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difference?’ So we have to come to a 
common ground. He’s better at looking 
at big things, like not going out to dinner 
on Friday nights to save money. And I 
look at the small ones. You have to look 
at your temperament and what you can 
and can’t do over the long term.”

KNOW WHERE YOUR MONEY 
SHOULD GO
Seeing where the money is going is an 
eye-opening experience. Most people 
have no idea that they’re dropping $100 
a month, say, on birthday gifts for all 
the parties their children attend, or that 
those weekly trips to the dry cleaner 
add up to such big bucks. Many people 
know how much of their money goes 
to pay the cell phone bill — but haven’t 
stopped to see how big a slice of their 
spending pie that has become.

Here’s a look at how your budget 
should break down. This is where 
your net income goes, by the way, not 
your gross.
■  Housing: 35 percent. This includes not 

just your rent or mortgage, but utilities, 
maintenance, taxes and insurance.

■  Transportation: 15 percent. Again, not 
just your car loan, but the money to pay 

for gas, parking and upkeep, as well as 
any taxis or public transportation.

■  Other debt repayment: 15 percent. 
Not your mortgage or car loan, but stu-
dent loans, credit cards or other debts.

■  Savings: 10 percent. Non-negotiable.
■  Life: 25 percent. This is everything 

else. Your clothing, travel, health 
care, fun.

There is only one rule: Borrowing 
is allowed, except from savings. You 
may need to borrow from one bucket 
to supplement another — particularly if 
you live in a part of the country where 
it’s nearly impossible to bring that hous-
ing cost in under 40 percent. As I noted 
above, that 10 percent allocated to sav-
ings (which includes any contribution 
you make to a retirement account) is 
non-negotiable.

MAKE SOME CHANGES
Now that you can see where the 
money is going, and where the money 
should be going, you can start to make 
changes. First, go line by line, as Reed 
did, chopping the cable, cell phone, 
video rental or other services you’re 
not really using. Then attack the cash 
and debit card transactions.

The easiest way to limit your cash 
spending, believe it or not, notes 
Kathryn Finney, founder of TheBudget
Fashionista.com, is by spending only 
cash. “That is almost revolutionary for 
some people,” she notes. Here’s how you 
do it: Every week take out all the money 
you’re going to use for that week, put it 
in an envelope and use that. You go to 
the ATM once and do not go back. When 
all the money is gone, you’re done for 
the week. If you’re looking for a meal, 
it’s time to raid the fridge. “Someone 
asked me what you do you when you 
run out of money,” Finney notes. “And I 
said, ‘Hello! You don’t spend any more.’”

Small changes are, of course, easier 
than big ones, which is why you should 
make them fi rst. If they don’t do the 
trick, then you need to look at some 
larger items including the car or cars 
you’re driving, the private schools or 
camps your kids attend, and, last but 
not least, the house you’re living in.

SHARE THE (NEW) WEALTH
Finally, once you’re with the program, 
by all means share it with those around 
you. Budgeting, as Reed learned, is 
much more fun — and you’re likely to 
be more successful — if you can involve 
those close to you. She notes: “When 
a friend shares a common goal with 
you, then you have that extra boost of 

willpower to not eat out or purchase 
that bigger television. The old phrase 
“safety in numbers” works fantasti-
cally for me.” ■

With reporting by Arielle McGowen

Jean Chatzky, award-winning 
journalist, best-selling author and 
motivational speaker, is helping 
millions of men and women battle 
debt. Her newest book, The Difference: 
How Anyone Can Prosper in Even the 
Toughest Times (Crown Business) 
debuts in March.

Chatzky’s chart

Transportation: Again, not just your 
car loan, but the money to pay for gas, 
parking and upkeep, as well as any 
taxis or public transportation.

Other debt repayment: 
Not your mortgage or car loan, 
but student loans, credit cards 
or other debts.

Life: This is 
everything 
else. Your 
clothing, 
travel, 
health care, 
fun.

Savings: 
Non-negotiable.

Housing: 
This includes not just 
your rent or mortgage, 
but utilities, main-
tenance, taxes and 
insurance.

I always tell people that budgeting 
is like a relationship. If you don’t commit 

to it, it’s not going to work.        
                                                     

 – Jessica Reed

Here’s how Jean Chatzky 
recommends you break 
your budget down.
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MEMBER SAVINGS | EXCLUSIVE PRODUCTS AND SERVICES FOR USAA MEMBERS ONLY
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In the midst of the challenging housing market last 
year, USAA members Brad Snook and Karin Ruschke 

wanted to move. The married couple turned to the 
MoversAdvantage® program, which pairs mem-

bers with expert agents and offers cash-back 
bonuses when they buy or sell a home.

“In a down market with an average sales 
time in excess of nine months, our agent 
had our 11-year-old condo under contract 
in about fi ve weeks, at 96 percent of our 

asking price, in a market glutted with 
fl ashy new construction,” Snook 

says. “She also provided us 
dogged efforts to fi nd a new 

home faster than anyone 
had predicted. Start to 
fi nish, we closed in about 
three months.”

USAA CAN HELP 
YOU BUY OR 
SELL — OR BOTH!

PAGE 26

EASY NO-FEE IRA 
SOLUTIONS

PAGE 27

CDs: GUARANTEED GROWTH

PAGE 29

SMART MORTGAGES

   $1,550  
   $1,550  
 + $100  

 $3,200

when they sold their condo

when they bought a new home

for getting their mortgage 
through USAA

TOTAL CASH BONUS

BRAD AND KARIN GOT 
A CASH BONUS THROUGH 
MOVERSADVANTAGE.1

Find out more on page 28.
   GO TO USAA.COM/MoversAdvantage
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INDIVIDUAL RETIREMENT ACCOUNTS

Saving Smart
A well-planned, tax-deferred retirement 
portfolio will:

Maximize your IRA contributions■

Minimize your tax burden■

This tax season, let a USAA fi nancial advisor help craft an IRA solution 
that makes the most of your savings, earnings and investment dollars. 
Fund your traditional IRA or Roth IRA with any of these options:

MAXIMIZE YOUR IRA

RETIREMENT

PH
OT

OG
RA

PH
 B

Y 
TO

M
AS

 R
OD

RI
GU

EZ
/V

EE
R

SPOTLIGHT 

Professionally 
Managed Portfolios

SAVINGS ANNUITIES
 ■ NO MARKET RISK
Your money is guaranteed 
to grow regardless of market 
conditions

 ■ TAX-DEFERRED 
GROWTH GUARANTEED
Tax-deferred interest helps you 
reach retirement goals faster

USAA TARGET 
RETIREMENT FUNDS

 ■ SOLID
Highly rated

 SUPER-LOW FEES■

No load funds

 ■ EASE 
Works with your retirement 
timeline

USAA BROKERAGE
 ■ MEMBER DISCOUNTS
25 free online trades with new 
accounts opened online PLUS 
online trades for as little as 
$5.95

 ■ INDUSTRY-LEADING 
SERVICE 
Ranked No. 1 for overall 
customer satisfaction by 
the American Association of 
Individual Investors

 ■ FREE ONLINE TOOLS
Buy, sell and hold 
recommendations, customizable 
tickers and more

PLUS,
CHECK OUT 

OUR CD IRAs FOR 
GUARANTEED 

RETURNS!

Investments/Insurance: Not FDIC Insured • Not Bank Guaranteed • May Lose Value

Consider the investment objectives, risks, charges, and expenses of the USAA mutual funds 
carefully before investing. Contact us at (800) 531-8181 for a prospectus containing this and 
other information about the funds from USAA Investment Management Company, Distributor. 
Read it carefully before investing.

Speak to an IRA 
specialist today.
   GO TO USAA.COM 
(search: IRA) OR CALL 
(800) 472-8722

USAA Strategic Fund Advisor®

FOR a flexible portfolio 
of mutual funds based on 
your age, risk tolerance and 
financial goals

Global Opportunities Portfolio

FOR a portfolio with 
worldwide exposure that 
mitigates risk and targets 
long-term moderate growth

USAA Private Investment 
Management

FOR a portfolio of stocks, 
bonds and mutual funds 
customized by a dedicated 
advisor to meet your goals

USAA Trust Services

FOR a team working to 
integrate your investments 
and estate planning 

26 U S A A  M A G A Z I N E  S P R I N G  2 0 0 9  U S A A . C O M

    CALL (800) 292-8620
Required minimum investment: 
$50,000 

    CALL (800) 332-8310
Required minimum investment: 
$500,000
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no market RISK

USAA.COM

plannING

Find a great rate.
   GO TO USAA.COM  
(search: USAACDs)

Get peace of mind.
   GO TO USAA.COM  
(search: Annuity)

certificates  
of deposit

Open a CD for 
as Little as 
$1,000
It’s all growth, no market risk with USAA 
Certificates of Deposit. Choose one of our 
Fixed Rate options and lock in your rate of 
return. Or choose an Adjustable Rate CD 
and take advantage of a one-time interest 
rate increase.
From USAA Federal Savings Bank

savings ANNUITy

Guaranteed Growth
�■ Count on zero market risk

�■ Tax-deferred interest — your savings 
will grow faster than with other taxable 
alternatives

�■ Up to 5.7% interest3 with a guaranteed 
minimum of 1 – 3% 

Currently we will add a 4% premium ■

bonus for any money you put into the 
annuity during the first 12 months. 
The bonus rate will never be less 
than 1%

From USAA Life Insurance Company and USAA 
Life Insurance Company of New York

rates
 as high as

3.86% 
APy2

RATED

 “AAA”
 BY STANDARD  

& POOR’S!*

*Rating applies to USAA Life Insurance Company and USAA Life Insurance 
Company of New York, not to the products or services offered. Company ratings 
represent an opinion of financial strength and the company’s ability to meet ongoing 
obligations to policyholders.

See page 30 for important legal information.
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HOME

Replacement Cost
USAA offers coverage for up to 125 percent of the 
home’s insured value, providing extra protection 
in the event that unanticipated rising construction 
expenses make rebuilding costs higher than the esti-
mated rebuild insured value.‡

our new homeowners 
insurance vs. the industry†

PERSONAL LIABILITY LIMITS

USAA: $300,000 coverage, with the ability to increase 
coverage for an additional cost

Industry: $100,000 with the ability to increase for a cost

Jewelry/Furs
USAA: $10,000 
coverage

Industry: $1,000 
coverage

Silverware
USAA: $10,000 
coverage

Industry: $2,500 
coverage

Firearms
USAA: $10,000 
coverage

Industry: $2,000 
coverage

MILITARY UNIFORM 
AND EQUIPMENT

USAA: Personal property limit 
with no deductible charge

Industry: Charges a  
deductible

war-caused loss
USAA: $10,000 coverage with 
no deductible for personal prop-
erty abandoned, damaged or 
destroyed due to war while on 
active duty outside the United 
States (the only insurer to pro-
vide this coverage)

Industry: None

SPECIAL LIMITS for theft

†Restrictions apply. Industry data as of summer 2008.
‡Additional 25% coverage applies to your dwelling only, not its contents.

United Services Automobile Association, USAA Casualty Insurance Company, USAA General In-
demnity Company, Garrison Property and Casualty Insurance Company, and USAA Texas Lloyd’s 
Company. San Antonio, TX. Each company has sole financial responsibility for its own products.

SMART MONEY MOVES

USAA Homeowners Insurance

Better Protection.  
Better Pricing
How does your current policy stack up?

�Does it offer 125 percent of the insured ■

value in the event the rebuild cost is 
greater than the policy limit?

�Can you get your claims paid in  ■

24 hours after completing the claim 
with direct deposit?

�Are you covered against identity theft ■

at no additional cost?

Get a quote online.
   GO TO USAA.COM  
(search: USAAHomeowners)

home

MoversAdvantage®

Buying or Selling?
Simplify the whole process and get 
up to $3,100 back! It’s all part of 
MoversAdvantage® — the hassle-free 
way to buy and sell your home.1

�Your dedicated Movers■ Advantage 
specialist will assist with every step

�A real estate agent from our ■

network will work with you

�You could receive up to $3,100 when ■

you buy and sell your home

Real estate services  
you can trust.
   GO TO USAA.COM  
(search: MoversAdvantage)

Our new Homeowners Insurance may not yet be 
available in your state. You can still enjoy your 
current USAA homeowners policy. In coming 
months, check usaa.com for availability of the 
new homeowners product in your state.

See page 30 for important legal information.
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USAA.COM

CONTENTS

Replacement Cost
USAA: Included

INDUSTRY: May be added, 
typically for a price

IDENTITY THEFT

USAA: $5,000 coverage

INDUSTRY: May be added, 
typically for a price

WATER BACKUP 
OR SUMP PUMP 
OVERFLOW

USAA: $10,000 coverage

INDUSTRY: May be added, 
typically for a price

BUSINESS PROPERTY
On Premises:

USAA: $10,000 coverage

INDUSTRY: $1,000 coverage

Off Premises:

USAA: $1,000 coverage

INDUSTRY: $250 coverage

GOLF CARTS
USAA: $3,000 coverage

INDUSTRY: May be added, 
typically for a price

USAA CREDIT CARDS

Low Rates with 
No Surprises!

NO UNEXPLAINED 
FEES:

NO SURPRISES:

NO annual fees
NO liability for 
fraudulent charges

NO redemption fees
NO expiration date on 
rewards6

NO over-limit fees NO points cap

USAA MORTGAGE

Low-Rate, Super-Flexible
Whether you’re buying or refi nancing, choose 
from fi xed-rate, adjustable-rate, jumbo and VA 
mortgages — all at low, member-only rates.

 BIGGER SAVINGS:■  Our members save an 
average of $1,200 in points and fees4

 PREAPPROVAL POWER:■  With a USAA-certifi ed 
Cash Buyer Certifi cate in hand, shop and 
negotiate with confi dence

 ON-TIME CLOSING:■  If we’re late closing your 
loan, you get $500 toward closing costs5

Apply online.
   GO TO USAA.COM 
(search: Mortgage)

With USAA Total Rewards Credit Cards you get rates as 
low as 7.75 percent annual percentage rate for purchases, 
balance transfers and cash advances.* And you get to 
choose your own rewards.

With USAA Total Rewards Credit Cards you get rates as With USAA Total Rewards Credit Cards you get rates as 
low as 7.75 percent annual percentage rate for purchases, 

OUR NEW HOMEOWNERS 
INSURANCE VS. THE INDUSTRY†

SPECIAL LIMITS FOR THEFT

*Offer subject to approval. As of 1/15/09, variable APRs on Purchases and Cash 
Advances are 7.75% to 18.90%, depending on your credit history and other 
factors. There is a transaction fee of 3% on cash advances ($75 maximum on 
balance transfers and convenience checks) and 1% on foreign transactions. 
Delinquency rates will apply if your account becomes two payments past due. 
We reserve the right to change account terms, including the APRs. 

29U S A A . C O M   S P R I N G  2 0 0 9   U S A A  M A G A Z I N E

Apply online and get an instant decision.
   GO TO USAA.COM 
(search: Credit Card)
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LEGAL DISCLOSURES
Investments/Insurance: Not FDIC Insured • Not Bank Guaranteed • May Lose Value

91246

BASIC INVESTING

INVESTING

BASIC INVESTING

BUILDING AND MAINTAINING 
GOOD CREDIT

MONEY MANAGEMENT

BUILDING AND MAINTAINING 
GOOD CREDIT

MONEY MANAGEMENT

BUYING OR REFINANCING

A HOME

HOME

Page 3

Certifi ed Financial Planner Board of 
Standards, Inc. owns the certifi cation 
marks CFP® and CERTIFIED 
FINANCIAL PLANNER™ in the United 
States, which it awards to individuals 
who successfully complete CFP 
Board’s initial and ongoing certifi cation 
requirements. 

Page 7

The Net Promoter® Score, a 
management tool created by Fred 
Reichheld of Bain & Company, was 
utilized to derive customer loyalty 
scores. Net Promoter® is a registered 
trademark of Satmetrix, Bain & 
Company, and Fred Reichheld. NPSSM 
is a service mark of Bain & Company. 
Reichheld, Fred. The Ultimate 
Question, Driving Good Profi ts and 
True Growth. Boston, MA: Harvard 
Business School Press, 2006. 

Pages 17, 25 and 28
1MoversAdvantage® offered by USAA 
Relocation Services, Inc., a licensed 
real estate broker and subsidiary of 
USAA Federal Savings Bank. Not 
available for employer-sponsored 
relocations, or for transactions in 
Iowa or outside U.S. This is not a 
solicitation if you are already 
represented by a real estate broker. 
Cash bonus limited in some states. 
Bonus ranges from $350-$1,550 
based on sale price of home sold/
purchased. You must enroll in program 
before contacting participating real 
estate fi rm and be represented by 
that fi rm at closing to qualify for 
bonus. Qualify for an additional $100 
when you also fi nance your home 
purchase with a USAA mortgage. 

Page 27

Annuities provided by USAA Life 
Insurance Company, San Antonio, TX, 
and in New York by USAA Life 
Insurance Company of New York, 
Highland Falls, NY. Each company has 
sole fi nancial responsibility for its own 
products. USAA Federal Savings Bank, 
Member FDIC.
2$1,000 minimum opening deposit. 
3.86% Annual Percentage Yield (APY) 
current as of 2/6/09.
3Rate effective 2/1/09, subject to 
change. The minimum guaranteed 
interest rate is subject to change and 
may vary by product and state. The 
minimum guaranteed interest cred-
ited to the contract will be 1%-3%. The 
minimum guaranteed rate is fi xed and 
will not change after the contract is 
issued. FRA interest rates may change 
monthly. The interest rate shown is 
the effective annual rate for premi-
ums received during the month shown 
and may not match rates applied to 
existing contracts. Interest credited to 
existing contracts depends on when 
premiums are received and the 
amount of premiums paid. Flexible 
Retirement Annuity: ARA33846ST 
03-99 (varies by state); in NY, 
NRA36171NY 05-00. Call for details on 

specifi c costs, benefi ts, limitations 
and availability in your state.

Page 29
4$1,200 savings fi gure based on com-
parison of $200,000, 30-year fi xed 
rate loan.
5Applies to conventional purchase 
loans only.
6Reward points terminate if account is 
closed, delinquent or program ends. 
Earn 1 point for every $1 in credit card 
purchases. Other restrictions apply.

Member

Use of the term “member” does not 
convey any legal, ownership, or eligi-
bility rights for property and casualty 
insurance products. Ownership rights 
are limited to eligible policyholders of 
United Services Automobile Associa-
tion. Eligibility may change based on 
factors such as marital status, rank, or 
military status. Contact us to update 
your records. Children of USAA mem-
bers are eligible to purchase auto or 
property insurance if their eligible par-
ent purchases USAA auto and prop-
erty insurance.

Eligibility restrictions apply to pur-
chase of property and casualty insur-
ance. To be eligible for auto and 
property insurance, separated military 
personnel must have been separated 
on or after 1/1/1996 with a discharge 
type of “Honorable.” Once eligibility is 
established, it is generally ongoing. 
Eligibility may change based on fac-
tors such as marital status, rank, or 
military status. Customers must be in 
good standing and meet underwriting 
guidelines. Rates and benefi ts may 
vary due to eligibility.

Notice to USAA Members

United Services Automobile Associa-
tion (“USAA”) continuously works to 
attract and retain the services of highly 
qualifi ed individuals to serve as direc-
tors. However, the potential exposure 
to corporate litigation and associated 
expense of defense can be a signifi cant 
disincentive to serve. Accordingly, the 
Bylaws of USAA require USAA to 
indemnify its directors to the maxi-
mum extent permitted by law for mat-
ters arising out of their service to, or at 
the request of, USAA.

Pursuant to that obligation, USAA will 
provide indemnification and has 
advanced expenses in a recent lawsuit 
that names all the directors as defen-
dants. The Court recently dismissed the 
suit. Plaintiff has appealed.

USAA Companies

USAA means United Services Auto-
mobile Association and its affi liates. 
Property and casualty insurance pro-
vided by United Services Automobile 
Association, USAA Casualty Insur-
ance Company, USAA General Indem-
nity Company, Garrison Property and 
Casualty Insurance Company, USAA 
County Mutual Insurance Company, 
USAA Texas Lloyds Company, San 
Antonio, TX, and USAA, Ltd. (Europe), 

and is available only to military mem-
bers and their families who meet 
certain membership eligibility crite-
ria. Each company has sole fi nancial 
responsibility for its own products. 
Coverage descriptions are brief and 
subject to the terms and conditions 
of your policy. Read your policy for 
details. Applications subject to 
underwriting. To fi nd out if you are 
eligible, contact USAA. Underwriting 
restrictions apply. Investments pro-
vided by USAA Investment Manage-
ment Company and USAA Financial 
Advisors, Inc., both registered broker 
dealers. Life insurance and annuities 
offered by USAA Life Insurance Com-
pany, San Antonio, TX, except in NY; 
some life insurance may also be 
offered in most states by USAA Direct 
Life Insurance Company, Omaha, NE; 
in NY, life insurance and annuities 
offered by USAA Life Insurance Com-
pany of New York, Highland Falls, NY. 
Financial planning services provided 
by USAA Financial Planning Services 
Insurance Agency, Inc. (known as 
USAA Financial Insurance Agency in 
California), a registered investment 
advisor and insurance agency. Finan-
cial advice provided by Financial 
Advice Center as a service of USAA 
Financial Planning Services Insurance 
Agency, Inc. (known as USAA Finan-
cial Insurance Agency in California), 
and USAA Financial Advisors, Inc., a 
registered broker dealer. Credit cards 
provided by USAA Savings Bank, 
other bank products provided by 
USAA Federal Savings Bank, both 
Member FDIC. Merchandise and Alli-
ance services provided through USAA 
Alliance Services, L.L.C. Each com-
pany has sole fi nancial responsibility 
for its own products. © 2009 USAA. 
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The USAA Educational 
Foundation, a nonprofi t 
organization, has the 
resources to help make 
your life more manageable. 

Managing Credit 
And Debt  #501

Buying Or Refi nancing 
A Home  #502

Basic Investing  #503 

Financial Planning 
And Goal Setting  #511 

Selling A Home  #519 

Making Money 
Work For You  #523 

Building And Maintaining 
Good Credit  #536

To order free publications, 
just call (800) 531-6196 or 
visit usaaedfoundation.org. 
Have your USAA number and 
publication number ready 
when you call.

The USAA Educational Foundation 
does not endorse or promote any 
commercial products or services.

THE USAA 
EDUCATIONAL 
FOUNDATION®
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A 
s a congresswoman and mem-
 ber of the House Armed Services
 Committee, Gabrielle Giffords
 can help infl uence policy for 

a new generation of military families. 
When the Arizona native married Navy 
Capt. Mark Kelly in 2007, she became a 
military spouse, adding dimension to the 
dialogue on Capitol Hill. Kelly, an Opera-
tion Desert Storm veteran, is now assigned 
to NASA, with three space missions under 
his belt. “I’ve experienced the camaraderie
of military spouses fi rsthand,” Giffords 
says. “Whether it’s a space mission or 
a Middle East deployment, there’s risk 
involved.” Giffords notes that longer, 
multiple deployments have created new 
challenges for military families — and 
the Armed Forces. “The support systems 
we have built for them are straining,” she 
says. In a culture where patriotism and 
sacrifi ce run deep, one of Giffords’ chal-
lenges is getting military families to talk 
about their needs. “People know there’s a 
national health care crisis, but may not be 
aware how military families are affected, 
especially when a service member returns 
from deployment or leaves active duty.” 
She is elevating the issue to the Armed 
Services Committee. 

Gabrielle Giffords
USAA member since 2007
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