
By SUSAN MEREDITH
How wealthy are you?  I don't mean

how much money is in your bank
account.  I mean REAL wealth.  Your
financial statement tells part of the story,
but, aahh, life is so much more than that. 
Wealth is defined as riches, abundance.
Is your life rich with experiences? with
dear friendships? with sights and sounds
that bring you ongoing enjoyment?  Do
you have a wealth of knowledge and abil-
ity?  How about an abundance of time to
enjoy the great outdoors, peaceful time,
quality time with the kids?

When I ask how wealthy you are, I
mean BOTH the physical and nonphysi-
cal aspects. In the "Balance Sheet" of
your life, how wealthy are you? 
The two main contributors to your wealth
are your assets and your liabilities - more
assets, and comparatively less liabilities,
equals more wealth. Write a list of your
assets on one side of a piece of paper, and
your liabilities on the other.  

Assets are "possessions of value."
Material possessions are part of the story,
but you have other assets - your skills,
abilities and knowledge, your friends and
connections, etc.  You may have been told
"your ability to listen is one of your best
assets."  You may consider your children
to be assets in your life - depending on
how they're behaving at the moment.
They aren't exactly possessions, but they
can enrich your life, so they are a compo-

nent of your wealth.  
Your liabilities are your debts or obli-

gations, those things that detract from
your wealth.  Besides that mortgage we
"buy" along with our houses, and other
monetary debts we might incur, you
might say that anything that gives you a
bad name, slows you down, or ties up
your time, attention, or energy is also a
liability.  Your temper, your enemies, or a
grudge might be real liabilities because
they keep you restricted.  Creating "debts
to society" also fits into this category.
Now, how wealthy are you?  This may
still be tricky.  If I asked you to assign a
value to MY Balance Sheet, you would
probably come up with a very different
answer than me.  We each have different
Values.  We try to equalize value by using
money to represent a consistent unit of
exchange. That still doesn't work very
well because a dollar doesn't have the
same value for everyone - a dollar is
much more important to a homeless per-
son than to a billionaire!  

Everything is relative, so when you
consider how to increase your wealth, do
it relative to what YOU value. 

To have more wealth, it's pretty obvi-
ous you need to increase your assets and
reduce your liabilities. Generally we use
our assets to get assets.  When you work,
you exchange your time for money. You
use the asset of money to buy some other
asset. You also exchange your time and

energy for friendships, knowledge, etc. 
If you just exchange one asset for anoth-
er, the overall wealth on your balance
sheet stays the same; it just changes form.

However, many assets can actually
stay with us and grow.  This has always
been true for the intangible wealth of our
knowledge, creativity and experience -
when we give it away, we still have it.
Then in the 1930s, the law of nature of
exponential growth was applied to money
in the form of compound interest. 
To understand how exponential growth
works, work this out: if you double a
penny every day, how much would you
have at the end of 30 days?  Guess before
you look at the answer at the end of this
article. 

Compound interest is based on a por-
tion or percentage rate of growth instead
of doubling. To understand this, consider
the growth of populations of people.
Consider a 10% growth rate.  If there are
100 people, and 10 have children in a
year, you now have 110 people. If 10%
had children the next year (probably not
the same people!) then there would be 11
new children for a total of 121.  The rate
of growth is slower than the growth of the
pennies, but you can see how it quickly
mushrooms to a larger and larger popula-

tion.
When we apply this law to our assets,

it's a good thing. That $100 will just sit
there on our Balance Sheet, creating
wealth for us each period.  It increases
our assets without us having to do any-
thing.  

However, when exponential growth is
occurring with a liability, it's increasing
our debt, and thus reducing our wealth.
We need something to counteract it.
That's where biological decay comes in.  
A portion of a population dies out.  If the
death rate of our population of 100 was
10%, and each year 10 people were being
born and 10 were dying, the population
would stay the same.  If there are more
births than deaths, then the population
goes up.  If there are more deaths than
births, the population goes down.  
Now apply this to your financial
accounts.  If you have a credit card, its
balance is the current "population."  If the
monthly interest rate is 10% your popula-
tion of debt is growing by 10%.  But if
you're making a monthly payment equal
to that 10% interest, that's like 10% of the
population "dying."  With these two
counteracting factors, the population - the
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credit card balance, never changes.
Increase the "death rate" of your debt by
increasing your payment. 
With an asset, you prefer to have the
"population" of money in your account as
large as possible.  Now let's say you want
to live off your investments.  If you're
getting 10% interest per month on your
account, you had better only take a maxi-
mum of 10% out of that account each
month, or your population of dollars will
quickly dwindle.

There's something else to notice
about the difference between an asset and
a liability.  Your financial asset, like a
friend, is sitting there waiting to con-
tribute to you. It doesn't take from you,
and it has the potential to give.  

With a liability, it is constantly taking
from you. You have to constantly feed it,
until you get rid of it.  The longer you

have it, the more you have to feed it, and
the more it costs you.

I bet I know what parents are think-
ing  - since they constantly have to feed
their children, children must classify as a
liability.  That's because a child poses the
same contradiction as a mortgaged house.  
When you buy a house with a mortgage,
it's probably the biggest liability you've
got. You've added both an asset AND a
liability to your Balance Sheet.  However,
we get many nonphysical assets in terms
of safety, security and the enjoyment a
home can bring.  Over time, we expect it
to grow in value.  Plus it's a tax writeoff.
A child gives us all of that too. 
We expect that we will get at least as
much value as the interest we are paying
out on our house, and on our children.  Of
course, there is also an element of risk to
investments, as we've seen with recent
stock market fluctuations and job disap-
pearing acts…   

Sometimes it's your choice whether
something is an investment.  I have a
friend who says "I can cost justify any-
thing!" Buying a car can be an investment
if it enables you to get to a job that you
need a car for, or it can be a huge
expense.  The same is true for an educa-
tion.  And while you can't really put a
price tag on your child, you can choose to
see how much more they give than they
cost. 

You can even make a liability into an
asset by getting more value out of it than
it costs.  A learning experience can bring
tremendous rewards. For a writer, any
experience could be an investment
because they can write about it!  We have
choice in how we interact with our world. 
One more point worth mentioning - look
at how your interactions can increase the
World's Balance Sheet.   Remember when
I said that value is relative?  There is a
saying in the world of garage sale junkies
that says "One person's garbage is another
person's treasure."  So get rid of your
junk, and the world gets richer!

In other words, there may be some-
thing that has moderate value to you, but
when you exchange it with someone, it
has more value to them.  Your time can
be precious to a child.  You may give
information to someone that they find
invaluable.  By giving people what they
value, you enrich the world.  

To increase your wealth, look at how
you can increase all assets.  Look to see
there is Balance on your Sheet.
Determine how to reduce all liabilities,
those physical and metaphysical debts
that are draining you.  And remember to
do it all based on YOUR Values. 

In case you wondered, a penny dou-
bling for one month will be well over 5
million dollars. ($5,368,709.12)  Make
sure you're doubling what you want. ~HS

Susan Meredith writes and speaks
about "Mother Nature's Laws", and
relates how the laws of nature apply to
human nature.  If you would like Susan to
speak at an event, call her training com-
pany, Human Excellence, at 512-326-
9300 or visit www.humanexcel.com.
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