
What is your money lifeline? 
 
If you are a long-time reader of this magazine, you might recall that the original version of this 
article appeared here many years ago. However, I never tire of re-telling it because it reminds 
me of the importance of the work I do for my clients to protect them and their families. Here’s my 
story. 
 
For most of his working life, my dad was a self-employed housepainter. He always had a job, 
and, quite often, he worked seven days a week. I remember seeing him go off to work early 
many mornings in his white painter’s pants. For several years, he worked on jobs in the Chicago 
Loop and rode the Illinois Central commuter train from our suburban home. He used to joke that 
he sat with “the big executives” and carried a brief case just like they did, except he called it his 
“grip”, the leather satchel in which he stored his brushes, rollers, and other tools. 
 
We didn’t think his job was particularly dangerous, but, when I was about nine years old, my dad 
was injured on a job. A scaffold he was working on collapsed because it wasn’t anchored 
properly. My dad fell ten feet to the ground and broke the fourth lumbar vertebra in his back. It 
was during the summer, and I remember like it was yesterday when someone at the hospital 
called my mom. My dad ended up in a full upper-body cast, and needed six months of recovery 
time. My mom didn’t work outside the home, so my dad’s disability could have meant six months 
of no income for our family. 
 
Except for one thing, and it turned out to be our lifeline. 
 
My dad had a disability income insurance policy that he had purchased many years before his 
accident. It paid $50 dollars a week. That might not sound like much, but this was 1960. 
Gasoline was 31 cents a gallon, a pound of hamburger was 45 cents, and the monthly note on 
our house was $54. My dad’s house painting income had disappeared, so that $50 disability 
check became our lifeline. 
 
The check came in the mail every Friday. Then my mom, who didn’t drive, would get a ride to 
the bank from a neighbor or my grandfather and deposit the money in her checking account. 
The system worked, and our little family – my dad, mom, brother, sister, and I – rode out those 
six months with the luxury of a regular, albeit small, paycheck. 
 
Except, one Friday, the check didn’t come. 
 
That hadn’t happened before, so my mom called the insurance company to find out where our 
check was. “Don’t worry,” the customer service rep said, “we mailed the check on time. You’ll 
probably get it on Saturday.” I was only nine years old, but old enough to notice the concern 
between my parents. “The lady said it’ll come on Saturday,” my dad reassured my mom, “we’ll 
be fine.” But, my dad was wrong. The check didn’t come on Saturday, and even a little kid like 
me could feel their sense of panic. We didn’t have any money, and our family was in trouble. I 
don’t remember much else about that weekend, but I do remember Monday, when the check 
finally arrived. The look of relief on the faces of my mom and dad is something I’ll never forget. 
 
My dad’s disability check was never late again, and we survived that difficult time. He made a 
full recovery, went back to work, and retired at age 65. Despite never earning more than a 
housepainter’s wages, he and my mom paid off their home, put three kids through college, and 
enjoyed a comfortable and dignified retirement. My parents are both gone now, but they gave 
three kids a good life. 



 
I invest money for my clients. For the most part, that’s how I get paid. However, my most 
important work happens when we combine an investment portfolio with a comprehensive 
financial plan, one that is designed to identify the financial lifelines that most people need for 
themselves and their families. If you don’t know what yours are, then you need my help. Call me 
today. 
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