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INTRODUCTION
We all have a story.  Fortunately, your life story is completely unique. The path you are on 
has never been walked before.  You own this journey, the good and the bad.  While your 
perspective of the world, humans, creatures, politics, and money may overlap with many 
in your circle, no one else is exactly like you.

Let’s discuss perspective for a moment.  Two accepted definitions of perspective are:

 1) “The angle or direction in which a person looks at an object or a point of view.”

 2) “The ability to understand what is important and what isn’t.”

As we accept that our perspective is unique and therefore different from others, we can 
also begin to accept that any person’s point of view likely differs from any other person’s 
point of view.  I have a natural angle or direction from which I look at things.  You also 
have an innate angle or direction to see the same things, but differently.  When we 
introduce a second or third perspective, we begin to understand with greater certainty 
and dimension.  In the graphic below, from a single Observer perspective, it’s unclear what 
the other sides of the square look like or represent.  I can make certain assumptions purely 
informed by my singular perspective and historical experiences. I really don’t know if the 
other sides are different colors, shapes, or perhaps contain critical information.

Adding a second and third Observer brings further context, contrast, and enhanced clarity 
to the object.  While this is a simple example using a cube, the same concepts can be 
extended to more complex objects or for this discussion, financial and life situations.
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Now, for a moment, let us focus on the second definition of perspective above.  Maturity 
and mastery develop in alignment with our growth and ability to understand what is 
important and what is not.  Outside basic biological needs, young children do not have 
the ability to “understand what is important,” and therefore, they are unable to prioritize 
their needs. Even as adults we continue to learn prioritization and decision making.  
Maturity comes along with an ability to weigh benefits and consequences to become 
a good decision maker.

Here, we provide a template for the accomplished financial decision maker in their never-
ending pursuit of wealth mastery.  The fundamental principles contained herein are also 
vital building blocks for those in financial transition or earlier in their journey toward 

financial autonomy.  Together we will write the missing chapters of your financial story.

WHAT’S A FINANCIAL STORY?
A financial story is your life journey and your relationship with fiscal resources.  We do, 
however, want to draw a subtle but distinct separation between finances and money.  
Money is simply a currency by which we transact with others.  Finances are so much 
broader.  While finances currently include currency (money), it also encompasses a wide 
variety of assets.

Traditional liquid financial assets include money market accounts, stocks, bonds, mutual 
funds, exchange traded funds, and crypto assets.  These are incredibly common financial 
instruments as part of a core investment portfolio.  The weight and magnitude of each 
component of the core is part of your unique financial story.

Illiquid financial assets are not as easily converted to cash in a timely fashion or may have 
price volatility when trying to be purchased or sold.  Such illiquid assets may include real 
estate, business interests, certain commodities, or collections.

Both liquid and illiquid assets gain most of the attention from individuals and financial 
advisors for good reason.  They are very visible and a tangible measure of one’s capital 
at work as part of their net worth.  However, an insightful investor knows that part of 
their financial story includes their career, professional and personal identity, family, and 
community impact.
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So, what makes for a good financial story?  Does it require 
a deep plot or years of heartache and drama?  Of course 
not.  In Donald Miller’s book, Building a StoryBrand, he 
shares a common formula that applies in this circumstance.

Every classic movie follows the same tested formula.  It 
begins with a Character who has a Problem.  At the 
onset we become connected to the Character.  They are 
accomplished, well-liked, or content with their current 
state in the world.

https://buildingastorybrand.com/
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Soon we learn of their Problem.  Maybe it just appeared, or it’s been there all along, laying 
in wait.  Whatever the circumstance, our Main Character Has a Problem that must be 
addressed.

Below is the rest of the formula for a movie script including two samples.  The graphic is 
taken directly from Chapter Two of Donald’s book.

Reprinted with permission
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In your financial story, you are the Main Character.  Perhaps you are fortunate enough 
today to not have any problems.  Likely at some point in your story, you did have financial 
challenges, circumstances, or concerns that demanded your attention and prioritization.

Did you Meet a Guide in your past?  Are you looking to find a Guide now for your present 
state?  Did that Guide Give You a Plan or help You Discover a Plan?  Perhaps in your story, 
your guide wasn’t a person at all.  It could have been a circumstance, experience, book, 
podcast, or maybe a friend who didn’t even know they were helping you create a plan.

A Plan without a Call to Action is incomplete.  So, the remainder of this story will look 
at a Plan for you, the reader, with a Call to Action so your script can be written with the 
greatest possibility of success... your unique definition of success.

I’VE GOT A PROBLEM, NOW WHAT DO I DO?
A Character.  As we have already established, you are the main Character in your financial 
story.  You have a history with money and financial assets.  That history influences your 
relationship with money and financial decisions you make every day.

Has a Problem.  For many people their financial problem is incredibly clear.  Perhaps 
they spend more than they would like, or feel is reasonable, have too much debt, are 
not earning enough income, or maybe don’t have as many assets as their friend group.  
That financial problem is one that needs to be maturely and honestly identified, noted, 
and potentially addressed.  Remember though, one of our definitions of perspective is 
“understanding what is important and what isn’t.”

Often, money itself is neither a problem nor a solution. A changing financial situation is 
really an opportunity, and the decisions made in response to a “money in motion” event 
are truly where the problems and solutions are found.  It is easy to see how situations like 
the sale of a business or property, receiving an inheritance, the passing of a spouse, or a 
divorce can lead to a laundry list of questions, each one being a unique opportunity.

And Meets a Guide.  Self-reflection from a single perspective can be both valuable and 
dangerous, and a uniquely skilled guide can be an invaluable resource.  They’ve likely seen 
similar problems and circumstances, and they can help to identify and communicate what 
is important and should be prioritized.

A guide can also illuminate blind spots.  We all have them in life.  Blind spots aren’t 
limited to when we are driving a car.  We likely have some blind spots in our relationships, 
ambitions, careers, and certainly financially.  A guide that can help uncover and illuminate 
financial blind spots is priceless.  Once equipped with a comprehensive understanding of 
the situation, we can move toward crafting a plan.
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Who Gives Them a Plan.  So, what does a plan look like?  A plan is not a static document.  
It is dynamic and evolving.  It takes us further on an intended journey into which 
uncertainty and changing conditions will no doubt emerge.  It is flexible and alive.  It 
includes assumptions, milestones, and multiple scenarios.  It constantly tests various 
scenarios and potential variables to spot where the risk and opportunities lie ahead.  In 
the coming pages we uncover core elements of such a plan that have universal application.

And Calls Them to Action.  A plan without action is merely a dream.  We can coach a 
client through multiple options and choices, but unless they are mobilized, none of the 
potential outcomes can be realized.  As humans we naturally have certain barriers to act. 
Maybe you don’t have to go fight the Empire like Luke Skywalker, but this is your financial 
story.  You get to write your script and choose how it is realized.

The Outcome.  Completing the story script, we come to a fork in the road.  Your financial 
story can result in some version of success or failure.  I don’t know enough about your 
story yet or the plan you are executing.

If you are unsure of the plan or path you are on, it’s time to Meet a Guide.  

If there is no way your plan can fail, that is terrific!  However, with the help of a Guide, 
you are more likely to identify new possibilities and pursuits you can achieve with your 
financial resources.

Recall the benefits realized when adding a second and third Observer to our perspective 
cube in the introduction.  Accomplished financial guides can greatly increase our ability to 
understand what is important and what isn’t.
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TIME TO PLAN: FOUR CHAPTERS OF YOUR FINANCIAL STORY

Chapter 1: Organize Your Goals

The first chapter and starting point in our framework is Organize Your Goals.  This is one 
of the most complex aspects of answering the question, “Am I on Track?”  What is your 
individual definition of a Good Life from a financial perspective? If needed, your Guide 
(Advisor) should be able to skillfully lead a conversation to help you articulate your 
definition of a good life now, and in the future.

In organizing your financial goals, it is important to acknowledge the many different 
types of goals.  We all have certain basic requirements to survive.  The two most common 
are Basic Core Living Expenses and Healthcare.  These financial needs are universal, but 
unique to you and will likely change in form and magnitude over time.

Additional types of goals tend to be more discretionary lifestyle expenses.  These may 
not be required for survival, but often these goals are at the crux of living a good life and 
enjoying the benefit of hard earned assets. To help you think through the different types 
of financial goals, here are some common examples:

TRAVEL: 
Is there one special place on your bucket list? 
Or do you want to travel every year?

EDUCATION:
Do you plan to pay for all, or part of, a college 
education for yourself, a child, or grandchild?
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HOME IMPROVEMENT:
Do you have plans to renovate or put an 
addition on to your home?

SECOND HOME:
Is the beach or the mountains calling your 
name? What sounds would you like to wake 
up to every morning?

PROVIDE CARE:
Will you need to help take care of someone 
you love?

NEW BUSINESS:
Do you have an entrepreneurial spirit? Maybe 
you would like to start a new business or leave 
a business to a family member.
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CHARITABLE DONATION  
OR GIFTS:
Would you like to give in a more meaningful 
way to the causes you care about? Or maybe 
you would like to help a loved one out.

CELEBRATION:
Do you want to celebrate a special occasion? 
Maybe it’s a major anniversary or perhaps a 
destination wedding! 

NEEDS, WANTS, AND WISHES
Next, we need to classify each financial goal as a Need, Want, or Wish.  Financially 
speaking, a Need is an essential expense to provide required human care to survive such 
as food, clothing, and shelter.  Needs are what you must have.

By contrast a Want is the next level of financial desires.  Wants are what you would like to 
have.  Maybe it’s that dream kitchen or motor home.  They don’t rise to the level of food or 
shelter, but they are high on the list of priorities.

Then think of a Wish as a desire for something that is not easily attainable.  Wishes are 
what you hope to be able to do or have the resources to support but will not take priority 
over other goals.  Commonly we see clients include aspirational goals as Wishes.  It can 
be something you’ve always wanted or hoped to do, but to this point never thought you 
would be able to pursue.

Finally, assign a numerical value to each.  We like to see needs, wants, and wishes fall into 
a prioritization like that below.
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Remember, this is one of the most complex aspects of creating your plan.  As you add 
specific details to a personal financial goal, consider the following:

 ·   Amount in today’s dollars for this goal (monthly, quarterly, or annual)

 ·   Beginning and potentially ending date of expense

 ·   Frequency of occurrence

 ·   Inflation rate of this item

To download a worksheet to get you started with 
organizing your goals, click here.

Your financial story must start with this first chapter of Organizing Your Goals.  Your 
perspective of a good financial life is illuminated and given context by this process.

As enticing as it may be to jump directly to the second chapter, thoughtful consideration 
must be given of the concepts and criteria around financial goals in order to be able to 
develop a plan.

Once we know the major goals, we can begin working through the resources required 
to help you realize your needs, wants, and wishes. Some people can take this first step 
independently.  Many would like assistance and are ready to meet a Guide to help you 
through this process.  Today is the best time to get started writing the missing chapters of 
your financial story!

The next three missing chapters in your financial story are below.

 Chapter 2: Assemble Your Resources

 Chapter 3: Align Your Strategies

 Chapter 4: Prioritize Your Tactics

Is it time for you to engage with your goals, resources, strategies, and tactics?  A 
relationship with a trusted advisor in which you have a personal connection and is skilled 
in leading these conversations can make all the difference.  We are here to help and guide.
The result of working with your guide will be a plan and specific actionable steps in the 
pursuit of your highest probability of success.

McKinley Carter Wealth Services, Inc. is a registered investment adviser.  For additional information about our firm, including fees 
and services, request our Form ADV disclosure brochures using the contact information herein.  Please read the disclosure brochures 
carefully before you invest or send money.

https://cdn2.assets-servd.host/delicate-echidna/production/pdf/MCWS-OrganizingGoals-2022-InteractiveWorksheet-Update.pdf
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LET’S CONNECT AND THRIVE
Servicing clients across the nation from offices 
in West Virginia, Pennsylvania, and Ohio.

 (866) 306-2400 

 info@mc-ws.com


