
00:00:05 Hi, and welcome back. We are here today with a conversation about your 
monthly financial review, which if you remember, this was the meeting that I skipped every 
single month, because I didn't know what I was supposed to do when I got on the call with my 
bookkeeper. So we're going to make sure that you don't do that because your monthly financial 
review is so critical. 
 
00:00:25 It is a review of your profit and loss statement on a monthly basis. And while this 
does not have to happen with your bookkeeper, it really is ideal if it does for efficiency, because 
you'll likely be re categorizing income or expenses, as well as asking for clarification on various 
categories of income or expenses from your bookkeeper, your monthly financial review begins 
by having your bookkeeper reconcile your books each month. 
 
00:00:54 What this means is that your bookkeeper will have access to your bank account 
and to all credit card accounts that have business expenses included, your bookkeeper should 
then go into your bank accounts and your credit card statements online, download the 
information and reconcile your QuickBooks or other bookkeeping software. Your bookkeeper 
would then categorize all income sources separately into groupings by revenue stream. So you 
aren't just looking at one big lump sum of income. 
 
00:01:24 If you have multiple revenue streams or different products or service lines, and 
then all expenses should be organized and categorized. So you can easily determine gross 
profit, which is your gross income or total revenue, less the variable costs that you have per 
client or customer served as your gross profit. And then look at your overall overhead that are 
your fixed costs, regardless of whether you ever sell anything to confirm that your goals are on 
point for the coming months and that you don't need to revise your sales goals. 
 
00:02:00 Your monthly financial review meeting should begin with a review of any items 
that your bookkeeper was not able to categorize without your clarification. Our bookkeeper puts 
those items in a category that's called needs info. And we reviewed that category first and look 
at each of those items and then decide where they should go. Then I asked my bookkeeper to 
show me a view of my profit and loss statement that includes the current months in one column, 
 
00:02:29 and then the prior two months. So I can compare all of the income and expense 
items against the prior two months. Looking for any discrepancies and amounts either far less or 
far, far higher than prior months, if you don't yet have two months to compare to because you're 
in the process of creating or updating your profit and loss. No worries. Just look at the current 
month and focus on getting your categories and your categorization. 
 
00:02:56 Right? First now categories and categorization should be based on three things. 
One you seeing which income sources to focus on or doubled down on based on profit margins 
and where each income source fits into your overall income model to you, seeing what you 
need to see to identify unnecessary or non-performing expenses. And then three, you 
maximizing your tax deductions by properly categorizing your expenses and not just waiting 



until tax time, 
 
00:03:29 just before your taxes are filed to get your expenses categorized. When you are 
training your bookkeeper, use our sample profit and loss template as a starting place. And 
watch the video on your monthly financial review to see an example of what your financial 
review might look like each month and get your schedule to happen regularly by the 10th of 
each month to review the prior months. 
 
00:03:53 Otherwise, you're going to forget if your bookkeeper can't get your books 
reconciled consistently by that date. Well, it could be a great sign to find a new bookkeeper. So 
get that monthly review scheduled by the 10th, 14th at the latest each month, make sure your 
books are reconciled and have that monthly meeting with your bookkeeper so that you can start 
categorizing your expenses and making great decisions for your business each and every  
month. 
 
00:04:25 Hi everyone. This is Ali Katz and I am here today with Rob Kandell our senior 
LIFT business advisor here at eyes wide open, and we are giving you a behind the scenes, look 
at how we look at our financials here at eyes wide open, and really an all of my business entities 
and from my personal financials as well, every single month. 
 
00:04:48 And we're doing that so that you can establish your own regular cadence of  
monthly financial meetings with your financial team. Now at bare minimum, your financial team 
is going to include your bookkeeper. And my financial team includes my really, I consider Rob 
my personal CFO's. So say hello to Rob or Rob say hello to everybody excited to be here with 
you today. 
 
00:05:13 Yeah. And so, you know, Rob has been working with me as my personal CFO 
and the CFO of my companies for several years, right now you might not be ready for a 
personal CFO yet. That's absolutely fine. You can do these meetings with your bookkeeper 
yourself. Now when your business grows to the degree where you're no longer making 
decisions all on your own, 
 
00:05:38 then you'll want to have a LIFT business advisor or perhaps a family business 
lawyer, or your personal CFO on these monthly calls with you. But it starts with you establishing 
the rhythm, the flow, the system, and the structure for these calls. Because the truth of the 
matter is, is that I had bookkeepers for years who did my bookkeeping, but we never had any 
monthly calls. 
 
00:06:05 I didn't know how often they were doing my bookkeeping. It was very 
helter-skelter. I really didn't know exactly what was going on and I didn't feel in control of my 
financial reality. And so I created this system and structure, and then I ended up training my 
bookkeeping team to use this system and structure with me. So don't hire a bookkeeper and just 
expect, 



 
00:06:28 they're going to do this for you. Hey, you might now be learning how to do 
something that a traditional bookkeeper just wouldn't have built into their own systems and 
structures. And so what you want to start with is to make sure that you tell your bookkeeper, that 
you want your books to be reconciled every single month and not have you've worked with a lot 
of clients behind the scenes, 
 
00:06:52 you know, supporting them to get their bookkeeping systems in place. And what 
are some of the things that you see in terms of clients working with bookkeepers, where this is 
not the case where books are just not reconciled every month. There's really no oversight of 
bookkeepers in the industry. There's no certification. Anyone who has a understands 
QuickBooks can call themselves a bookkeeper. 
 
00:07:15 And in this very wide gambit of let's call them mediocre bookkeepers to 
exceptional bookkeepers. And so the first thing you want to ensure that your bookkeeper has 
knowledge speaks the language, but also you can talk to them if you want to be able to interact 
because your bookkeeper is your backup, the person behind you. And so really important to 
have a really good conversational flow. 
 
00:07:39 And like Allie said, they often aren't going to do this. They might reconcile once a 
quarter. They might reconcile at different times of the month, having a set standard, raising the 
bar of what you require to know your business, make sure you have access to your books. Don't 
just have it run in the quarter is really efficient. Yeah. We're actually about to start working with a 
multi-million dollar business owner who has a bookkeeper they haven't heard from in two 
months and who runs QuickBooks on her desktop. 
 
00:08:09 Right. Well, what happens if something happens to that bookkeeper, she gets 
sick, but all of a sudden she becomes unavailable. It seems crazy to me. And yet this is the way 
that a lot of business owners are running their businesses because they're using their 
bookkeepers really as data entry people, but your bookkeeping systems are where you're 
actually going to feel in control and where you're going to save money on your taxes. 
 
00:08:34 So let's dive in to looking at exactly what we look at behind the scenes, in my 
business entities and with my personal financials every single month with our bookkeeping 
team. And ideally I try to get this scheduled. This is a monthly screen share, just like we're doing 
here. It would be me and the important people in my various businesses. And I'll say more about 
that as we go through each one of these sets of books, 
 
00:09:08 this is the eyes wide open sets of books. We'll also look at Family Wealth 
PlanningInstitute, which is my personal business entity. I'll explain more about that. And then 
we'll also look at my personal financials. And so these sets of books have different people who 
look at them with me each month at bare minimum, always my bookkeeping team. And then on 
eyes wide open, 



 
00:09:34 we have Rob and one of our other executive team members, Charlene, as well 
as the bookkeeping team. And then at new law business model, we're looking at this with our 
bookkeeping team and with our CFO and our COO cause that's a much bigger company. 
There's a full executive team. There I'm the CEO as of right now. And then we have our CFO 
and our COO looking at that with us as well. 
 
00:10:04 And so it might just be you and your bookkeeper once a month, ideally by the 
10th of the months that, and you're looking at the month or three months before. So right here, 
you can see this as eyes wide, open LLC and eyes wide open LLC is the business entity that 
produces this course that you're watching right now. And as you can see here, 
 
00:10:30 we're looking at three months of financials from August to October, 2020. So 
ideally we would be looking at this no later than November 10th. Okay. November 10th. And 
then December 10th, we're going to be looking at September through December. Now, if you're 
just starting out and you only have one month to look at, then you just look at one month. That's 
fine. 
 
00:10:54 But eventually, you know, as soon as possible, as soon as you're three, four 
months in to having this setup, you want to be looking at three months history because you're 
doing comparisons from month to month and I'll show you what that looks like. So in order to 
have this meeting every month, well, you need to have your profit and loss statements set up. 
 
00:11:18 Now, Rob, I imagine you see a lot of profit and loss statements that are not set 
up in a very valuable way. What makes this profit and loss statement so valuable for us to be 
looking at, in terms of how it has been set up versus sometimes how you see things? This is 
everyone here is called a category. And, and what's known as the chart of accounts in 
QuickBooks. 
 
00:11:44 And a lot of times new entrepreneurs or even bookkeepers, I've never been 
trained, put this into one bucket, call it income stuff is stuff, you know, it's just like one bucket. 
And so what happens if you have all your different products and we do have, you know, four or 
five different products that we do at EWO, if you don't discern between the different products, 
 
00:12:10 it's very hard to see where you're making money. What is costing you, you're 
losing valuable information. So the ability when you get, let's say a hundred dollars into your 
bank account to say, okay, this is an affiliate income. This is CFO services. This is licensing 
income, or let's take it a Stripe download of $4,824. You want to be able to start, 
 
00:12:33 okay, that's Les level one 1500 Las level to 3,500. And the balance is the PayPal, 
sorry, the Stripe fee, the credit card fee on that. You want to really break down each transaction 
to its appropriate product. So you can look at the history and make knowledgeable decisions. 
Now note here that Rob is calling each of these products and you might not think of them as 



products that are combination of service and products, 
 
00:13:02 their revenue streams, right? So let's just look at each one of these different 
revenue, streams and note here that we've got all of these in the income category. We've got 
affiliate commissions. And as you can see here, we've got a thousand dollars in August, 
September, I've got 500 and October five, 81 40. So one of the things that I would likely do, 
 
00:13:22 unless I knew where those affiliate commissions came from off the top of my 
head is I would look and see why is there such a disparity across those three months? And we 
would get into the detail to look at where they each came from. You know, what were these? 
Now, this is not such a huge amount that, you know, affiliate commissions don't make up a great 
deal of our revenue at this point. 
 
00:13:49 But I would at least want to see why in August, did we get a thousand dollars? 
And then in September, you know, it went down. And so we would just look at that to see where 
did these affiliate commissions come from. Right. And so that's exactly what you're looking for 
when you're looking at these three months comparison. So we can go back to the main screen 
and we'll show you that again, 
 
00:14:12 in another way, when we look at the expenses, so we're just looking at the 
affiliate commissions and you can see here, we don't have anything in CFO services. And the 
reason for that is we actually broke that out. We don't, we're not calling it CFO services 
anymore. We decided to call them LIFT advisory services. And so we've got three levels of LIFT 
advisory services. 
 
00:14:35 And so what we're able to do is we're able to categorize all of the income that 
comes in for LIFT advisory services into one of these three levels. And you'll be able to do that 
as well. Once you have created revenue streams with different levels of your services, you'll 
want to break them up. The licensing income here is a steady amount, $6,500 every month 
because eyes wide open licenses, 
 
00:15:08 the content of money map and LIFT, and it's other programs too. My other 
business, new law business models. So new law business model pays eyes wide, open $6,500 
a month to license that content. So that's an ongoing revenue stream from, for eyes wide open. 
And it's just a steady $6,500 every month. You could see refunds and then, and then you can 
see our sales of our courses. 
 
00:15:35 So we've got our enough course, which is just a do it yourself, 11 module course, 
which you might've gone through. And then we've got our membership. And so by breaking all 
of these out, we can make strategic decisions on a monthly basis.<inaudible> 4,000 and then 
20,000. Oh, it looks like we had a membership drop between September and October. 
 
00:16:06 And do we want to do anything about that? Are we going to be focusing on eyes 



wide open membership? And it turns out that no, we're not really focusing on that revenue 
stream because starting in December of this year, we're about to be selling our LIFT program, 
which you're watching right now. And that's going to replace these membership enrollments and 
a focus on enrolling membership at this time. 
 
00:16:32 That was the strategic decision that we made. So this makes sense to us. So we 
don't have to think about that and what's going to happen in our December profit and loss is 
we're going to have a line for product sales, which is not here right now of LIFT because we will 
have offered our LIFT program and then started offering our LIFT program after that. 
 
00:16:56 So you don't see that here now, but that will be our really our big revenue focus 
for 2021. And then at some point we'll also start offering money map again, whereas this year, 
as we were redoing those programs and creating the programs, we offered our membership 
really to pay for the upgrades of those programs and just gave the members everything in this 
program. 
 
00:17:22 So again, we made these strategic decisions and now we can see those strategic 
decisions playing out here on the profit and loss. So what we can see here is our total income. 
And if you remember from my session on all the important terms that you need to know this line, 
top line revenue, gross revenue for these three months was $160,000. And that breaks out into 
these, 
 
00:17:52 you know, monthly income amounts. So this is our top line or gross revenue. 
Then you'll remember that I talked to you about cost of goods sold. So we're going to close the 
income and just look at now, we're starting to get into our expenses, but we don't just have all of 
our expenses lumped into one category. Instead, we've got our expenses broken out specifically 
into cost of goods or cost of services sold. 
 
00:18:19 And specifically here, what we do is we're able to allocate our expenses that are 
very specific to delivering on those programs, right? So we've got expenses for our LIFT 
advisory services at each level, right? And so this way, what we would be able to do is run a 
profit report to know how profitable are we on each of these services? Okay. 
 
00:18:48 So we're not going to do that on this call because this is not a major strategic 
planning call. We would probably do that on a quarterly basis rather than on a monthly basis, 
but we have the information to be able to do that. So that quarterly, as we're looking at, what do 
we want to offer in the future? What do we not want to offer in the future? 
 
00:19:09 We're able to determine the profitability of each one of our income streams. So 
we've got our cost of goods sold, right? Our credit card, merchant fees, for example, we don't 
pay credit card merchant fees unless somebody buys something. So that's not a general 
overhead expense. That's something that goes in cost of goods sold only that's a cost only if 
somebody buys one of our programs or services. 



 
00:19:37 And so then we get to our gross profit, right? So we've got our top line income. 
You could see why they call it top line income because it's at the top of the line. It's gross 
revenue minus the cost of good soul. So the variable expenses that are attributable to each of 
those income amounts, and then we've got our gross profit. 
 
00:19:59 Okay. So we've got our gross profit and gross profit is what you need to be 
earning to cover your overhead because everything below this line is the expenses that you're 
going to have, whether you sell one thing or 20 things or a hundred things. Now, of course the, 
your expenses will, your overhead expenses will likely increase as you sell more things because 
you'll need more customer service. 
 
00:20:25 They'll need more support, but they're not variable. They're not variable. Okay. 
So  
let's go ahead and just look at the various expenses that we have here. And you can see that 
we've got that broken down into bank charges, charitable contributions, consulting and 
consulting would be like, you know, nonspecific, you know, business consulting, not specific to 
marketing, 
 
00:20:52 not specific to sales, if it was specific to marketing or sales, we would put that in 
those categories, we've got our continuing education. So the various programs that we invest in 
dues and subscriptions, and then our independent contractors in this business, we really don't 
have employees. Yet eyes wide open is still in, restart up phase in the, in the future. 
 
00:21:14 If this, you know, once it's wide open grows, we will convert people into 
employees. Then we've got costs of an RV that is owned by eyes wide open. It looks like we 
paid a licensing fee for something and know we can look and see what that was<inaudible>. Ah, 
so that was, that's a complicated thing. I'm not going to explain a little more complicated than is 
necessary. 
 
00:21:46 I had another business entity called whole truth show that I was going to be 
running some of the income and expenses through decided not to decided it was too complex. 
And just to bring it all into eyes wide open. So we had to do a journal entry to kind of fix, fix that. 
Cause we had income coming into whole truth show. So we fixed it with that licensing fee. 
 
00:22:12 And then we have our marketing expenses. So we had ad management in 
August, but we didn't have it in September, October. So this is where I would be looking at and 
saying, wait a minute, we didn't run any ads in September, October. What happened to that? 
Right? So this is where I'm looking at the expenses that are variable. 
 
00:22:33 Oh, we had $11,000 of consulting that we paid out for an August and then 
another 10,000 in October, but only 4,000 in September. So this is where I would be looking at 
why is there that variability? Oh, we had a copywriter in October. So I would be very much 



looking at each one of these marketing items to just remind me why does that line up with the 
decisions that we're making or with the strategic decisions that we made. 
 
00:23:04 Okay. And then we'll just keep going down the line here. We're looking at our 
rent, we're looking at decor now. I know, you know, for example that we set up our office studio 
in September, November, cause you know, we are doing a bunch of filming, so it would make 
sense to me. Oh yeah. Okay. $4,000 on decor and then, 
 
00:23:25 you know, $1,500 in decor. But if I didn't know what those were, this would be the 
time to be looking at them. And then, you know, continuing to go down the line, we've got our 
accounting expenses, our corporate fees. If we had legal fees, they would be in that 
professional fees category and continuing to go down the line, 
 
00:23:48 you'll see that we get to net operating income. So you can see that our net 
operating income, we're actually operating at a loss at eyes wide open. As I said, we're in restart 
up phase, meaning that we are making many more investments right now than we are bringing 
in income. And it's important for you to be looking at this on a monthly basis every single month. 
 
00:24:11 Because once you start showing profit here, you need to start preparing for 
taxes. So we're operating at a loss. So I don't have to be thinking yet about how we're going to 
pay our taxes, come April for this business because we're not going to have any taxes come 
April for this business because we're operating at a loss. However, we are going to be doing a 
big enrollment and LIFT in December. 
 
00:24:38 You might even have come in during that enrollment period. And if we are able to 
project that our enrollment is going to bring in more income than our losses for the year. And so 
we'll go ahead and pull up the year to date so we can see where we are year to date right now. 
So this isn't now our January through October. You also always want to be looking at that. 
 
00:25:02 So we're currently at a loss of a hundred thousand dollars, 108,000. We'll call it a 
hundred thousand dollars of loss through the end of October, 2020. Now you might look at that 
and saying, Oh no. How can you operate at a loss? But in the beginning of your business, you 
actually will likely be operating at very close to break even, or even at a loss for one or more 
years because you're investing in the business to create the infrastructure that you need to bring 
in the income. 
 
00:25:36 And so every October or November, you want to be looking at exactly this, this 
proforma, you know, year to date, profit and loss statement that you actually then want to send 
to your CPA. You hear me refer to that many times and asked for proforma tax projections so 
that you can determine what am I taxes going to be come April. So we would send this to our 
CPA and say, 
 
00:26:02 okay, so right now we're at a loss of a hundred thousand, but we think that we 



could end up with 250,000 to $500,000 or more of revenue before the end of the year from our 
launch, that's happening. Well, what should we do? And then as a result of whatever, our CPA 
comes back with us regarding how much we're going to be paying in taxes, 
 
00:26:30 we would make some decisions. So for example, you'll, you will see us make 
some decisions. For example, we will have a special offer at the end of the year, that allows you 
to invest in Lyft. We probably already, you might've taken us up on that offer on December 31st 
on December 31st. Now, why would it be so important to us that you make that investment on 
December 31st? 
 
00:26:53 Well, that way we have the flexibility to decide if we want to take the income this 
year or next year, and you have the flexibility to take that expense this year. If you need it this 
year, you could even make the case to take it next year, if you prefer. So we like to do specials 
on December 31st. That gives us all the most flexibility to look at how the year shakes out after 
the fact, 
 
00:27:20 and especially in a year like this, where we could end up with a loss for the year, 
we could end up a breakeven or because we're doing a launch in December, we could end up 
with really in a way too much revenue and ended up with a big tax bill. So Rob, anything you 
want to add here before we go on to look at Family Wealth PlanningInstitute, 
 
00:27:42 I just want to say that this, we went over this with our bookkeeper last week. So 
these books are clean because we did all the work and we spent an hour a month and usually 
20 or 30 minutes are asking questions there's needs info. So just to give, you know, your books 
will probably take some interaction with the bookkeeping team to make sure you're looking at a 
clean set of books. 
 
00:28:05 Well, and so let me just clarify that for you for a moment in terms of what is a 
clean set of books mean? So do you want to open back up again? When we get on the line with 
our bookkeeper, the very first thing is we go over a category called needs info, and maybe we 
could just, I don't, I don't think we have anything in there right now because we've reviewed it 
all, 
 
00:28:30 but, but maybe, okay. We could see what's in there in November. So in the 
needs info category are all of the expenses that we charge that our bookkeeper does not know 
where they go. So here's all of our expenses that came, you know, were made November six 
through November 30th, that our bookkeeper didn't know how to categorize those. And you'll 
have a lot of those, 
 
00:28:58 especially in the beginning before your bookkeeper really knows how to 
categorize your expenses. And so for example, the bookkeeper would say, well, what was this 
quiet curtains? Where should I categorize that? And that was charged to the B of a card. And 
the reason that another reason you want to go over your books every month is because I 



promise you that if I was trying to remember what quiet curtains was in February of next year, 
 
00:29:26 as we're getting ready for taxes, I would have no idea. Now I do know right now, 
Oh, that's for the video shoots. We need curtains to block the sound so we can put that in either 
video or decor. Now I want to say one thing about that, because this is where you are able to 
get really creative with your tax savings and reduce the likelihood of audit. 
 
00:29:52 So I am probably going to put quiet curtains in a video production category rather 
than decor. Why am I going to do that? Well, I've already saw that I've got some big numbers in 
decor, right? $4,600. We saw we saw $1,500. So I don't actually want my decor category to get 
bigger. And decor is one of those things like the IRS could wonder, 
 
00:30:18 well, is that really deductible? We're not. Whereas video production is clearly a 
deductible business expense. So I'm going to, I'd rather see a greater amount in video 
production than intercourse. So I'm going to go ahead and tell my bookkeeper to categorize that 
in video production. Now, this is where you, as the business owner, get to get creative, 
 
00:30:43 get to tell your bookkeeper where to categorize things. And this is not where you 
should be asking your CPA to save you money on your taxes and is your CPA creative enough? 
No, your CPA isn't, it's up to you to be making these decisions. So the rest of these are all 
people and they will be categorized to their correct buckets based on the services that they 
provide. 
 
00:31:05 But every month your bookkeeper should give you probably a long list of income 
and expenses that they don't know how to categorize. And so it will be up to you to tell them 
how to categorize the income and expenses based on what those expenses actually were for. 
So let's go over to Family Wealth PlanningInstitute, which is another one of my businesses. Now 
this business is a different kind of business than eyes wide open. 
 
00:31:34 So I have two companies, eyes wide open and new law business model. And 
what makes those businesses companies, as opposed to what I'll call this business? A personal 
business entity is that those businesses have other stakeholders. Rob is a stakeholder in eyes 
wide open. Charlene is a stakeholder in eyes wide open. My COO is a stakeholder in new law 
business model. 
 
00:32:00 Now what makes them stakeholders isn't that their shareholders, they don't 
necessarily own any shares of the business. So they might in the future, but they have a vested 
interest in the wellbeing of the financial future of the company because of how involved they are 
and in the business itself, in the business itself. So I consider them to be stakeholders that have 
input on how the money of the business is used. 
 
00:32:29 So it eyes wide open, for example, I'm still the sole owner. Actually, I'm not even 
the owner. That's owned by a trust of which I'm the beneficiary. We talk about that in the module 



on who should own your business. And I set that up that way for asset protection purposes, but 
they are, they have a vested interest in the future wellbeing of eyes wide open. 
 
00:32:56 And at some point they very well may become shareholders in eyes wide open, 
but even before that their stakeholders there's when they vested interest. Now it's important that 
you identify your stakeholders. Well, you'll notice it's not everybody. I didn't say everybody on 
the team have eyes wide open those. Some people do practice, transparent bookkeeping and 
open their books to everybody. 
 
00:33:20 Some don't. So that'll be a choice that you make. And one that we could help you 
make to know, when is it the right time to open your books to everybody in your company or 
even publicly there's some businesses that open their books publicly as well. It's a whole 
movement. And one that I really like. So eyes wide open has other stakeholders. 
 
00:33:39 It's a company with other stakeholders. New law business model has other 
stakeholders. This business Family Wealth PlanningInstitute does not have any other 
stakeholders, nobody but me cares whether this business loves or lives or dies. It is my 
personal business entity. Now I do believe that if you have a company with other stakeholders, it 
is also important for you to have a personal business entity. 
 
00:34:07 And the reason is, for example, maybe let's just scroll down here for a moment 
and I'll show you a very specific example of why this is so important. So maybe let's just start at 
the top. And then when we get there, I'll show you. So, so Family Wealth PlanningInstitute, my 
personal business entity, which is my consulting company, 
 
00:34:28 it gets some affiliate commissions. It gets consulting income. This is steady 
consulting income that it gets paid from new law business model. It gets a licensing fee from 
new law business model. And, and the reason it gets those two different forms of payment is a 
new law business model pays me to be a consultant for it. New law business model also pays 
me as a W2 employee to be at CEO. 
 
00:34:55 And then new law business model also pays Family Wealth PlanningInstitute, a 
licensing fee for the intellectual property that I created through the Family Wealth 
PlanningInstitute that it licenses to new law business model. So in the same way that I said that 
new law business model pays a licensing fee to Eyes Wide Open for use of Money Map and 
LIFT, New Law Business Model also pays Family Wealth PlanningInstitute for use of the wear 
clean underwear book, 
 
00:35:24 the kids protection planning system, and many of the resources that I created 
through Family Wealth PlanningInstitute. So we don't need to go into much more on that other 
than, Oh one day I just wide open. We'll pay me when it's paying me eyes wide open. Doesn't 
pay me yet. Because again, we're in this startup mode. When it pays me, 
 



00:35:44 it will pay me as a consultant, but it will pay me probably as a W2 employee as 
the, I don't know that actually, I'm not sure I'll ever right now. I am the CEO of eyes wide open. I 
think that is actually true. But one day it might not pay me as the CEO. I don't know that I need 
to be the CEO of eyes wide open. 
 
00:36:07 I can be the chairman of the board. It will pay a CEO. It might pay me as a W2 
employee, but it will definitely pay me as a consultant. And when it does it, won't pay me directly 
as a consultant and we'll pay Family Wealth PlanningInstitute because I will do my consulting 
through Family Wealth PlanningInstitute. And let me show you why. 
 
00:36:26 So Family Wealth PlanningInstitute has all of this gross profit every month. It's 
about $25,000 in this month. It was 30 because I got some affiliate commissions from 
something and now Family Wealth PlanningInstitute has its own expenses. So for example, let's 
go down here to these independent contract afters. So these independent contractors, you 
might recognize their names. Well, these are my children. 
 
00:36:57 Well guess what? New law business model and eyes wide open do not want my 
children working for them. Maybe one day they would, maybe one day my children will apply to 
work. It either eyes wide open or new law business model. And they'll go through the hiring 
process and work at one of those companies, but they're not ready for that yet. 
 
00:37:15 They're still in training. They're 21 and 17. And so they are in that training through 
my consulting company, Family Wealth PlanningInstitute, and they get paid for things that they 
do for Family Wealth PlanningInstitute. Now, new, new lob as this model and I was wide open, 
would not want to pay them. Therefore they would not want to deduct the expenses of paying 
them. 
 
00:37:42 Okay. In addition, these other variable contractors are variable contractors that 
work for me and my personal brand that may or may not benefit eyes wide open and new law 
business model, but they aren't necessarily expenses that eyes wide open a new law business 
model and their stakeholders would want to take on let's look at another category where that 
might be the case, this category of accounting. 
 
00:38:10 So you could see I paid $2,500 a month in accounting fees. Now this, this 
personal business entity, Family Wealth PlanningInstitute, isn't such a substantial business that 
it would necessarily need $2,500 of accounting services. But what it pays for is all of the 
accounting services that take care of all the complexities of managing my rant, right? So eyes 
wide open and pays for its accounting services and new law business model pays for its 
accounting services and then Family Wealth PlanningInstitute. 
 
00:38:48 My personal business entity pays for the accounting services that are necessary 
to handle every single bit of paperwork that comes through my reality. I don't have time to 
handle insurance forms and you know, all the things that you sit on hold for an interminable 



amount of time, you don't have time for that either, but that doesn't mean that your company and 
the other stakeholders in your company necessarily want to pay for you to have somebody do 
that for you. 
 
00:39:19 Your personal business entity pays for that. And that's an expense of your 
personal business entity or your consulting company. If you have it set up that way, rent my 
office rent. I have a personal office that's not paid for by eyes wide open. It's not paid for by new 
law business model. It's paid for by my personal business entity and so on and so on. 
 
00:39:42 Right? So all of these things on this exp on these expenses are expenses that 
are really personal to me, right? But their business expenses, they're business expenses that 
neither one of my companies would want to pay for. But my personal brand wants to pay for 
somewhere in here. I'm not sure where it be. For example, I paid a book coach, 
 
00:40:08 a thousand dollars to work with me on my next book. I don't know if that book is 
going to come out through eyes wide open or new law business model. So I couldn't go to one 
of those companies yet and say, Hey, we should make this thousand dollar investment in this 
book coach that comes out a Family Wealth PlanningInstitute. Let's say that I wanted to go to an 
event in Hawaii, 
 
00:40:30 which I actually did this year. I'm I'm part of a group called the unicorn club, which 
is, you know, million dollar business women. I love spending time with them. We're all 
entrepreneurial. We're supporting each other's visions and dreams, but it's not necessarily direct 
to the bottom line of new law business model. It's not necessarily direct to the bottom line of 
eyes wide open though. 
 
00:40:50 It will benefit both of those businesses. I don't think the stakeholders in that 
business are necessarily going to say, yeah, sure, we want to pay $10,000 for you to go to the 
unicorn corn club meeting. But that is a valid business expense. That is a business trip. It is a 
valid business expense. So who would pay for it? Family Wealth PlanningInstitute. 
 
00:41:13 My personal business entity pays for that and deducts that as a business 
expense, because it is a valid business expense. So by having your personal business entity, 
when you have grown to the point where you have other stakeholders by having a company 
where you do not run any of your business expenses through it, that the other stakeholders 
would not necessarily be interested in supporting and then having that company pay your  
consulting company so that you can run your business expenses through. 
 
00:41:47 There is often a really great strategy for maximizing your business expenses and 
saving your relationship with your other stakeholders in your and your other businesses. So 
that's how I look at my business entities. And we'll just look here at the bottom line of Family 
Wealth PlanningInstitute. We're always pretty much going to be break. Even over here. We're 
not running this for profit. 



 
00:42:13 We're really making sure Family Wealth PlanningInstitute makes enough money 
to pay me and to pay its expenses. And we don't really want to have it end up with a whole lot of 
profit at the end of the year that it needs to pay tax on slip. See what if, if QuickBooks can come, 
you know, keep up, take a look at what it can, 
 
00:42:35 what it's gonna look like for the year and that size wide open again.<inaudible> 
All right. So we can see that, you know, for the year. Yeah, not so much, right. It's it's $13,000 
net operating income. So that's what I will pay taxes on. Plus whatever comes in for the rest of 
the year in November, December less, 
 
00:43:20 the expenses of this business for the rest of the year. Again, we always try to run 
that pretty much at a breakeven. And what that means is that I may pay myself more W2 
income, or I may pay bonuses out to, you know, team members, people that were closely with 
me before the end of the year to keep that at a low profit, 
 
00:43:43 because otherwise I'm paying that profit per you know, 20 somewhere between 
25 and 40%, the government I'd rather keep that in my community. I'd rather have that be a 
bonus that goes out to my executive assistant or, you know, to a personal assistant or, you 
know, to an investment that I want to make with a coach or consultant then to be going out to 
the government. 
 
00:44:08 And so I start to look at that at the end of the year, what is necessary to get that 
down to a relatively low amount that are business expenses, valid business expenses, but that 
benefit me and my community. And I want you to start thinking that way as well, for sure, 
through your personal business entity, certainly through a business that you're not looking to sell 
or through their business for profit isn't financial profit. 
 
00:44:35 Isn't what it's about. It's about paying you enough money. And then it's about 
using that business to align your life and business expenses such that your business is really 
able to subsidize a lot of the investments that you would otherwise make with after tax dollars. 
And then finally, I look at my personal and I do the exact same thing. I have a personal profit 
and loss. 
 
00:44:59 So I'm looking at my income, right? So I've got my salary from eyes wide open, 
which is actually incorrect. That's actually money that's owed to me. Corey, let me know that it's 
there right now. Yeah. It's actually owed to me, I've got my family wealth salary. So this is what I 
pay myself as a W2 employee through family wealth. 
 
00:45:21 I've got my it's all happening salary. These are all after tax amounts, right? So 
those companies it's all happening, which is new law business model and Family Wealth 
PlanningInstitute. They pay me as a W2 employee and then I take the income after taxes, right? 
So they take out payroll taxes, they take out my income tax withholding, and then I just, 



 
00:45:43 you know, here's the rest of my personal expenses, right? So then we just look at 
all of my personal expenses and we just make sure that I'm going to have enough, you know, at 
the end of the month. And it, since I'm not deducting any of this for tax purposes, it doesn't really 
matter. But one of the things that I do want to look at here is where there's any of those 
variances, 
 
00:46:10 right? Cause there's actually quite a lot of people in my house who have my 
credit cards. Right. My ex-husband does all of our grocery shopping. And so he's got my credit 
cards. My personal assistant does a lot of air in, so she's got my credit cards. And so I always 
want to be looking in to see, huh. You know, 
 
00:46:28 w is there anything here that I need to inquire into further? So if anything is out of 
line, I'm going to want to take a look at that to see Hm, clothing and accessories. What did I, 
who spent $1,300 in September being an accessories? Let's see what that was. And we don't 
need to go necessarily into that. Right. This very moment. 
 
00:46:54 Although we can just to look at it specifically<inaudible> And so I'm going to be 
looking at that to determine what, what was on here. Oh, okay. Yeah. Yeah. We went, okay. We 
went to REI for our big trip that we took as a family and we bought all sorts of things there. 
Okay. Makes sense. And you know, 
 
00:47:30 maybe I'll look at these journal entries to see what does that FWP I Oh, okay. I 
charged some things on the Family Wealth PlanningInstitute card that now have to come over 
for personal expenses. So sometimes that will happen where you charge things on your 
business card, but they're actually a personal expenses, so they'll need to come over onto your  
personal report. 
 
00:47:54 Okay. And so, you know, I would just be looking at those. So that just gives you a 
little look into exactly what you need to be doing with your financial team. And we can go ahead 
and shut the screen, share exactly what you need to be doing with your financial team. Oh, 
that's funny. It's still set Alexis Neely up there at the top too. 
 
00:48:16 So you can, you can see I'm mid name change for those of you that didn't know 
I'm Allie cats now, but that legal name change is in process and still has Alexis Neely on many 
of my legal matters. So this gives you a look into exactly what you need to be doing every single 
month with your financial team. And again, that could be just your bookkeeper. 
 
00:48:43 It could be you and your bookkeeper every month could be you and your 
bookkeeper and your Lyft business advisor. As you're getting set up with this and getting into 
your own cadence, and then once you have other stakeholders, then you would bring in your 
other stakeholders. So for example, Rob and Charlene are on my eyes wide open monthly 
review, Andrew, my COO and our CFO over at new law business model or on that monthly 



financial review. 
 
00:49:12 And then I do the Family Wealth Planning Institute, financial review, and the 
Alexis Neely, financial review myself with my bookkeeping team. That's all for the monthly 
review. Rob, anything else you want to add before we go today? I just want to stress how 
imperative is to do this work. And if you're an entrepreneur and you're like,<inaudible> numbers 
are all, 
 
00:49:35 this is so much work or I don't want to pay for it as someone who has cleaned up 
many, many businesses and made some nice fees cleaning up businesses, you want to start at 
the beginning because you don't want to put this off. And this is the lifeblood of your company. 
So I know it's a lot of work, but it's so, so important. 
 
00:49:55 So important. And I will say that for many years, I mean, I built $2 million 
businesses not doing this so you can build your business without doing it. You absolutely can. 
However, as a result of not doing it, not knowing how to do it, I ended up in bankruptcy after that 
because it was just too stressful to manage the money and manage the people and make the 
decisions without knowing how to do this. 
 
00:50:23 And I created this whole process for myself after bankruptcy, because I needed 
to, there was no way that I was going to be able to be in business and feel good about what I 
was doing and make good strategic decisions and then be an action around those decisions 
without this in place. And without being able to do it on a monthly basis every single month, 
 
00:50:45 because otherwise I knew that I was losing money, paying way more in taxes 
than I needed to. And, and everything was just really, really messy. So I really encourage you 
no matter where you are in business, if you're just getting started, get it set up from the 
beginning. We're making it really easy for you to do that. If you've been in business and you're 
already past six figures, 
 
00:51:10 get it started now. And if you're already past seven figures, get it started. Now 
you're going to save a lot more money than it costs you. And you're going to relax your nervous 
system. It'll take you maybe three months of cadence to start to really finally be able to look 
forward to it. And it might be hard during those first three months, 
 
00:51:34 but we can do hard things and it's worth it. Thank you so much. Everybody keep 
making your eyes wide open decisions. We are here to support you. If you need any help with 
choosing the right bookkeeper in getting your books cleaned up and training your bookkeeper 
and getting a profit and loss statement in place. Just reach out to us at support at eyes wide, 
 
00:51:57 open life.com and ask about our LIFT business advisory services and how we 
can support you to get this set up for yourself or show this to your bookkeeper. So this to your 
bookkeeper, if you have a bookkeeper you love, you've got a great relationship with, they don't 



know how to do this. You don't need to fire them. You don't need to find somebody new, 
 
00:52:15 necessarily just show them these trainings and have them help you to set it up. 
And within three months, if your system is not totally relaxed and it's not totally set up in the right 
way, give us a call. We'll help you do it real quickly. Thanks so much everyone. Bye bye. For 
now. 
 


