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Author Questionnaire
Why did you write Dollars and Sense?
There are lots of books which promise to help readers “get rich quick.” There are lots of books
that warn against financial apocalypse or point towards the next gold rush – in one asset class or
another, not just in gold. What all of these books have in common is that they are lousy guides for
most prudent investors.
I don’t believe that investing is about getting rich quick – I believe it is about staying rich forever.
Prophets of doom and foretellers of great fortune may be entertaining guests on talk shows, and
they may sell lots of books. But most of the time, these people are providing lousy advice.
I wanted to write a book of prudent advice for smart investors. Dollars and Sense is a book for
people who want to understand the fundamentals of investing and who want to understand how to
build and implement a bulletproof financial plan for themselves and their families.
Who should read your book?
My book is written for people who have already accumulated capital to invest. Again – this isn’t a
“get rich quick” book. My job isn’t to tell people how to get rich – my job is to help preserve,
protect, and grow the wealth that my clients entrust to me. Dollars and Sense is written for my
clients, and for people who resemble them. These are people who have already achieved some
financial success and independence in their lives and want to preserve that wealth and pass it
along to their children and charities.
What is the key message of your book?
The key message of Dollars and Sense is that financial planning and investment management
aren’t particularly difficult – but it often is the simple things that matter most. Financial planning
and investment management are absolutely essential. Good financial planning and investment
management don’t require access to special deals or unique skills or fancy technology. Good
financial planning and investment management require that you and your advisors pay attention to
relatively simple fundamental principles consistently and competently. Good planning is about
understanding your goals, cash flows, and assets. Good planning is about understanding the ways
markets, inflation and taxes work over time and in your unique circumstances. Good investment
management is about research, rebalancing and risk management. None of that is particularly
sexy. But getting all these details right on a consistent basis is exactly how good investors plan,
preserve, protect, and grow their wealth over time.
What makes this book stand out from other “investment” books?
I am a professional financial advisor who spends every day working directly with clients –
helping real people build and implement successful financial plans. I am not a pundit, a
commentator, an ivory-tower economist, a professional author, or a television personality.
This book isn’t designed to sell a product or a point of view. In my experience, there are few
investment books that are written by real financial planners – people who make their living
working with real people every single day. The few books that are written by professional
financial planners tend to be written by planners who are selling a product – people who profit
from selling one particular kind of investment or investment approach. This book is simply
designed to help investors understand the fundamental principles of investment success. I am not
selling anything other than common sense. Unfortunately, common sense isn’t often common

practice in the investment world.
Of your ten fundamentals, is there one or two that are more important? If so which ones?
The book doesn’t describe ten separate principals – rather, it describes ten steps of a process by
which investors can build and implement a bulletproof financial plan. Throughout the book, I
utilize stories which describe real situations and questions that I have addressed with my clients
over recent years. These include challenges like knowing your “number” – how much money you
need to save in order to achieve your financial goals; how to build a well-diversified investment
portfolio; how to understand the trade-offs between risk and return; how to build a team of
qualified investment professionals to support your planning efforts; how to rebalance portfolios in
volatile markets; how to manage the impact of taxes and inflation; and how to evaluate the flood
of information that threatens to overwhelm investors each and every day.
How can your book help in these tough economic times where people are struggling yet the stock
market is close to returning to historic highs?
The biggest challenge facing investors today is the temptation to succumb to the emotions of fear
and greed. On the one hand, it is easy to be fearful today – we face real economic challenges in
this country and abroad; political uncertainty and government interventions are moving
economies and markets; people’s personal economic situations and the world economy seem
tenuous. At the same time, it can be easy to be tempted by greed, particularly when we see asset
prices rapidly increasing in value.
Good investors focus first and foremost on their own plans, and on how their investments are
performing in relationship to their personal goals. Focusing externally on the markets or on how
others are doing is often a recipe for disaster. Your goal, as an investor, shouldn’t be to
outperform the market or to do better than your neighbors. Your goal should be to secure your
financial future for yourself and your family.
Who either inspired or motivated you to become an investment advisor?
I have always been interested in finance and economics – I studied economics at Harvard and got
my MBA there as well. I have always been interested in solving financial problems and analyzing
financial models. And, most important to my advisory practice, I’ve always been interested in
working directly with people – with families and with individual clients. I sometimes say that I
know my clients better than anyone else in their lives, other than their psychiatrists and their
priests. In truth, I suspect that sometimes I know my clients even better than their clergy and their
therapists do. It is a real honor and a privilege to be able to work so closely and so intimately with
people whom I like and respect. I choose my clients carefully – and they choose their advisors
carefully. I have had the privilege of working with people who lead fascinating lives, whose
financial challenges and opportunities are intellectually interesting, and who give me the
opportunity to make a real difference for them and their families. My clients inspire me every day.
In your book, you include stories from Steve Jobs, Conan O’Brien and others. Is there one story
or lesson that is your favorite and can help readers?
At the very end of my book, I have a set of quotations that I think are relevant to the topics of
investing and financial planning. These are aphorisms that I have come across over the past few
years – many of them were given to me by my clients. One of my favorites is a line which I credit
to Mike Tyson – someone who perhaps is not well-known for his investment advice. He said this,
admittedly, about boxing: “Everyone has a plan, until they get punched in the face.”

I don’t know anything about boxing, but I do know something about financial planning – and
Tyson’s words are perfectly applicable to the practice of prudent investment planning. Every
investor has a great investment strategy when markets are moving in his or her favor. The test of
that plan is how well you do when things turn against you – when you get punched in the face by
the markets.
Do you have any parting advice or suggestions?
Financial planning and investment management is a team sport. As a professional financial
advisor and investment manager, I’d like to think that I can be an important part of my clients’
financial teams. But I’m not the only player on those teams – good investors surround themselves
with good accountants who understand the intricacies of the tax code, bankers who assist with
cash management, lawyers who understand estate planning, insurance agents who help manage
risk, and other professionals – each of whom has an important role to play in their clients’
financial lives.
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Company, where he served as the president of PostNewsweek Tech Media. Mr. Greene came to
The Washington Post Company from the Atlanta office of McKinsey & Company, a global
management consulting firm.

Sample Chapter

Fundamental #1:
Making Money

When I was growing up in the 1970s, I loved everything about
television—even the commercials. I remember watching TV ads
that in some cases were more interesting and entertaining than the
shows that surrounded them. I watched as Coke taught the world
to sing and taught Mean Joe Greene2 to smile. I remember watching
John Houseman in the advertisements for Smith Barney. “They
make money the old-fashioned way,” Houseman intoned. “They
EARN it.”
John Houseman died in 1988, and Morgan Stanley is planning
to jettison the Smith Barney name at the end of 2012. But I like to
think that Houseman and Smith Barney would be pleased to know
that most of the wealth in America today is controlled by people who
made and make the majority of their money the old-fashioned way:
through hard work.
A hundred years ago, the richest Americans received only 20%

Fundamental #1 | 7

Sample Chapter
of their income from paid work. Today, that income proportion has
tripled to 60%.3
How can you become one of those richest Americans? How can
you become wealthy? I still believe what John Houseman and Smith
Barney told me years ago. The most reliable way to make money is
to earn it.
This is not a book about getting rich quick. My job as an investment
advisor is to help my clients preserve, protect, and grow the wealth they
have already earned. For the most part, my clients come to me after
they have built a significant portion of their wealth, and my clients
do not tend to rely on my advice regarding what the IRS would term
“earned income.”
However, I often have the opportunity to work alongside my
clients as they experience continued success in their careers and as
they counsel their children and grandchildren through the working
world. So, in this chapter, I would like to share a few things I have
learned along the way.
I believe that hard work is a necessary ingredient in achieving
wealth. However, I also believe that hard work is primarily an
outcome of successful choices rather than an input to those choices.4
I have been fortunate to know many successful people, and I
always ask them how they built their wealth. That is an essential
(and enjoyable!) part of my job.
No one has ever said to me, “When I was a child, I wanted to be as
rich as I could, so I worked and worked and worked, and now I am.”
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On the other hand, I have known many people who have said to
me, “When I was a child, I wanted to be the best doctor, computer
programmer, engineer, pianist, football player, etc., I could, so I
worked and worked and worked, and now I am.”
Wealth often came as a natural byproduct of these successes—not
always, but often.
Bill Gates did not spend his career focusing on how to get rich—
neither did Steve Jobs, Mark Zuckerberg, or Sam Walton. Even those
in the money trade—people like Warren Buffett, for example—did
not get to where they are today because they wanted to be rich or
because they worked hard to be rich. They all worked hard, for sure;
they worked hard doing what they loved to do.
In a commencement address that Steve Jobs delivered at Stanford
University in 2005, he expressed this idea simply, saying, “You’ve got
to find what you love.”
Perhaps Steve Jobs might not have become wealthy had he loved
to teach or to care for animals or to counsel the elderly and the
infirm. Steve wanted to build great companies and great products,
and the market for those talents is robust and rewarding.
That said, Jobs focused on an interesting point in his speech at
Stanford, recalling his days as a student at Reed College:
Reed College at that time offered perhaps the best calligraphy
instruction in the country. Throughout the campus, every
poster, every label on every drawer, was beautifully hand
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calligraphed. Because I had dropped out and didn’t have to
take the normal classes, I decided to take a calligraphy class
to learn how to do this. I learned about serif and sans serif
typefaces, about varying the amount of space between different
letter combinations, about what makes great typography
great. It was beautiful, historical, artistically subtle in a way
that science can’t capture, and I found it fascinating.
None of this had even a hope of any practical application
in my life. But 10 years later, when we were designing the
first Macintosh computer, it all came back to me. And we
designed it all into the Mac. It was the first computer with
beautiful typography. If I had never dropped in on that single
course in college, the Mac would have never had multiple
typefaces or proportionally spaced fonts. . . . Of course it was
impossible to connect the dots looking forward when I was
in college. But it was very, very clear looking backwards 10
years later.
Again, you can’t connect the dots looking forward; you can
only connect them looking backwards. So you have to trust
that the dots will somehow connect in your future. You have
to trust in something—your gut, destiny, life, karma, whatever. This approach has never let me down, and it has made
all the difference in my life.5
Calligraphy does not present an obvious path toward great wealth,
fame, and fortune—or a leadership role in technology. There are
few high-powered, highly paid calligraphers in the world. However,
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there was something in that calligraphy class that combined in an
important way with something in Steve Jobs. That something was
part of how Jobs took Apple from near bankruptcy to its place as one
of the world’s most valuable companies. That something was part of
what made Steve Jobs a billionaire many times over.
What if you are not Steve Jobs? What if you do not happen to be
a superstar genius? Does the advice to do what you love, to follow
your bliss, still hold?
I am not sure that advice still holds. Certainly, if you are a star—
bright, talented, motivated, and personable—pursuing your talents
and your passions is likely to pay off in whatever field you choose.
However, I believe that it is important to be practical in your career
choice, knowing that . . .

CAREER SUCCESS OFTEN LEADS TO FINANCIAL SUCCESS.
Take, for example, the well-meaning child who loves to play
basketball more than anything in the world. If this child is both short
and uncoordinated, then he—and those of us who resemble him in
some form or fashion—may have a problem.
This child has probably been told to follow his dreams, to do
what he loves, and the money will follow. More likely, if this child
does what he loves, he will starve, at least if basketball is how he
chooses to make his living.
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Yes, some people do what they love, and the money follows.
Millions more have followed their passion and still have not
earned enough to pay back their student loans. One problem with
following your bliss is that too many people want to work in the
same professions—for example, in media, the arts, and non-profits.
Employers in these fields get dozens if not hundreds of applications
for each open position. Jobs are scarce, and due to the immutable laws
of supply and demand, salaries in these fields are low. Opportunities
for advancement in these professions are limited.6
At one point in my life, I thought I would make my living as a
screenwriter. I love movies, and I thought I enjoyed writing. Someone
told me that I should follow my passion and do what I love. The
person who gave me this advice (with every good intention) spoke to
me from the comfort of a beautiful Boston apartment, an apartment
secured by his successful career in a most unglamorous industry.
Later in my life, I met a real screenwriter—several of them, in
fact. I spent a few years in writing workshops. I discovered that I do
not really enjoy writing; I enjoy having written.7 Having a screenplay
produced might be quite glamorous; however, waiting tables while
hoping to be discovered as a writer is not much fun.
When I left the entertainment industry for business school,
I told myself I would be more practical. A mundane job in a
backwater industry might provide me with more opportunities
to shine. Thousands of people wanted to write for the movies.
How many wanted to be the director of manufacturing for the Ti-D
Toilet Company?8
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I figured at Ti-D Toilet—or in any less fictitious but similarly
unglamorous spot—I would find reasonable work hours, kind
treatment, opportunities for learning, and decent pay.
However, after two years of business school, I found myself again
unable to focus on the practical and pragmatic. Sitting in my school’s
career center one day, I was reading through National Geographic when
I found an article about a deep-sea diver who explored shipwrecks
and looked for sunken treasure in oceans all over the world.
I was a NAUI-certified diver, and this sounded like the job for
me. I called up the CEO of the treasure-hunting company profiled
in the magazine, and I still remember what he told me: “First, get
the Good Housekeeping Seal of Approval on your resume,” he said.
“Then you can go off on your adventures, and you’ll always have the
credentials to fall back on.”9
At first, I was offended by this advice. After all, I already had not
one but two Harvard degrees! How many more “seals of approval”
did I need?
Ultimately, though, I followed through on the CEO’s wise counsel. I
took a job at McKinsey & Company, a well-known management consulting
firm. It was another notch on my resume, another seal of approval.
After taking several opportunities to build and manage media
and technology companies, I had done well for myself financially.
I built a solid financial foundation for my family, which I credit to
three things:
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•

I always enjoyed the work I did, which made working
hard easier.

•

I always worked hard.

•

I had a good resume and a great network of friends and
colleagues who would vouch for me (in no small part
because I worked hard).

I did well financially but not so well that I was going to retire in
my 30s. Temperamentally, I wouldn’t have wanted to do that anyway,
and I found myself in a bit of a funk.
I turned to my friends for advice. I hired a career coach. One of my
clients introduced me to the writings of John Gardner, which inspired
me. This particular passage from a speech Gardner gave to a group of
young professionals at McKinsey & Company struck a nerve:
Not long ago, I read a splendid article on barnacles. I don’t
want to give the wrong impression of the focus of my reading
interests. Sometimes days go by without my reading about
barnacles, much less remembering what I read. But this article
had an unforgettable opening paragraph. “The barnacle,” the
author explained, “is confronted with an existential decision
about where it’s going to live. Once it decides . . . it spends the
rest of its life with its head cemented to a rock.” End of quote.
For a good many of us, it comes to that.
We’ve all seen men and women, even ones in fortunate
circumstances with responsible positions who seem to run
out of steam in midcareer.10
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I looked at myself and where I was in my career. I had run out
of steam. My head was cemented to a rock. I started signing off my
e-mails, “Remember the barnacle!” which didn’t make any sense to
practically anyone other than me.
Then, I read an article by Herminia Ibarra that changed my life.11
I took an inventory of the things I liked to do and did well (and
the things I did not like to do and did not do well).12
I interviewed dozens of people and tried to figure out what to do
next. Ultimately, I found the perfect job for me—as a financial advisor.
I have come to believe that the key to career success is finding a job
that is neither too difficult nor too easy. It is important to work for
a company that you respect and for a boss who is kind and helpful.
In addition, it is important to work in an industry that is growing
rather than shrinking. Work with an organization whose business
model scales and allows for a reasonable work/life balance. Look for
a reasonable commute, good pay and benefits, and opportunities to
learn and grow.
I have often found that financial success is built upon or enhanced
by a successful career. Building a successful career is most easily
accomplished if you love what you do.
However—and this is important—loving what you do is not the
same as doing what you love. Many people confuse the two, but
they are fundamentally different. Happiness as a byproduct of living
your life is a great thing; happiness as a career goal can be a recipe for
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disaster.13 If the only determinant of success were passion, then no
cupcake business would ever fail.
Loving what you do is a necessary but insufficient condition for
being successful at what you do. Being successful at what you do is a
necessary but insufficient condition for becoming wealthy from the
fruits of your labor.
My advice to those who are building their careers—those who are
in the phase of their lives in which they are making money the oldfashioned way—is simple:
1. If you are exceptionally talented, then do what you love.
If you are Steve Jobs, then go ahead and study calligraphy.
Somehow, wealth will follow.
2. If you are someone of more ordinary abilities—like most
of us—understand what you are good at (ability), what
you like to do (passion), and what the world rewards
(profitability). Build your career at the intersection of
these three points. Two out of three does not get it done.

Wealth Creating Zone

Passion

Ability
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3. Watch out for things that meet only two of the three criteria
listed on the prior page. Here is how you might view them:
a. Things that you are good at and enjoy but do not pay
well are hobbies.
b. Things that you enjoy and pay well but you are not
extraordinarily good at are hobbies (at least they are
for you).
c. Things that you are good at and pay well but you do
not enjoy are traps. You will not work hard enough to
succeed in a career that you do not enjoy no matter how
good you are.14

Hobbies

Hobbies

Passion

Ability

Profitability

Traps
Find something that you are good at, you enjoy, and pays well.
That is the first step to being financially successful.
However, there is more to financial success than simply earning
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money. Before you can start investing the money you earn, you
need to learn how to live within your means. Saving money is the
next fundamental of financial success.
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“If you want to make God laugh, tell Him your plans.”
				
– Woody Allen

When it comes to investing, a little laughter . . .
and a lot of planning . . . can be a very good thing.
The rational investor is one of the cornerstones of basic economic theory.
However, in practice, investors are human beings who are often gripped by
emotion. Investors are inspired by unlikely dreams and held back by fears that
can be disproportionate to the risks they face.
Dollars and Sense: Ten Fundamentals of Financial Success helps today’s
investors build financial success and peace of mind—even when faced with
irrational markets and emotional headwinds. Filled with personal stories from
the life and career experiences of a professional financial advisor, Dollars and
Sense describes ten fundamental principles to help investors build and preserve
wealth. It offers a detailed and prudent approach to investment planning and
financial management rooted in the emotional and financial realities of today.
Today’s markets are volatile and difficult. However, investing on the basis of the
market’s recent history—any market’s recent history—is like trying to drive a car
while looking in the rearview mirror. It isn’t the road—or the investment—that
causes the damage from the crash; it is the way we drive (or the way we invest).
Although we cannot change the markets, we can change how we react to the
markets. David Greene points investors toward financial success in Dollars and
Sense, a book filled with real-life lessons
and practical financial advice to help
investors chart a safe course toward a
comfortable and prosperous future.
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How can investors act rationally when
faced with an irrational world? How can
investors plan for a successful future when
markets are always unpredictable and often
unpleasant?
Fear and greed are a natural part of our
psyche, but these emotions can be damaging
to us as investors. Protecting and prudently
managing wealth requires that we overcome
the tendencies that—if unchecked—can be so
hazardous to our wealth.
Dollars and Sense presents ten fundamental
principles to help investors build financial
success and peace of mind. Filled with personal
stories from the life and career experiences of
a professional financial advisor, Dollars and
Sense helps investors build and preserve
their wealth. It offers a timeless approach
to investment planning and financial
management that is deeply rooted in the
emotional and financial realities of today.
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