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Aaron Goldberg (00:57):
Hey everyone. Welcome to the PGA Players Podcast. I'm your host, Aaron Goldberg, certified financial planner and private wealth advisor at AWM Capital. Today, I'm joined by my business partner at AWM, Erik Averill. Erik, welcome to the show.
Erik Averill (01:13):
[bookmark: _Hlk57127242]Thanks for having me on. I'm excited to get this launched. Obviously, this is something that we've done for MLB players for a very long time, and it's about time that we expand into the PGA, so excited to have this conversation. And the whole reason for this podcast that you would talk to me about wanting to launch, was from a player's perspective, what are the questions and things that they need to know about from a financial perspective? Just because with all athletes, they're very unique. They are very different than the normal person and would love just have you share, Aaron, kicking us off, how are golfers unique and different than really the everyday person when it comes to their financial world?
Aaron Goldberg (01:59):
Yeah, that's one of the first questions I get asked when I'm talking to athletes, especially golfers, is who's qualified to be my financial advisor? And it's a really important question to ask because we get a broad spectrum of people that will call themselves financial advisors. And they span from really good advice to mediocre advice, to really, really bad advice. And we see all the horror stories out there.
Aaron Goldberg (02:24):
But what makes you as an athlete and as a golfer unique is, all the different things that construct your financial structure and how you make money and then how you're taxed on that money, too. So it's really important to have somebody that's experienced, both on the side of being in your shoes possibly, but also taking care of people in your shoes, so they understand the nuances that go into keeping as much money as you make as possible. And then, maximizing that net worth as you grow not only a player, but as a family and as a overall financial structure.
Erik Averill (03:04):
One of the things you hit on there that blows me away, that a lot of times we just don't have context around, is how many people are actually in the highest tax bracket? As a golfer you're on the tour, you're making a lot of money, and you may not feel like you're making a lot of money, but compared to the rest of the world and the United States, you are in the top 1%. So it's a staggering stat that 0.7% of singles are in the highest tax bracket. Said another way is 99.3% of other single people are not in the highest tax bracket.
Erik Averill (03:39):
And so, they're just asking and answering different questions, which is why I think when we see mass financial advice out there, the Dave Ramseys of the world, the Susie Ormans, the Merrill Lynchs, the Morgan Stanleys, the UBSs, the Wells Fargos, it's not that those are necessarily bad. They're just different, and they're just wrong. What are some of the other really unique things that golfers are facing that the general public just doesn't face?
Aaron Goldberg (04:08):
I think it's the complexity of their overall situation. A perfect example is something I found myself in is I didn't have disability insurance. To be honest, I'd never even heard of it when I was playing. I didn't know what it was or if I should have it. And unfortunately, I got hurt. And I didn't have full status at the time, so my access to disability insurance through the tour was nothing. But whether you have no disability insurance through the tour, or you even have the tour disability insurance, it's probably not enough to cover what you need from a month-to-month spending standpoint. So it's really important to have somebody that understands what that need is and can show you, look, here's what you have. Here's what you're spending. If you get hurt, if you're not able to play for months or years, here's what you have access to for pennies on the dollar to cover yourself.
Aaron Goldberg (05:01):
And not that we like insurance, but for some things like this, if we can guarantee or protect some of our income for the future against injury, then a lot of times it can be worth at least investigating it. So I wish someone would have had that conversation with me. I know my family, we'd be in a completely different financial situation if that had happened, because mine was a career ending injury. I would have probably had something along the lines of half a million to a million dollars worth of coverage for a career ending injury. And it wouldn't have cost me much on a year-to-year basis, but I did not have that. And if you see my house, you can probably tell that I didn't have the million dollar disability insurance.
Erik Averill (05:44):
No, and it's not a laughing matter, right? Because it truly impacted someone like you, who you have this career, this trajectory of what it could be, but we talk so much about that the majority of our clients' wealth is tied up in their human capital. It's their ability to convert this potential on the tour into career earnings. And we'll do an entire podcast in the future on the disability insurance options. So you want to make sure to head over to pgaplayerspodcast.com. Make sure that you subscribe to the newsletter so that you know when that information does come out.
Erik Averill (06:22):
But Aaron, one of the things that struck me is you said you didn't know. Yet you had an agent, you were on the tour with other players. Are these just conversations that aren't happening out on the course between players or your agent? What's the advice you would give to the players listening of where they should be getting this information from?
Aaron Goldberg (06:43):
Yeah, I mean, I was young. I thought I knew everything. I got a finance degree in college, so I know everything there is to know. And so, I hired my parents' accountant who had zero experience in athletes, let alone golfers. So I was not covered any by any means. Unfortunately, my agent had just started learning about disability insurance, and it didn't really come up with me yet. Fortunately, they are having that conversation with their players now but using me as a case study.
Aaron Goldberg (07:15):
But I think it comes back to one of the other questions I get a lot is, "Well, my parents have a good financial advisor. Shouldn't I just use them?" And they may be great for your parents that work a normal job. I don't know what they do. Maybe they own a business, or whatever they do. But if your parents aren't professional athletes, they're financial advisor's probably not right for you because they don't know what to look for. And like I alluded to earlier in the show, we've all heard the horror stories of the guys that get swindled out of their money with a bad advisor that's a crook. But what I think is almost equally dangerous is the mediocre advisors, the ones that don't know what they don't know.
Aaron Goldberg (07:54):
[bookmark: _Hlk57127803]For you as the athlete, your job isn't to know everything that goes into your financial world and what your advisor should be telling you. That's their job. That's what you are hiring them to do. But what's really dangerous is if they don't know the things they don't know, then how are they going to look out for you? And so, when you hire people that have had that experience with other athletes, whether it be baseball players, whether it be football players, whether it be golfers, they know the pitfalls that come up and the ways that we can maximize net worth for our clients by capitalizing on their human capital and making sure that we take advantage of every opportunity that they have. It really hits home why there are specialties and advisors that really should be taken care of set groups of people like athletes.
Erik Averill (08:47):
Two things you hit on that struck out to me. I love it, is really, the danger of the average of anything, right? It's this joke, it's, you're the best of the worst options. And you're the worst of the best options when you're the average advisor. And when you're the best in the world at what you do, when you're one of 100 in the world of what you're doing, you should demand the same from an expertise standpoint, especially when it comes to something as important as your family's financial future.
Erik Averill (09:16):
And just hitting on those differences of it's not necessarily good or bad, it's just different. And we know this from a specialization standpoint. One of the first things we learn as a professional athlete early on, is the importance of specialized advice when it comes to our strength and conditioning, when it comes to our rehab, when it comes to our recovery, when it comes to our nutrition is none of us rolled down to LA Fitness, asked the guy on the bench next to us, "Hey, what workout are you doing?" Absolutely not. Nor do you actually pick up Golf Digest magazine and say, "Hey, what tips and techniques are we going to try and implement on the tour?"
Erik Averill (09:55):
We laugh at these things. Yet, we see this being done when it comes to your financial future, and something that you hit on there that I think is really important is, how different are golfers when it comes to taxes?
Aaron Goldberg (10:09):
They're completely different. If you think about it, where as a golfer, you're almost completely backwards to the normal everyday worker. The everyday worker starts at a lower salary, works their way up. They probably make the most money at the end of their career, '60s, and that's when they end up retiring. For a golfer, you're going to peak early. And hopefully, you have a nice long career out on tour and you're making money into your 50s, but it might be in your 30s. It might not even make it to your 30s, but you're going to be able to front load that and make a lot of money the early years. But you're also doing that as your own entity, so whether you form a corporation or not, that's something we'll hit on in a future podcast, but you're going to be taxed based on what you earn.
Aaron Goldberg (10:54):
You have some opportunities there, so you want to put away as much money on the side into a tax type sheltered account or tax-deferred account, so that we're avoiding those high taxes early on. So if your advisor hasn't talked to you about an individual 401k or a backdoor Roth conversion, at least the SEP IRA, then those are the things that we need to at least explore and take advantage of so that we're saving ourselves as much money on the tax side and maximizing our after tax take home, the money that we're able to do things with.
Aaron Goldberg (11:29):
[bookmark: _Hlk57127853]And really, in the beginning of your career, what you want to be doing with that money is investing it in yourself. You are the business, your game is the business. You're going to be the biggest driver of your financial future as a player. So we want to make sure that you have as much of the earnings that you make in your own pocket to reinvest in yourself.
Erik Averill (11:53):
You hit on so many important things there. And what the main takeaway that I hear from you talking about, is where it comes to specialization of working with the best in the world at what they do is, you have complex needs. And trying to take an average, massive fluent approach to just saying, I'm only going to care about your publicly traded investment portfolio, doesn't work. Because it's actually about outcomes. It's actually about how do we convert your hard work into after tax dollars that hit your pocketbook, to make sure that you can use that money for maximum impact? Whether that's buying things on a financial side or leaving a legacy and doing your charitable efforts, is you've worked so hard to put yourself in a position, and you have a very small window of opportunity to convert those earnings, that you want to surround yourself with experts who have demonstrated the expertise and the experience to actually be able to offer that.
Erik Averill (12:52):
And that's what I tell all of our clients, right? Isn't that true? Peace of mind and freedom to go out and perform on the course because you have confidence that you don't have to worry about everything off the course, because you have a team of experts in your corner. And so, Aaron, I think that for PGA players, every week, we're going to be breaking down whether they need corporations, what type of tax planning they need, the disability insurance, how do you monetize your off the course income, talking about endorsements.
Erik Averill (13:29):
And so, if you had to put a bow on it, if you only have a five-minute conversation with the PGA player walking off of the course, and they ask you that one question, what's the one most important question I should be asking of my financial advisor to see if they're qualified? What's a question that they could be asking?
Aaron Goldberg (13:51):
It's hard to narrow it down to one, but if I'm going to ask an advisor one question of if they're qualified, it's how many other athletes do you represent and have you taken care of in the past? Because that right there, is going to let you know, are they able to understand the nuances that go into what my financial world is? And it doesn't mean that the guy or the gal that hasn't taken care of athletes in the past, isn't qualified, or isn't able to do it, but they're not going to understand. They're going to be learning with you as opposed to have already learned it and have that knowledge base to help you maximize what you bring to the table and what you can do with that financial legacy that you have. So that's probably the number one question.
Aaron Goldberg (14:48):
And then after that, you really want to make that, what type of company are they with? Are they a fiduciary? Which means are they acting in your best interest at all times? The last thing you want, is somebody that's selling you stuff and that's a salesman.
Erik Averill (15:03):
Yeah, we'll get into that in future episodes. The whole purpose of this podcast is to equip and educate so that you, as the PGA player, feel empowered to make sure that you're making the right decisions with your financial future. And as we always leave it, we know this as athletes, is that professional sports is a business. And if you don't come through, if you don't have success on the course, no type of relationship is going to keep you on the tour. It's move on to the next. And that can be cold and calculated, but we expect that level of expertise out of a player. We believe that you should demand the same out of your professional financial team, out of your agents and everybody that you surround yourself with.
Erik Averill (15:52):
You have put yourself in a position. You've worked extremely hard for your money, and you should not accept anything but the best. And so, we appreciate you guys taking time to tune in. We hope that this has been valuable. Like I said, make sure you head over to pgaplayerspodcast.com. Drop your email in there so you're getting access to all of the resources that we're going to be sharing in the future. And until next time, stay humble, stay hungry and always be a pro.
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