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Children are self-centered. 
They believe they are special, 

unique, and supremely important. 
They each believe that the world 
revolves around them. Recently, 
a group of children were asked 
what they thought was the most 
important thing that happened in 
the world within the past year. 
While an adult might say it was the 
recent escalation of conflict in the 
Middle East, ongoing turmoil in 
Iraq, or some other event that had 
a global impact, the children gave 
a different answer. Without excep-
tion, each child identified some 
event specific to his or her life as 

being the most important event in 
the world — a dog having puppies, 
having a certain teacher in school, 
getting a new bike, etc. 

This self-immersed lack of per-
spective is normal and natural. 
Children have not yet developed 
the mental capacity to see the world 
through someone else’s eyes, to 
evaluate another’s perspective or 
to empathize with the thoughts 
and feelings of those around them. 
Children believe that things hap-
pen or do not happen because 
they are involved, because they 
want them to happen, or because 
they don’t want them to happen. 

When children receive praise and 
affirmations for a job well done, 
they do not question the endorser’s 
motives. Instead they wholeheart-
edly embrace the compliment. 
They beam with pride and believe 
that yes, indeed, perhaps they 
could be the next Picasso, Andre 
Agassi, Michelle Wie, or President 
of the United States. These beliefs 
have a powerful impact on what 
children think is possible, and who 
they believe they are. 

Who we become and what we 
accomplish begins with this belief 
about who we think we are. In 
fact, all super-achievers have at 

least one thing in common; they 
all believe it is possible to achieve 
their dreams. Without this belief, 
we would be crazy to take all the 
time, effort and risk it takes to real-
ize our goals. Unfortunately, when 
children are repeatedly given the 
message that there is something 
wrong with them, they internalize 
this message with just as much 
vigor. Too many of us grow up 
thinking there is something wrong 
with us. We believe we are flawed, 
we lack some important character-
istic, or we think we are downright 
worthless. These messages can 
come to us in many forms. Perhaps 

when we 
w e r e 
y o u n g 
we were 
r e p e a t -
edly com-
pared to 
a smart-
er class-
mate, a 
more athletic sister, a better look-
ing friend or a more accomplished 
brother. Perhaps we were told we 
were stupid, ugly, lazy, or a mis-
take. Perhaps we got the message 
in much more indirect ways such as 
by being physically or emotionally 
abused, with the outcome being a 
powerful belief that we must be 
bad enough to deserve it. Since 
children are self-centered and are 
not able to question the motives of 
their abusers, they begin to assume 
they are just getting what they 
deserve.  

Despite any negative messages 
we have received in our lives, 
each of us has been given a set 
of unique talents and gifts. Often, 
these gifts are hard to recognize 
in ourselves because we have not 
yet identified them, or we mini-
mize their importance. Our unique 
talents make certain tasks easy for 
us, because they come so naturally. 
However, what is natural and easy 
for us may be unnatural and dif-
ficult for many others. As such, 
when we are trying to discover 
our gifts, we should pay attention 
to the compliments we receive 
from others. Doing something well 
and being recognized for doing 
something well, raises our self-
esteem. However, there is a dif-
ference between one’s self-esteem 
and one’s self-worth. Self-esteem 
is our sense of our ability to do 
things well. It involves how we 
feel about our ability to perform. 
Self-worth goes much deeper than 
our ability to produce or achieve. 
Self-worth involves the degree 
to which we see ourselves as a 
worthwhile human “being” versus 
a human “doer”. If you are unable 
to run, jump, skip, talk, earn a liv-
ing, or care for others, what are 
you worth? 

While building-up our self-
esteem and the self-esteem of our 

What are you worth? YOU’RE 
NOT ALONE

DR. BRAD KLONTZ

Clinical psychologist

See Alone, Page 18
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It’s unfortunate, but true: Unscru-
pulous people and companies do try 
to take advantage of unsuspecting 
investors. And the Internet has made 
it a lot easier for these predators to 
reach a mass audience. To avoid 
potential ripoffs, you need to be 
vigilant, and you need to ask ques-
tions - lots of them. 

While there are many types of 
fraudulent activities floating around 
the Internet, one of the most com-
mon scams resembles a “pyramid 
scheme,” by which shady operators 
initially appear legitimate by using 
money coming in from new recruits 
to pay off early stage investors. If 
you participate in such a plan, you 
might make a little money right 

away, only to be encouraged - or 
required - to buy a “membership” 
so you can boost your earnings. 
However, when the pyramid gets 
too big, it will eventually implode, 
because, at its heart, it 
is a dishonest arrange-
ment that can never 
truly be funded enough 
to reward all investors. 

The Securities and 
Exchange Commission 
(SEC) has issued guid-
ance for you to defend 
yourself against “get 
rich quick” schemes. 
Here are a few of the 
SEC’s suggestions: 

* If it sounds too 
good to be true, it prob-
ably is. This piece of 
advice has been around 
a long time, and it’s just 
as valid today as when it was first 
uttered. If someone promises you a 
high rate of return, be suspicious. 
Compare what’s being offered with 
current returns of well-known stock 
market indexes. 

* Investigate a company before 
you invest. The company that “pitch-
es” you an offer may well have 
an impressive-sounding name, but 
that doesn’t mean much. Before you 

spend a dollar, contact the secretary 
of state where the company is incor-
porated to see if the company is, in 
fact, a corporation, and whether it is 
in good standing. You can also call 

your own state securities 
regulator to see whether 
the company, or who-
ever is promoting the 
offer, has a history of 
complaints or frauds. If 
the company has only 
a post office box or is 
unwilling to provide you 
with information about 
its location or manage-
ment, you are looking at 
a “red flag” already. 

* Ignore “testimoni-
als.” If a company is 
fraudulent, it won’t have 
much trouble generating 
fake testimonials from 

“satisfied customers.” 
* Say “no thanks” to “guaran-

tees.” When a promoter guaran-
tees you a high rate of return, you 
can be assured there’s something 
amiss. In the investment world, high 
returns are typically only achieved 
by higher-risk vehicles - and they 
don’t offer guarantees. In fact, no 
reputable financial professional will 
promise you a specific return on a 

stock or other variable security. 
* Forget about “Shortcuts” Most 

of the schemes you will encounter 
promise big returns in short periods 
of time. But in reality, that hardly 
ever happens. Substantial growth 
in investments typically occurs 
over a long period of time - which 
means that, as an investor, you need 
patience and discipline above all 

else. 
Ultimately, there is no shortcut 

to investment success. You need to 
evaluate each investment opportu-
nity based on your individual goals 
risk tolerance, portfolio balance and 
time horizon. 

This approach may not provide 
you with “hot” opportunities - but it 
won’t burn you, either.  

Take steps to avoid investment scams

children is quite important, it is 
even more important to focus on 
deepening our sense of self-worth. 
In addition to complimenting our-
selves and our children on a job 
well done, it is vital that we focus 
on our intangible value, such as 
our personality, intellect, kindness, 
or spirit in order to build feelings 
of self-worth. Affirmations like, 
“You mean the world to me,” or 
“I really like how much you care 
about others,” or “You can become 
anything you want to be in this 
world,” or “I am so lucky to have 
you as a spouse/child/friend,” go 
much deeper than self-esteem-rais-
ing affirmations such as, “You did 
a great job mowing the lawn,” or 
“You are really good at math,” or 
“You look very pretty today.” We 
benefit from all kinds of affirma-
tions, but there may come a day 
when you will no longer be able 
to work due to aging or illness. 
There will come a day when you 
fail to achieve a goal. There will 
come a day when you will hurt 
or disappoint the people you care 
about most. There will come a day 
when you won’t be able to “do” 
much of anything. When that day 
comes, what will you think you 
are worth?  

Dr. Brad Klontz is a clinical psy-
chologist, consultant, and author 
and can be reached by e-mail at 
brad@klontzcoaching.com. For 
more information on this or any 
other psychological topic or for 
free, confidential referrals to a psy-
chologist in your area, contact the 
HPA online at www.hawaiipsych.
org or call (808) 521-8995.

FINANCIAL 
FOCUS

RUBEN REA

Edward J0nes Inc.Alone  
Continued from Page 14

Submitted by Ruben J. Rea, Investment Representative, Edward Jones,  
3-4301 Kuhio Highway, #205, Lihu‘e HI 96766.
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