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When writer Francisco Cantú told
his mother he wanted to join the United 
States Border Patrol, she asked a simple 

question: “Are you crazy?” His debut book, 
The Line Becomes a River: Dispatches from 

the Border, proves that Cantú is a talented 
writer who knows where to find great 

material, even as he risks losing 
his soul in the process.  
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reverse mortgage is helpful, as is the substantial discussion of 
benefits available to veterans. Material concerning other retire-
ment-related topics, such as Medicare, IRAs, 401(k)s, and trusts, 
is included. The primary strength of the volume, though, is its 
exhaustive coverage of Medi-Cal, the California version of Med-
icaid. Half of the thorough work’s 23 chapters concentrate on the 
mind-boggling details of Medi-Cal, which Weissler patiently 
and lucidly explains. Perhaps most significant is the author’s 
claim that “you do not have to be a pauper or spend down to 
broke in order to qualify for Medi-Cal.” In fact, Weissler offers 
specific strategies for asset protection and demonstrates with 
examples how the average retiree can legally shield assets to 
take maximum advantage of Medi-Cal. The book is impressive 
both in its breadth and depth, and the author’s “Takeaways” at 
the end of each chapter ensure that readers do not overlook key 
points. Weissler’s “bonus chapter” concerning medical decision 
planning is a sensible addition; it explains the use of such legal 
documents as an advanced health care directive and a durable 
power of attorney. The author prudently points out that the 
book is intended as a resource and should not be viewed as a 
replacement for an elder law attorney.

Comprehensive, all-encompassing, and authoritative; 
could easily act as the single source any Californian needs 
to help navigate the bewildering world of retirement and 
estate planning.
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A debut book applies the principles 
of surfing to the business world of the 
21st century.

Wessinger’s volume intriguingly combines a memoir and a pro-
fessional manifesto. He spends a good deal of the book’s early pages 
recounting his own experiences feeling dead-ended in the business 
universe and learning about the world of surfing off the coast of 
Malibu, California. With spirit and easy readability, the work details 
his formative experiences in sales and marketing and the rigors he 
endured (“I have firsthand experience with everything written in 
this book and have the mental and physical scars to prove it”). He 
alternates those stories with his account of overcoming his doubts 
and fears in order to learn surfing’s intricacies, which were at first 
intimidating and required new ways of problem-solving. The inspi-
ration here is to marry the two worlds—to import into the realm 
of sales and marketing some of the basic tenets of surfing. “Surfers 
know how to leverage progression on wave after wave, and they can 
quickly move through a series of tricks and challenges to improve 
their surfing,” he explains. “The surfers that have mastered the pro-
cess of building skills through progression will not stop and bask in 
their accomplishments.” In this view, companies that rely blindly on 
old patterns rather than continuously shifting their approaches to fit 
new situations are just asking to be swamped by the next big wave. 
Rather, the author maintains, companies should use risk, harnessing 
it to prod their thinking in new and necessary directions. 

Wessinger’s writing is clear and inviting, enlivened both by his 
frank honesty about himself and his hard-won understanding of 
business dealings. One core concept of his unconventional book 
is the idea of progression: the atmosphere of constant change 
that is the new normal of the business world. Some of his com-
ments about this concept are basic enough almost to be truisms—
the fact that successful companies survive by being responsive to 
their customers isn’t exactly a new discovery—but the author’s 
insights into the modern-day dynamics of that relationship are 
unfailingly captivating. “As customers become savvier about how 
they find information and make decisions about products or ser-
vices,” he writes, “organizations will need to change to meet the 
customers’ new level of expertise.” That new reality in which cus-
tomers are no longer dependent on sales or marketing to inform 
them about products and services—they can make assessments 
on their own—is neatly presented to mirror the case-by-case 
unpredictability of each wave a surfer rides. Wessinger’s blending 
of these two seemingly disparate worlds, a gimmick that could 
easily come across as strained and artificial, here feels smooth 
and valid, mainly because of the author’s plainspoken conviction.

This rare and engaging business manual should appeal 
equally to the manager’s inner surfer and the surfer’s 
inner manager.
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