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Chapter !

Why a Retirement Shield?

When my car hit that patch of black ice, I lost all con-
trol. I was at the mercy of outside forces and soon 

found myself dealing with the devastating consequences that 
resulted. Today, I talk with numerous people every month 
who are heading toward their patch of black ice in terms of 
their retirement. 

!ough they have saved all of their working careers, the 
outside forces of higher taxes, lower market returns, rising 
in6ation, and the complexities of Social Security are prepar-
ing to wreak havoc on their hard-earned money. Some have 
taken a few precautions. Many others have no idea how to 
navigate these perils. 

!e Retirement Shield was inspired by my own experi-
ence of being proactive in making my recovery possible. If 
I had known there was black ice on the road ahead, I could 
have made some di-erent decisions. !e same is true for 
retirement planning. 

!e road to retirement may be ,lled with dips, curves, 
and some hidden black ice. If you have a good advisor, you 
may be able to navigate retirement safely. !e problem is that 
many advisors aren’t providing sound advice. For example, 
some of my clients are hearing “Wait it out,” “!e market will 
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recover,” “Don’t look at your account balances,” or “It’s just a 
paper loss.” !is type of advice can create a wedge between 
a client and an advisor.

When my business partner and I created the Retirement 
Shield, we did it to ,ll a need we saw in the marketplace. We 
looked around and realized that our industry was lacking in 
what we considered to be real customer service. 

In our experience, we’ve seen that the one thing people 
tend to know the least about is the one thing they have 
worked their whole life for — their money. It’s also the one 
thing they’re going to need the most throughout retirement 
and in any stage of life, and yet most people don’t know much 
about making their money WORK to reach their goals and 
ful,ll their dreams.

Education and Empowerment
Many of my industry colleagues don’t want to deal with the 
educational piece of working with clients. It’s time-consum-
ing, and it’s not lucrative. Most ,nd it easier to refer clients 
to other specialists, such as the Social Security o3ce or a 
tax professional.

!at approach doesn’t make sense. So, my business part-
ner and I decided to create a process to educate people and 
empower them by talking about the things no one else does. 
We want our clients to be informed. It’s so gratifying when a 
client says, “No one’s ever told me that before,” or “I’ve always 
wondered that, and I asked my guy this question, and he just 
said, ‘Don’t worry about it.’” !ese comments illustrate why 
we created the Retirement Shield process.

!ere is a better way to plan for retirement. Too many 
gaps occur when experts neglect to add value, simply because 
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they don’t want to deal with the resulting workload. Uncov-
ering some of the issues clients have creates more work, but 
we’re not afraid of that work. We want a long-lasting rela-
tionship with our clients, and we always want to add value. 
Ultimately, we identi,ed speci,c areas of value that weren’t 
currently being o-ered to clients by their advisors, and we 
addressed those issues with the Retirement Shield. 

Designing Your Shield
!e Retirement Shield is a comprehensive process that allows 
a client to be proactive in their approach to retirement plan-
ning. We designed it to help the client to get ahead of the four 
or ,ve major areas that they need to get right in retirement. 

!e holistic nature of the Retirement Shield makes it 
unique in our industry. We’re not just talking about Social 
Security or market volatility. Nor do we focus only on taxes 
or fees. !is process addresses every aspect of retirement and 
ensures that they all work together. Our goal is to protect 
our clients’ retirements from the things that can damage or 
destroy it. 

A soldier going into battle or anyone confronting some 
kind of danger carries a shield for protection. Likewise, when 
you go into your retirement, you need protection against 
whatever may come. !at’s why we called our process the 
Retirement Shield.

We believe that, eventually, taxes will go up, and the 
market will experience some sort of volatility. We understand 
that people will always be sensitive to the fees they’re paying 
and how that works. And we realize that Social Security is a 
huge issue. Some studies say that only 0% of Americans take 
Social Security at an optimal time to maximize their return. 



!"

The Retirement Shield: A Foolproof Way to Protect Your Retirement

!e Social Security program is short on money, and there’s 
going to be a shortfall. !at means it’s incredibly important 
to be making these decisions based on the most up-to-date 
guidelines about the way we can take Social Security. Winging 
it on any of these issues is not an option. Retirement Shield 
allows you to put all the pieces in place now so that when 
these things come up, you’re protected.

A Complete Security Plan 
All too o5en, when you are working with people in our 
industry, you get only a piece of the puzzle or a few of your 
questions answered. Retirement Shield is a comprehensive 
process that can stand alone because it addresses all of your 
questions and uniquely positions you in each one of the cat-
egories we’re discussing, eliminating the need to go through 
multiple processes or consult with various specialists. 

Most people I meet have many specialists addressing 
their retirement plan — including a ,nancial advisor, a CPA, 
someone else discussing Social Security, and, perhaps, even 
another person helping with long-term care. My response 
is always, “Wait a minute. You really have to call four or ,ve 
di-erent people to get your answer?” !at’s ridiculous. 

Since all of these issues impact your entire ,nancial pic-
ture, you need to address them in a single plan that is easy 
to understand. A5er all, these things are related; a change in 
one area will most o5en a-ect another area. Doesn’t it make 
more sense to address them together as part of a complete 
picture?

!e goal of this process is to protect and grow you¬r nest 
egg. We want to maximize your income so that there’s no 
shortage of money down the road. !at includes mitigating 
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and minimizing taxation so that it’s not eating into your 
retirement income.

Since we developed the Retirement Shield, I have been 
talking in person and giving group presentations to peo-
ple who are thinking about these issues and asking these 
questions.  

In my 07-minute presentation, I lay the groundwork for 
the Retirement Shield process and present my “freedom-
,rst” view of retirement so that people understand they have 
options. My goal is to alleviate the fears and misperceptions 
that are so common among people approaching retirement 
and to illustrate how having a plan in place allows them to 
replace their fear and anxiety with security and con,dence. 

I understand that timing is everything, and there’s only so 
much information you can absorb from a packed 07-minute 
presentation. !at’s one of the reasons I decided to write 
this book — so that people can go at their own pace, have 
the information and subjects that they need to think about 
at their ,ngertips, and understand the questions that they 
need to be asking to put their Retirement Shield in place. 

People process information in di-erent ways, with some 
needing to hear something several times or read something 
several times for the material to sink in. Other people need 
to read and take notes or just have time to review and absorb 
the content slowly. Not everyone gets an opportunity to come 
to a class. !eir work hours may make it impossible, or they 
may have health issues that prevent them from attending in 
person. As I have said before, life happens.

So with this book, I hope not only to build on my pre-
sentations but also to reach out to people who might not be 
able to attend a class or those who need more time to think 
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about these questions. I believe strongly in this process, so I 
want to maximize its impact and share it as widely as possible. 

!e Retirement Shield process is taught by insurance 
and ,nancial professionals all over the country to help their 
clients plan for and protect their retirement savings. One 
reason it works for so many people is that it’s not a cookie-
cutter approach. 

Likewise, this is not a cookie-cutter book. !ere’s no 
,nancial speak or industry speak or big-bank theology. It’s 
not the 144-year-old rhetoric that we’ve been taught to believe 
about retirement. It is what’s happening now.

Life has changed. !e market has changed. !e political 
landscape of America has changed. All of those things mean 
that retirement planning also has to change, just to catch up. 
I always tell my audiences that this is not your grandfather’s 
retirement. !e world is a di-erent place, and we need to 
address that head-on. 
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Tom and Susan’s “Black Ice”
It’s one thing for me to say that this is not your grandpa’s 
retirement and that you need to have a plan in place, but 
let’s look at a real-life example: 
Tom and Susan were planning to retire back in "#$#, but 
they were hit squarely by the credit crisis and market cor-
rection of "##%. 
Tom had worked for "& years in a blue-collar position. He 
had excellent bene'ts but no pension, and almost every-
thing that he was going to use for his retirement was in 
his (#$(k) and Social Security. In the "##% crash, Tom lost 
nearly &# percent of his (#$(k), and suddenly retirement 
was no longer an option. He had to spend the next $# years 
continuing to work and contributing to his (#$(k), relying 
on market growth to try to build it back up. 
Having been burned so badly by the correction of "##%, 
Tom didn’t have much faith in the market, so he missed 
out on a lot of the growth that has taken place in the past 
$# years. His reaction was a common one; many people 
got out of the market and were understandably scared to 
get back in because they couldn’t a)ord to go through it 
again — but that means they haven’t appreciated all the 
growth that has happened since. 
Tom’s wife Susan was in the same boat. She didn’t have as 
much in her (#$(k), but now that money is going to be a 
more signi'cant piece in the overall picture of their retire-
ment income. It also meant that Susan had to continue 
working and contributing to her (#$(k) so that at some 
point, they could both retire. 
Tom 'nally retired in "#$%, and Susan retired a year later. 
!ey both had to wait until age *# to begin taking their 
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Social Security, and there’s a good possibility that Tom 
might still need to work part time in retirement, as a result 
of the huge loss of "##%.

!at’s the big thing to remember. People like Tom and 
Susan without pensions have had to rely on their 041(k), a 
nest egg, or a savings account to take the place of a pension. 
When you suddenly lose 04 or 74 percent of that amount, 
your retirement prospects change quickly.

If Tom and Susan had a plan to take care of these possi-
bilities, they would have been able to retire on schedule, but 
because there wasn’t one in place, they had to work nearly 
14 years longer than they intended. Unfortunately, most of 
us know folks who have experienced similar situations. No 
one wants to go through that.

Most people are going to remember the major market 
corrections of the past. !e whole point of the Retirement 
Shield process is asking this question with our clients: What 
have you done with your earnings and retirement money 
since then to make sure that never happens again?

!e last major correction was in /442. !at is until we 
were once again caught by surprise on February /4, /4/4 (easy 
to remember by the date 4/-/4-/4). !ough it’s is the ,rst 
major correction of this decade, it’s most likely not the last.

Time isn’t on our side anymore. Gone is the time and 
the opportunity to rebuild accounts that have lost so much 
in value. !ose are real dollars that are lost for good.

Let’s take a closer look at just how the Retirement Shield 
process has helped our clients make that happen and how it 
could potentially protect yours too.

 



Good fortune is what happens when opportunity 
meets with planning.  

~ !omas Edison



Thanks for taking the time to read Chapter 1 of The Retirement Shield ! 

Ready to schedule a FREE demo on how you can co-brand or co-author the book AND discover 
the secrets on how using this book is helping producers move over $40 million in assets annually?

Schedule a time to speak with one of the WIN Group’s consultants and learn more!

SCHEDULE A TIME

https://calendly.com/win-group-team/retirement-shield-360-system-review-demo





