 
from 650,523 in 2019 and 444,344 in 2018. If you do the math, 
from 2018 to 2020, the number of victims tripled.

It is a serious issue. Hackers and fraudsters are out there. Some 
have even created sophisticated software programs that they 
sell on the black market to allow even more criminals to get in 
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on the action and steal personal information, and by extension, 
your hard-earned money.

As more of our money becomes “electronic” with credit and 
debit cards, this trend will, no doubt, continue to escalate.

You must protect yourself, as well as your business.

With most homeowner’s insurance policies, you can add on 
identity theft as an endorsement. Or you can buy a separate 
product for identity theft. You need this protection in your 
personal life. With these policies, you can get compensation if 
you are a victim.

But for small business owners, “cyber crimes” are not typically 
covered under your general liability policy. You must buy 
a separate insurance product. They call it cyber insurance or 
cybersecurity insurance. And in case you thought you did not 
need it, consider this: 55% of small businesses in the U.S. have 
experienced a data breach.

Like with other types of insurance, a major benefit is the insurer 
will pay your defense costs. 

So, if someone hacks your customer database and steals their 
personal and financial information, you get representation 
if they sue you for fraud or privacy violations. The insurance 
will limit your liability and compensate you for lost revenue 
if the business cannot operate or money is missing from your 
accounts. They also notify victims among your customers 
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(which is an expensive process), restore the identities of affected 
customers, recover compromised data, and repair breached 
computer systems.

If you have watched the news lately, you may have noticed that 
many hackers these days take data or websites hostage – and 
force victims to pay to get it back. The insurance could cover the 
cost of this extortion. These days, hackers are even intercepting 
wire transfers.

It would be crazy not to have this coverage in this day and age. 
And these policies are not expensive, from $500 to $1,000 a 
year.

People buy insurance they do not need when they should be 
buying coverage that replaces full lifetime value to reduce your 
cost of risk by carrying higher deductibles. 

That leads us to liquidity. 

The Role of Liquidity

One of the reasons people buy all this insurance is they lack 
liquidity. So, if they drop their cellphone in a swimming pool 
and do not have the cash on hand to replace it, you can use 
liquidity to offset your need for insurance.

But the basic purpose of insurance is to create cash and defend 
you in the event something happens. People want to make it 
more complicated than that.
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Life insurance creates cash for pennies on the dollar when you 
die.

Disability insurance creates cash when you become unable to 
work. Remember, your #1 wealth-building tool is your income. 
Disability insurance replaces your income.

Homeowners insurance replaces your home if it burns to the 
ground.

You want to put insurance on vital things, not buy insurance 
for the sake of buying it.

You should always insure the main things in your life: your 
income, business, vehicles, life, home, business property, etc. 

But having liquidity will allow you to cut your costs and carry 
higher deductibles. When you have no liquidity, they force you 
to carry lower deductibles and buy more insurance with money 
that you could be saving. 

Managing Risk Without Insurance

Compliance programs, mandatory safety practices, 
training, education, monitoring services like telematics 
in your vehicles are ways to proactively manage your 
risk, avoid higher insurance costs, and protect your 
business.

In short: when it comes to insurance, you must identify 
where the most likely risks are, have insurance in place 
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for those risks, but also have processes and procedures 
in place to eliminate as much of that risk as possible.

Other ways to maximize your liquidity are by minimizing the 
amount of debt you have and keeping your monthly expenses 
manageable. That will increase your income – your cash flow – 
and you can put a portion of that towards savings.

Try to put away 20% of your income into savings.

Once you have this money, you minimize your cost of protection 
by carrying higher deductibles for policies you need and not 
buying insurance for things you could replace with cash (like 
a cell phone or extended warranty for a TV, for example) – that 
increases your income more. It is a righteous circle.

Eventually, with that strong cash flow, you have the confidence 
to grow your business. That protection allows you to be 
aggressive. Because when you consider risks and think about 
the worst-case scenario, you have the insurance to take care 
of it.

Also, if you decide to sell, remember that buyers look primarily 
at cash flow and anticipated earnings. So, your business will be 
more attractive. 

As you can see, debt, decreasing risk, insurance, income, 
savings… it is all connected. When you take care of the 
downside, the upside tends to take care of itself. 
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The Optimism Bias

Entrepreneurs are sometimes optimistic to a fault. 
They only see the upside and do not protect against 
the downside risk. That is why it is important to have a 
coach who can help you see that downside and protect 
against it.

Boosting Your Liquidity 

As I said, the reason people buy so much insurance is they do 
not have liquidity. Cash, again, is king. Nothing will put you 
out of business faster than running out of cash.

Most financial experts say you need three to six months of 
short-term savings. As an independent contractor, I think you 
need nine to twelve; three months in your business account 
and six in your personal account. 

You need that money in case of emergency or opportunity.

The difference between emergency and opportunity is that in 
an emergency, you need that money. You need to take care of 
the situation, even if you need to borrow it. 
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When opportunity knocks, you need three things to take 
advantage of it:

1. You need to recognize the opportunity.
2. You must decide whether it will benefit your business. 
3. You need cash. 

You have probably heard it said many times that money talks. 
And it talks loudest when you do not have it. It says you cannot 
do things you want to grow your business or take care of your 
family.

When you do not have money, you will not expand or send 
your kids to private school. The money says no.

That is why you need cash – so you can say yes.

Most people invest in stocks or 401(k) plans and do not have 
enough emergency savings. But those emergencies still happen. 
So, they end up draining their retirement account – and pay tax 
on it. As a result, they never get ahead.

Until you get six to twelve months of liquidity, do not invest in 
anything except your own business.

The return of your money is more important than the return 
on your money. People are fascinated by the rate of return on 
different investments when the percentage you save is more 
important. Being a disciplined saver has more of an impact 
than your rate of return on your money. Always pay yourself 
first.
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A Special Savings Account

You should have an emergency fund for your business 
and personal life. But I also recommend that you set 
aside money for your “dreams.” This is money you can 
use to reward yourself along the way. If you do not do 
that, your accounts will look like rollercoasters because 
you will be taking money anyway. Read David Bach’s 
Automatic Millionaire books. 
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CHAPTER 11 

Rule #10: You Must Cultivate 
Strategic Partnerships

As a small business owner, even an independent contractor 
working “solo,” you need a team of people helping you increase 
the value of your business. People who know more about a vital 
part of doing business than you do.

Simply put, you do not have all the answers or know all the 
rules.

And that is okay. That is part of being a responsible business 
owner – having qualified people you trust to handle part of 
your business. It does not make you ignorant. It is realizing that 
there are people out there who have spent a career focusing on 
one area – and they can do it better than you. 

Who Should Be on Your Team?

For example, your CPA is like an employee, part of the team 
– at least you should consider them that way. Somebody you 
bring on to help with your marketing – a part of your team. 
Any freelancer. Vendors. Clients. Contractors. Employees.

Now, you do not need to meet with every member of your team 
regularly. You could bring in a freelancer on one project. You 
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could meet with your insurance agent once a year to ensure you 
have the right amount of coverage for that year – not too much, 
not too little. Your vendors and clients – you will probably see 
them all the time.

You must have this team of advisors you can bounce things 
from. But nobody will ever care about your money as much as 
you do. So, while you take all that feedback, your final decisions 
must be the result of your own conclusions.

Remember Murphy’s Law – whatever could wrong; will go 
wrong. And usually at the worst possible time. Your advisors 
can help you bounce back according to the rules. They can 
make sure you are not taken advantage of – by the IRS, a lender, 
or whoever else – because you did not know the rules.

You are a majority shareholder in your company. You receive 
money to make decisions, not know all the rules.

Why People Are Hesitant to Bring in Outside Help

The independent contractors and small business owners I have 
worked with who are hesitant to bring in advisors and other 
team members are often afraid to appear ignorant. They feel 
like they should know everything in their business. They feel 
like they will look stupid if they ask an advisor a question.

First, if an advisor makes you feel stupid, get rid of that advisor. 
Second, it is the advisor’s job to know more than you. You can 
never know everything connected to your business – it is not 
possible. 
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So, I advise you get a team of advisors who are experts in certain 
areas. They offer advice. You take that and then make your own 
decisions. You do not need to justify your decisions to anybody, 
not even your advisors. Good advisors, even if they disagree 
with you, will understand that you are responsible for your 
business and will not have a problem with that. 

This can be a hard bridge to cross as we all feel a need to be 
liked and accepted. It is in our nature to try and please other 
people. Resist that urge. Nobody knows your business as you 
do. You are the only person who has the full picture.

Hiring the Right Tax Pro

When you have a business or you are an independent 
contractor, your tax situation becomes more compli-
cated than simply having a W-2 as an employee. You 
should not go down to H&R Block and pay a couple of 
bucks for them to prepare your tax returns or advise on 
any tax-related matter.

You need to hire a qualified CPA well-versed in business 
finances. Not only will you eliminate potential mistakes, 
but they can help you take advantage of tax benefits. 
You may spend more hiring a real accountant, but the 
savings and peace of mind will be well worth it – not to 
mention you stay in the IRS’s good books.

An accountant can also help you save money in other 
ways. They will look closely at your expenses and could 
cut things you do not need. Say you signed up for a free 
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trial for a piece of software, and then after thirty days, 
it started charging your credit card every month… and 
you do not use the software… you forgot about it. The 
accountant can spot that.
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CHAPTER 12 

Rule #11: You Must Always 
Add Value

As a business owner, you are the head coach, and your job is to 
convince other people to help you be successful. 

That can mean the difference between the success and failure 
of your business. And you do not succeed by paying people the 
least amount of money possible. It happens by treating them 
like you would a million-dollar customer. Do that, and they 
will take a bullet for you.

The lesson is that if you treat people right, they will believe in 
you and your business and be happy to help you succeed. 

When things get tough in your business or if you face setbacks, 
do not mistreat the people who can help you most. 

A huge advantage for small business owners is that they can 
have a team that cares about them personally – their family, 
their kids, their life. Do not lose that. And care about them 
right back.

The greatest thing you can give somebody is your attention. 
Care about their life right back; listen to their concerns. Ask 
questions and be nice. Invest in your people. 
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Many small business owners come from different times. 

They worked for somebody twenty years who told them what 
to do, and they did it. That does not work today. Now it is so 
much easier for people to pick up and quit and find another 
job. Because today, the next job is only a website away. No need 
to pick up and move the family to a new town. 

When you treat people right, it gives you quality work and 
better advice because people know you care about them. Then 
they care about you. They will go above and beyond. They will 
give you speed and respond right away. 

Think of your team as an investment in your future to keep 
adding value to your business. You do so by valuing people as 
human beings.

You may think that as the boss, people better do it your way. But 
you are the head servant… you better serve people. Otherwise, 
your business will not last long. 

It is not like you’re GE, and you have all the money in the world. 
You must lean on the fact that people want to be around you. 

And you have the flexibility that these big companies do not 
have.

I have a friend who was in a corporate job. He told his boss 
he needed to miss a meeting because of his daughter’s dance 
recital. The boss looked him dead in the eye and said, “We don’t 
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care about your daughter’s dance recital.” That made him mad, 
but they did not do it in malice. It was only open and honest. 

But a small business owner has the flexibility to say, “Of course, 
take the time off.” That emotional connection with your team 
can only help.

This is not a skill set. This is simply caring about people and 
being ready to serve them. It is a mindset. 

Your capacity to care is a competitive advantage. It is more 
important than how smart or accomplished you are.

That is why I share everything I do. I want people to avoid the 
obstacles I know are out there. I want them to sidestep the 
trouble areas. I want them to have the quickest path to success. 
I want to show the thing they want – a profitable, growing 
business – and then show them what they need to do to get 
there.

How to Treat Your Team

Your business team consists of:

• Your family
• Your team members 
• Subject matter experts, you have hired
• Your customers
• Your vendors
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You are the head coach; you are in charge. But you are not the 
head of a Fortune 500 company. You are not a dictator. As a 
small business owner/independent contractor, you are more 
like a head servant, in the biblical sense. 

Because at the end of the day, your success comes from your 
ability to add value to other people’s lives. The people who 
work for you must be able to rely on you. They must trust you. 
They must know that you have their best interests at heart and 
want them to be successful.

To do that, you must be “congruent.” That means what you 
feel and what you say are the same – and your actions must 
follow through too. You must be authentic. People can sense 
authenticity and conviction. 

To that end, my philosophy is to treat everybody on your team 
like a million-dollar customer.

That does not mean you do not fire people or cancel contracts. 
But you must be authentic about every action. Never burn 
bridges because this is a long life, and you never know when 
you might cross paths again. 

If you had $100 million in the bank, you could feed your ego 
and your family. But as a small business owner, you cannot do 
both. 

Zig Ziglar said, if you help people get what they want, you will 
have everything in life you want.
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The problem I find most often when people form partnerships 
is they focus on how that relationship will benefit them. As you 
can see, I believe the opposite. And because most people are 
focused on themselves, it will give you a competitive advantage. 

A lot of vendors see us against them. And I have been on both 
sides, I have been on the corporate side, I have been on the 
independent side. And that never works out. Because here is 
the reality. If they could do it without you, they would.

So, leave ego aside and try to understand what they want and 
how can I help them get that? Now people are not going to 
believe you. First, they will not think you have a hidden agenda 
and all that. But if you stay consistent and you are sincere, you 
will eventually get all three. Ask about their families, learn 
about their lives. Little things make a big difference.





121

CONCLUSION

Running a business never gets easier. You only get better as a 
business owner. 

The added challenge is that we live in a world of change, which 
means you need to continue to improve to grow. You must 
respond to change quickly and effectively. The business you are 
in today may not be the business you are in tomorrow.

For example, if you are in the distribution business, the products, 
or services you deliver could change, and how you deliver them 
can change. So, you must be flexible and open to change and 
constantly be improving. 

When I was younger, nothing would make me madder than the 
people who were dumber than me making more money. I felt 
like I was smarter. I had more degrees. I had more experience. I 
thought I had a better process. I had better training. 

But the x-factor is that they took more action. And they had 
more confidence. 

So, what I have tried to put together for you is the confidence 
that you do not need to go through that process… and the 
importance of taking action.
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It all comes down to confidence. And you get confidence by 
having your business in good running order as far as debt, 
liquidity, cash flow, and more.

My job is to use that knowledge to bring obstacles to your 
attention in advance so you can plan for them. 

If you are heading to a nearby city and know there is 
construction on your usual route – you can take a detour. You 
can plan ahead. It is the same in business. 

By planning ahead, you can avoid the trouble; you can better 
manage the risk and be more successful. 

You run across a lot of successful people and what they tell you 
is: “I’m hardest on myself.” I think that is an important point. 

We tend to rescue people and tell them not to be too tough on 
themselves, but we could be doing them a disservice. Because 
these folks are willing to have advisors like me and other people, 
they are willing to face the tough questions. So that when bad 
things happen, they have a plan.

My goal is to help you manage risk so you can prepare for 
anything that could happen. And I am not trying to predict or 
prevent disaster. I am about having plans that will thrive under 
disorder. 

I am about doing what must happen to make you happy by 
eliminating the dangers that create anxiety and fear that take 
away your energy so you cannot take advantage of opportunities.
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Those dangers could require solutions like insurance, legal 
work, or marketing…

I am not about guessing. I am about preparing you for what 
could happen and having a plan to avoid the problems and take 
advantage of the opportunities when they do happen. Think of 
yourself as the quarterback and me as your coach… and this is 
the biggest game of your life.

Let me tell you why I am so passionate about this… 

I opened my own business at twenty-one. I have consulted for 
a Fortune 100 company. I have sold a business for seven digits. 
I have been divorced, bankrupt, had money, and lost money. I 
have also worked in 43 states.

I am not revealing any of this to impress you. I am telling 
you that my process for helping you is the result of those 
experiences. And if I could do it all over again, I wish I had 
understood the dangers and opportunities so I could have dealt 
with those situations more effectively. I would have had a plan 
in place if bad things happened, which, according to Murphy’s 
Law, always do… and did to me.

Everybody has blind spots, no matter what level they are in 
business. That is why you need someone you can trust, who will 
come alongside and tell you how it is.

That is why I want to give you the:  
Permission slip to build the business of your dreams… 
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NEXT STEPS…

What I find, when most business owners read this book is that 
they identify with one, or two, or ten areas of their business or 
personal life where they have more risk than they would like, 
and they want to plug the holes. Or they realize they have not 
saved or invested wisely and need help or see they are missing 
one of the key pieces of risk mitigation (preventing losses) and 
wealth-building mentioned in the book.

If you are feeling the same way, I recommend you do one thing 
right now while it is on top of your mind…

Send me an email: shon@dsdinsurance.com (or call 
205-903-9771). You can do that 24-hours a day, 365 days a year. 
If I can help you, I will. If I can connect you with someone who 
can help you, I will do that, too.

Whatever you do, do not lay awake at night doing math on the 
ceiling. Call or email me and let’s fix your business.

If you need specific help with insurance, my team is standing 
by ready to help.

We reduce the cost of risk for ambitious business owners with 
and without insurance.
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Our Risk Control Method puts you in control, gives you 
confidence, and puts more profit in your pocket.
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