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FROM SUCCESS TO SIGNIFICANCE
Why the Hardest Part of Building Wealth Isn’t Making the Money

“Simplicity is the ultimate sophistication.”
— Leonardo da Vinci

“People don’t buy what you do; they buy why you do it.”
— Simon Sinek

     Investment and Insurance Products are: 
Not Insured by the FDIC or Any Federal Government Agency
Not a Deposit or Other Obligation of, or Guaranteed by, the Bank or Any Bank Affiliate
Subject to Investment Risks, Including Possible Loss of the Principal Amount Invested



I. The Job is Taken
The job of the richest person in the world is taken. You’re not going to get it.
No matter how hard you work, no matter how skillfully we manage your
capital, that particular title belongs to someone else. It always will.

So what, exactly, are we doing here?

It is a question I ask every client, usually early in our relationship, and the
answers are remarkably consistent. Not identical—each family carries its
own history, its own aspirations, its own definition of enough—but the spirit
is the same. I want to live my best life. I want the freedom to live the life I
choose and to take care of the people and organizations I care about—now
and for generations to come. I want my wealth to be meaningful and
impactful.

Nobody has ever answered that question by saying, “I want to collect
pictures of dead presidents.” Because the idea of accumulating wealth in the
abstract—disconnected from purpose, from people, from meaning—is a fool’s
errand. Everyone knows this intuitively. Yet the vast majority of the financial
services industry operates as though accumulation is the point. More assets.
More products. More performance charts. More jargon.

Simon Sinek observed that most organizations communicate from the
outside in: they tell you what they do, then how they do it, and if you’re
lucky, they eventually get around to why. The great ones reverse the
sequence entirely. They start with why.

Walk into virtually any advisory firm in America and you’ll hear the outside-
in version: We manage $X billion. We use a proprietary model. Here’s our
performance. What, what, what, how, how, how. The client’s why—if it
comes up at all—is an afterthought. A compliance checkbox. A risk tolerance
questionnaire that asks you to choose between “moderate” and “moderately
aggressive,” as though that tells anyone anything about your life. 



There is a deeper problem with the What/How approach, and it took me
years to see it clearly. When an advisor leads with what they do and how they
do it, the advisor does all the talking. The client becomes an audience. And if
there are multiple advisors in the room—as there often are—it becomes a
stereo monologue. Two people talking at a client, not with one. They are
selling. They may not intend to be, but structurally, that is what is
happening.

Here is something I have learned in more than three decades in this
business: when I am listening, I am operating at the highest level of service I
can provide. In that mode, my singular objective is to understand so that I
can serve. You cannot be in that mode and simultaneously be droning on
about what you do, why you do it, why you think it is important, and why the
client should care. Listening and lecturing cannot coexist. And the families
we serve—people who built extraordinary things with their own hands and
minds—deserve to be heard, not pitched.

At Bespoke, we reverse it. We start with your why. Not ours—yours. Why did
you build this? What was the purpose? What does your wealth need to fund,
preserve, and enable? What does your best life actually look like? Only after
that why is deeply understood do we move to the how and the what.

This is not a marketing distinction. It is an architectural one. And
architecture, as any builder knows, determines everything that follows.

B L A I S E  PA S C A L

“All of humanity’s problems stem from a man’s
inability to sit quietly in a room alone.” 

II. Stranger in Paradise



Dan Sullivan, the legendary entrepreneurial coach, observes that the most
driven people he has worked with—the builders, the founders, the creators—
are not motivated primarily by money. They are motivated by four freedoms:
freedom of time, financial freedom, freedom of relationships, and freedom of
purpose. Money is the vehicle. Freedom is the destination.

But here is what nobody tells you about arriving at that destination: freedom
can be disorienting.

I have had the privilege of sitting with dozens of entrepreneurs and business
owners in the months following a major liquidity event—the sale of a
company, the close of a deal, the transaction they’d worked toward for
decades. The money arrives. The advisors congratulate. The accounts are
funded. And then, quietly, something unexpected happens.

Time opens up.

Identity shifts.

Relationships change.

And meaning—the meaning that once came from the daily battle of building
something—becomes the real next problem.

I call it the “Stranger in Paradise” phenomenon. You achieved everything you
set out to achieve, and yet you feel less like yourself than ever before. The
man who ran a $50 million company from a truck and a cell phone suddenly
has nothing on his calendar. The woman who built a business that employed
200 families doesn’t know what to do with a Tuesday morning. They are
surrounded by abundance and haunted by a question they did not expect to
face: Now what?

Arthur Brooks, the Harvard professor and author of From Strength to
Strength, has studied this transition extensively. His research reveals that
the innovative horsepower that builds businesses—what he calls “fluid



intelligence”—naturally peaks in our forties and fifties. But a second curve
rises as the first one falls: “crystallized intelligence,” the capacity for wisdom,
mentorship, teaching, and meaning-making. The entrepreneurs who thrive in
the second half of life are those who learn to shift from one curve to the other
—from building to giving, from doing to being, from success to significance.

Morgan Housel makes a complementary observation in The Psychology of
Money: the hardest financial skill is getting the goalpost to stop moving. We
achieve a target, and the target shifts. We accumulate enough, and enough
becomes more. Housel argues that the highest form of wealth is the ability to 
wake up every morning and say, “I can do whatever I want today.” That is
Sullivan’s Freedom of Time in different clothes. And it is a skill—not an
account balance.

The families we serve know this. They built their wealth through passion,
persistence, and sacrifice. The challenge on the other side is not financial. It
is existential. And if their advisory team is not equipped to help them
navigate it—if the only conversation on the table is about asset allocation and
performance—they are being underserved at the moment they need the most.

I N D I A N  P R O V E R B

“A healthy person has a thousand wishes. A sick
person has only one.” 

III. Whealth

This is not evidence of my poor spelling. “Whealth” is a concept I’ve carried
for years, born from a simple conviction: without our health, wealth ceases
to be very meaningful at all.



Some years ago, I found myself reviewing the Forbes 400 list and asking a
question that had nothing to do with net worth: What do all of these people
have in common? What single common denominator can I take from this?
The answer that came to me was not about industry or inheritance or
investment strategy. It was simpler than all of that.

They are all alive.

Life is a game you must be present to win.

This is not a platitude. It is a planning principle. Any wealth plan that does
not account for the health of the person—physical, emotional, relational,
spiritual—is not a plan at all. It is an accounting exercise. A spreadsheet
disconnected from the life it is supposed to serve.

Housel writes in The Art of Spending Money that spending is the whole
point of saving, and that spending well is itself a skill that demands self-
knowledge. I would extend that thought: living well is the whole point of
wealth. And living well requires that we attend to the whole person, not
merely the portfolio.

At Bespoke, this is what we mean by the Best Life Mandate. Your health
gives your wealth its duration. Your purpose gives your wealth its direction.
Without either, you are accumulating for the sake of accumulating—
collecting pictures of dead presidents with no address to send them to.



A L B E R T  E I N S T E I N  ( AT T R I B U T E D )

“Everything should be made as simple as possible,
but no simpler” 

IV. Simpler. More Focused. More
Confident.

Uncertainty. Fear of making a catastrophic mistake. Fear of being
exposed as someone who doesn’t understand the financial world they’ve
suddenly entered. Fear of becoming a target.

These are not abstract concerns. I have seen them in the eyes of people who
built $100 million businesses from nothing—people who are brilliant in
their domains, who led teams of hundreds, who solved problems most of us
cannot imagine. And yet this moment—the moment where a lifetime of
effort converts into liquid capital—is genuinely terrifying. Because the
stakes are absolute. You get one chance to steward this transition correctly.

When a first-generation wealth creator comes to us—whether they are
considering a liquidity event, have just completed one, or are navigating
the complexity that comes with decades of building—they are almost always
facing three forces simultaneously.

Complexity. Too many options, too many “experts,” too much jargon.
Everyone has a product, a pitch, and an opinion.

Scatter. Taxes, investments, family dynamics, legal structures, business
transitions, identity questions—all happening at once, none of it
coordinated.



Our response to these challenges is deliberate and specific. We call it our
Three Pillar approach, and each pillar is designed as a direct counterforce
to one of the fears described above.

Simpler

Simpler means: I can explain my plan to my spouse in plain English, and I
can see what’s going on without guessing.

This begins with our foundational framework: Goals → Plan →
Portfolio. Three words. A child could understand the sequence. Your life
goals dictate the financial plan. The plan dictates the portfolio. Never the
reverse.

Da Vinci was right: simplicity is the ultimate sophistication. But let me be
equally clear about something: simple is not easy. Executing this sequence
with discipline requires saying no to an enormous amount of noise. The
entire financial services industry is engineered to pull you in the opposite
direction—toward more products, more complexity, more of everything
except clarity. Holding the line on Goals → Plan → Portfolio requires a
team that believes in it, a process that enforces it, and a relationship deep
enough to sustain it when markets and emotions are testing every
assumption.

Common sense is anything but common. That is precisely why we have
built our entire practice around it.



More Confident

More Confident means: We can quantify whether this plan works and
stress-test it—so you are not relying on hope.

Confidence is not optimism. It is measurement. It is knowing—in plain
language—how much of your lifestyle is secured, for how long, under what
assumptions. It is tying dollars to outcomes and building what we call a
“paycheck from your capital”: a coverage-first framework that matches your
money to your obligations so that your quality of life does not depend on
perfect markets.

We deliver exceptional visibility—so you can see, understand, and govern
your wealth with confidence. We give you clarity with which you can
operate.

Simple on the outside. Sophisticated underneath. That is the standard.

More Focused

More Focused means: We know what we’re doing and why. The money is
pointed at specific outcomes, not scattered across random opportunities.

Focus requires the discipline to prioritize—to know what matters now, what
comes next, and what can wait. It requires rules of the road for spending,
gifting, risk-taking, and opportunity evaluation. And it requires that every
dollar in the portfolio can answer a simple question: What is this money
for?

When a client’s wealth is aligned with their priorities—when the plan
connects to the life, and the portfolio connects to the plan—the noise falls
away. You stop chasing every shiny object. You stop second-guessing every
market headline. You operate from a position of clarity, not anxiety.



W I N S T O N  C H U R C H I L L

“Success is not final, failure is not fatal: it is the
courage to continue that counts.” 

V. From Success to Significance

Let me draw these threads together.

Success is the number. You built it. You sold it. You hit the target. That
chapter is written, and it deserves to be honored.

Why → How → What

If you look closely, you will notice that our Three Pillars and our Goals →
Plan → Portfolio framework share the same DNA as Sinek’s Golden Circle.
Goals are the why. The plan is the how. The portfolio is the what. And the
sequence is everything.

When we get your why right, the how and the what follow naturally.
Simpler, more focused, more confident is not something we impose on your
wealth. It is something that emerges from deeply understanding your life.
That is not a pitch. It is a philosophy. And philosophies—unlike products—
cannot be copied.



We are in the business of helping clients live their best lives. Lives marked
by fulfillment, joy, and meaning. Lives of flourishing.

That is why Bespoke Private Wealth exists. That is the commitment behind
our promise: 100 families for 100 years. Not 100 accounts. Not 100
portfolios. One hundred families—known deeply, served holistically,
partnered with across generations. Because significance is not a single
event. It is not a transaction or a quarter or a calendar year. It is a legacy.
And legacies require the kind of commitment that most firms are not
structured to make.

We are.

As always, we are grateful for the trust you place in us—and for the privilege 
of walking alongside you and your families. Your wealth is a reflection of your 
work, your values, and your vision. Our job is to make sure it stays that way.

Significance is what comes next—and it is the harder chapter.

Significance means using what you’ve built to create a life you are proud of:
a life marked by family, freedom, purpose, and impact. It means moving
beyond the question “How much do I have?” to the far more demanding
question “What does this allow me to become?”

Simpler, more focused, more confident is how we stabilize the transition—
how we bring order to the complexity, scatter, and uncertainty that
surround it. But significance is the why that makes the discipline worth
sustaining. Without it, even the best-constructed plan is just mechanics.
With it, the plan becomes a vehicle for something far more durable than
returns.
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L E T ’ S   C O N N E C T

C l i c k  H e r e  t o  C o n n e c t  W i t h  U s .

The richest person in the world? That job is taken.

But the most fulfilled, most purposeful, most significant version of
yourself? That job is wide open. And it is the one worth pursuing.

With gratitude and commitment,

Robert Reich, CEPA
Managing Director-Investments
Bespoke Private Wealth Group of Wells Fargo Advisors

https://fa.wellsfargoadvisors.com/reich-fitzpatrick-wmg/contact.htm
https://fa.wellsfargoadvisors.com/reich-fitzpatrick-wmg/contact.htm
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