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When it comes to money matters, we exhibit a variety of learned
tendencies that we all play out every day. For instance, one
person may avoid dealing with a difficult financial situation be-
cause he feels trapped and can’t see a way out. Another person

may focus on achieving “six figures” perceiving it as a symbol
of status on which she bases her self-worth.

Don Martin, pres-

ident of Horizon

Advisors based in

Westlake Village,

) California —a

/Q" ! bedroom commu-
A{E nity of greater Los

Angeles — says that many people

can benefit from an attitude adjust-

ment.

“So many people have incredi-
bly unhealthy money scripts run-
ning in their heads,” Martin said,
noting that much of it comes from
how money management was
modeled by their parents. “Mon-
ey is emotional, and they end up
hanging on to the wrong strategies
out of habit, rather than exploring
their current options and choosing
what will bring them success, giv-
en their own personal values.”

Early in his career, Martin once
told a supervisor that he intended
to become a “family doctor for
finances.” Scoffing at the notion,
the supervisor replied, “People
don’t care about that.” Martin held
firm to his career objective and
his belief that effective financial
management has much in common
with a healthy mental outlook.

Through client education and
through developing a close-knit
relationship Martin and his staff
are able to get ahead of a client’s

potential financial problems by an-
ticipating them before they occur.

This nearly kin-like relationship
gives Martin a unique understand-
ing of his client’s needs and allows
him to identify and secure oppor-
tunities that might be otherwise
overlooked via less familiar ties.
He skips over the technical and
often confusing industry jargon
when explaining the relevance
of various financial lessons to his
clients. He meets them at their
current level of financial literacy
and builds upon that to facilitate a
comfort level that gives them con-
fidence to interact in the financial
space.

“Like I tell my clients, I like
to think I am bilingual: I speak
English and money,” Martin said.
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“And I can translate one into the
other to help the client better un-
derstand.”

The approach at Horizon Advi-
sors is to surround clients with a

ment forecasting, tax planning and
even skilled vacation planners to
help client maximize what’s possi-
ble with their money.

Relying on this team of ex-
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perts to handle routine tasks that
account management requires
provides Martin the opportunity
to do what he is best at: develop
client relationships.

“Tknow that is not necessarily
the traditional model,” Martin
said. “But, before as I was han-
dling those issues myself, I found
myself barely able to serve clients
at the level I desired. So I decided
to step out from performing all
those roles and become the creator
and coordinator of this team of
experts that each work proactively
in the various key aspects.”

His philosophy dates back to
2007 — a time frame Martin dubs
as a turning point in his career.

He was employed as a financial

advisor with a major bank and
was working with a well-heeled
client that had just sold his
business.

“T'had never met anyone
before with that much money,”
Martin recalls. “I figured he
had no problems at all. Must be
nice.”

Well, he was wrong.

As he got to know the client,
he discovered a sad truth. The
man was divorced, estranged
from his children and had seri-
ous health afflictions that made
movement challenging. He was
in too much pain to go anywhere on a
regular basis.

“He told me, ‘I never dreamed [
would have this much money, but if T
did dream, it would have never been
like this,”” Martin said. “It just broke
my heart.”

That’s when Martin’s own person-
al script on financial matters blew up.

“Early in my life, I was given the
mistaken notion that more money
always brought more happiness. But
this man’s truth sent me off on a per-
sonal journey to find out what really
does help a person have meaning and
significance in life. I found out that
money matters, but money itself was
not the answer,” he said.

That’s when the concept of finan-
cial life planning entered his life.

The firm he was working for was
going through a merger and the
pressure was on for Martin to sell
more products. He realized that what
clients really needed was a service
model that highlighted life planning
in a sustainable way via a family
office model versus mere completion
of transactions.

Today, he asks his clients many
questions before he suggests what
unique strategy or what financial ve-
hicles he recommends for their needs.

“I want to know what their back-
ground is and if there are any hang-
ups regarding money that needs to
be acknowledged and dealt with,”
Martin said. “We have a deep, deep
conversation regarding their personal
values associated with money. Once,
we are clear on that, we can discuss
goals. I find that if the goals identified
by the client are based on their values,
the client is more likely to follow
through.”

For more information on Don Martin

and Horizons Advisors, visit:
horizonadvisorsla.com.
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