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Steve Sanduski: Hello everybody and welcome to Keen On Retirement. I'm your co-host Steve 
Sanduski and we are here to talk about how you can thrive before and during 
your retirement years. I'm joined as always with Bill Keen and Matt Wilson. 
Guys, how are you doing today? 

Bill Keen: We're doing good Steve. How are you doing today?  

Steve Sanduski: Doing very well and as you both know, it is that time of year where Major 
League Baseball is in full swing. So how are The Royals doing this year? 

Bill Keen: Yes it is. Did I tell you that the Royals won the World Series in 2015? 

Steve Sanduski: Well, I think I knew that. My daughter lives in Kansas City so that was a big year 
for you guys a few years ago. 

Bill Keen: Yes. And that's my answer. I'm just going to stick with that. Matt, do you have 
any additional comments, sir? 

Matt Wilson: No additional comments. The team has improved from the beginning of the 
year. They're getting better but yeah, not really exciting season so far this year. 

Steve Sanduski: I think our Milwaukee Brewers are doing okay so far this year. My daughter was 
just at the game a couple nights ago so I think they're doing okay. But hey, 
enough about that. What else is exciting Bill? Any plane trips you've taken 
recently? 

Bill Keen: You know I always like to talk about the plane trip Steve so thank you for asking. 
I have one I wanted to share with you that was just amazing. We recently flew 
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our plane out to a place called St. George Utah which is real close to the Grand 
Canyon. It was quite an experience. We loaded up on a Wednesday morning 
and flew into Santa Fe, New Mexico for lunch, got some fuel and then went on 
in to St. George Utah from there. Flying over that terrain out in that part of the 
country compared to flying across Kansas is a little bit better, Steve. From the 
views that is. The views are much better.  

Bill Keen: Although us pilots, we like flat ground and fields and those types of things for 
other reasons that we don't need to go into today. 

Steve Sanduski: What's that old saying. I don't think we're in Kansas anymore. 

Bill Keen: Yes, that's right, that's right. Now my son Devon is studying for his instrument 
rating so he is a private pilot and he'll have his instrument ready probably within 
30 days or so. So he's a very, very good pilot. So it's always good to have 
someone in the right seat with you to help with running radios and navigation 
and someone to reduce the workload.  

Bill Keen: Now coming home, Steve, we left because the winds prevail from the west to 
the east. So coming home we were able to run the numbers and look at our plan 
and very meticulously of course and all of the different factors and we 
recognized that we would be able to depart St. George Utah, fly at 17000 feet 
out over the Rocky Mountains, so some of the Fourteeners that they call and 
come direct nonstop back into Kansas City. For Devon and I, that was a quite a 
great trip. We woke up in St. George Utah and by about one o'clock we were 
home in Kansas City. We hadn't had to go through any security lines or be 
delayed, any of those things that go along with commercial flying. I'll tell you 
what, we feel very, very lucky to be able to have that type of experience. 

Steve Sanduski: Yeah, that sounds really cool. So 17,000 feet, so is your cabin pressurized at that 
level? 

Bill Keen: Well, it's not. So that's a factor. We do have oxygen on board. We use nose 
cannulas for oxygen once you're above a certain altitude. By law it kicks in once 
you get over 12.5 on the altitude. At 17, you need to have that oxygen working 
and I have a picture that I might soon to you that shows Devon and I both with 
our pulse oximeters on the end of our fingers. Have you seen those things when 
you go in to get your checkups at the doctor that tells you what your pulse is 
and what your oxygen concentration is? 

Steve Sanduski: Yeah I have. I remember watching a movie about people that were climbing 
Mount Everest and they were doing some experiments and so as they were 
climbing at various points they would put their pulse oximeter on their finger 
and it would transmit what their numbers were. And so, they were trying to see 
how that changes over time as you make your way up Everest and eventually 
get to the top of the mountain and whether people were slurring their words. 
So yeah, it's pretty fascinating how that works. 
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Bill Keen: Right. Well it's important when you're flying an airplane. You might recall Payne 
Stewart's demise when his cabin depressurized and they didn't know it and they 
went to sleep. It was a tough ending to that story. But Devon and with that in 
mind, call us sissies but we kept those on the entire flight up there. We 
monitored our RO2 sats, they were always above 96%. One thing about what 
happens when you start to experience the lack of oxygen, you do know what 
some of the initial reactions are to that? 

Steve Sanduski: Euphoria. 

Bill Keen: Yes, exactly, exactly. So we're trained as pilots to look over at the other person 
especially if there's two of us in the airplane and make sure that the other guy 
isn't just sitting there with a big smile on his face. No seriously, that can be very 
confusing. But no, everything went perfect. We got over into Kansas. It was 
severe clear over the mountains which was nice and beautiful. I might even 
upload some pictures of the trip from that view. Beautiful views. And then once 
we hit Kansas we hit a lot of clouds and we were actually in a IMC for a good 
portion which means in the clouds and had to navigate some weather. 

Bill Keen: But yeah, it's fun to share those things with you. I can't tell you now that I'm 
not, it's difficult to fly up to Milwaukee and see you because that was over a 900 
mile trips and Milwaukee's quite a bit closer, Steve. So, you're going to have to 
hold us to coming up there. I can't tell you it's too long of a trip now. 

Steve Sanduski: Well, you know, we invited you. You know my wife Linda just opened up an art 
gallery. So we'll have to get you guys up here so we definitely need to get that 
schedule. 

Bill Keen: Yes sir, yes sir. Thanks for thanks for asking about that, it's always fun to share 
those experiences with you and the listeners. 

Steve Sanduski: Great. All right, well today we want to talk about some financial mistakes to 
avoid. I think you've get some really interesting examples and some good 
information to share here that are very practical. Things that a lot of folks 
listening to this may come into on a fairly regular basis. I think we'll have a good 
show here talking about some of these mistakes to avoid. What would be our 
first one, Bill? 

Bill Keen: Well, the pitfalls of buying a car. Now, we get these questions regularly in the 
firm and yes every day we talk about do I have enough to retire, am I going to 
be okay? Do I have the right thought process around Social Security and 
Medicare and estate planning and spending. All those things for sure, in every 
meeting we talk about those things. But these other ancillary issues that we 
thought we'd focus on today are things that come up regularly. We get asked 
these questions and we thought we would cover them. Steve, do you enjoy 
buying a car? Do you enjoy going to the dealer and going through the dance and 
all the process that they put you through at those places? 
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Steve Sanduski: I don't at all. Like most people, there are a few things that I enjoy less than 
trying to buy a car. And I'm not a car guy to begin with so it's not like I live and 
breathe cars like some people do but I do not necessarily enjoy that experience. 

Bill Keen: It’s one of those things that the Internet has helped the process but if you walk 
into a car dealer you're going to probably still go through that process, where 
you put go into a room and the finance manager comes in later and they go 
back and forth. You just say can we just simplify this process. Like I said, you can 
buy cars on the Internet now, you can match prices, you can get different 
information but still yet that old school style of working you over when you're in 
there, not to be offensive to car dealers but it still exists out there.  

 The thing that I see about this is typically in a couple that we work with, a 
married couple. Most likely it's the gentleman that is negotiating and buying the 
car. Sometimes it's not though, other times it is the wives. The wives are very 
disciplined and go in and like to do those negotiations. But regardless, we see 
this a lot of the times where the spouse that is not used to doing these things 
ends up maybe being by themselves at some point because at some point in the 
future one of the spouses passes away and now the surviving spouse is faced 
with having to go deal with these kinds of things. We hear it a lot from our 
widowed clients that they have to go buy a car and they're just dreading it. 

 So, we thought we would talk a little bit about some of those tips. The first thing 
that the dealers will do or that the salesman will ask you is well Steve, let me 
turn this into a quiz. What is the first thing the dealer asked you when you walk 
into the showroom to look for a car? I won't hold you to this but I'd say 90% of 
the time what's the first thing they ask? 

Steve Sanduski: Probably something along the lines of what your budgets or did you have 
something in mind or maybe a certain payment in mind. 

Bill Keen: Yes, there you go, there you go. It's the payment. It's how much can you afford 
monthly. That is not the question you need to be thinking about. In fact, when 
someone says, hey, what would you like to spend on a car, I would say zero. I 
would like to spend zero on a car. So, that's the starting point. But under no 
circumstances should you start talking about monthly payments with a car 
salesman. A lot of young people that go in for their first or second experience 
buying cars get sucked into that, how much can I afford monthly. 

Steve Sanduski: Yeah. I'll have to tell you about my first car buying experience. After you get 
through this, I'll share, it'll take just a minute.  

Bill Keen: The next thing is we always say if you have a trade in to mention it later, so 
don't start talking about your trade in upfront because that will cloud what 
they're going to offer you on the purchase of the sale price of the car you're 
looking to buy. Any time you add the trade in value for existing car to the 
negotiation of the price for the new car now you've got numbers that start 
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moving back and forth and it's very confusing about how much you're really 
paying for the new car. It's interesting to see how that works.  

Bill Keen: I was a fly on the wall with my daughter when she was trying to negotiate for a 
car and I was trying to just stay out of it so she could have the experience. I can 
tell you being in the financial business for 26 years now, they had me confused, 
Steve. 

Steve Sanduski: And they're typically going to ask do you have a trade in, is probably one of their 
early questions as well just like you say because now they've got a lot more 
numbers they can be playing with and make the situation a little more confusing 
to you.  

Matt Wilson: Yeah, and if you owed money on that trade in too, how they factor in that piece 
of it in addition to everything else. 

Bill Keen: If there's incentives involved, if there's anything going on with a specific vehicle, 
always know those going in, do a little research on the internet, know what 
incentives are out there so that you're not caught blindsided on that as well. 
And then finally, this is an interesting one. And yes, some of these the issues we 
just talked about could apply maybe more to some of our clients' kids. This is 
one that applies definitely to our clients. It happens all the time. It never is in 
your best interest to tell the car dealer that you're going to pay cash. 

Bill Keen: Remember back in the days when you said I was going to pay, I'm going to pay 
cash for this, bought you some sort of credibility or a better deal? Hey, we'll give 
you cash today. It used to be, oh okay, we've got a real buyer here. Well 
nowadays having cash is a downside, isn't it? 

Matt Wilson: It is. Because so many of these dealerships now and actually automobile 
manufacturers have financing arms as part of their organization. So if they can 
loan you money and make some additional income off you that way they are 
happy about that. 

Bill Keen: For sure and that gives them more flexibility to reduce the price in that side of 
the negotiation as well. So, if they know upfront that you're paying cash you've 
just limited your opportunity for negotiation. Now we had someone come in 
recently, because a good portion of our clients pay cash for their cars, they write 
checks for their cars, they just do. I think that's great. The salesperson 
absolutely insisted that she take a loan out for the car and she says I don't want 
to take a loan out, I want to pay for the car, I just want to leave. We negotiated 
a deal and they said all right, here's the deal, we're not giving you the car unless 
you take this loan. We said, what was an interest rate they tried to force on you 
and the terms, help us understand this. The salesperson said, hey, take the loan, 
it's zero percent interest, it won't cost you anything. Pay it off in the next 30 
days and we're all good and we go. 
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 So it's interesting to see that there is a dynamic around simply the volume of 
loan business that some of these dealers are actually compensated and kicked 
back for down the road. I've met no one who likes the car buying process and so 
I thought it would be good, it's come up multiple times in the firm here in the 
last month or so. So I thought well, let's talk about that a little bit and go from 
there. Steve, what was your story? Do you have a good story for us? I remember 
in one of our very first episodes in 2015 I think, you talked to us about a Ford 
Pinto that you drove. I think, didn't you? Do I remember that right? 

Steve Sanduski: Maybe I shared the story before. It was a Chevy Cavalier. 

Bill Keen: A cavalier. 

Matt Wilson: Okay. 

Bill Keen: A Cavalier, I thought it was a Pinto. You're not still driving that car, are you? 

Steve Sanduski: No, I just got rid of it last year. 

Matt Wilson: Oh man. It's probably a collectible. 

Steve Sanduski: Yeah, it was 33 years old. 

Bill Keen: Excellent. 

Steve Sanduski: So the first car I bought was, I'd graduated from college, I started my first job 
out of college working for Caterpillar tractor company and I was driving to work, 
I didn't eat breakfast so I stopped at McDonald's before I got to the office. I'm 
sitting in McDonald's eating an egg McMuffin and I'm staring out the window 
and right across the parking lot is the Chevy dealer. I saw a row of cars that were 
backed up in the dealer lot. So I was seen the back of the car and I saw this red 
Chevy Cavalier and I thought oh that looks kind of neat. I said, maybe I'll stop by 
after work. 

Steve Sanduski: So after work I stop by and meet the salesman and of course he's doing all this 
classic stuff on me. Long story short, I decided to make an offer that day which 
is probably not a good idea. And this is well before the internet so I have no idea 
what anything is and I've never bought a car before. So I'm kind of flying blind 
here. I did say, I said, the guy's name was Tony, I still remember, it was Tony. 

Bill Keen: That made an impression on you.  

Steve Sanduski: I said, "Come on, Tony, be honest with me. Is this a good deal or not?" He says, 
"Here, give me a minute." So he goes away and then he comes back and he 
gives me, he shows, he like slides me this scratch piece of paper and there's four 
numbers on it. I'm like, "Well, what's this?" He said, "That's our cost of the car. 
Now look at that compared to what you're paying and it's pretty close." I said, 
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"What do you mean?" He says, "No, you've got to read the numbers 
backwards." At the time I'm like, oh, okay, he's like giving me, being a little on 
the sly here because he's not supposed to tell me what it cost so he's like 
jumbling the numbers backwards. I bought it hook, line and sinker. I walked out 
of there with a brand new Chevy Cavalier. 

Bill Keen: Well done. 

Steve Sanduski: I kept it for a long time and it turned out to be a fine cars.  

Matt Wilson: Sure. 

Steve Sanduski: It was like $8500 back then which was a long time ago. He pulled one on me 
probably and saw me as easy pickings. 

Matt Wilson: The Internet has changed this process a lot because you can do a lot of research 
and not everyone wants to do the research but it does help the negotiating 
process if you have some education on where the pricing should be for a vehicle 
that you're looking at. There's actually some things that you can do too if you 
really don't like this car buying process is you can go to one of the dealerships 
that offer no haggle pricing. That just kind of cuts that right out. You might pay a 
little bit more for that vehicle but it at least simplifies the process for you.  

Matt Wilson: But you can also do and this is something that I think has gotten more popular is 
you can hire somebody to buy the car for you. So there's people, you pay them 
some flat fee. It could be a couple hundred dollars, maybe 500 dollars and then 
they will negotiate, set it all up for you and then they essentially tell the 
dealership that, so and so is going to come in and sign all the paperwork. So, 
that can also help simplify the process. The idea behind that is they're going to 
get you a better deal more so than you would have on your own and you cut out 
all the time involved on your part of it for their fee. I think that's a smart way for 
some people to go as well because  they have no incentive, they get paid the 
fee. They're not getting any kickbacks from the dealers or anything like that. So 
kind of some interesting things. 

Matt Wilson: We actually purchased a new vehicle earlier this year. It was kind of funny, we 
went to a couple of different dealerships and I did a lot of research online ahead 
of time so I kind of knew what I wanted and where the pricing was at and went 
to a dealership to test drive. It's kind of taking the typical car salesman approach 
and I just told him upfront, I said, Just give me your final best offer because I 
have all the numbers off the internet. There's no games to be played here. He 
gave me a price and we went to another dealership who had already quoted me 
a price that was significantly lower already. So it was kind of funny.  

Bill Keen: I guess they're working on volume there at those places, aren't they, and they 
just try to do what they can.  
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Matt Wilson: I had actually submitted something online and I didn't even respond to this 
dealership. They had just kept emailing me and then kept emailing me prices 
that were lower and lower and lower. I'm like, well, I can just sit here and not 
respond till they keep getting lower and lower and finally respond once it got to 
a price, well, okay, I'm interested in this price. 

Bill Keen: Negotiating against themselves. I'm sure they've written an algorithm that says 
let's just do this. 

Matt Wilson: I think so. The other dealership with the car salesman, he got my phone number 
and he would text me ever so often and I'd just respond to him, here's the price 
I've got so unless you can beat that no need to keep talking to me. He kep 
following up a few times and then he dropped it. It was pretty funny. 

Bill Keen: My goodness. One more thing on the car situation. We've had a lot of clients 
instead of treating their car in to the dealer and really getting a poor price when 
they're buying another car, they're taking them to a company called CarMax and 
I guess, I don't know if it's something for us to advocate for CarMax here but it's 
just an experience we've had. I've had multiple people say they've taken their 
car to CarMax, they get a reasonable quote and that's a great, easy and simple 
way to sell their car back, get a decent price without having to list it on Craigslist 
and deal with the general public and all that kind of thing to sell it out right 
themselves. So some tips there around the car buying process, Steve. 

Steve Sanduski: Yeah, well, it's interesting you should mention CarMax because we actually used 
CarMax so maybe six to eight months ago. Our daughter had a car and she was 
going to be in New York for the spring semester and I didn't want to have this 
car sitting on our driveway all winter long. It was an old car. So we went to 
CarMax and they checked it out and shot us a price. There's really no 
negotiation with them. They say here is the price we're willing to pay and we'll 
write you a check right now. So they gave us a price. I'd say it was okay.  

Steve Sanduski: You definitely give up some money that way compared to if you were going to 
sell it yourself. Now maybe it's similar to if you were going to do a trade in 
because you're basically getting the wholesale price when you sell it to CarMax 
but this was not a highly valued car and so we just wanted to get rid of it. It was 
a pleasant experience, they were very nice, nice clean facility and so it worked 
out fine. So that is a decent option.  

Bill Keen: Yeah, for sure. Steve, I swear you had a Pinto or a Gremlin or something like 
that. Am I just dreaming that up? You're telling me it was something different. 

Steve Sanduski: Well, mine was a Chevy Cavalier. Never had a Pinto or a Gremlin.  

Bill Keen: I'm sorry, I don't know what that means that I'm thinking that. 
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Steve Sanduski: I don't know. I'm trying to think if Linda had one. She never had a Pinto or a 
Gremlin.  

Bill Keen: I think I just tease you a lot and I imagine that I teased you ... 

Steve Sanduski: It's one of those things where if you say it and repeat it often enough then it 
becomes a reality. 

Bill Keen: Right. All right, well, we need to get through our list. 

Steve Sanduski: Yeah, yeah. What else do we have on our list here today?  

Bill Keen: All right. So another thing I wanted to just hit on briefly, and this does apply to 
all of our clients as well, as well as kids is we believe that everyone should have 
what's called an umbrella policy on their insurance. You assume that everyone 
does and that the major insurance property and casualty providers are always 
suggesting this, but we found that a lot of people don't have the umbrella 
insurance policy attached to their property and casualty insurance. Do you have 
an umbrella policy, Steve? 

Steve Sanduski: We had one. 

Bill Keen: Okay. 

Steve Sanduski: I don't believe we have one right now. 

Bill Keen: You don't, okay. 

Steve Sanduski: I'd have to double check. You're going to call me out here on an international 
podcast.  

Bill Keen: Yes sir. I appreciate your honesty as well. The point of umbrella insurance is to 
provide you with an extra liability coverage over and above what you've got in 
your typical coverages. They typically are somewhere between a million and five 
million of coverage. They don't take effect until your other coverages have been 
exhausted. So, let's say you're in a car accident and you have a half million 
dollars of liability coverage and your umbrella policy wouldn't pay out until the 
500 was taken care of. So, if you've got a couple million in umbrella coverage 
and the person you hit settled for a million and a half, then your umbrella policy 
would kick in there. So that extra layer of protection actually comes out to be a 
pretty good thing.  

Bill Keen: These policies are just a several hundred dollars a year. So they're not much to 
add to your situation to your cost for insurance. So, I've seen a lot of our clients 
that have things like pools and trampolines, things that are obvious potential 
issues buy these. But also people that just have built wealth that want to make 
sure that they're covered in case some fluke accident were to happen on their 
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property or be considered their fault as well. Steve, I'd be curious to know why 
you would have dropped that. 

Steve Sanduski: Well, we had it for a specific reason. So this was back when one of our kids was 
in high school and she was doing some type of charity event and we were 
renting a facility and for some reason we needed to have an umbrella policy 
that would cover that and it also covered our home. So I think that lapsed. I 
mean of course in my business, you know, I've got the professional liability 
insurance and all the insurance related to the work that I do and then just our 
regular property and casualty but now you got me thinking. I'm going to have to 
go back and double check. Maybe I've got it and it just pays the bill 
automatically and I don't even think about it. 

Matt Wilson: Well, you probably won't notice it because it is extremely inexpensive. Typically, 
it might be a couple hundred dollars for a million dollar policy and then every, 
maybe 100 dollars for every million over that based on the situation of course. 
It's because they know you've got existing coverage to a certain dollar amount 
and it is rare for you to get sued and then to have a judgment over and above 
certain dollar amounts. That's why they price them that way. But, it is a risk that 
if we can alleviate that in an inexpensive way, it's definitely something that we 
want to take advantage of. 

Bill Keen: At one point we had a client come in who actually had a friend of hers, a long 
term friend, Matt, you might remember this, visiting her at her house and the 
friend took a spill on the sidewalk. It wasn't icy, there wasn't an issue, she just 
took a spill on the sidewalk and sued her friend, sued her for hospital bills and 
pain and suffering. It was shocking for one but that is an issue where if you have 
friends over for an event or the weekend let's say and then while they're staying 
one slips in the kitchen or something and takes a fall, depending on how bad the 
fall is, the hospital bills and fees could be astronomical.  

Bill Keen: You think your homeowner's insurance policy would cover those bills and the 
question is it depends. So it probably will cover most of them but in certain 
cases they have limits. There's other things that you just need to make sure of. 
I'm not trying to stir up. We try to do the opposite, not stir up anxiety around 
things that don't require it but we're just saying for a small price I think it an 
umbrella policy makes sense for most people. 

Steve Sanduski: Good. All right, any other mistakes we should be avoiding here? 

Bill Keen: One of the things that we see a lot of people taking advantage of and especially 
around the holiday season but not necessarily, it can be any time, are these 
offers for zero percent interest. Now, I will say and Matt will agree with me that 
most of our clients that are retired when they have their nest egg and they're 
living within their means and they've done that their whole life probably don't 
have a problem with this but it's still good to talk about. A lot of people will take 
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up these offers to buy something I'm thinking furniture, other things on a zero 
interest payment schedule. 

Bill Keen: Our friend Warren Buffett here that owns Nebraska Furniture Mart, Steve, is 
one that comes to mind, they're always giving out and announcing zero percent 
interest offers. In some cases, it's one year, it's two years, I've seen three years, 
six months, what have you. The point we want to make is there's two. One is 
mental accounting. I've seen a lot of people that think is zero percent interest 
means the merchandise is free. So that's faulty mental accounting. The 
merchandise is not free but it feels that way because you don't pay anything for 
it at first at least.  

Bill Keen: Secondly, the problem that I do see though is you will get your first bill in the 
mail and it will give you a minimum payment. So let's say you had a year of free 
interest, well, it gives you the minimum payment to pay it off over let's say 
three to four years. So if you're not paying attention and you're just paying the 
minimum payments, you think it's zero interest but if you go one day past that 
call it one year offer they have, then it retroacts all the interest from day one. 
So, I think it was worth a couple minutes today to just mention. If you're going 
to take advantage of a zero percent interest charge to make sure you're paying 
attention and getting that thing paid off, it's great, free money and that's good 
as far as the interest goes that is, free interest, zero interest, is good but make 
sure you get it paid off in time to actually have gotten the zero interest rate. 

Matt Wilson: Yeah, because they're tallying up all the interest that is being deferred if you 
don't pay it off in time. If you owe a small balance, I mean, it doesn't matter the 
amount, it could be just a few dollars and you didn't have it paid off they're 
going to tag all that interest back on to your bill that you've now got a add, 
make a payment on. 

Bill Keen: That's right. That one day could make all the difference in the world so that's 
something to be aware.  

Matt Wilson: Another tip on that too is if there is a place that you're shopping at that is 
offering this, they typically will negotiate better prices on cash buyers.  

Bill Keen: That's where cash is king. 

Matt Wilson: It's a little different than the vehicle standpoint because the vehicles they aren't 
deferring all the interest if you don't make a payment, they're catching you up 
on that one. In situations where you're buying furniture on a zero percent 
financing through their credit, they might be able to negotiate a little bit better 
deal with the salesperson on a cash deal.  

Bill Keen: Steve, I wanted to close out today with one last opportunity here that I thought 
would get your attention. Lately over the course of the last what, five, six, 
seven, maybe even 10 years we've seen interest rates so low. Banks are paying 
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virtually nothing still on deposits. Steve, how would you like to have an 
investment that could pay somewhere between 400 and 800 percent interest? 

Steve Sanduski: Sign me up. 

Bill Keen: You are gullible, aren't you? You think that exists. Let me tell you where that 
exists. 

Steve Sanduski: It does exist, is that what you're saying? 

Bill Keen: Unfortunately, that exists. 

Steve Sanduski: Oh, okay, well, let's hear it. 

Bill Keen: It exists for the owners of these payday loan providers, these fast cash or 
speedy cash, you've probably seen them in almost every strip mall as you drive 
around your local neighborhood and ours. Are you familiar with what I'm talking 
about, these short term loan providers? 

Steve Sanduski: Yeah. 

Bill Keen: Yes. So I don't suppose you've taken one of those out, have you, Steve? 

Steve Sanduski: I haven't, no. Can't say that I have.  

Bill Keen: All right. Well, for us, it just feels like, I mean it feels like, I don't know that it 
feels like, I think it just is predatory lending. It typically it's folks that need 
money now. I think of an example, the reason I'm bringing this up is because we 
had someone refer to us that was fighting a lawsuit against one of these 
companies and I was able to look at the loan documents and dig a little deeper 
about how these things work. But an example was someone getting their car 
fixed, they ended up getting about a $600 bill. They didn't have the money to 
pay for their car being fixed until their payday came a couple weeks later. So 
they walked down the street to one of these places and they get a short term 
loan for five or six hundred dollars.  

Bill Keen: Then ideally when the check comes you either, I believe you either give the 
company a signed check or you give them authorization to debit your bank 
account upon the next payday and you pay a fee of something like 50 or 60 
dollars to get the 500 dollars. So you start running that math and you start 
thinking, well, this is a 10% interest over the course of one week, just on the fee 
itself. Now, if you can't pay it off they will agree to roll it another week or two 
and re-effect additional costs. So you can imagine how quickly this snowball gets 
going downhill.  

Matt Wilson: Oh it is ridiculous. There's a lot of chatter I see from time to time in each of the 
state's legislation about trying to limit this because it is truly this predatory 
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lending. Right now there are 32 states that allow it. And so, it is across the 
country but not everywhere. And then each state has their own rules around 
this. So in Missouri, for a 14 day loan, the maximum that you can borrow is 
$500. I guess they feel like they're capping someone's potential for getting into 
a lot of trouble but $500. They cannot charge a fee. So this is the finance charge 
fee in excess of 75% of the initial loan balance so that's nice of them to cap that 
at 75% of what you loaned out as a fee.  

Bill Keen: For the two week loan, is that right? 

Matt Wilson: Well, that's just a finance charge for a two week loan. Then the APR, so the 
annual percentage rate, it's capped. So in Missouri it's not unlimited. 1950% is 
the cap. 

Bill Keen: Oh my goodness, I underquoted the potential opportunity of owning one of 
these places. 

Matt Wilson: Yeah, they were leaving money on the table there. I guess they were cutting a 
deal for this person.  

Bill Keen: Oh my goodness gracious.  

Matt Wilson: It is pretty crazy. 

Bill Keen: So if you're listening to this and you have a relative or a friend or anyone that's 
gotten involved in one of these, I would just simply say, if you have any 
influence or you want to get involved in it to advice that the turn and run at 
right angles from this type of an arrangement and do anything else but engage 
with one of these companies. It is just brutal.  

Bill Keen: I have a document in front of me now that is an installment loan promissory 
note. Matt, with your information you just provided I'm not so upset with this 
one I'm looking at. This one was only an annual percentage rate of 432%. So this 
particular person who we've recently helped settle this actually with the legal 
counsel's assistance had borrowed $750. Like I said, the annual percentage rate 
433%. The finance charge over the course of their payment was $4472. So they 
borrowed 750 and they will paid back 4472 over the course of 36 months. So, 
what happens is if you don't pay it back in that short timeframe, this is the 
installment loan promissory note that gets run out over the course of time. And 
then trying to settle this for anything less with these companies is a fight.  

Bill Keen: This person was actually served by a process server with a lawsuit that was a 
fully filed lawsuit with the judicial circuit court and was pretty stressful on them. 
So anyway, that's been settled, that case has been settled. So hopefully that 
situation is not stressing them out now, they don't get into that situation again. 
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Bill Keen: Some of these items that we talk about they're fun and I think they're good to 
talk about. I think we need to talk about them because folks get involved in 
these things and don't really know what they're actually signing up for.  

Steve Sanduski: Great. Well hey, thanks for sharing that Bill. Lots of good advice there and things 
to watch out for. Bill and Matt, thank you for another great episode here. Lots 
of great sharing, lots of great education and hopefully some of the folks 
listening here perhaps we might be able to save you from making a financial 
mistake down the road. 

Bill Keen: We're grateful to be able to continue providing our information through the 
podcast here and we get such great feedback from all of our listeners including 
a lot of financial advisors that listen in and provide feedback to us as well. A lot 
of questions come in so I also would want to encourage folks to keep those 
questions coming in via the email. You can email me directly at 
Bkeen@keenwealthadvisors.com and we may likely use some of your questions 
on one of our episodes and have some fun with it and hopefully provide some 
great information there too. 

Bill Keen: So Steve, thank you so much once again, sir. It's always fun. We really enjoy 
being able to have these chats with you. 

Steve Sanduski: Okay. Thank you guys, we'll talk to you soon. 

Bill Keen: Alrighty, we'll see you. 
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