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What does Financial Planning 
have to do with an Ostrich?
By Christina Nash | President & CEO, Knox Grove Financial

There is a myth that an ostrich will bury its head in the sand 
when it is scared.  This myth has been used to back statements 
like “Hold your head up, don’t bury it in the sand” or “Positively 
approach your day instead of burying your head like an ostrich.”  
If this myth were true, we could say that many people simply 
bury their heads in the sand like an ostrich instead of creating a 
Financial Plan. In reality, ostriches who stick their heads into the 
sand are simply being good parents.  When starting a family, 
an ostrich will bury eggs in 6 to 8 feet holes that are 2 to 3 feet 
wide. Throughout the day, the parents dip their heads into 
the sand to gently turn the eggs with their beaks. An ostrich 
really has no reason to be scared.  According to the San Diego 
Zoo, ostriches stand up to 9 feet tall, weigh on average about 
250 pounds, and are the fastest animal on two legs. They are 
capable of speeds up to 40 miles per hour and can keep an 
endurance pace of 31 miles per hour for up to 10 miles.  Even a 
one-month old baby chick can run up to 35 miles per hour.  

Ostriches are amazing, interesting animals.  So, what do they 
have to do with Financial Planning?  Many clients come to me 
to help them create a financial road map and navigate the map 
to their desired goals.  A very common comment that I get 
from a new client is “I have been avoiding this process because 
I was scared” or “We know we would be further along if we 
had not procrastinated in getting help.”   These are all normal 
feelings. Many people take a passive approach to their finances. 
By definition, the word passive means the failure to involve 
what you WANT, what you NEED, and how you FEEL. I enjoy 
helping my clients think and talk about their money, their goals, 
and their fears.  Financial Planning helps one take an active 

approach to their finances. The planning process begins with a 
client establishing what they WANT, NEED, and how they FEEL 
about their money. Once these questions can be answered, we 
now have a basis for future financial decision making. The goal 
is for our clients to feel empowered by their plan and have the 
ability to sleep well at night knowing that they have faced their 
fears and have a plan in place to reach their goals.

It’s okay to be like an ostrich!  Create your custom financial plan 
and occasionally stick your head into the sand and gently check 
on your “Financial Nest Egg.”

For more information on “Financial Planning” or to schedule an 
appointment to talk about your financial plan, call my office at 
609-216-7440 or email me at christina@knoxgrove.com.

Wishing You Success,
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QUESTIONS ABOUT MEDICARE?
We Can Help.
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New to Medicare? 
We Can Help. 

Give us a call today.

The Annual Enrollment Period (AEP) is 
October 15th to December 7th

Now is a good time to review your coverage.


