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chapter1
what is 
“true wealth?”
“The best season of  your life 
lies ahead. No matter what your 
age or station in life—you have 
a choice. Ninety percent of  your 
potential is not only untapped and 
unused, but also undiscovered.”
Lee Brower
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We often perceive money as the solution 
in our never-ending quest for peace and 
happiness. We give it unprecedented 
permission to set boundaries in  our 
lives—in our work, our families and 
our relationships.

When we view our lives strictly in terms of our financial 
possessions, wealth comes at a high cost. We all know 
families that have been torn apart by money, and many 
of us know individuals whose lives might not include great 
financial abundance, but they are among the happiest 
people we know. They embody the expression, “When 
you’re happy within, you can be happy without.”

For the last thirty-three years, I’ve worked with some of 
the wealthiest individuals, entrepreneurs and families in 
the world. I’ve also worked with people deeply in debt 
and at virtually every level in between those extremes. 
Through that process, I discovered the real meaning of 
“True Wealth” and how to create it, grow it, manage it, 

optimize it, preserve it and pass it along intact to future 
generations. My discovery, The Brower Quadrant, is rad-
ical stuff that goes against what you know, but not what 
you have been taught about wealth. 

I began working in the financial services industry fresh 
out of college. I was recruited by one of the largest plan-
ning firms in the United States. I was fortunate to work at 
the side of some of the finest estate and financial planners 
in the country, and through that experience I became fas-
cinated with the estate planning industry. I couldn’t learn 
fast enough. Friday mornings you could find me sitting in 
probate court taking notes, then meeting with attorney 
friends afterwards to get my questions answered. 

As an advisor to the affluent, I began to examine whether 
the work I was doing—creating intellectual mechanisms 
for the rich to pass their wealth to their offspring without 
concomitant responsibilities—was one hundred percent 
beneficial. Was I protecting the wealth of hard-working 
people from the ravages of inflation, the IRS and other 
enemies of wealth preservation? Or was I, in effect, con-
tributing to the delinquency of the generation of very 
wealthy heirs and trust-fund beneficiaries who would fol-
low them? Was I helping my clients to be the best possible 
stewards of their wealth? Was I contributing to society or 
harming it?
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I began to devote more and more time to studying some 
of the world’s wealthiest families. I wanted to know why 
some families were successful in preserving wealth for 
generations, and why most family fortunes never made 
it to the fourth generation. According to the Family Firm 
Institute of Brookline, Massachusetts, “Nearly seventy 
percent of all family firms fail before reaching the sec-
ond generation, and eighty-eight percent fail before the 
third generation; only a little more than three percent 
of all family enterprises survive to the fourth generation 
and beyond.” 

I was convinced that the reasons were not based on any 
financial secrets. I became obsessed with the idea of sus-
taining a family’s wealth through four generations. If we 
could create a plan that would help a family sustain their 
most important assets through the fourth generation, 
wouldn’t that increase the likelihood that these assets 
would survive far beyond that?

Thirty years of experience in the wealth-management 
field honed my skills at minimizing or even eliminat-
ing income, estate and inheritance taxes, but I noticed 
a highly disturbing trend: One might think that a fam-
ily relieved of an unfairly heavy tax burden would be 
extremely happy, yet I discovered that no matter how 
much money I was able to save my clients, there was no 

correlation between their preserved financial wealth and 
their overall happiness. It bothered me that my work only 
helped my clients’ financial picture, but did nothing to 
improve their level of happiness. If we in the financial ser-
vices sector were so good at planning, why did financial 
wealth ultimately dissipate despite all our best efforts?

What’s a Guy Like You Worth?

An incident that occurred several years ago gave me fur-
ther insight. I found myself outside the door of a very 
young, affluent and influential CEO of a newly listed 
New York Stock Exchange company. I had been work-
ing with him and the company for several years, and 
I was there to pick up a very sizeable check. In fact, it 
would be the largest single check I had received up until 
that time. It represented a significant breakthrough for 
this young “almost” billionaire. His office was on the top 
floor of a ten-story building in which the firm occupied 
all ten floors. To say the office was opulent would be an 
understatement. 

After waiting at least fifteen minutes beyond the 
appointed time, his secretary told me he was ready to see 
me. I entered through the large double doors and headed 
straight for the desk where Mr. CEO sat engrossed in the 
documents on his desk.
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He looked up at me over the top of his glasses, and with-
out any formal acknowledgement of my arrival, he lobbed 
a question at me that totally stopped me in my tracks.

“I’ve been wondering—what’s a guy like you worth?” 

What kind of question is that? I wondered. What does 
he mean, “a guy like you”? I had a pretty good idea of 
what he was worth. His stock in the company was pub-
lic information and that was valued in excess of three 
quarters of a billion dollars. Not bad for a thirty six-year-
old executive!

I don’t know exactly why, but the question presented to 
me in that manner at that moment made the hair on the 
back of my neck stand straight up. I made every effort to 
maintain my composure, but I wasn’t too successful. 

I looked him straight in the eyes and with a firm (perhaps 
slightly quivering) voice said, “I will tell you what I’m 
worth. To my family, I am worth one heck of a lot! And 
while we’re on the subject, let me tell you something else.” 
(I now sensed I might be putting the forthcoming check 
at risk, but I continued.) “Some people are born down-
right ugly. Others are born with more serious handicaps; 
perhaps they’re blind or crippled. Others experience 
tragedies during life that seem insurmountable or even 

unbearable. I don’t believe that God cares as much about 
what happens to us as He does about how we deal with what 
happens to us.” I took a deep breath, but I still couldn’t 
hold back. “Perhaps your handicap is that you are rich! 
And I don’t think God gives a squat how much money 
you have. What He cares about is what you do with it!”

You would have needed a butcher’s knife to cut the ten-
sion in the room. I stood there becoming more fully 
cognizant of what I’d just said, expecting to be dismissed. 
Sweat seemed to be coming out of every pore in my body. 
After what seemed an eternity and a contest of wills, he 
quietly responded “You know, I was just thinking the 
same thing.”

Whew! I walked out with the check in hand. 

That incident forced me to examine the essence of every-
thing I had been doing for the previous twenty years. I 
had been completely focused on money, investments, 
taxes and security, yet deep inside me there was this sink-
ing feeling that I was missing the mark. That night, I 
wrote in my journal: What is my stewardship to wealth? 
And when does it end?

Thus, the quest for a new way of doing business began. I 
had come to the conclusion that my very profession was 
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in many ways so focused on a person’s net worth that the 
planning we were doing to preserve the financial assets 
had just the opposite result.

I’m pleased to confess that the young man with whom 
I met that day is currently regarded as one of the more 
charitable and responsible leaders in his community, and 
supports many wonderful causes throughout the world. 

True Wealth

What is any one of us worth? Can we put a dollar value 
on what we are worth to our family and friends, to our 
business associates and clients? We are worth a great deal 
to our communities, as well, if we contribute of ourselves, 
financially or in other forms of service. In fact, the whole 
notion of worth expressed in dollars is utterly meaning-
less when we begin to think about how valuable we are 
to those around us, and how valuable they are to us. Are 
wealthy parents more beloved or more important to their 
children than middle-class or working-class parents? Of 
course not. 

Many say that money makes the world go ’round, but only 
love can make time stand still. So the “worth” we have 
cannot be measured in financial terms. Someone once 

said that our true worth is what is left after the money is 
gone, and I believe it’s worth repeating.

We have True Wealth when we enjoy financial abundance 
without neglecting our relationships, our communities or 
our personal searches for meaning. There are those—rich 
and poor—who have learned the secrets of True Wealth. 
They know that it encompasses things that money 
does not. 

How do we balance the need for money and desire for 
wealth with our need for purpose and meaning? The 
answer lies within the question—balance. Balance demands 
we honor, develop and acquire symmetry between all of 
our assets:

Our Core Assets (the essence of who we are) 

Our Experience Assets (the sum of our physical, emo-
tional, mental, and spiritual experiences)

Our Contribution Assets (our effect on others) 

Our Financial Assets (our net worth)

True Wealth comprises all of these assets; we don’t want 
to sacrifice one for the other. Fortunately, we don’t need 
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to make that sacrifice. When we have True Wealth, we 
can maximize the enjoyment and benefit we receive from 
all of our assets. We can grow them, manage them, opti-
mize them, preserve them, and pass them on to whomever 
we choose.

The Brower Quadrant System can help us define the 
“key” in each of our asset quadrants. After becoming 
familiar with the quadrants, and the aspects of our lives 
that they represent, we can use the examples in this book 
to gain clarity about the “Four Keys”. These keys allow 
us to get into quadrant motion—optimizing our resources 
and creating more wealth and more meaning in all areas 
of our lives. Would you like to experience more wealth 
and more meaning?

As you read through this book, you will recognize the 
myths of traditional thinking as it relates to the acqui-
sition, protection and utilization of your wealth, and 
understand why and how the current system of “estate 
planning” sets you and your family up for failure. What 
we call “Quadrant Living” can bring an experience of 
clarity, balance, focus, confidence and predictability into your 
life and the lives of those around you. By systematically 
employing all of your assets in your most important 
activities, you will be able to experience ever-increasing 

predictable results, and consequently, the benefits and 
blessings of True Wealth. 

Quadrant Living enables you to focus on your unique abil-
ity and talents. This new focus will dramatically increase 
your accomplishments in those areas that are most 
meaningful to you. And finally, with increased clarity, 
balance and focus, your confidence will soar. Confidence 
is an attractant. It attracts great opportunities and great 
relationships. Aren’t you attracted to confident people? 
Confident people attract. Those who lack confidence 
repel. The ability to instill confidence in others and to 
increase their confidence in you is vital to empowered 
achievement and happiness. It makes leaders out of each 
of us. The world needs your wisdom, accomplishments 
and leadership. 




