
Thinking back on your past work experience, what moments 
have given you the most satisfaction and fulfilment?

I clearly remember my partner, Lon Morton, saying: “I always 
wanted to be paid for what I think, not what I do.” I’m not sure I 
understood the distinction at the time he said it, but I think I do 
now.

When I was involved in my family business, our fees were based 
upon what we did: pay payroll, hire and fire, provide benefits, etc. 
While we had to be thoughtful in what we did, we were ultimately 
paid for the actions we took.

When I worked as a lawyer, I had to be thoughtful, but it was my 
job to do research, draw up documents, represent my clients’ 
interests in court and their world. And while one could argue that I 
was getting paid for what I thought, it still leaned more heavily on 
what I did.

But at Morton, it’s different. Sure, there are some tasks that have 
to be done, but it’s what we ultimately think that has the biggest 
impact upon our clients’ lives.  And here’s where the satisfaction 
portion comes in more significantly than winning a case or 
successfully paying thousands of people’s payroll in a timely 
manner. While we certainly can help clients work through personal 
finance decisions such as whether to refinance, buy or lease, those 
are examples of what we can DO. 

However, I gain the most satisfaction when a client, a layperson 
to finance, asks for advice that is unique to them When you are 
guiding a client through their financial plan, helping them make 
life-changing financial decisions, you realize that you are getting 
paid for what you THINK, that my experience with all these 
variables can come to play in order to help this client make a 
decision unique to them. There are no two exact scenarios, and 
my greatest satisfaction and fulfillment come from being able to 
take all of their unique pieces of information and help guide them 

to a conclusion that will be best for them. THAT’S getting paid for 
what you think.These clients offer 

empowerment right 
back to us.
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Empowering a customer or client is something many of us hope 
to achieve in our work. What opportunities have you had to 
accomplish this in the past?

When March 2020 hit the world and the pandemic rocked financial 
markets, many clients were frightened by the drop in the equity 
markets. Trying to model how this change would not have a 
devastating effect upon their financial future was to no avail. 
Some finally insisted on selling out of all equities. This was despite 
reviewing, numerous times, their financial plans and being able 
to see that the downturn, even if it continued, would not have a 
material effect on their ultimate life goals. Maybe some changes 
would have to be made, but it was such that they could continue to 
live their lives and retire in the way that they envisioned. 

Let me back up: Some of these long-term clients, who will clearly 
relate to this scenario, had always felt that they were tolerant 
of risk in their portfolio. And while their portfolios were far from 
aggressively positioned, they had not encountered the type of 
severe drop we saw at the beginning of the pandemic. So they 
admittedly panicked and we sold out. 

But after a time of reflection, where hindsight is always 20-20, 
some of these clients recognized that they had let their fears 
overcome the objective facts that were presented. That’s a tough 
thing for anyone to admit, but they were self-aware enough to do it 
so we were able to work with them to redesign their financial plan, 
come up with different ways to approach future living expenses 
and income, and model it in such a way that the clients recognized 
they did not have to take on an undue amount of risk in order to 
meet their financial goals. 

While this type of empowerment may have come at a cost to these 
clients’ total net worth, they had the opportunity to truly assess 
what was important to them and their family. Empowering them to 
do that provided them with peace of mind.

The best part is that these clients offered empowerment 
right back to us. Whether it had to do with their families being 
strongly committed to their moral values, or just the honest self-
assessment of what had happened, they offered our team a look 
at the embodiment of commitment and generosity. My teammate 



Sarah says it best: recognize that it’s not about value lost, but 
about value transferred. 

What was the turning point for you in deciding to change 
careers?
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https://www.youtube.com/watch?v=18BKkWdJgGc

