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PREFACE

%
Q

Dt

l ’nless you run in some pretty specific financial or investing

circles, or unless you've attended some of my live trainings,
you’ve probably never heard of me. That’s okay. I never set out to be
famous, even though I have several fairly well-known friends. I did,
however, set out from a young age to be financially successful. From
the age of five, when I opened my first lemonade stand in my parents’
driveway, I had a passion for business. I was pretty good at it too. In
high school I started and ran a yard care business that gave me an
income rivaling a few of my friends’ parents. All through college I
operated my own karate studios and bought, repaired, and sold cars,
giving me a six-figure income before I was twenty. After graduating,
I went to work selling investments for one of the country’s leading
investing firms and started earning $1 million per year in income by
age twenty-nine. And that was just the beginning.

But here’s the thing: I'm not bragging. 'm nothing special. I
didn’t come from money. My family wasn’t wealthy—in fact, there
were times when we had to live with family members because we
didn’t have a home of our own. I'm not a tech genius. I don’t have
movie star good looks. I could barely even speak clearly for most of
my life due to a terrible, trauma-induced stutter. Nobody stuck a
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silver spoon in my mouth or rolled out a red carpet for me. I didn’t
have anything handed to me. What I did have, though, was passion,
drive, grit, and a sincere belief that I could accomplish anything I set
my mind to. For my whole life I've been foolish enough to believe
that I could do whatever [ wanted. And that belief—coupled with the
simple, reproducible strategies laid out in this book—has given me a
richer, fuller life than I ever could have imagined.

You can do the same thing. Ten, twenty, or thirty years from now,
you could write a bio that dwarfs my own accomplishments. You can
do more and go further than your wildest expectations. But it won’t
happen by accident. Your financial life is and will always be a series
of decisions that lead you from where you are to where you're going.
Where exactly that is—up or down, good or bad, rich or poor—is up
to you. And it starts by answering a simple question: “Who’s eating
your pie?”

So, let’s talk about that.



SECTION 1T

UNDERSTANDING
FINANCIAL
SUCCESS




CHAPTER 1

Permission to Dream

F&
L

o!
N I heard the word no more than two hundred times. For the
same project. COVID-19 shut the world down, and I was trying to
raise money for an American entertainment concept in Germany
that was totally unknown while everyone was hunkered down in
their homes.

Banks. Private equity firms. Venture capitalists. Potential inves-
tors. Potential partners. It started to feel like everyone with deep
pockets across two continents was lining up to turn me down. But
I wouldn’t stop. I couldn’t stop. I knew I had a winner. I just had
to convince everybody else—convince them that the world would
return to normal and that people would venture outside once again.

Topgolf is one of America’s fastest-growing sports entertain-
ment companies. It’s basically Chuck E. Cheese for grown-ups, a
chain of fun, golf-themed venue with a restaurant, games, indoor
club seating, and driving range with interactive targets. I was
introduced to the concept a few years ago when my son and I were
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traveling through Florida. We had some time to kill, and I noticed
this huge, three-story complex that clearly had something to do
with golf. I thought it was just a driving range, but when we went
inside, I was blown away by what I saw. The place was packed with
all kinds of people—groups of guys hanging out, families having
fun, teenagers, twentysomethings, retired people. There was
something for everyone, whether you enjoy golf or not. We spent
a few hours there and left with the biggest smiles on our faces.

Several months later, my family asked me what I wanted to do
for Father’s Day. I said, “You know what? Let’s all go to Topgolf for
the day!” I checked online, and the closest one to my home in South
Carolina was in Alpharetta, Georgia. My five sons and [ hopped in the
car, we made the two-and-a-half-hour drive, and we all had a fantastic
Father’s Day. My five-year-old loved taking big swings at the ball and
jumped up and down with excitement when he actually made contact.
My older boys competed for the longest, most accurate drives—all
while stuffing their faces with pizza, wings, and bottomless sodas. I
realized it was the first time we’d been somewhere where the whole
family was having an equally good time. We weren’t the only ones
either. Looking around, I saw teenagers on dates, other families with
young kids, older couples enjoying a meal, and first-time golfers
laughing about how terrible they were at hitting a golf ball.

It was one of my all-time favorite days with my boys. As a father,
I was thrilled to have something so high-end and fun to do with my
family. As an entrepreneur, I thought, Man, I just spent five hours total
driving to and from this place, and we spent a few hundred bucks there
like it was nothing. There’s something to this business.

So, when I later saw a Topgolf under construction in my own
hometown, I got excited. I knew the guy who owned the property
they were building on, and I asked him if he could set up a meeting
for me and the owners of Topgolf. A few weeks later, I flew to Dallas
with the friend who sold land for Topgolf’s use, my CFO, and my
lawyer. Topgolf’s management team explained their expansion goals,
and I got really excited. I said, “I want exclusive rights to finance
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every Topgolf location you build anywhere in the world!” They liter-
ally laughed at me.

“It costs between thirty and fifty million dollars to build each
location,” they said. “How much do you have right now, ready to go?”

“Not even one dollar,” I said. They laughed again. “But I can get it.
I've done it several times for other businesses, and I can do it for you.”

“No offense,” they said, “but why should we give you this
opportunity?”

I didn’t flinch. “Because it’s the best thing for you and Topgolf.”

That really got them rolling. They were laughing and pounding
the table, and one turned to the other and said, “I really like this guy!”

As things settled a bit, I explained what I meant: exclusivity
increases value. That’s why diamonds are more valuable than rubies,
even though rubies are far rarer than diamonds. Because one family
controls the majority of all the diamond mines, they can release a
limited number at a time, thereby creating artificial scarcity. By giving
me exclusive rights to finance Topgolf locations, they’d be creating a
similar scarcity, which would make the investment far more attrac-
tive and exclusive to anyone I ever pitch the investment to.

After an hour of back-and-forth, they agreed to give me a shot.
They said my partners and I could buy the North Miami location they
had just started constructing if we could come up with the money
within sixty to ninety days—a goal my partners and I hit after making
tons of calls. The concept was easy to explain if someone had ever
been to a Topgolf but very difficult if they had not seen one, partic-
ularly if they were a golfer. It seemed that non-golfers understood
the concept better than people who enjoyed golf. In fact, we not only
bought the North Miami location but we acquired a second location
about a month later in Texas. Within twelve months, we either owned
or were in the process of funding five Topgolf locations in the United
States. I didn’t write a personal check for them, of course. Rather, I
did what I do best, presenting this opportunity to other investors
and structuring deals that benefited all of us. I was thrilled with my
new venture and the new partnerships I was making, but I was dying
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to take it global. I knew this business would be a hit in Europe, South
America, and Asia. I just had to convince...well ... everyone else.

My thing is finance and structure. It’s not staffing, managing, or
developing a concept. Topgolf awards exclusive right to territories
around the world in a disciplined way. [ wanted to have Asia, Europe,
and the Middle East; however, they were awarding exclusive territo-
ries to people who were extremely experienced in the local markets,
so I was out. I had to get in. What could I do to get into Europe, Asia,
and South America?

As it turns out, the individuals who were awarded exclusive terri-
tories had never funded a Topgolf or explained the concept to bankers
or individuals. I had to convince them that my team and I could be
invaluable in helping accomplish their dream of developing Topgolfs
in their part of the world. Having participated in five US locations,
we had more experience than any other team in the world—but we
had raised money only in the United States. Would it be different in
Europe or Asia?

We traveled around the world, meeting Topgolf franchisees in
their home markets. Talk about a group of impressive and intel-
ligent people! Could we help them? Could we add value to these
well-connected and brilliant individuals? That was our plan, to
use our experience to help their dreams come true and structure a
deal that worked for the franchisee and our investors. We finally
got our chance in Germany. After flying to Germany a couple of
times to meet the European master franchisees and spending days
with them on two separate trips, we decided to work together and
make the dream happen.

No one thought it would work. Overseas investors had never
heard of Topgolf, and American investors were skeptical the business
model would work outside the United States. Potential partners in
Europe had a long list of concerns. First, this was at the height of
the 2020 COVID-19 pandemic, so everyone was wary of investing in
public entertainment venues. Second, they were worried that only
golfers would be interested in Topgolf. Third, they couldn’t get their
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heads around what type of person would come. Every time I pitched
the idea to investors or banks, I heard a different concern. So, we
began to catalog the concerns and write responses for each. After
hundreds of Zoom calls and socially distanced meetings, I figured out
my pitch.

“Look, do people enjoy beer in Germany? Do they enjoy spending
time with friends? Going out to eat? Having fun? That’s what Topgolf
represents. Forget golf. Focus on people getting together with friends
and family to have a great meal, drink, and have the most fun they’ve
had in a while. Don’t you think that is something Germans can get
behind? Do you think that people who are confined now will want
to be entertained more or less in the future? Do you think people
will want to socialize more or less after being distant for a year? Do
they eat at McDonald’s, Starbucks, or Five Guys Burgers and Fries?
The same questions were asked in the 1950s: Would Germans eat a
McDonald’s hamburger? Would Germans wear jeans and sneakers,
eat pizza, watch a Hollywood film, or listen to American rock and
roll? How would you have liked to be on the ground floor of one
of these opportunities? Well, now’s your chance. You can get in on
the ground floor of a new business that is sweeping America. I can’t
guarantee it will work, but as Mark Twain would say, ‘History never
repeats itself, but it sure does rhyme. McDonald’s restaurants are
bigger in Germany than they are in America. What if Topgolf is next
in line?”

After a couple hundred rejections, a bank finally took a chance on
my dream, and we broke ground on the first European location. As of
this writing, my partners and I have over $300 million committed in
Topgolf worldwide—and that’s just one of my businesses.

All told, I own dozens of different businesses in various sectors
ranging from film, real estate, marketable securities, and financial
management and consulting for some of the wealthiest people in the
country. But it’s not because I'm a genius (I'm not). It’s not because
I was born into wealth (I wasn’t). And it’s not because I ripped off
anyone, took advantage of people, or had some privilege that others
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don’t. My success in business and in wealth-building comes down to
just a few simple things: I work hard, I work smart, I dream big, I
solve problems for other people, and I set big goals. If you do those
things, and if you pair them with the finer points of personal finance
and wealth-building that T'll unpack in this book, you can achieve
everything I have . ..and much more. It all comes down to how well

you grow—and protect—ryour pie.

THE PIE(S) OF LIFE

The title of this book, Who's Eating Your Pie?, comes from an analogy
I've used with my children. My five boys were at least partially home-
schooled, and I have loved being around to teach them and partici-
pate in their education. When we first got started, I was surprised
to learn that teaching little kids wasn’t that much different from
teaching my financial clients. Everybody needs a hook, some image
to connect theoretical concepts to real-world application. For adults,
that hook is usually money or some intellectual concept. If you can
show someone how a principle impacts the cash in their pockets,
they’ll usually stick with you. Children are different. Little kids don’t
have the same intellectual and emotional connection to money that
their parents have, so I've had to be a bit more creative when teaching
my sons about taxes, interest rates, rates of return, social programs,
education, and so on.

One evening after dinner, [ was struggling to explain the concept
of taxes to my oldest, who was maybe eight or nine at the time. We
were sitting at the table just as he started his dessert—an awesome
apple pie with ice cream. That’s when inspiration struck.

I said, “Okay, forget money for a minute. You like apple pie,
right?” He smiled and nodded as he grabbed his fork and got ready
to dive in. “Look at that, the chunks of apple are peeking out at you
through the perfect squares of the lattice crust on top. The ooey-
gooey goodness is bubbling off the top and dripping down the sides
of the pan. It’s all for you. Are you excited?”

“Yes!” he squealed, ready to take a bite.
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“Hold on a second,” I said as I grabbed my fork. “How would you
feel if I ate a big bite of your pie?” He looked at me in disbelief as, in
one smooth motion, I carved off a giant piece of his pie and ice cream
with my fork and stuffed it in my mouth.

“But Dad! That’s my pie! It’s mine!”

I replied, “Well, son, now you understand taxes. Me stealing your
pie is like taxes or bad decisions stealing your money. Whether you
like it or not, someone is always going to try to swipe some of what’s
yours, so you've got to be ready for it.” He nodded his head, then
pushed my hands away as I dramatically went in for a second bite.

My son didn’t have a job at nine years old, but trust me, he
understood taxes from then on. That teaching tool worked so well, in
fact, that I started using the pie analogy with my clients to help them
understand the dangers they face with their money. But I didn’t stop
with taxes. As I thought about it, I realized we have many different
people, organizations, motivations, emotions, mistakes, bad judg-
ment calls, and relationships that are always trying to steal a slice
of our pie. [ also realized that we each have several different pies in
our lives. We have a money pie. We have a health and fitness pie. We
have a relationship pie. We have a marriage and family pie. We have
a career pie. Basically, you can imagine any important area of your
life as a pie—and picture any number of people and things who are
trying steal it.

Sometimes the thieves are external, meaning they come from
outside yourself. You might have a crummy boss who’s always nipping
at your career pie. You could have an angry ex-spouse who’s trying
to gobble up your money pie. Maybe you're dating an overly needy
person who'’s claimed too much of your relationship or emotional
pie. Whatever you care about, whatever pie you're focused on, I bet
something or someone is trying to grab a slice.

I could write a book about a dozen different pies of life, but [ want
to keep this book laser focused on the money pie. How do we grow
it into an even bigger, better pie? How do we keep everyone else’s
fingers out of it? Should we give part of the pie to other people? Is
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it okay to enjoy it for ourselves? Is it even moral to want to grow our
money pie by building wealth? If so, what’s the best way to go about
it? How do real estate and stocks work? How do I build wealth as
an employee? How do I build wealth as an entrepreneur or business
owner? How do I build wealth as an influencer or an entertainer? So
many questions, and each one has the potential to add to our finan-
cial pie—or gobble it up.

I've helped some of the wealthiest people in the country answer
these questions, from multi-Grammy-winning musical artists to
CEOs of some of America’s biggest companies to world-renowned
professional athletes. Now, I want to do the same for you. I want to
give you the same advice and guidance I've given to millionaires and

billionaires, and we’ll start with the same question I often ask them.

WHAT IS “RICH” AND
WHY DO WE WANT IT?

I've found that everybody wants to be “rich,” but almost no one stops
to consider what it really means to be “rich” or why they even want
to be “rich.” Think about it: when you hear the word rich, what image
comes to mind? A big house with a McLaren parked in front? Fancy
clothes? Exotic vacations? The ability to buy whatever you want
whenever you want it? Those things may sound nice (and granted,
they are), but simply amassing a pile of stuff isn’t the point of this
book. Trust me on this: if you're driven by a need for more and more
stuff, you have a hole inside you will never fill. No amount of stuff
will make you feel successful. No one purchase will be the thing that
brings contentment to your life. If all you want when you're broke
is money, all you'll want when you’re rich is more money. There will
never be enough for you. Money, while solving some problems, often
brings with it new problems previously not imagined. It’s been said
that money is a great tool but a poor master. The more money I've
made, the truer that statement has become.

I grew up with parents who loved each other and loved me and
my big brother. They both worked and we had nice things, but we
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weren’t especially wealthy. We were middle class, and my parents
experienced financial ups and downs. The ups were great. During
the downs, we didn’t have a home of our own and had to stay with
family members. I slept on a relative’s family room sofa for months.
It seemed like fun at the time though. I didn’t realize we were expe-
riencing an unemployment issue until twenty years later. After
that, my parents turned things around financially. But were we rich?
I think we were in a sense. It was safe and stable, and I lived in a
loving home. Even though I had to sleep on the sofa for a while, we
never had to stress about where our next meal would come from.
My parents taught me to look for and chase after opportunities to
improve myself. They taught me how to work. All those things made
me the man I am today.

My family background, especially contrasted with my finan-
cial success in my adult life, has taught me that “rich” isn’t a dollar
amount; it’s a perception of relative comfort and security. Each word of

that definition is important, so let’s break it down.

The Perception of Wealth

When I say “rich” is a perception of relative comfort and secu-
rity, I mean there’s a difference between being financially wealthy
and feeling wealthy. A big part of wealth-building that most people
discount is the incredible feeling of peace that comes when you no
longer have to deal with the anxiety of being broke. At this point
in my life, there is almost nothing I couldn’t buy if I wanted to. In
fact, just this week as I write this, I am buying a fractional interest
in ajet with friends. Yes, it’s used. And yes, I'm buying it with part-
ners to minimize cost. But hey...I am buying a freaking jet! When
you step out of a jet, no one knows if it’s new, used, leased, or
fractionally owned. But I didn’t buy it for appearances; I bought it
because owning a jet (even along with other people) will make me
more money than it cost me. How? Because having access to this
jet frees up more of the one asset I can’t get any more of: time. A
jetis a time machine. It allows you to get more done than you ever



1 U.S. Inflation Calculator: 1635-2021, Department of La-
bor Data, calculated July 9, 2021, https://www.google.com/
search?q=1996+%241+adjusted+for+inflation&sxsrf=ALeKk02D-
n45IQEqN6gkgf7reZNInVbxLew%3A1625840690811&ei=MIlzoYKXOM-
JOGtQb216HADA&0q=1996+%241+adjusted+for+inflation&gs_lcp=Cgdnd-
3Mtd216EAMyBggAEAgQHIFCAAQhgM6BwgAEEcQsAM6E6CAgAEAgQBx-
AeSgQIQRgAULKnElicghJgpK0SaAFwAngAgAFciAHpAZIBATOYAQCgAQGg-
AQdnd3Mtd216yAEIWAEB&sclient=gws-wiz&ved=0ahUKEwil1djGmNbxA-
hUTQ80KHfZrCMgQ4dUDCA4&uact=>5.

2 William Shakespeare, Measure for Measure, Act I, Scene IV.

3 Brian Tracy, “The Value of a Long-Term Perspective,” American Manage-
ment Association, April 11, 2019, https://www.amanet.org/articles/the-val-
ue-of-a-long-term-perspective/#:~:text=Edward%20Banfield%200f%20Har-
vard%20University,course%200f%20their%20working%20lifetimes.

George Bernard Shaw, Mrs. Warren’s Profession (Oxford City Press, 2012).

5 “Self-Employed and the U.S. Economy,” National Association for the Self-Em-
ployed (NASE), https://www.nase.org/sf-docs/default-source/research-results/
self-employed-and-the-u-s-economy--aug2012.pdf?sfvrsn=2%22.

6 Michael Hyatt, Free to Focus (Grand Rapids, MI: Baker Books, 2019), 14.
Duncan Haughey, “A Brief History of SMART Goals,” Project Smart, December
13, 2014, https://www.projectsmart.co.uk/brief-history-of-smart-goals.php.

8 Erin ElIssa, “Nerdwallet’s 2020 American Household Credit Card Debt Study,”
Nerdwallet, January 12, 2021, https://www.nerdwallet.com/blog/average-cred-
it-card-debt-household/.

253


https://www.google.com/search?q=1996+%241+adjusted+for+inflation&sxsrf=ALeKk02Dn45IQEqN6qkgf7reZNlnVbxLew%3A1625840690811&ei=MlzoYKX0MJOGtQb216HADA&oq=1996+%241+adjusted+for+inflation&gs_lcp=Cgdnd3Mtd2l6EAMyBggAEAgQHjIFCAAQhgM6BwgAEEcQsAM6CAgAEAgQBxAeSgQIQRgAULKnElicqhJgpK0SaAFwAngAgAFciAHpAZIBATOYAQCgAQGqAQdnd3Mtd2l6yAEIwAEB&sclient=gws-wiz&ved=0ahUKEwil1djGmNbxAhUTQ80KHfZrCMgQ4dUDCA4&uact=5
https://www.google.com/search?q=1996+%241+adjusted+for+inflation&sxsrf=ALeKk02Dn45IQEqN6qkgf7reZNlnVbxLew%3A1625840690811&ei=MlzoYKX0MJOGtQb216HADA&oq=1996+%241+adjusted+for+inflation&gs_lcp=Cgdnd3Mtd2l6EAMyBggAEAgQHjIFCAAQhgM6BwgAEEcQsAM6CAgAEAgQBxAeSgQIQRgAULKnElicqhJgpK0SaAFwAngAgAFciAHpAZIBATOYAQCgAQGqAQdnd3Mtd2l6yAEIwAEB&sclient=gws-wiz&ved=0ahUKEwil1djGmNbxAhUTQ80KHfZrCMgQ4dUDCA4&uact=5
https://www.google.com/search?q=1996+%241+adjusted+for+inflation&sxsrf=ALeKk02Dn45IQEqN6qkgf7reZNlnVbxLew%3A1625840690811&ei=MlzoYKX0MJOGtQb216HADA&oq=1996+%241+adjusted+for+inflation&gs_lcp=Cgdnd3Mtd2l6EAMyBggAEAgQHjIFCAAQhgM6BwgAEEcQsAM6CAgAEAgQBxAeSgQIQRgAULKnElicqhJgpK0SaAFwAngAgAFciAHpAZIBATOYAQCgAQGqAQdnd3Mtd2l6yAEIwAEB&sclient=gws-wiz&ved=0ahUKEwil1djGmNbxAhUTQ80KHfZrCMgQ4dUDCA4&uact=5
https://www.google.com/search?q=1996+%241+adjusted+for+inflation&sxsrf=ALeKk02Dn45IQEqN6qkgf7reZNlnVbxLew%3A1625840690811&ei=MlzoYKX0MJOGtQb216HADA&oq=1996+%241+adjusted+for+inflation&gs_lcp=Cgdnd3Mtd2l6EAMyBggAEAgQHjIFCAAQhgM6BwgAEEcQsAM6CAgAEAgQBxAeSgQIQRgAULKnElicqhJgpK0SaAFwAngAgAFciAHpAZIBATOYAQCgAQGqAQdnd3Mtd2l6yAEIwAEB&sclient=gws-wiz&ved=0ahUKEwil1djGmNbxAhUTQ80KHfZrCMgQ4dUDCA4&uact=5
https://www.google.com/search?q=1996+%241+adjusted+for+inflation&sxsrf=ALeKk02Dn45IQEqN6qkgf7reZNlnVbxLew%3A1625840690811&ei=MlzoYKX0MJOGtQb216HADA&oq=1996+%241+adjusted+for+inflation&gs_lcp=Cgdnd3Mtd2l6EAMyBggAEAgQHjIFCAAQhgM6BwgAEEcQsAM6CAgAEAgQBxAeSgQIQRgAULKnElicqhJgpK0SaAFwAngAgAFciAHpAZIBATOYAQCgAQGqAQdnd3Mtd2l6yAEIwAEB&sclient=gws-wiz&ved=0ahUKEwil1djGmNbxAhUTQ80KHfZrCMgQ4dUDCA4&uact=5
https://www.google.com/search?q=1996+%241+adjusted+for+inflation&sxsrf=ALeKk02Dn45IQEqN6qkgf7reZNlnVbxLew%3A1625840690811&ei=MlzoYKX0MJOGtQb216HADA&oq=1996+%241+adjusted+for+inflation&gs_lcp=Cgdnd3Mtd2l6EAMyBggAEAgQHjIFCAAQhgM6BwgAEEcQsAM6CAgAEAgQBxAeSgQIQRgAULKnElicqhJgpK0SaAFwAngAgAFciAHpAZIBATOYAQCgAQGqAQdnd3Mtd2l6yAEIwAEB&sclient=gws-wiz&ved=0ahUKEwil1djGmNbxAhUTQ80KHfZrCMgQ4dUDCA4&uact=5
https://www.google.com/search?q=1996+%241+adjusted+for+inflation&sxsrf=ALeKk02Dn45IQEqN6qkgf7reZNlnVbxLew%3A1625840690811&ei=MlzoYKX0MJOGtQb216HADA&oq=1996+%241+adjusted+for+inflation&gs_lcp=Cgdnd3Mtd2l6EAMyBggAEAgQHjIFCAAQhgM6BwgAEEcQsAM6CAgAEAgQBxAeSgQIQRgAULKnElicqhJgpK0SaAFwAngAgAFciAHpAZIBATOYAQCgAQGqAQdnd3Mtd2l6yAEIwAEB&sclient=gws-wiz&ved=0ahUKEwil1djGmNbxAhUTQ80KHfZrCMgQ4dUDCA4&uact=5
https://www.google.com/search?q=1996+%241+adjusted+for+inflation&sxsrf=ALeKk02Dn45IQEqN6qkgf7reZNlnVbxLew%3A1625840690811&ei=MlzoYKX0MJOGtQb216HADA&oq=1996+%241+adjusted+for+inflation&gs_lcp=Cgdnd3Mtd2l6EAMyBggAEAgQHjIFCAAQhgM6BwgAEEcQsAM6CAgAEAgQBxAeSgQIQRgAULKnElicqhJgpK0SaAFwAngAgAFciAHpAZIBATOYAQCgAQGqAQdnd3Mtd2l6yAEIwAEB&sclient=gws-wiz&ved=0ahUKEwil1djGmNbxAhUTQ80KHfZrCMgQ4dUDCA4&uact=5

254 + Notes

9 Anna Helhoski and Ryan Lane, “Student Loan Debt Statistics: 2021,” Nerd-
Wallet.com, June 14, 2021, https://www.nerdwallet.com/article/loans/stua
dent-loans/student-loan-debt.

10 Charlene Rhinehart, “Peter Thiel’s $5 Billion Roth IRA Secret Could Make
You Rich,” The Motley Fool, July 17, 2021, https://www.fool.com/invest-
ing/2021/07/17/peter-thiels-5-billion-roth-ira-secret-make-rich/.

11 Michael T. Nietzel, “What Does a Year of College Really Cost?,” Forbes, October
26, 2020, https://www.forbes.com/sites/michaeltnietzel/2020/10/26/what-
does-a-year-of-college-really-cost/?sh=1783125c7bad.

12 Peter Miller, “U.S. Home Prices Hit a Record High in 2020. Is Home Buying Still
Affordable?,” The Mortgage Reports, October 13, 2020, https://themortgagere-
ports.com/70539/record-high-prices-record-low-mortgage-rates-during-covid.

13 Miller, “U.S. Home Prices Hit a Record High.”

14 Richard Fry, “Millennials Overtake Baby Boomers as America’s Largest Genera-
tion,” Pew Research Center, April 28, 2020, https://www.pewresearch.org/fact-
tank/2020/04/28/millennials-overtake-baby-boomers-as-americas-largest-gen-
eration/.

15 Fry, “Millennials Overtake Baby Boomers.”

16 Fry, “Millennials Overtake Baby Boomers.”

17 Matthew DeBord, “Here’s How Tesla Went from Elon Musk’s Infamous $420
Tweet to Being Worth Almost $500 Per Share,” Business Insider, January 11,
2020, https://www.businessinsider.com/elon-musk-420-tweet-timeline-analy-
sis-through-2020-2020-1.

18 John E. Kennedy, ‘John F. Kennedy Moon Speech—Rice Stadium,” September
12,1962, https://er.jsc.nasa.gov/seh/ricetalk.htm.


https://www.nerdwallet.com/article/loans/student-loans/student-loan-debt
https://www.nerdwallet.com/article/loans/student-loans/student-loan-debt

