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and support through the years.



“Reasonable people adapt themselves to the world. 
Unreasonable people attempt to adapt the world 
to themselves. All progress, therefore, depends 

on unreasonable people.” 

— George Bernard Shaw
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Foreword
In today’s world, it’s difficult to know who to believe. When it 

comes to your money, along with your life and retirement plan-
ning, we tend to just follow others. Why is that? I think it’s simple.  
We’re afraid to make a mistake and you just follow the masses 
because there is so much information coming at you.  

I urge you to read this book. Take control of your life. Make de-
cisions that YOU want to make. Monitor those decisions. Life has 
a lot of curve balls. Be prepared. Understand expenses, understand 
the risk, understand the need for liquidity. Be prudent. Know what 
you have.  Know where you are going!

I first met Jonda Lowe three years ago. The person I met was fo-
cused, determined, and highly skilled. From that moment, nothing 
has changed. She first mentioned her desire to write and explain to 
others the concept of individually designed, overfunded indexed 
universal life to me over a year ago. She went to work developing 
how an indexed universal life policy, properly designed can be both 
a successful asset builder and provide a legacy. I was amazed at her 
research and commitment.

Fact is, Jonda knows.  
She knows the general public is tired of finding their “fix” by 

following an “ABC” book by others. While they may do well with 
book sales, Jonda realizes that each person’s situation is unique, 
and that there is no “one perfect design for everyone” and that each 
individual should consult their life insurance professional and/or 
investment advisor who has been properly trained.  

Jonda knows that most people simply procrastinate about their 
life and retirement planning. We tend to not ask ourselves the 
tough questions when we don’t have a clear understanding of the 
possible answers.

She knows that each individual should be treated fairly and that 
each person should understand the value of the product that they 
purchase and know the options that are available.

Jonda also knows that after she designs a plan for her client, the 



work is just beginning.  Life is not a perfect walk. Jonda knows that 
life provides no guarantees and that life happens. She is one of those 
professionals that realizes a plan will need to be reworked on an 
occasional basis.  

After reading this book, I believe you will agree with me that 
Jonda knows!

The first step, after reading this book, is taking the time to sit 
down and review where you’ve been, where you are, and where you 
are going.  

I’ve always believed that the first step in building strong assets is 
a foundation of risk management. Jonda’s process provides for that.  
Understanding interest rates, crediting rates, and expenses is the 
next key. Next, look at your tax situation. Do you believe that taxes 
are really going to go down? Prepare for the future, now! Don’t just 
follow the crowd, take control of your finances. Take control of your 
life. Life is short. Have fun. Develop a systemic formula to provide 
you an opportunity to live life the way you imagined.  It takes con-
trol.  It takes discipline.  

Jonda provides you a “real world” look at how YOU can take back 
your finances and develop a roadmap for success. Choose your own 
direction. Begin your journey today.

Danny Rasberry, CLU, ChFC, Rasberry Producer Group
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Why This Book Needed to Be Written

The single largest segment of the U.S. population (our baby 
boomers) is staring down the barrel of retirement and, they are 
not ready. Boomers have had 40-plus years to plan for this day, yet 
most are coming up short — and by more than a little bit!

But the last 40 or so years have been some of the best years in 
history to save for retirement, right? Heck, 40 years ago, most large 
companies still offered pension plans. That was the life! 

As of the writing of this book, we are in the 56th month of a 
bull market. The S&P 500 has increased 163% from 676.53 to 
1,782, an all—time high, yet Fox Business reports in a 2013 article 
titled “401(k): Pass or Fail” that only 22% of workers 55 or older 
have $250,000 saved for retirement. Is that enough? Absolutely 
not. Think about this: Even if you get to keep every dime of that 
$250,000 (which you don’t) and you want only $2,000 per month 
to live on, your money will be gone in a little over 10 years. Are you 
planning to die at age 75? Not if you have anything to say about it, 
right? Life expectancy for a male age 65 is 84 and 87 for a female. 
Yikes!

So how did we get into such a financial mess? Let’s take a quick 
journey back through those golden years. In 1974, the Individual 
Retirement Account, better known as the IRA, was introduced, 
allowing individuals who were not covered by a qualified plan at 
work to save $1,500 annually and receive a tax-deduction for doing 
so. Yippee! 

In 1978, the section of the Internal Revenue Code that made 
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401(k) plans possible was enacted. By 1980, those plans were 
beginning to take off, allowing employees to save an additional 
$7,000 per year provided their contribution did not exceed 25% of 
their income.

In 1981, those younger than 70½ could contribute to an IRA 
whether they were covered by a qualified plan at work or not, AND 
they could open an IRA for a non-working spouse and contribute 
$250 for him or her as well. In 1982, the maximum contribution 
was increased from $1,500 to $2,000. Hey-hey, now we’re talking!

Aug. 12, 1982, marked the beginning of a bull market that would 
run until Aug. 25, 1987. The S&P 500 increased 228.81%. Four 
short months later, on Dec. 4, 1987, we entered into another bull 
market that would extend to March 24, 2000, and drive the S&P 500 
up 582.15%. 

While all that was going on, IRA contribution limits remained 
unchanged at $2,000 per year. A new type of IRA known as 
the Roth IRA was introduced in 1997 that allowed investors to 
forego their tax deduction on their contribution in exchange for 
receiving tax-free income during retirement. Wow! Now investors 
had a choice. They could contribute to an IRA, a Roth IRA or a 
combination of the two so long as their total contribution did not 
exceed the annual limit. This was all in addition to the contribution 
they could make into their company-sponsored 401(k) plan, where 
the annual limit had increased to $10,500. And don’t forget the 
company match! Think about that. If you and your spouse were 
both working and contributing the maximum to your 401(k) plus 
max funding Roth IRAs, you were saving $25,000 per year at a time 
when the market was red hot. Retirement, here we come! 

Financial advisors were popping up everywhere. According to 
the Bureau of Labor Statistics, the number of financial planners in 
the United States rose to 94,000 in the year 2000, financial advisor/
author/TV host Suze Orman released her first book and Y2K went 
off without a hitch. What could go wrong?

On March 24, 2000, we entered a bear market that would last 18 
months. Another one started Jan. 4, 2002, that would run for nine 
more years. 
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I was sitting in my office that Monday morning of 9/11 when 
the news of the towers being hit came across my screen. We were 
now smack-dab in the middle of what would turn out to be three 
years of back-to-back losses for the S&P 500. Never in the history 
of the stock market had we experienced anything like this ... down 
10.14%, then 13.04% and another 23.37%. Before it was over, 
investors had lost anywhere from 40%-60% of their portfolios, 
depending upon how aggressive they had been.

Not to worry. We can fix this — so we thought. To help 
investors get back on track, IRA and 401(k) contribution limits 
were increased to $3,000 and $11,000 respectively. A “catch-up” 
provision was established allowing those 50 or older to contribute 
an additional $500 to the IRA of their choice and $1,000 to their 
401(k). During the next 60 months, the market would return a 
total of 101.50%, repairing most of the damage. 

But you know the rest of the story (we love and miss you, Paul 
Harvey!). Just when we thought we saw light at the end of the 
tunnel, Lehman Brothers filed bankruptcy, banks began to fail, the 
United States Credit Rating was downgraded and for the first time 
ever, stocks and bonds were down at the same time. There was no 
place to escape. By the time this financial crisis was over in 2009, 
the markets had given back 57%. 

As I think about the financial morass we as investors are in, 
I have to ask myself, could this have been avoided? If the tech 
bubble had never burst, if the towers had never been hit, if the 
housing market had never crashed … and on and on. I’m not really 
concerned about what happened. There will always be a crisis. I am 
more concerned with whether we have had the best information 
available to us in order to make the best decisions. I believe the 
answer to that question is a resounding “no.” 

With access to more than 330,000 securities, commodities and 
financial services sales agents, nearly 8,000 mutual funds, financial 
gurus on every other channel, a plethora of books on investing and 
the Internet, why can’t we get this right? 

The answer is we — and I do include financial advisors, 
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insurance agents and financial gurus — refuse to stand up and 
think. Have you ever seen an ad for a “no-load” mutual fund? 
You probably have. By definition, “no-load” means the shares are 
sold without a commission. From that definition, many, if not all, 
owners of these funds believe they are free. If they are free, who 
paid for the ad you saw in Money magazine? Is the fog starting to 
clear? I don’t care if it is Fidelity, Charles Schwab or Charlie Brown, 
nobody works for free! That no-load ad you saw was paid for by 
YOU, the investor. Are you surprised? You shouldn’t be. Financial 
companies are in the business to make money. 

With that in mind, I have resolved to find real answers, 
challenging everything I have been taught by the financial services 
industry. What I discovered was more than disturbing. I realized 
that most people don’t understand how their investments work. 
And what’s worse is that it’s probable that your financial advisor, 
human resources manager and CPA don’t understand how they 
work either. I know that is a horrible thing to say but if it’s not 
true, that means they do understand how they work and they are 
sabotaging your retirement plan. Read on …

What if you could do better than what the local bank is paying 
on your certificate of deposit? What if you didn’t have to worry 
about the ups and downs of the stock market? What if you could 
retire at the age YOU decide — even if it is before age 59½ — and 
not be penalized? What if your retirement income was not subject 
to income tax? What if your Social Security benefits were not 
penalized? What if your Medicare premiums were not increased 
because of your successful planning? I know, I know. It all sounds 
too good to be true. BUT if all of this were true, would you have the 
confidence you need to get your retirement savings plan back on 
track? 

The answer to many of the retirement planning challenges we face 
today lies in a concept dating back to June 18, 1536. Through the 
years, the concept has been improved upon, but for the most part, 
it has always been shunned as a retirement planning tool. Why? 
It’s nontraditional and goes against prevailing financial planning 
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thinking. Yet during the period of 2000–2010, which is commonly 
referred to as “The Lost Decade,” this concept outperformed the 
S&P 500 by 102.69%. No, that’s not a typo. It is misunderstood 
and misrepresented but has the power to increase your retirement 
income by thousands, maybe even tens of thousands. 

So why aren’t financial planners touting this concept? I mean 
there are hundreds, no doubt thousands of people who are smarter 
than me. The information I am about to share with you is not 
rocket science although I do have a bachelor of science degree in 
physics. I over-analyze everything. What can I say? I love numbers! 

The fact is, I’m really not that much different than most people. 
My retirement account is not fully funded, my taxes have increased 
and I am making adjustments to my discretionary spending just 
like most people. The main difference is I have had enough, and 
I’m not afraid to upturn conventional thinking. Most of the things 
you are about to read will probably make you mad — mad at your 
accountant, mad at your financial advisor, mad at your favorite 
financial guru because they haven’t talked to you about this. Well, 
I’m not sorry for what I am about to share. Actually, shame on 
them for not telling you first!
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As a veteran of the financial services industry, I have followed 
financial advisor and author Suze Orman for years. She grew up 
on the south side of Chicago and says she was never very good in 
school. In 1973, she left the University of Illinois one class short of 
graduating and drove to California, where she became a waitress. 
After about six years, Orman decided she wanted to open her own 
restaurant. She shared the idea with one of her regular customers, 
and before her shift was over that day, she had checks and 
commitments in hand for $50,000. Orman’s charm, personality and 
strength of character inspired devotion from others very early on.

Acknowledging she knew very little about investing, Orman 
engaged the help of a financial advisor who ultimately lost her 
$50,000 for the restaurant. Determined to move forward, she 
learned everything she could about investing and became a broker 
for Merrill Lynch shortly thereafter. In 1983, she left Merrill Lynch 
to join Prudential Bache Securities. While at Prudential, she earned 
her Certified Financial Planner designation, and in 1987, Orman 
left to start her own firm, the Suze Orman Financial Group.

In 1995, Orman released her first book. Her second book landed 
on the best-sellers list in 1997, and in 1999, Orman was named one 
of Smart Money magazine’s “Power Brokers,” defined as those who 
have most influenced the mutual-fund industry. Orman has been 
called a “force in the world of personal finance” and a “one-woman 
financial-advice powerhouse” by USA Today. She also was profiled 
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in Worth magazine’s 100th issue (October 2001) as among those 
“who have revolutionized the way America thinks about money.”

More popular titles followed, and in 2003, she received accolades 
for her television series, “The Suze Orman Show.” A sought-after 
speaker, Orman has lectured widely throughout the United States, 
Asia and South America, helping people change the way they think 
about money.

With success comes responsibility. Orman’s CFP designation 
holds her to the highest principles and standards in the industry. 
This accomplishment afforded Orman the credentials she needed 
to gain the respect of millions of investors, young and old. Though 
she has been labeled a “Power Broker” and a “one-woman financial-
advice powerhouse,” she makes it clear in an article for the The 
Daily Beast in November 2013 that her interest is personal finance. 
In the article she is quoted as saying, “Remember, my topic is 
personal finance. It’s not what stock should you buy, where’s the 
economy, it’s not a deep dive like that. There’s plenty of people that 
will tell you about stocks and money.” Wait a second. Is she saying 
she is not a financial advisor? 

I thought I was going crazy. But apparently, I’m not the only one 
who is a bit confused. In an article published by Forbes earlier 
this year, Carmine Gallo gets it wrong, too. He writes, “More than 
300,000 financial advisors in the United States provide saving, 
investing and retirement advice, but only one made the top 10 of 
the Forbes 2013 list of the most influential celebrities: Suze Orman.” 

My curiosity got the best of me so I did a little research and it’s 
absolutely true. As of the writing of this book, the last time Orman 
was reportedly with a FINRA firm was in 1991. Now it makes sense. 
When her second book hit the best-sellers list, she told People 
Magazine, “It was at that point that I made the change from being a 
financial advisor who wanted simply to give a book to my clients to 
a No. 1 New York Times best-selling author.”

Gallo goes on to talk about Orman’s passion to help people 
avoid crushing financial debt and the energy that fills the room 
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when she speaks. When you combine passion and energy, you get 
likability. Although she maintains her CFP designation, Orman has 
transformed herself into an influential celebrity. And an influential 
celebrity she is! This influence carries with it a tremendous amount 
of responsibility where I come from. Her following is ginormous. 
If she says drink purple Kool-Aid for 30 days in a row at precisely 
3:57 a.m., a lot of people might do it! I’m exaggerating, but you get 
the point. You may think that is funny, but when it comes to your 
money and what to do with it, funny is not the word that comes to 
my mind. 

Orman may say that’s not her topic but her books, website 
and television show say differently. The themes are strong and 
repetitive. Sometimes it’s not what she says that concerns me as 
much as what she doesn’t say. So what? Why does any of this even 
matter? Because millions of people hang on her every word and 
many of them are the ones whose money will run out before they 
reach their mid-70s. 

In chapter 18 of Orman’s third book, “The Courage to Be Rich,” 
we read:

“What do we think, say and do with our money? Too often, we 
base our thoughts, phrase our words, and take action based on 
myths that have been passed down from parent to child, financial 
advisor to client, real-estate agent to homebuyer, car salesman 
or insurance agent to consumer; from colleague to colleague, 
neighbor to neighbor, or friend to friend. The problem is that when 
financial reality hits — perhaps in our 40s, 50s, or even later — 
these financial myths explode, making us wish that we had been 
paying close attention to our own financial reality all along.”

Oh, my goodness. Of all the advice Orman has given over the 
years, this truly is paramount. Ironically, it seems Orman herself 
has fallen victim to financial myths; myths that she continues to 
pass along to innocent victims who read her books, watch her 
shows and listen to her CDs. I have dedicated countless hours 
to revealing these myths in the chapters that follow. You will not 
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be disappointed by what you discover. You hold in your hands 
information that has the power to change the face of retirement for 
this country. If I didn’t have your attention before, I trust I do now.




