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 Foreword

I REMEMBER STANDING in line with my mother and 
grandmother outside a church where the government was 
giving away blocks of cheese to families who quali� ed for assis-

tance. As I stood in line, I carefully inspected the other kids in 
line, hoping they didn’t go to my elementary school. I didn’t want 
people to know how poor we were. I was embarrassed and, if I’m 
honest, a little ashamed. Many of my friends were wealthy. At 
least to me, they were wealthy. � eir parents had two cars. � ey 
had a garage. � eir house had stairs and a second � oor with an 
extra bedroom for guests. � ese things, to me, were great luxuries.

My mother worked hard. She was a secretary at an oil 
re� nery. She’d dropped out of college to marry my father, who 
dropped out of the marriage a few years later—not long a� er I 
was born. My mother was frugal with money. She subscribed to a 
newsletter that taught her how to save money. Instead of buying 
paper towels, we saved the extra napkins we got when we bought 
fast food. We used powdered milk instead of real milk because it 
was half the price.

If you were to pause my story right there, right when I was in 
junior high adding powdered milk to my cereal, you’d likely � ll 
in the rest of the story revealing how I grew up to become poor 
myself, how I didn’t go to college and got a job digging ditches 
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and started drinking and got a woman pregnant and so on and 
so on.

But the truth is, that didn’t happen to me. At � � y years old, I 
now run a company and consult with other companies about how 
they can optimize their marketing e� orts to increase their revenue. 
Every month I invest in the stock market. I’ve taken a percentage 
of my income and invested in real estate. I’ve been smart with 
money, and I’ve been rewarded for stewarding the money well.

But why? Why did things work out for me � nancially when 
my history says they shouldn’t have?

I think there was one foundational reason that set me up for 
success. � e reason is this: I was never taught money was bad.

Not once.
My mother did not believe money was wrong or that wealthy 

people were bad. In fact, right about the time I graduated from 
high school, my mother went back and � nished her bachelor’s 
degree and then continued to earn her master’s in business. At 
sixty years old she completed her education and started a new 
career running the books for a high-end interior design � rm. 
When she passed away at seventy-two she was rising in a second 
career. She had our tiny house completely remodeled and bought 
herself a new car. She regularly took vacations and would call me 
from interesting places all over America. She loved her life.

It would have been easy for my mother to have felt like a 
victim in life and painted those with higher means as the villains. 
She could have taught us that wealthy people make their money 
o�  the backs of the poor and that we should beware of them and
never trust them.

My mother could have been envious of the wealthy and, in 
insecurity, resisted ever learning from them. 

Instead, she was determined to learn what the wealthy knew 
about money. And she let me know I could learn from them too.
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� at single mindset—the mindset that making money is 
really about knowledge and that any of us could learn how to do 
it and, more importantly, how to steward it a� er we got it—is the 
di� erence, I believe, between many of the haves and have-nots in 
this world.

Certainly many people have a greater struggle to get ahead 
than others, but the solution to those struggles is twofold: oppor-
tunity and knowledge. Without opportunity, knowledge is worth-
less, and without knowledge, opportunity will only lead to failure.

But believing money is a bad tool used by bad people is a 
nonstarter. Nothing in our society will improve if this becomes 
the collective belief.

If there’s a book I wish my mother had had when we were 
young, it’s this book. Derrick Kinney, in many ways, has writ-
ten an antidote to personal poverty. He not only teaches us that 
money is good but also helps us understand what to do with that 
money.

Read this book carefully, especially if you’re somebody who 
has a good heart. More people with good hearts should have 
money because good people do good things with money. Hand 
this book to your kids as soon as they are old enough to read it 
and let them know they have an opportunity to become wealthy 
if they so desire. Let them know that money doesn’t make you 
evil but, in fact, can greatly multiply your power to do good.

Money can either be good or bad. Money can be leveraged to 
hurt or to heal. It all depends on what we do with it. � is book 
will help you increase the amount of good money in the world, 
and, to me, this should be a mandate for every American. Make 
good money and do good things with it.

Donald Miller, Business Made Simple
Nashville, Tennessee  
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 From Success to Significance

I WAS NOT destined for success, believe me. A few months 
ago, my mom gave me a few photographs from my childhood. 
� e � rst one I looked at was of me in an oxygen tent. Breathing 

di�  culties resulted in frequent trips to the hospital. It’s almost 
hard to remember those years, as if I’m looking at someone else. 
But no, it was de� nitely me.

In another picture, I just looked sickly. It reminded me that 
in elementary school, most days I stayed inside during school 
recess because of my asthma. I also had a hard time making 
friends because my dad’s work situation forced my family and 
me to move six times before I even entered the sixth grade. � e 
struggle of always being the new kid was exacerbated by the fact 
that big noses ran in my family, and I received the full package. 
As you can imagine, in junior high school I was teased—a lot. As 
I entered high school, I was trying to � nd my way, coping with 
feelings of loneliness, and wondering where I � t in.

My life didn’t exactly change overnight, but almost. One day 
my mom gave me a book called Go For It! by Judy Zerafa, which 
has since become a classic guide to surviving middle school and 
beyond. � ere’s actually a chapter in it called “How to Be Popu-
lar.” I read and reread and read it again. One thing led to another, 
and during my sophomore year in high school, I decided to run 
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for junior class president. I was a nobody—but a nobody with a 
bold plan. I created a strategy for my campaign posters that went 
against the grain. Instead of big, bold letters, I put my campaign 
promises, and even my name, in super small letters that forced 
people to closely examine what was written. I � gured it would be 
the opposite of what everyone else did and would really stand out.

Election day arrived, and at the end of the day, I anxiously 
awaited the sound of the intercom crackle. � e principal’s voice 
came on and announced the results by grade. “� e junior class 
president is . . . Derrick Kinney!” My friends were clapping. It 
was a big win for the little guy. I was euphoric. � en suddenly 
the principal corrected himself. “Junior class president is Melanie 
Johnson; Derrick Kinney is vice president.” I’m pretty sure my 
jaw dropped. I could not believe it. To say Mr. Gri�  n’s correction 
was a letdown is a gross understatement. I was disappointed and 
embarrassed. I came in second, but it felt like a hollow victory.

� e following year, with my now vast political experience, 
I set my sights on being elected student congress president. � is 
was the big one. � e odds were stacked against me. My cold, 
harsh reality was that I did not come from the gene pool of the 
popular kids. I was a nobody with the heart of a somebody. And 
I had another bold plan. I knew exactly how I planned to run 
my campaign. It occurred to me that there were many di� erent 
groups in our high school—the rock-and-roll crowd, the coun-
try-western crowd, the athletes, the band kids—and every day 
they would hang out in their own preferred spots around the 
school. I decided to take a photograph of me shaking hands with 
the leader of each group. � ose pictures were going on posters 
with phrases like “Let’s Rock! Vote for Derrick” (for the rock-
and-roll crowd) and “Win with Derrick” (for the athletes) in big 
letters. Of course, the posters were strategically hung where each 
clique congregated.
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My campaign strategy seemed to be gaining traction, and 
because of that I was learning some key lessons. I had taken the 
focus o�  me and put it on others. By making others feel impor-
tant and allowing them—all those students who also felt like 
nobodies—to be heard, together we could become somebodies.

It’s a powerful moment when a nobody becomes a some-
body. Five other people also ran for student congress president, so 
the stakes were high. At the end of election day, I again anxiously 
awaited the sound of the intercom crackle. � e principal’s voice 
came on. When he announced, “For student congress president, 
the winner is . . . Derrick Kinney,” I waited a minute just to be 
sure he wouldn’t be correcting himself. � is time, there was no 
recanting. I still remember the cheering from my fellow students. 
It wasn’t just me who won that day, it was all of us. Every unpopu-
lar kid who was ever told they weren’t important or their opinion 
didn’t matter suddenly had a voice and had won the election.

I can still feel the emotions of that day. I realized then and 
there that you can create your own identity; that if you’ve been 
told you can’t do something, you’re not good enough, smart 
enough, or talented enough, you, too, have a reset button that 
allows you to do something new. A fresh start.

Remember that sickly kid who wasn’t destined for success? 
Well, a� er college (and a� er taking only one � nance class) I went 
on to build a � nancial planning business that became one of the 
most respected in the country. I don’t think I could have done 
that if I hadn’t made a bold move in high school and stepped 
right into the middle of my discomfort zone.

As a � nancial advisor, I’ve seen every possible attitude about 
making money, saving it, spending it, loving it, hating it, and 
giving it away. While no doubt most people want more money, 
a surprising number of people, either because of their upbringing 
or because of their current circumstances, treat money as the 
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enemy. To them, money represents scarcity and strain instead of 
freedom and opportunity.

In the following pages, I’m going to ask you to make some 
bold moves. You may have to step right into the middle of your 
discomfort zone too. You see, I believe money is good and good 
people should have more of it. Good money in the hands of good 
people gets good work done.

Here’s the truth: � e way you’re making money right now 
may leave you feeling empty, no matter the size of your bank 
account. You keep striving to add another zero to your paycheck, 
but you’re not getting any happier. Money might buy you that 
nice car, beautiful home, or dinner at a � ve-star restaurant, but 
then that wealthy feeling disappears two weeks a� er you’ve driven 
the car o�  the lot, lived in your home for a while, or digested your 
wonderful dinner. I’ve worked with thousands of people during 
my time as a � nancial advisor, many of whom started from noth-
ing and made a lot of money so they could live the “rich” life. 
And yet when we sit in my o�  ce together, an underlying dissat-
isfaction remains. Happiness comes from what you do with your 
money, not how much you have.

A meaningful life doesn’t come from cash or greed. It comes 
from generosity. Look at yourself in the mirror. If you were gone 
from this earth, would people remember you because you were 
wealthy or because of what you did with your life and with your 
money? How do you want to be respected now and remembered 
later? It’s time to move from success to signi� cance. Here is what’s 
at stake: an unful� lled and unsatis� ed life, with your cash sitting 
in the bank when it could have made a di� erence in the world.

A revolution typically starts with a few passionate people 
who demand change. � ese outsiders think di� erently. � ey 
know something di� erent is possible. � ey recognize that the 
status quo is no longer working, and they wonder why they got 
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stuck in it in the � rst place. Until you press pause and evaluate 
how things have always been done, you cannot truly question why 
you’ve always done them that way. For too long, money has either 
been called bad or evil, and people who have it are called both. 
Some of you have been trapped, thinking that what you’re paid 
right now is your limit and you have little chance of changing it. 
Or maybe you’re making serious dough and enjoying the lifestyle 
you want, but you’ve discovered something is missing. You’ve felt 
it for a while but couldn’t quite put your � nger on it. You score 
positive on � nances but negative in ful� llment—and it’s time for 
something more.

� ese are grounds for a revolution, don’t you think? � e old 
way of thinking about money is over. Enough is enough. Your 
past has passed. Your present is here. � is moment, as you’re 
reading these words, is when you can create change—in you and 
in the world around you. We need you, the Good Money revo-
lutionaries, to stand up and be counted. It’s up to us—it’s up to 
you—to march forward and help remake the world. Surely, your 
goal is not to be the richest person in the cemetery. Many people 
have made lots of money, but few people will move from success 
to signi� cance. I want you to be one of them.

Welcome to the Good Money Revolution.
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 Good Money
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C H A P T E R  1

 Money Is Good, So Make More of It

MONEY IS GOOD. I like money, and I’m not ashamed or 
embarrassed about thinking that way. I enjoy making it, 
managing it, and giving it away. I love that it has provided 

a comfortable life for my family and me and that it allows me to 
help make the world a better place. Money is good because you 
can use it for good; you can use it to change the world.

I’ve always believed that money is good. � inking back to my 
childhood, I enjoyed it even then—making it, saving it, dreaming 
of the good I could do with it. Most summers included a two-
week visit to my grandparents in Wenatchee, Washington. Sit-
ting on the � oor of their living room, I spent hours looking at the 
Sears, Roebuck and Co. catalog, dreaming of owning the go-cart 
pictured on page 16. Wow, I thought to myself—if only I had that 
go-cart, my life would be complete. I promised myself that someday 
I would be able to buy it.

I was determined, and I stayed determined long a� er I had 
forgotten about the go-cart. Beginning at an early age, I kept a 
cash book, where I tracked the intake and out� ow of every penny 
that passed through my hands, even the quarter I found on the 
sidewalk near our home in suburban Arlington, Texas. An amor-
tization chart on the back of my closet door tracked the money I 
loaned to family and friends. My parents humored me as I loaned 
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them � ve dollars and charged interest. I had a few entrepreneurial 
ventures, too, including, at the age of eleven, a bicycle-inspection 
business. My � rst client was my nine-year-old sister. I charged her 
a dollar for a handmade sticker that I attached to her bicycle. She 
was thrilled.

Growing up, we didn’t have a lot of money. My dad was a 
metallurgical engineer and my mom worked part-time to make 
ends meet. As a child and into my teenage years, I watched my 
dad “talk the talk” but struggle to “walk the walk.” He would 
always look for ways to make more money and was intrigued by 
various opportunities to provide for our family. But he wasn’t 
able to make them sustainable. He got transferred, relocated, and 
laid o�  more times than I can count, resulting in six moves before 
I was in the sixth grade. It took a great toll on me. I felt lonely 
and frustrated. I never had the newest shoes or clothes or the nice 
house. In fact, I remember playing my � rst Little League game 
in worn blue sneakers from Kmart when everyone else had new, 
nice white cleats. It was obvious I didn’t belong—and I never 
wanted anyone else to feel that way. Even as a teenager, I was 
constantly asking myself, How can I help other people? My church 
was sending missionaries to � ird World countries and needed 
money for supplies. � e food pantry a few blocks from my house 
was always in need of more canned goods and volunteers. Every-
where I looked, there were needs waiting to be met.

Once I started working part-time packing grocery store 
shelves, I began tithing 10 percent to my church and anony-
mously donating to the local food pantry. (� e anonymous part 
would stick with me.) I knew the number typed on my paycheck 
wasn’t set in stone, that it could grow and be used in bigger ways 
than I could imagine to help others. Growth and impact were 
in� nite.
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It was then that I realized why I liked money. It wasn’t for 
the power or the prestige. Money was a tangible tool that could 
be used for good, and the more good I wanted to do, the more 
it motivated me to make more. As a teenager, I intuitively knew 
what years later I would see con� rmed by academic research—
that the best thing about making money is the bene� t you get 
by giving it away. When other people had a need, I always asked, 
“What part could I play in this?” Growing out of that epiphany 
was a love for investing, saving, and earning.

� at year, I started working two jobs—one at Chick-� l-A 
during the daytime and one at Montgomery Ward selling shoes 
in the evenings. My hard work caught the attention of my bosses, 
and they began to open doors for me. I received rewards, raises, 
and greater responsibility. I knew money was a path to a better 
way of living. � ere was something special about coming home 
from a full day’s work and knowing I had added value to my cus-
tomers’ lives. Who doesn’t love the bigger paycheck that comes 
with that? For me, the real magic happened when I gave some of 
that money to the causes I believed in. It felt like a double return.

Insecurity—the sly beast that rears its ugly head—threat-
ened to return during my junior year in college. I was living at 
home, working my way through school, but when my dad lost 
his job due to a mass layo� , he and my mom moved to Oregon, 
where he had found work. I felt alone. I began to doubt myself. 
I was on my own and it was a do-or-die moment. I decided that 
empowerment would replace insecurity. � at’s when I declared 
my independence and reminded myself that I could be anyone I 
wanted to be.

Right out of college, I took a job as a marketing manager for 
a small so� ware company in Fort Worth, Texas. � e company 
didn’t manage their payroll very well and my paycheck bounced 
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twice. Having to tell my church that my tithe check that month 
was hot was humbling. Another de� ning moment occurred a� er 
our company’s product launch, when I was passed over for an 
expected bonus. I was angry and tired of relying on someone else 
to tell me how much I was worth. I thought of my dad, who had 
kept working at jobs he disliked in order to support his family, 
and I decided I had a choice. I could keep working for someone 
and rely on them to tell me how much I was worth, or I could 
take the risk and work for myself. I decided to bet on myself and 
take the leap. I changed careers and began to pursue my passion 
of helping people make money. While working full-time, I stud-
ied hard, earned multiple licenses, and began building my busi-
ness, ultimately leaving my job and starting what would become a 
nationally recognized investment practice.

When I began as a � nancial advisor twenty-� ve years ago, 
I wanted to help people reach the goals that were important to 
them, and the way to do that was with their money. Money was 
the tool that could help people enjoy the good life they wanted 
and do more good for their families, friends, and community. My 
clients and I were in the same boat, rowing together—as they 
made more money, I made more.

� en I had another realization. � ere were many � nancial 
advisors for people to work with. Sure, people wanted great 
returns on their money, and they got them, but they chose me 
because they felt they were part of something bigger than them-
selves. I realized that the more I gave back to my local commu-
nity, the more people wanted to work with me.

Making money just to make money is fun and feels good for a 
while. But it’s like a drug. You need more and more to make your-
self feel better—a nicer car, a bigger house, more stu� . You’ll � nd, 
if you haven’t already, that if you want to be truly happy, there has 
to be more to life than that. � ere’s a saying I love: “Remember 
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when you wished for everything you have now?” Oof. I know. 
Wherever you are in your life right now, you most likely wished 
for it at some point. But it’s never enough. � ere will always be 
another new car to drive, house to build, vacation to take. Money 
and happiness are not equivalent. Unless you give it away. When 
you do, you’ll o� en � nd yourself making more money so that you 
can give more. It’s a motivating cycle. It’s the cycle of giving.

� e key to your success and having a daily passion that fuels 
you is to connect your cash to a cause, your money to a move-
ment, your pro� ts to a purpose.

For years, you’ve probably been thinking you should be 
making more money, while at the same time, you’ve wondered 
how you can play a part in a cause you believe in. Whether you 
decide to stay in your job or become your own boss, I’m going 
to teach you how to make more money so you can feel ful� lled 
and make an impact on the world. But � rst, let’s talk about how 
money is good—and why you should have a lot more of it.
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C H A P T E R  2

 Does Money = Happiness?

THINK OF A time when you received a bonus at work, a sur-
prise check in the mail, or a gi�  card from a friend just because 
they were thinking of you. Or just think of that feeling when-

ever you remember it’s payday! Cha-ching! How do you feel? 
Angry, disappointed, sad? Probably not. Instead, you’re pumping 
your � st and feeling happy. But we all know that feeling doesn’t 
last.

It’s nice to have money. Having enough to stay current on 
your bills and a little le�  over at the end of the month is a good 
feeling. Anyone with the experience of being able to consistently 
pay o�  their debts and then their mortgage on the pathway to 
becoming debt-free knows that it translates into a powerful feel-
ing of satisfaction. � ere is a happiness and a tranquility that come 
along with it. Insulating yourself from the pressure of being over-
whelmed by your bills reduces anxiety, and the knowledge that 
you were the one who made good decisions to make that happen 
and to protect your family—of course, it makes you happy.

Money also has other bene� ts—like healthy eating. Of 
course, being able to a� ord good healthcare and more nutri-
tious foods contribute to your health, but even more than this: 
money makes you happy and being happy makes you healthy. A 
study of more than seven thousand adults backs that up. � ose 



G O O D  M O N EY  R E VO LU T I O N

10

who experienced positive well-being were signi� cantly more 
likely to consume fresh fruits and vegetables and be physically 
active.1 Don’t prove the old saying to be true that people spend 
their health chasing wealth, then spend their wealth chasing their 
health.2 Money makes you happy, and happy makes you healthy.

Take it from lottery winners, since they’re a unique example 
of people who skyrocketed to wealth from ground zero. Accord-
ing to a report for the Camelot Group conducted by psychology 
professor Dr. Richard Tunney, lottery winners enjoy healthier 
lifestyles and are more likely to abstain from alcohol and to exer-
cise.3 Not a surprise. Good money promotes good health.

Okay, so money makes you healthier. But how much money 
do you need to be happy? � at’s where it gets interesting. Obvi-
ously, it’s di�  cult to be truly happy if you live in poverty. If you’re 
constantly hungry or cold, or living in an unsafe neighborhood, or 
if you have no way of getting out of debt, you’ll be hard-pressed to 
say you’re happy. Unfortunately, that’s true for millions of people, 
even here in the United States. But still, most don’t live in abject 
poverty, so what about the rest of us? Well, it’s a bit complicated.

Researchers rely on data, not anecdotes, and have concluded 
that while money does make you happy, it makes you happy only 
up to a point. Economists call it “income satiation,” meaning the 
point at which more income no longer leads to greater happiness. 
Studies vary, but generally they pinpoint an annual income of 
something less than $100,000 as the satiation point.4 Intuitively, 
this may not seem to make much sense. Even in your almost-six-
� gure nine-to-� ve job, can you really be as happy as Je�  Bezos?
Maybe you can. Let’s explore further.

A few years ago, researchers at Princeton University asked 
more than 450,000 adults about both their annual income and 
how o� en during the previous day they had experienced posi-
tive emotions. � e researchers de� ned positive emotions as how 
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much happiness and enjoyment those surveyed had experienced 
and how much they had smiled and laughed. � e Princeton study 
found that an income between $60,000 to $75,000 was associ-
ated with feeling happier than if you made less than that, but a� er 
an annual income of about $75,000, there was no relationship 
between income and happiness.5

� at’s right. Once a person earns about $75,000 a year, more 
than that is not associated with greater happiness. Other studies 
have produced similar results.

So if you have a loving family, if you enjoy your job, and if 
you have friends you can rely on, maybe you really are as happy 
as Je�  Bezos!

Here’s the reality though. Many people get stuck in this cycle 
of more money equals more happiness. So they work and work 
and work to build up their bank account, only to look up one day 
and realize they’ve done nothing with their money. Just success, 
with no signi� cance.

You may think that just having money gives you meaning. It 
doesn’t. Giving is what makes life meaningful; it’s what leads to 
better living. We’re talking revolution here, because it’s time to 
do something new and di� erent, to live a di� erent kind of life. 
� ink of it as a circular continuum: Earn More → Save More →
Give More.

So why doesn’t money exactly equal happiness? Let’s � nd 
out.
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C H A P T E R  3

 What Is Happiness? 
Ask Lottery Winners

HAPPINESS IS A di�  cult emotion to de� ne, so not surpris-
ingly, di� erent researchers use di� erent criteria. Most assess 
happiness by simply asking people to rate it on a single scale, 

like one to ten or one to � ve. Others use what’s known as a Sat-
isfaction with Life measurement that tries to determine if a per-
son’s living conditions have reached an ideal state and whether, if 
given the chance, they would change anything important about 
their life.1

But come on, really? You know whether or not you’re happy, 
and you know what makes you happy. And admit it: money is 
one of the factors that does, no doubt about it. But it certainly 
isn’t the only one.

So what else makes you happy besides the size of your 
bank account? It turns out that what you do with your money 
has much more to do with how happy you are than your actual 
wealth. � ere’s a lot of evidence of this, both anecdotally and 
through research data. � e universe of lottery winners provides 
proof on both fronts.

I can tell you from personal experience as an investment 
advisor that stories about lottery winners going broke are not just 
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the work of good � ction writers. I’ve had clients who, no matter 
how much conservative � nancial advice I gave them and regard-
less of how strongly I told it to them, depleted their winnings 
because they failed to understand that they’d won a large sum of 
money, not a printing press. Family and friends come out of the 
woodwork with their hands out, and the lottery winners can’t say 
no to any of them. Or the winners buy a Porsche or a motorboat 
they don’t need or even use. Or suddenly they think they’re the 
shrewdest investors this side of Warren Bu� ett. And this is not 
just anecdotal from my own experience. According to research 
published in � e Review of Economics and Statistics, lottery win-
ners who win big are more likely to � le for bankruptcy three to 
� ve years a� er winning than those who win smaller cash prizes.2

Hold on a minute; I’m about to contradict myself.
Sure, I’ve known lottery winners who have made spending 

and investing mistakes, but there is a serious � aw in thinking 
that both statistical studies and stories about woe-is-me lottery 
winners support the notion that money is bad, that if you get it, 
you’re going to blow it. Nonsense. Most lottery winners who have 
come to me for investment advice have made wise decisions and 
been generous with their newly found cash and are leading happy 
lives. � ey certainly did not blow it.

A closer look at academic research tells a similar story. For 
example, the sample sizes used in the aforementioned study were 
ridiculously small. � e study found that a� er winning the Florida 
lottery, forty-seven of those who had won between $50,000 to 
$100,000, or slightly more than 4 percent, � led for bankruptcy 
three to � ve years a� er their win, and only � ve (3.4 percent) of 
those who won between $100,000 to $150,000 went bankrupt 
in that same timeframe.3 What about those who won millions? I 
bet they’re pretty darn happy.



W h a t  I s  H a p p i n e ss?  A s k  Lot te r y  Wi n n e r s 

15

Winning the lottery makes you happy. Duh! And it doesn’t 
make you go bankrupt, despite what you read in the media. 
Although several news outlets have cited a statistic by the 
National Endowment for Financial Education (NEFE) stating 
that 70 percent of lottery winners end up bankrupt within a few 
years a� er receiving a large � nancial windfall, this has been dis-
credited. In fact, the NEFE released a statement negating their 
research as the source of the statistic.4

Other studies bear out the obvious: winning a pile of money 
will put a smile on anyone’s face. Yes, a small percentage of lottery 
winners screw it up and lose it all, but for most, the money leads 
to positive, long-term satisfaction. � at’s the unequivocal conclu-
sion of multiple studies, including one published by the National 
Bureau of Economic Research, which found that for the decade 
large-prize winners were studied, they experienced “sustained 
increases in overall life satisfaction.”5

Imagine if you won the lottery. Overnight you would go 
from Main Street to Easy Street with not a care in the world. � e 
luxurious house, the sportscar, unlimited vacations—all yours. 
Sounds great, doesn’t it? And then there are the details, and not 
what you’d expect. Let me explain by contrasting two people for 
you.

Denise won $2 million in the lottery. She was referred to me 
by a trusted CPA. Right now, you’re probably thinking about all 
you could do with $2 million. � at’s a lot of money, right? With 
a lump sum like this, Denise and I discussed several strategies to 
generate conservative income so she wouldn’t run out of money. 
I shared with her how, when people receive large sums of money, 
family and friends come knocking, and it can be hard to say no. 
So make me the bad guy, I told her. She liked that because it gave 
her some breathing room. I suggested that she just say that in 
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working with her � nancial advisor, he had invested the winnings 
for her long-term retirement.

What happened next is unlike anything I’ve ever experi-
enced. Something shi� ed and Denise couldn’t say no to anyone. 
She began to dole out money, and fast. First, she was supporting 
her grown children and a few grandchildren. � en she bought 
a bigger house and vacations for her entire family to help create 
lasting memories. A� er three months, we visited in my o�  ce to 
review her situation. She had spent $500,000. We had a candid 
conversation about her goals and the impact her spending was 
having. We practiced conversations to help her say no to family 
and friends. When she le�  the o�  ce, she said she felt encouraged 
and empowered. At least until my phone rang a week later. Her 
son knew a guy who had an amazing business idea and needed 
$250,000 to help get it started. I asked her what she knew about 
the man. She o� ered only sketchy details and bluntly told me, 
“Look, it’s my son’s friend; I think it will be � ne. Plus, he’s 
promised to pay me back at 10 percent interest.” Reminding her 
again that my role was to help protect and defend her money, 
I warned her not to loan a stranger such an immense sum. She 
politely thanked me and gave me the wiring instructions. � is 
was followed by extravagant birthday gi� s for family members 
because she didn’t want to be seen as cheap. She was acting how 
she thought people expected her to act with so much money. 
Within two years, she had run through all her winnings and 
more. Funny thing is, her investments with me had earned quite 
a bit of money, but not enough to overcome the huge withdraw-
als she made.

At about this same time, another client, Charlotte, won 
$3  million. In our conversations together, I encouraged her to 
use this money as a tool for now, but also for the future. If she 
could live o�  a comfortable income, her portfolio would provide 
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for her, and possibly grow to a larger amount. She splurged on a 
couple items, but diligently stuck to the plan I laid out for her. 
Her passion was supporting a local nonpro� t that provided needy 
children with Christmas presents. � roughout the year, as parts 
of the account grew, we would reposition pro� ts to a conserva-
tive account, in essence letting the stock market pay for the gi� s 
and making sure the money would be there when needed. Over 
time, it provided for her, for gi� s for a growing number of needy 
children, and grew in value. My philosophy has always been that 
you want to have something to show for the gains you’ve made 
from investing.

Two ladies. Two vastly di� erent stories. One woman wanted 
to be all things to all people and ran out of money. Another 
woman was true to herself and generous to the causes she believed 
in, while at the same time growing her savings further. Similar 
opportunities. Opposite outcomes.

� e message of these stories is not only to be careful with 
your money, it’s that money won’t change you. You are who you 
are. I like the way John O’Leary puts it. John is the author of both 
On Fire: � e 7 Choices to Ignite a Radically Inspired Life and In 
Awe: Rediscover Your Childlike Wonder to Unleash Inspiration, 
Meaning, and Joy. He told me, “Money just makes us more of 
who we already are. . . . If you decide to be generous when you 
have little, watch what happens as you grow into wealth. It will 
make you even more expansive, it’ll make you more generous, 
it’ll make you more interesting but also more impactful in the 
community.”6

In a way, that’s self-evident. � ink about your own life. How 
you spend your money is more important than how much money 
you have. Of course, you feel happy when you get a raise, or even 
a� er � nding a � ve-dollar bill on the sidewalk. But these feelings 
are � eeting. If you spend your lottery winnings only on yachts 
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and material pleasures, in the end the windfall is going to make 
you miserable. But if you’re prudent, and generous, money is 
good and more money is better.
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C H A P T E R  4

 Happiness Is What You Do, 
Not What You Have

IF YOU REALLY want to be happy, use your money for some-
thing good.

Be generous. Harvard Business School Professor Michael 
Norton, coauthor of Happy Money: � e Science of Happier Spend-
ing, has conducted many interesting studies to explore the rela-
tionship between money and happiness. For one study, he and 
his colleagues at the University of British Columbia approached 
students on campus and gave them an envelope of cash, contain-
ing either a � ve- or twenty-dollar bill, along with a note. For half 
of the students, the note instructed them to spend the enclosed 
money on themselves by 5:00 p.m. that day. Every other student 
was instructed to spend the money on someone else in that same 
time. Consequently, half the students bought themselves some-
thing like a pair of earrings or an ice cream, and the other half 
spent the money on things like a stu� ed animal for a niece or a 
contribution to a local soup kitchen.

� e results were astounding. When questioned later that 
day, the students who had spent the money on someone else were 
happier, measured against their baseline from their original inter-
view, than those who spent the cash on themselves.1
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Mike Norton’s team has conducted similar studies all over 
the world with similar results. It turns out that if money makes 
you feel sel� sh, you’re not going to enjoy it. “When you buy stu�  
for yourself, it doesn’t feel like you did anything,” he told me. “It’s 
nice—you have a new computer, you have a new something—but 
you didn’t have any real impact on anything; it’s just a new thing 
on your shelf. But when you spend money on other people, it 
gives you a huge feeling that you’ve had an impact on somebody 
else, that you’ve had an impact in general.”2

� e idea that being generous with your money is the key to 
happiness is also supported by other entrepreneurs. John O’Leary 
put it simplest, and perhaps best, when he paraphrased Anne 
Frank,3 saying, “I’ve never met anyone who became poor by being 
generous.”4

Spending on other people has a ripple e� ect. It makes us hap-
pier because it’s a tangible act that today we know we’ve helped 
someone else and made a di� erence in another person’s life. 
Imagine the delight when the people in the car behind you at the 
drive-thru are told that their bill has been paid. Or the reaction of 
a friend when you pick up the check at lunch. In return, you get 
a smile and a “thanks a lot” and, boom! You can see clearly that 
you’ve had a positive impact on their day.

� ink of this one other way—emotionally, rather than intel-
lectually—which I think is another way to understand these con-
clusions. Imagine if every one of your colleagues found twenty 
dollars on their desk one morning. More than likely, they’d put 
it in their pocket and go about their day in the same way they 
would have if they hadn’t found the twenty dollars. In this case, 
the company that fronted the money had, in e� ect, lost money, 
since the cash hadn’t motivated anyone to perform any better at 
their job and hadn’t had any impact at all on their life or anyone 
else’s.
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But what if everyone were given twenty dollars and told to 
spend it on a colleague? If the corporate goal was to improve 
morale and productivity, the company will have made a solid 
return on its small investment.

� ese are all clues to one of this book’s most important mes-
sages: It’s how you spend your money, not the size of the pile.

Mike Norton points out that many people typically over-
estimate the e� ect more money will have on their happiness. � ey 
think money is the “magic cure,” and they make all their deci-
sions based on whether it will get them more, like their choice of 
employment. At the same time, they ignore decisions that ulti-
mately pay o�  in happiness, like how much time they spend with 
their friends and family.5

Money can buy happiness, but we need to stop thinking 
that it has something to do with the amount we accumulate, and 
instead start thinking about what we’re doing with the money 
that truly makes us happy.

An added bonus is that happiness begets happiness. Best-
selling author Jon Gordon explained that, according to research-
ers at Duke University, people who believe in a brighter and better 
future will take the actions necessary to create it. “We know that 
optimists work harder, get paid more, and are more likely to suc-
ceed in business, in sports,” and in every aspect of their lives, he 
said. “It becomes a self-ful� lling prophecy.”6

� is is such a good clue to how to have a life well-lived. It 
seems so simple. Start early, start small, but start where you are.

When my kids were younger, I gave them each � ve dollars. 
� eir eyes lit up. � ey were already envisioning the candy or toy 
they would buy. But then I told them it wasn’t for them. � eir 
assignment was to think of a cause they would like to donate it 
to or a friend whose family was having a hard time making ends 
meet. I explained to them what that meant. A� er twenty-four 
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hours to think about it, we met again at the kitchen table to hear 
their plans. One gave it to a family in need, another to our church, 
and the other two combined their money and gave it to a home-
less shelter. Each one of them admitted that at � rst, they were 
disappointed the money wasn’t for them, but in the end they felt 
good inside for what they did with it.

� ink of the amount of money you have in your bank 
account right now. Now, a� er you have that number in your 
head, I want you to remember something: � e number doesn’t 
matter. It’s what you do with it that matters—connect your cash to 
a cause, your money to a movement, your pro� ts to a purpose. � is is 
what changes everything.



23

C H A P T E R  5

 Generosity Makes You Wealthy

A FEW YEARS ago, Dave, an owner of a local manufacturing 
company, came into my o�  ce. He was a long-time client and 
whenever we’d meet, I always enjoyed his positive, enthusias-

tic attitude. But that a� ernoon I could tell by his body language 
something was o� . “Tell me what’s going on,” I said.

Dave responded, “Derrick, the business is going great, but 
I’m no longer into it. I’ve lost my motivation. I don’t really feel a 
lot of satisfaction.”

As we were talking, a thought occurred to me. “Are there any 
causes or organizations you � nd interesting and that you would 
like to support?” I asked him. � e question caught Dave by sur-
prise, and he sat back and pondered for a moment. � en he told 
me that a couple of years ago he and his family had gone over-
seas and visited a small village with no real school building and 
no resources to properly educate the children. � ey had said to 
themselves, “It’d be neat to do something for these kids,” but then 
they just kind of tucked the idea away, returned home, and went 
about their lives. “What if you did this?” I suggested. “Over the 
next twelve months, set a goal to increase your business, and a 
portion of that increase could go to building that school.” His 
eyes got as big as saucers, and he sat up with a start.
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� ree months later, Dave returned to my o�  ce looking 
ten years younger, more engaged, with much more zeal for his 
business and his life. “Derrick,” he told me, “you’re not going to 
believe this, but our sales are already up 20 percent, and we’ve 
almost fully funded that school.” As a business owner, he was 
reinvigorated. He had found a way to connect pro� ts to pur-
pose. By giving more money, Dave was actually making more 
money.

� is is the untold secret to making more money: giving it 
away. I call it the “Generosity Purpose.” It’s the reason my client’s 
life changed—and yours can too.

I want to ask you a question. What injustice do you see that 
keeps you awake at night? What really bothers you and makes 
you say, “I want to do something about that”? What wrong do 
you see in society that you want to make right? Is it in your local 
community? Is it around the world? What is the cause that you 
care so deeply about? Connect your cash to a cause, your money to 
a movement, your pro� ts to a purpose. � is is what changes every-
thing. � is is the Generosity Purpose.

I met with a couple recently who wanted to implement these 
Good Money principles but weren’t sure where to start. Don 
and Sharla asked, “Derrick, how can we incorporate this into 
our business?” � is particular couple had a recycling company. 
It had done very well, but they noticed over the past couple of 
years, not only was their business beginning to drop o� , but their 
excitement and their joy as business owners had also diminished. 
I asked them what they were passionate about—if there was a 
wrong they wanted to help make right. � ey told me so much 
trash and debris in the oceans really bothered them. � ey were 
saddened by the devastating impact it was having on marine life. 
“We want to help solve that problem,” they said. “Maybe not cure 
the problem, but at least help solve it.”
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I suggested they reach out to their customer base and tell 
them, “We’ve decided to create a Generosity Purpose for our 
business. A portion of all of our pro� ts will now go toward an 
organization to help clean the oceans and make them safer for 
� sh and the other animals who live there.” As you can imagine,
their existing customers were pleased to hear that money they
were paying for their recycling services was being used to do more 
good in the world. � eir commitment also allowed them to com-
municate to potential customers, “We know that you have many
options to choose from to do your recycling work, but one of our
core values is our Generosity Purpose. A portion of all our pro� ts
helps make the world better.”

Not only did Don and Sharla’s business grow, but they also 
experienced renewed excitement and joy by connecting a purpose 
to their pro� ts.

What’s your Generosity Purpose? Is it helping abolish sex 
tra�  cking? Helping your city’s homeless population? Or is it 
more personal, like funding your children’s college tuition or 
paying for the piano lessons your granddaughter has always 
wanted to take? It’s not about you—but about someone or some-
thing that you believe can do more good and leave an impact on 
the world. A� er all, the Me Show will, one day (I promise), get 
cancelled. � e We Show always gets high ratings and airs longer.

Most people lead with, “I want to make more money,” but 
what if you led with, “I want to give more money and to do that, 
I’ll have to make more money.” � is is the path that gives pur-
pose to your money, and to your life—no matter what your job 
is or your current stage of life. I’ve seen this light switch � ip in 
many, many of the people with whom I’ve worked. Here are two 
examples:

1. Kevin and Michelle, both in their forties, were deeply
bothered by the growing homeless population in their
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city. � ey could see the problem but didn’t know how to 
be part of the solution. As we visited together, Michelle 
shared with me that growing up, her family had very little, 
and that during a few desperate periods, they had slept in 
their car and foraged in dumpsters for food. As we talked, 
I asked what her ideal scenario would be to help the home-
less. She wanted to do more than just give the people she 
saw on the street corners money; she wanted to make a 
more meaningful impact. She contacted her local shelter 
about any training programs to help them be self-sustain-
ing and independent. She discovered they were designing 
a program and needed monthly donors. � is was per-
fect, she thought. Fast forward a few months. My heart 
warmed when she told me she had found her happy place 
and felt her money was making a real di� erence.

2. With retirement three years away, Michael and Juanita
shared with me a cause they felt passionate about. Now
sixty-two, Michael was a devoted pediatrician and they
both got a lot of enjoyment from their � nancial support
of an overseas medical organization that provided access
to quality medical care to remote villages. For thirty-seven 
years, Michael had seen � rsthand how his patients bene-
� ted from quality treatment. He felt it wasn’t right that
all children didn’t have that same bene� t. Most recently,
they had supported missions that were providing aid in
Guatemala and Haiti. Showing me some of the photo-
graphs they had received, I could see how much it meant
to them. “When I retire, we’re going on a mission trip
ourselves,” he said, smiling. “With each patient I see here
in Texas, I know it’s helping me make money to help more 
children around the world.”
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Each of these individuals discovered the pleasure of � nding 
and implementing their Generosity Purpose.

You might believe that making a lasting impact on the 
world—or even your small community—requires loads of cash. 
� at’s not even a little bit true. Start small. Impact one person at 
a time. As you do that, you’ll realize you are changing their world 
and the world.

In the past, you may have given money out of obligation, like 
to a fundraiser for your child’s school or a cancer research fund 
when you check out at the grocery store. If you’re honest with 
yourself, you sometimes (or frequently!) question why you would 
give away what you’ve earned. A� er all, what’s mine is mine, 
right? Others of you may be intrigued by the idea of giving more, 
but don’t know how to get started.

Here’s what I know: You reap what you sow. Regardless of 
the attitude toward giving that you have now, I’m asking you to 
rethink money—to rethink its purpose. Imagine a cause you have 
felt passionate about ever since you were young but didn’t think 
you could do anything about. Now is your chance. Small or big, 
just get started. � is is where the fun begins.

Many entrepreneurs I interviewed for this book emphasized 
how important it is to start early to become accustomed to both 
making money and giving it away. � at’s because both behaviors 
become muscle memory, as do their corollaries—bad earning and 
saving habits and an accompanying stinginess.

Rabbi Daniel Lapin, author of � ou Shall Prosper: Ten Com-
mandments for Making Money, suggests that when generosity is 
instilled at a very early age, it generally sticks, and that teaching 
our children to be givers makes for more successful living. “As 
soon as you train that muscle, and you learn to unloosen that 
closed, tightly gripped � st, you are now in a much better position 



G O O D  M O N EY  R E VO LU T I O N

28

to succeed in business,” he told me. “Apart from anything else, 
you are willing—or more willing, I should say—to do something 
very important, which is not try and do everything yourself but 
hire other people to do the things that you’re not particularly 
good at.”1

As I visited with clients, we would talk about the impact of 
the economy on their money. But I would point out to them the 
di� erence between the overall economy and what I referred to 
as their personal economy. For example, while knowing the key 
economic indicators, such as whether unemployment was up or 
down or the health status of the overall economy, was important, 
what really mattered was their ability to put food on the table and 
save for personal � nancial goals (like saving for their kids’ college 
tuition, having enough money to travel in retirement, and spoil-
ing the grandkids). In other words, what does all this economy 
stu�  mean to me? It’s easy to think that making a lasting impact 
on the world, or even your community, requires loads of cash. 
But that’s thinking like the overall economy. I’m suggesting you 
make it simple; do what you can, where you are right now as an 
out� ow of your personal economy. Start small and simply impact 
one person at a time. � at’s how you start to change the world.

I liken this idea to the � rst time I spoke to an audience of sev-
eral thousand people. I was terribly nervous. � e thought of all 
those eyeballs staring me down felt ominous and overwhelming. 
It wasn’t one big eyeball staring at me, it was thousands of indi-
vidual pairs. I pictured myself sitting in the audience watching 
another speaker on stage. � en I was onstage but speaking just 
to one person among the thousands in front of me. As I spoke, 
I focused on just one pair of eyes at a time, trying to help one 
person at a time—making a di� erence in their world only. � at’s 
what I try to do: build my own wealth one dollar at a time, and 
give a helping hand to others, one person at a time.
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When you start earning and saving with a purpose that 
excites you, it will motivate you, lighting a � re within you that 
burns so bright that it will lead to success in every area of your life. 
It will motivate you to do whatever you have to do to build your 
bank account—whether it’s being successful in your job, getting 
a raise, starting a side hustle, or growing your own business. You 
will acknowledge your power to radically revolutionize your fam-
ily’s future and the future of the world around you.

You have two paths you can take. Path 1: Keep making money 
and stay unhappy and unful� lled. Path 2: Make good money and 
lots of it, but do it by adding meaning to your money.

If you choose path 1, you are leaving money and a lasting 
legacy on the table that could bene� t you and your family. You’re 
missing out on helping right the wrongs that bother you the most. 
It’s not enough to say, “I’m going to work now so I’ll have more to 
give away later.” It means nothing unless it’s attached to a power-
ful emotion that you will feel when you’ve made a real impact.

If you choose path 2, you’re now ready to start earning with 
a purpose. A� er all, if you don’t have money, you can’t give any 
away.

I’m asking you to rethink your attitudes about money and 
giving, and to join the Good Money Revolution. One person at a 
time, your money can impact the world.
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