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One of my favorite memories growing up is playing golf with my Dad. During
the summer months, we would eat a quick dinner with the family then sneak
out to the golf course to play 3 or 4 holes before the sun set. To this day, I
still love golf and have tried to take our oldest daughter (Hallie) out with me.
She hasn't fallen in love with golf yet, but she will say her favorite part of
golf is “driving the golf cart in Daddy’s lap and eating ice cubes.”

Golf is a funny game. You look at the professionals on TV and you might
think, “it is not that hard.” But when you are on the course... it is MUCH
harder to swing consistently and score. There are so many things that can
go wrong when playing golf. You can make bad contact with the ball. You
can leave yourself in a bad position for your next shot. You can hit a shot
with the wrong club. You can forget to factor the wind into your distance.
You can misread a putt on the green. You can become nervous when
standing over a putt. You can think about your score too much. You can let
your emotions get in the way of your process. And the list goes on.

It is well documented that having a caddie will help improve your golf
scores. When playing an unfamiliar course, a caddie can easily be worth 5 to
10 strokes a round. On a course that you are familiar with, that number is
probably closer to 1 to 3 stokes a round. So this begs the question... How
can a caddie provide that much value to a golfer?

A caddie helps a golfer in many different aspects of their golf game. They
help with club selection. They help read your putts. They help tell you where
not to miss. They keep you away from trouble. They keep you focused on
the next shot. They are an ear to listen. And most importantly... They serve
as a coach that is rooting for you and doing everything possible to see you
succeed.

In a similar fashion, a good wealth coach can provide tremendous value
before and especially during your retirement. How much can you spend each
month? How much stock should you own? What type(s) of stock should you
own? How much can you gift to your grandkid’s 529 college saving plan?
How do you work out of a concentrated company stock? Should you take the
monthly annuity or the lump-sum option? When should you apply for Social
Security benefits? How do you plan for long-term care? And the list goes on.



Bottom line... Having a fiduciary-centric coach (i.e. someone who has aligned
their interests with your interests) can better position you and your family to
meet your goals before and during retirement. In addition to the quantifiable
value that a wealth coach can provide, a wealth coach should also afford you
with comfort, confidence, and clarity about your financial future!
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Content Is Nothing Without Context

Are you looking for a weekly financial market commentary that provides
context? Sign up to receive our weekly commentary HERE. We are helping
make the complex simple.

Investing involves risk and you may incur a profit or a loss regardless of strategy selected. Source: 3784062
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